


50 CENTS 

















= 


: 


ne’ 





The utter SIMPLICITY 
of the new BEAVER 26-R 
insures 
Reduced repair expense 
Trouble-free service 
Leak-proof threads 


The New Beaver 26-R 
Easy-Working 
1 to 2” Pipe Threader 


® The new Beaver 26-R is the greatly improved and 
simplified successor to the “old Beaver 26,” the original 1 to 2” 
self-contained threader which has been popular the world over 
for 35 years. 

' The new Beaver 26-R is the ONLY simplified, easy- 
working | to 2” pipe threader which will cut standard, oversize 
ind undersize threads of uniform length. 

The new Beaver 26-R is the ONLY tool of its kind 
with “radio” dial size-setting (change size in two seconds) .. . 
from which the dies can be removed quickly FROM THE OUT- 
SIDE without the use of tools. 

The new Beaver 26-R uses one set of dies to thread 
four sizes (1, 1], 1} and 2-inch) . . . is fully adjustable for over- 
size or undersize threads to compensate for variation in fittings 

and has a cam-type universal self-centering chuck which 
centers the pipe accurately and insures straight pipe lines. Yet, 
“drip threads” may be cut when desired for heating lines. 

The new Beaver 26-R will cut either standard “taper” 
or electric “straight” conduit threads by a simple adjustment 
requiring no tools. 

May we send you new Beaver Catalog CC-151? Ad- 
dress Beaver Pipe Tools, inc., 216-300 Dana Avenue, Warren, 
Ohio, U.S. A. 


Remember, when you sell a Beaver you make a friend 
OVER 50 YEARS OF FRIENDLY SERVICE! 


With five (5 


time-saving, 


profit-making 


advantages! 


od 


Note the EXTREME SIM- 
PLICITY of the Radio Dial 

setting—visible quick, easy 
and accurate. A Beaver 
exclusive! 


~ SIMPLICITY = Trouble-Free Service + Low Upkeep Cost! 
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instantly adjustable to cut 
either standard taper or 
straight electric conduit 














Streight line pull m 
same plone as dies. Easy 
cutting maximum = effi- 
crency 
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Dies instantly removable 
from the outside 
tools required! EX- 

CLUSIVE 

















Self-centering, universal 
chuck insures accurate align 
ment; also adjustable 
cutting ‘drip’ threads! 
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COOPERATION can be 
the keyword in pleasure as 
well as in business. The 
employees of a Dallas firm 
offer proof positive as 
they built a lodge for lei- 
sure time use. Read all 
about the B-Bar-W Lodge 
on page 94. 


SALES ANALYSIS is ef 
fective only when tools 
are given to make it so. A 
Newark supply firm puts a 
steady flow of information 
right where it is needed, in 
salesmen’s note books and 
in the salesmanager’s top 
drawer. Page 108. 


SIX BENEFITS resulted 
from a streamlined method 
of billing customers on a 
net price basis. Page 82 
tells how a Syracuse sup 
ply house turned theory 
into practice—successfully 


SALES & SERVICE are 
an unbeatable team. Page 
102 tells you how an At 
lanta distributor coupled 
this duet by building up 
a hose coupling depart 
ment and an easy custom- 
er-order service. 


Q & A APPROACH has 
paid off well for this Pitts- 
burgh sales manager. He 
reviews the  salesman’s 
record using a mumco- 
graphed questionnaire that 
covers 14 main points. 
See page 100 
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SAFETY FIRST last and 
always. Reducing the ac- 
cident meg by 56% 
is the record of one New 
Haven distributor. Page 
110 gives the story on 
how company-wide partici- 
pation was enlisted in an 
aggressive safety drive. 
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SELECTIVE SELLING 
has paid off handsomely 
for one Cleveland firm 
after a two-year trial. The 
details, in facts and figures, 
are given on page $8 


READY-SET-GO-—That's 
what a Charleston supply 
house did in the short 
space of 72 hours. To read 
the story of how this was 
accomplished, plus _pic- 
tures, turn to page 104. 
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the BETTER 
fastening method. 
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FLAT HEADS 


HK INTERNAL WRENCHING 


HK SOCKET SCREWS ARE: 


© Held tw Class 5 Thread Fit . . . Individu- 
ally hand inspected. 


* GUARANTEED TO GIVE 
UNFAILING PERFORMANCE. 


HK SOCKET SCREWS ARE: 


* Made of special analysis alloy steel by a 
Holo-Krome patented process and heat 
treated to develop the utmost in physical 
properties. 


. fal controlled in Holo-Krome’s own 
sical and Chemical laboratories. 


Industrial Distributors like the Holo-Krome 100% 
Distributor Sales Policy. Your territory may be open. 
Interested? Write for details! 


HOLO-KROME 


socicer s¢ REWS 


THE HOLO-KROME SCREW CORP., HARTFORD 10, CONN. U.S.A. 
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FLEXMOUNT CONVEYORS NOW STANDARDIZED 


Flexmount Oscillating Conveyor's leak-proof, 


all-metal trough 


is easily made dust-tight. 


Sell Cast Tooth Sprocket Wheels 


from Stock for i? Chain | Nee 


There is a specially designed Link-Belt 
Cast Tooth Sprocket Wheel for every 
one of the 22 types and 575 sizes of 


Link-Belt malleable, combination, steel 
and steel sidebar chain. Two types and 
over 200 sizes of these sprocket wheels 
are stocked for convenient service in 
all industrial areas. Distributors can ex- 
actly match sprockets with Link-Bele 
chain used in elevating, conveying and 
transmission of power in every industry. 

Each Link-Belt stock sprocket is care- 
fully factory-tested on a standard pitch 
chain of the type and size to be used. 

Teeth are properly designed, accurately 
cast and carefully ground to fit the chain 
correctly. Hubs can be bored and key- 
seated to specifications. 

Cast tooth sprocket wheels are made 
in arm center and plate center types of 
both Gray iron and Flint-Rim. Use Gray 


“he 
iron sprocket wheels where operating 


conditions are fairly clean and not abra- 
sive. Flint-Rim sprocket wheels are 
abrasive resistant and retain their pitch 
longer. Book 2467 gives complete data. 





LINK-BELT COMPANY 
Chicago 9, Indianapolis 6, Philadelphia 
40, Atlanta, Colmar, Pa., Houston 1, 
Minneapolis 5, San Francisco 24, Los 
Angeles 33, Seattle 4, Toronto 8, Springs 
(South Africa). 


13,038 














Your adequate stocks of sprockets can assure 
customers continuous operation of equ upment. 


“HS” High-Speed Buckets 
Add Elevator Capacity 


Link-Belt “HS” buckets are making rec- 
ords for increased handling capacity in 


replacement of old-style buckets on cen- | 
trifugal discharge bucket elevators. | 


These Link-Belt buckets are especially 


designed for maximum pickup and clean, | 
| quick discharge at high speeds when han- | 
dling grain, soft feeds, and other light- | 


weight, free-flowing material. 








Stock Sections Make 
Installations Easier 
to Price and Sell 


A big step forward in the standardiza- 
tion and simplification of conveying 
equipment, resulting in stock delivery 
and lower cost to 

* Sales customer, has been 
Meeting announced by Link- 
in Priat Belt Company. Posi- 
tive action Flex- 
mount Oscillating Conveyors in any 
desired length can be ordered from sub- 
assemblies now available. This off-the- 
shelf service applies to 8-in., 12-in., 
and 18-in. trough widths. No longer 
IS it necessary to wait for special engi- 


| neering to meet requirements, 


Backed by Advertising 


| Supporting this new program is a large- 
| scale campaign to most of your custom- 
ers in the chemical, food and metalwork- 
ing fields. 

Correct selection and application of 


these conveyors can be made from data 


in Book 2478. Conveyability of various 
materials is also concisely illustrated. 

The Flexmount Conveyor is designed 
primarily for light-duty applications 
Many have been made for handling vari 
ous types of free-flowing, granular ma- 
terials, hot sintered products, abrasive 
materials, metal chips and turnings, and 
numerous other products formerly con 
sidered difficult to move. Because of its 
simplicity and minimum of moving 

arts, Flexmount is not only low in 
first costs, but low in maintenance. 





How FLEXMOUNT 
Moves Material... 


« 
OWRECTION OF FLOW 





Positive-action, constant-stroke eccentric 
drive em y a powerful, yet gentle 
upward and forward oscillating motion. 
Large volumes of material are moved in 
a _ uniform, flow, 

of surges. remy Fem spring action of resil- 
ient legs reduces power requirements to 
a minimum. 
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*They're popular...useful... aia 
and FREE for the asking! tg yea gd meg 


“varsity” member in the field of 
industrial supplies, William A. Pur- 
tell. He's won his “letter” in two 
fields—business and politics. Until 
a few weeks ago, he was president 
of Holo-Krome Screw Corporation, 
but resigned to devote all his 
efforts and energies to his duties as 
United States Senator from Con- 
necticut. For more about whom 
you'll be seeing on 1.D.’s cover, 
plus a word and picture article on 


the November cover, turn to page 
86. 
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bang that we've had to lay in @ 
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MORE SALES FEATURES THAN 
ANY LATHE IN ITS FIELD 


10” 


2 QUICK-CHANGE LATH 





More Prospects 
For You To Sell Quick-Change Mechanism Provides Instant 
Selection of 54 Threads or Feeds 


The capacity, precision capa- Timken Bearing Equipped Spindle 
bilities, exclusive features, and low 


cost of the Atlas 10’ lathe give you 16 Spindle Speeds — 8 Direct, 8 Backgeared 


the broadest possible market. Instantly Reversible Power Cross and Longitudinal 
rare Feed, Standard Equipment 
achine Shops 


Toot Rooms Precision-Ground Bed Ways 


Experimental Labs Complete V-Belt Drive 
Industrial Production 














Industrial Research Departments You're in the unique position — wherever lathes are used — 
Job Shops of offering the greatest dollar for dollar value when you promote 
Maintenance Departments the Atlas 10” lathe. Keep its outstanding features in mind . . . invite 
Service and Repair Shops comparison on precision performance, rugged cutting power, versa- 
School Shops tility, long service life, and price — you offer your customers the 

greatest value. In addition, the many accessories that expand the 
Need Catalogs work range of the lathe can be a constant source of further volume 


A postcard will quickly bring you the for you. How long since you've made a shop-by-shop check of the 
latest catalog on the Atlas 10” lathe. prospects in your area? 


ATLAS PRESS COMPANY 
1128 N. PITCHER ST. * KALAMAZOO, MICH. 


DEPENDABLE QUALITY TOOLS SINCE 1911 
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FimsT 
IN 
POWER 
TRANSMISSION 
MACHINERY 











Mishawaka, Indiana 








FOR DODGE 
TRANSMISSIONEERS 

















NEW ALL-STEEL PILLOW BLOCKS 





NEW VARIABLE SPEED 
DRIVE HELPS TO KEEP 
PRODUCTION ROLLING 


variable speed drive which cuts 
ywr-time on speed changes is a new 
ddition to the Dodge line 


driv: already 


The new 
has won wide interest 
Specially in the 
Wi re 


Clompone 


textile industry, 
its application to spinning 
nerenses production 
its of this new 
Variable Speed Drive are (1 
abi: piteh motor sheave; (2 
nion sheave; (3) a set of wide range 
it 1 i The 
mous Dodge Taper-Loeck principle 
Hicorpaor 1 in the 


Dodge 
a Vari- 
a com- 
slide motor base 
bushings for 


th sheaves in the new drive and 


New Variable Speed Drive 
Applied to a Spinning Frame 
eontributes gi 


eatly to the 
with which speed changes 


rapidity 
and ease 
can be made 

The variable sheave assembly locks 
on the motor shaft as a unit, adjusts 
easily and positively, by the turning 
Sheaves, belts and 
motor base are ¢ ngineered to work in 
perfect harmony, assuring long life, 
trouble-free More details are 
available in Bulletin A-618, 


of one serew 


service 


FEATURES OF THE 
ALL-STEEL BEARINGS 


@ All-Steel construction 
@ A new Timken bearing design 
@ High radial and thrust capacities 


ec t— mini di ry 


P 








®@ Minimum weight; maximum strength 


@ Fully self-aligning with spherical 
outer race 


@ Both expansion and non-expansion 
types 


@ Adapter mounting, proven through 
the years 


@ Double piston ring seals 
@ Sealed both on and off the shaft 


@Fully assembled, permanently ad- 
justed, lubricated and sealed at the 
factory 





THREE FALL CLASSES 
ARE GRADUATED 


With the completion of the fall term of 
the Dodge School of Transmissioneer- 
ing 61 graduates were added to the 
ranks of the group of factory-trained 
transmission specialists now serving 
American industry. Three classes were 
held, each enrolled to capacity with 
men representing Dodge Distributors 
in all parts of the country. The total 
number of graduate Transmissioneers 
is now 1075. 

















( Advertisement) 
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JOINTLY DEVELOPED 
FOR TOUGH JOBS BY 
DODGE AND TIMKEN 


Dodge now offers a new line of All- 
Steel Pillow Blocks, providing high 
load-carrying capacity in a compact 
and rugged package, to meet the 
toughest jobs in industry. 

These new pillow blocks are a joint 
achievement of Dodge and the 
Timken Roller Bearing Company, 
the result of pooling the engineering 
resources and bearing building ex- 
perience of both companies. High 
radial and thrust capacities and the 
strength to stand up under heavy- 
shock loads have been provided with- 
in minimum dimensions, and with far 
less than usual weight. 

The bearings are fully self-aligning, 
with spherical outer race. They are 
available in both expansion and non- 
expansion types and have the adapter 
mounting which has proven so sue- 
cessful through the years. 


Ready To Install 


Double piston ring seals keep the 
lubricant in and dirt and dust out of 
the bearing mechanism. The bearings 
are sealed both on and off the shaft. 
They will be provided in shaft sizes 
from 2'% 4" to 10". 

These new Dodge-Timken All-Steel 
Pillow Blocks are fully assembled, 
permanently adjusted, lubricated and 
sealed at the factory. They are shipped 
ready to install and are expected to 
find major applications in steel mills, 
mines, lumbering and oil fields, and 
for crushers, heavy conveyors and 
similar rugged duty machinery. 

Evidence that this new line of bear- 
ings fills an important need is the fact 
that Dodge-Timken All-Steel Pillow 
Blocks have already been specified 
by engineers for some of America’s 
heaviest machinery and largest in- 
dustrial projects. Detailed informa- 
tion and delivery dates are available 
from the Dodge Manufacturing Cor- 
poration, Mishawaka, Indiana. 
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Defense Expenditures: No Early Drop Seen 


By The Economics Department 
McGraw-Hill Publishing Company 


ARLY in 1951, the defense pro- 
tam looked pretty definite. 
Charles E. Wilson, the new Director of 
Defense Mobilization, had laid out 
goals to be attained by 1953. Here was 
the “Wilson Program”: 

1) Enough weapons for an armed 
force of 342 million men, plus addi- 
tional weapons to equip our allies; 

2) Reserve supply of weapons 
which, with current output, would be 
sufficient to conduct all-out war for a 
year; 

3) Manufacturing capacity to mul- 
tiply weapons output in case of all-out 
war; 

4) Enough additional capacity (par- 
ticularly for basic materials) to resume 
full production of civilian products. 

Mr. Wilson estimated that to 
achieve the first two of these goals, 
defense outlays would jump to $65 
billion a year by mid-1952. 

Now 1953 is nearly here. But the 
rate of yearly defense expenditures is 
now not much over $50 billion, despite 
a considerable increase in prices! 

And the definite goals laid out by 
Mr. Wilson have been pretty well lost 
in the.mists of controversy — contro- 
versy Over how much the defense pro- 
gram has been (or should be) cut back, 
stretched out, or otherwise changed 
around. 

Where does it really stand? 


Weapons Production 


If you look at the official goals, this 
program is bigger than ever. But the 
gy always seem to be two years off. 
n 1951, the target date was 1953. 
Now it’s 1955. By then, according to 
Secretary of Defense Lovett, we're sup 
posed to be able to equip 21 army di 
visions, 16 navy carner groups, and 
143 air groups. 

But Lovett has noted that some air- 
craft types will not reach full produc- 
tion by 1955. So 1956 may be the 
earliest date at which — even theoreti- 


cally—all services will be fully equipped 
with the latest weapons. 

Why has this date been pushed 
ahead? 

Primarily because of technical ad- 
vances and design changes in the field 
of heavy weapons — tanks, planes, elec- 
tronic equipment. 

Procurement goals have been met 
pretty much on time for such things 
as clothing, small arms, trucks, and 
other standard items. But in the case 
of the more complex weapons, military 
research has been going so rapidly that 
the services have been reluctant to 
freeze designs and produce large quan- 
tities of weapons which may soon be 
obsolete. 

As long as design changes continue, 
the day for compitaly equipping our 
forces will always be two years off. It 
takes that long, at least, to get complex 
planes from blueprint to final delivery. 

There’s another factor: strategic cal- 
culations. The Pentagon has apparent- 
ly been influenced by Russia’s failure 
to start all-out war in 1951 or 1952. 
Thus, if Russia is still building up — 
as all reports indicate — the real a 
ger’s ahead. It’d be better then, so goes 
military logic, to have full production 
of the newest-type weapons in 1954 
or 1955. 

If, therefore, production comes to a 
peak too soon and lines are closed 
down, it’d take six months to start 
them up again. It'd take even longer if 
model changes were involved. 

Finally, there’s the budget. To corral 
the government deficit, President Tru- 
man put a ceiling on the current fiscal 
year’s military spending. Congress 
threatened an even lower ceiling. The 
military services have, quite under- 
standably, been loathe to spend too 
freely. 


Defense Spending 


How will the stretchout in weapons 
production affect the rate of federal 
spending. The answer is that defense 
spending will show only small increases 
for the rest of 1952 and 1953. 

Spending rose rapidly when the 
services were increasing the number of 
men to be paid and building up sup- 


lies of easy-to-get items, like shoes, 

tlothin on ‘omal food. But this 
type of procurement is tapering off. 
And because deliveries of major wea- 
pons are increasing slowly, the rate of 
spending won't climb very fast either, 
from now on, 

Here are the best estimates available 
for national security expenditures in 
the coming year. These estimates in- 
clude all expenditures for the Depart- 
ment of Defense, atomic energy, for- 
eign aid and other security programs: 

Annual Rates 

1952 (3rd qutr) $51 billion 

1952 (4th qutr) 54 x 

1953 (1st qutr) 55-56 “ 

1953 (2nd qutr) 56-57 “ 

The fourth quarter of 1952 will 
show a substantial increase in spend- 
ing, because some third-quarter deliv- 
eries were held back by the steel strike. 
However, the increase scheduled for 
future months amounts to less than 
$2 billion per quarter, compared to a 
rise of $7 billion per quarter in the 
early months of 1951, and $3 billion 
per quarter in the first six months of 


This was what Robert Turner, new- 
est member of the Council of Eco- 
nomic Advisers, meant when he said 
that the defense program was nearing 
a peak in terms of its impact on the 
economy. 

An increase of about $5 billion in 
the rate of defense spending spread 
over a full year will not have decisive 
effects on an economy which is turn 
ing out over $350 billion of goods and 
services. 

Other kinds of spending can change 
considerably more. For instance, in the 
past year consumer expenditures have 
gone up $10 billion, and the rate of 
business investment in inventories has 
dropped 916 billion. 


What About Next Budget? 


Where’s budget spending going af 
ter the middle of 1953? The military 
budget for the fiscal year beginnin 
July 1 is still in the works. Inform 
guesses put these projected outlays at 
$60 billion, which is considered neces- 

(Continued on page 10) 
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LUNKENHEIMER "N-M-D” VALVES 


« “ , 
A Sales Story In Tune With The Times 


In the strict sense, a valve cannot be “RIGHT” unless 
it is properly applied. 





Misapplication of valves is expensive. The user tends to 
make a valve in his stock “do” when he needs replacements 
or change-overs. You can advise, caution, explain, and 
demonstrate — but there’s nothing like making it easy for 
him to do the right thing. And that’s where Lunkenheimer 
‘“\N-M-D’s” help you. 

Changing an ‘““N-M-D”’ Valve from one service to another 
is simply a matter of switching discs. With a few spare disc- 
holders in stock, already “‘loaded’’ with discs, your customer 
can make the change quickly. This quick change-over reduces 
maintenance cost —a vital factor in today’s profit picture. 

Point out that each of the three different composition 
discs is especially compounded for a particular service. In the 
proper service, each disc lasts longer and works better than 
other composition discs. 

Emphasize the savings Lunkenheimer ‘‘N-M-D” Valves 
can make for him— anything that cuts costs gets a priority 
on customer interest these days. 

Sell your customer on trying Lunkenheimer ‘“‘N-M-D” 
Valves with an assortment of discs, thereby increasing his profits 
through the use of Lunkenheimer cost-reducing features. 
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PREPARED BY LUNKENHEIMER 


ESPECIALLY FOR 


LUNKENHEIMER DISTRIBUTORS 
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THESE 


3 NON-METALLIC DISCS 


can save your customers 
hundreds of valve dollars 


Lunkenheimer “N-M-D” (Non-Metallic-Disc) Valves save your 
customer inventory investment, maintenance time and replace- 
ment money. He can stock fewer “N-M-D” Valves with an 
assortment of discs — discs are replaceable and interchangeable 
quickly and easily. And because they are “just right” for the 
specific job, ““N-M-D” Valves give unbelievably long service. 
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LUNKENHEIMER “N-M-D” Valves with No. 
20 Discs handle 150 Ib. saturated steam and 
hot water at pressures up to 300 Ibs. and 
temperatures to 150°F. No. 20 Discs are 
designed for use on all Lunkenheimer 
“N-M-D” Globe, Angle, Check, and Quick 
Operating Valves where hot fluids are 
handled. 


* 


LUNKENHEIMER “N-M-D” Valves with No. 
30 Discs are recommended especially for 
cold water, air, and gas service at pressures 
to 300 Ibs. All Lunkenheimer “N-M-D” 
Valves can be converted from one service 
to another simply by changing the discs, 
which are identical in size and shape. WRITE FOR copies of Circular 558, 


which includes complete details, 
— dimensions, and service recommen- 
dations for the use of Lunken- 
heimer “N-M-D” Valves. Pass them 


LUNKENHEIMER “N-M-D” Valves with No. Se eirhs ene Meads ned one 
50 Discs are ideal for gasoline, oil, butane, tions. The Lunkenheimer Co., Box 
and propane service. Disc-Holder for all 360U, Ciacinaad 14, Ohio. 
“N-M-D” Valves is the slip-on type—four 

long guides prevent “cocking” and assure 
perfect disc seating. All three discs can be = 
replaced or changed quickly. "7 
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BRONZE + IRON © STEEL 


ONE RCO NAME IN VALVES 
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Set your profit pace with the new 
DUMORE. grinder. It eliminates 
hand sharpening of small drills 


Demonstrate this remarkable new 

Dumore grinder and watch your sales go to 

town! It sharpens small twist drills with amaz- 

ing speed and precision. Machine shop men can 
| eliminate expensive maintenance of 2-lip drills — No. 70 to %” 

: It grinds a drill point to any included angle from 90° to 150° vehi 
clearance angle — 5° to 15°. Quickly sharpens and reclaims small-size, dull 
and broken drills. Dumore sharpened drills stay sharp much longer, even 
last longer. 

You'll like the boost in profitable sales this completely new product will 
give you. There's no other drill grinder on the market like it. And the price 
is right. 

SELL THESE DUMORE DRILL GRINDER FEATURES 


bg PEED-IN ATTACH. BROKEN DRILL RECLAIMER 
Eliminates breakage Drills can be rough ground 
poe wheel gouging. Allows and reshaped on roughin 
fine control of finish cuts. wheel . . . then chespenede 
Speeds difficult sharpening, (Grooved drill rest also serves 
requiring extreme changes of as holder and locating fixture 
point or clearance angle, for diamond wheel dresser.) 


ECONOMICAL WHEEL COST 
— Only uses wheel face. No 
expensive, shaped wheels. In 
dividual wheels for web-thin 
ning and roughing, eliminat 
ing frequent wheel dressing 
assure longer wheel life. 





\\ Ask your nearby industrial distrib for a d ation of 

\ this time- and money-saving Dumore Drill Grinder, or write 

" 

fi OR 


omen 


ts) THE DUMORE COMPANY 





Defense Expenditures: 
No Early Drop Seen 


(Starts on page 7) 





sary if Mr. Lovett’s objective is to be 
reached. 

But this increase would necessitate 
freezing designs to permit increasing 
major weapon production, and also cut- 
ting production and spending after 
1654 if there’s no war. 

‘To date, the services haven’t shown 
any inclination to follow Lovett’s 
course. It is at least an even bet (unless 
the Russian bear jumps) the military 
will favor a further stretchout. Thus 
spending will be held around the $55 
billion mark during the second half of 
1953 and throughout 1954. And this, 
even if a state of complete readiness 
were postponed until 1956. 

Such a course would enable the 
services to continue making design 
changes, and to avoid a production 
peak from which they would have to 
cut back. Although the budget a 
might be for as much as $60 billion, 
the actual spending will be less. 

Although campaign promises in an 
election year have focused attention 
on government economy, it’s not likely 
military expenditures will fall much 
below $55 billion in 1953 or 1954. 
This sum will provide no more than 
a minimum quantity of weapons 
needed for national security. We're 
spending close to that figure now, and 
the flow of planes and tanks is slim 
enough — we can’t buy defense much 
cheaper. 

In this sense, the stretchout has put 
a strong prop under business activity. 
While there’s no longer the prospect 
of military expenditures zooming and 
pushing the economy toward inflation, 
neither is there the prospect of a sud- 
den drop in these expenditures letting 
business down with a bang. 

No matter which party wins the 
November election, defense expendi- 
tures will continue close to their pres- 
ent level through all of next year, and 
probably into 1954. The big upswing 
(or letdown) will have to come in 
other sectors of the economy. 


Plant Expansion 


The mobilization program for indus- 
trial expansion, like the weapons pro- 
duction program, has undergone sub- 


| stantial changes. The number of new 


plants required for strictly mili 0- 
Sastion ie turned out to be af 
originally panned. But estimates of the 
capacity required in defense-supporting 
industries have been increased. 


XK ee 1321 Seventeenth Street © Racine, Wisconsin | (Continued on page 14) 
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VERTICALLY MATCHED MULTIPLE V-BELTS 








How D-A Tests 
MULTIPLE V-BELTS TO 
GUARANTEE MATCHABILITY 





WE REPEAT...WE DON’T MATCH THE SAG! 
MR. INDUSTRIAL DISTRIBUTOR New vertical V-belt testing machine 


4 tests under varied tensions up to 450 
Here are two answers to the most serious problems ; Ibs. per belt. This calibration of true 


you have in stocking multiple V-belts: j belt running length assures equal power 


a - cS transmission per strand on multiple 
1. Vertical matching of D-A Multiple V-belts assures belt drives. Machine tests for vibration 


true leugths and uniform cross-sections. ; from minute variations in cross sec- 

‘ caw eae ‘ tions, also detects internal imper- 

2. No shrinkage while in storage. Exhaustive and : fections. Each D-A multiple belt is 

conclusive tests prove D-A Multiple V-belts will tested individually to guarantee perfect 
not deviate in length from original matching matchability. 


numbers while in storage over a period of time. 


FACTORY WAREHOUSE STOCKS MAINTAINED AT: D U a \4 E E DAI 


a earn are » ATWOOD 


PE IOOLAL ELE LLISS 
DURKEE-ATWOOD COMPANY Minneapolis 13, Minnesota, Dept. Aé6-1) Form No. 537 
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“Speaking of 


ADVERTISING 
SUPPORT... 


look what you get with R/M Packings!” 


Distributors and their salesmen can write more orders — and 
write them faster—when they sell R/M Packings and Gaskets, 
because R/M tells the story in advance to all their customers. 
Their customers know Raybestos-Manhattan because they see 
big R/M ads regularly in the Saturday Evening Post, Country 
Gentleman, Newsweek, Business Week, Fortune and 80 other 
publications. They also see informative R/M Packing ads 
—— in Mill & Factory, Industry & Power, Power 
Agineering, Southern Power & Industry, Oil & Gas Journal, 
I@dustrial Equipment News. Want more information on this 
Well-promoted, high-profit line? Write today. And re- 
member: R/M Packings for maintenance purposes 
afe sold only through authorized R/M distributors. 


PACKINGS 


RAYBESTOS-MANHATTAN, INC. 
PACKING DIVISION, MANHEIM, PA. 


FACTORIES: Brdgepon, Conn; Mannem, Po; No Chorleston. S.C; Crowlordsville, Ind; 
Possoic. NJ; Peterborough, Onterio, Conodo 


RAYBESTOS-MANHATTAN, INC., Manufacturers of Mechanical Packings « Asbestos Textiles Industrial 
Rubber Products + Abrasive and Diamond Wheels + Rubber Covered Equipment « Brake Linings 
Brake Blocks + Clutch Facings + Fan Belts + Radiator Hose + Sintered Metal Products + Bowling Balls 


INDUSTRIAL DISTRIBUTION © NOVEMBER, 1952 








© 


FIRST TEAM 
IN CUTTING TOOLS... 





UxION 
and YOU - 











AND HERE’S 
WHY... 


When you're a Union distributor you are in a series of 
winning plays where you benefit automatically. 


FIRST, you benefit from more than 
one million Union messages pro- 
moting you to your customers and 
prospects. These messages appear in 
such leading metal-working maga- 
zines as: AMERICAN MACHIN- 
IST ... MACHINERY .. . TOOL 
ENGINEER .. . MODERN 
MACHINE SHOP...WESTERN 
MACHINERY and STEEL 


NEXT, you benefit from Union's 
complete kit of sales aids. These in- 
clude counter displays, ad reprints, 
product folders, wall charts and 
gauges — plus net price sheets to 
assist you in pricing and book- 
keeping. They are imprinted with 
your name and address without 
charge. 


ABOVE ALL, you benefit from 
Union's 7-point sales policy guaran- 
teeing cooperation and fair treat- 
ment to all Union Distributors. 
This policy assures you volume 
sales at a substantial profit. It in- 
cludes a guarantee of service by 
factory-trained salesmen. 


WORLD. It pays to join the “First Team in Cutting Tools”! 


UNION TWIST DRILL COMPANY, ATHOL, MASSACHUSETTS - mitting Cutters + Gear Cutters + Twist Drilis + Hobs + Reamers + Carbide Tools 


We own and operate S. W. CARD MANUFACTURING CO. Division, Mansfield, Mass., Taps, Dies, Screw Plates... 
BUTTERFIELD DIVISION, Derby Line, Vt., Taps, Dies, Screw Plates, Reamers, Twist Drills. . . 
BUTTERFIELD DIVISION, Rock Island, Que., Milling Cutters, Twist Drills, Hobs, Reamers, Taps, Dies, Screw Plates 
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TAPES AND RULES 
fer fast, accurate 
measurements 





m EASY TO READ 
MARKINGS 


Lufkin tapes and rules are accurate, durable, and dependable. 


Years of experience devoted exclusively to manufacturing meas- 
uring devices plus constantly high standards of inspection make 
Lufkin tools unquestioned in quality. Only Lufkin tapes are Chrome- 


Clad — more durable — longer wearing — easier-to-read. 


SELL UFKI. TAPES, RULES, PRECISION TOOLS 
SOLD THROUGH DISTRIBUTORS 


THE LUFKIN RULE CO., SAGINAW, MICHIGAN 
132.138 Lafayette St., New York City * Barrie, Ontario 
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Defense Expenditures: 
No Early Drop Seen 


(Starts on page 7) 





The slow pace and high cost of 
major weapons production has forced 
the services to concentrate these orders 
in fewer plants than was first intended. 
So far, most defense plants are produc- 
ing in limited quantities — because of 
design changes and other handicaps. 
This raises costs and makes profitable 
operations difficult. 

Spreading the work among more 
plants would aggravate this problem, 
and the services do not now have suf- 
ficient funds to subsidize such an un- 
economic expansion. 

Instead, some plants originally in- 
tended for defense work have switched 
to civilian production. For example, 
the new General Electric plant in 
Louisville — originally scheduled to 
make jet engine parts — will actually 
turn out refrigerators and washers. 
Other plants will be only partly on 
defense work, with the extra facilities 
either on stand-by or available for civil- 
ian output. 

One of the key decisions not yet 
made is just how much capacity should 
be kept on stand-by for direct military 
production. 

It is very costly to maintain stand-by 
einer ya lines. But if they are re- 
eased for civilian use, reconversion in 
the event of war will take valuable 
time. For this reason it is possible — 
repeat possible — that the services will 
— raise their goals for munitions 
plant capacity if the danger of war in- 
creases, and if they can get funds to 
subsidize such plants. 

In defense-supporting industries, it’s 
a different story. Expansion goals for 
petroleum, basic chemicals, transpor- 
tation, and electric power have all been 
increased since the defense program 

ot under way. And new items have 
mn added to the list of those for 
which mote capacity is needed. 

Right now, for example, defense 
agencies are trying to encourage ex- 
pansion of facilities to turn out heavy 
steel castings, heavy plates, gauges, and 
certain aviation fuels, as well as a num- 
ber of new chemical products. 

As goals are raised and new items 
added, the industrial expansion pro- 
gram is tending to stretch out also — 
particularly in Thess like oil and elec- 
tric power, where construction has 
been delayed somewhat because there 
was no steel. 

For this reason, business capital ex 
penditures in 1953 (and even 1954) 
will undoubtedly stay at a high level. 

(Continued on page 18) 
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There are many types of couplings — 


CAPITOL 
makes them ALL 


As coupling specialists, we take pride 
in furnishing the right coupling for every 
need. That's why you can specify Capi- 
tol couplings for every job. 



























Capito! couplings are made to the speci- 
fications of the Association of American 
Railroads, the American Iron & Steel 
Institute and the American Petroleum 
Institute. 





Save time. Have Capitol’s complete price 
list No. 952-C handy at all times. You'll 
always find the right type of couplings 
available, quickly. Shipment can be 
made promptly from stock. Whether it's 
a special or a merchant, Capitol can sup- 
ply your emergency as well 
as regular stock require- 
ments. 


Capitol has served industry 
through recognized whole- 
salers for more than a 
quarter century. 


order Standard Merchant Cou: PRow 
plings cartoned at no extra cost. 

















For! Wor!'t 
Opens the Door to Sales 


WITH ADVERTISING 
IN LEADING PUBLICATIONS 


Consistent advertising and promotion of the FORT 
WORTH line in leading publications month after 
month opens the door to more sales for Fort Worth dis- 
tributors. Note the publications at left — just part of 
this year’s campaign to promote the Fort Worth Dis- 
tributor as THE source for modern power transmission 
and conveying machinery. 

You can be sure of top quality products as a Fort 
Worth distributor — and quality products are your as- 
surance of large quantity sales ... steady repeat orders, 
and generous profit margins. Write today for full infor- 
mation. 


..BY LETTING YOUR CUSTOMERS KNOW— 
G3 ForT WorlH 

* ( 

e “ 


SPROCKETS AND ait 
SHEAVES USE SAME gr 
INTER-CHANGEABLE > | 


HUB 
“QD” TYPE “DH” TYPE 


USING USING 
TAPERED BOLTRIM 
SPLIT HUB HUB 


..-By Informing Them of the Advantages of Screw 
Conveyors and Vertical Screw Elevators 


FORIIWORIH 


STEEL & MACHINERY)\ CO. 


GENERAL OFFICES: 3600 McCART, FORT WORTH, TEXAS 
BRANCH WAREHOUSES AND SALES OFFICES 


KANSAS CITY, MO. CHICAGO, ILL. LOS ANGELES, CALIF. HOUSTON, TEXAS 
1733 Main St. 1523 S. State St. 3026 East Olympic Blvd. 5831 Armour Drive 
Victor 7832 WeEbster 9-5774 ANgelus 3-6128 WOodcrest 9681 
ST. LOUIS, MO. JERSEY CITY, N. J. MEMPHIS, TENN. ATLANTA, GA. 


A, 
1700 Chestnut St. 319 Barrow St. 730 S. Third St. 451 Whitehall St., $.W. 
CEntrol 6447 HEnderson 5-7222 5-269) MAin 7919 
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If. . the average Lyon Steel Equipment Dealer 
dressed to represent every kind of customer he 
serves—he’d be wearing quite an outfit! 


for Lyon makes over 1500 different items 


—and Lyon Dealers sell them to hundreds of 
markets including factories, shops, offices, 
warehouses, schools, churches, hospitals, clubs, 
institutions and homes. (A very few typical 
Lyon Products are shown below.) 


With so many products to sell to so many different 
markets—is it any wonder that Lyon Dealers 
BN sell thousands of dollars worth of steel equipment 
4\ every month of every year? 


\ 


FACTORIES IN... AURORA, ILL., AND YORK, PA. 


LYON METAL PRODUCTS, INCORPORATED 
General Offices: 1153 Monroe Avenve, Aurora, Iilinois 














OOS ” 


ANDARD PRODUCTS 


A PARTIAL LIST OF LYON ST 
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Defense Expenditures: 


Wo Early Drop Seen 


(Starts on page 7 





Problems for the Future 


Overall industrial expansion is pro- 
ceeding rapidly enough to meet current 
defense requirements, and also to keep 
the civilian economy supplied. And by 
the end of 1953, most basic industries 
will have sufficient reserve capacity to 
take: care of a considerable increase in 
demand — if all-out war should break 
out. But there’s still a number of spe- 
cial problems plaguing defense plan- 


| ners: 


1) How do we maintain stand- 


| capacity? Production of certain mili- 
| tary items is already tapering off. Even 


where production is still rising, certain 


| plants (or certain lines within a plant) 


THE HARRINGTON 
PHILADELPHIA PA 


PA 


M 
zy 
Kip. 


OF HOIST 


Nationally Advertised.. 


Nationally Accepted 








. . « Some PROFITABLE Territories Open 


Here is a fast-seller, a profitable quality item 
for every authorized distributor. The Packet is 
backed by national advertising—publicity in lead- 
ing industrial mogazines—and is backed by a 
company thot has manufactured hoist products 
since 1876. As an Authorized Distributor of Har- 
rington hoist products, you get full benefit from 
advertising and cooperation in standing back of 
ai our product . . . If you are inter- 
ested in handling these popularly 
priced, money-making hoists, then 
write today for complete details. The 
Packet is available in 42, 1 and 2 
ton capacities; and is also offered 
as a “single unit”, adjustable trolley 
hoist. 


Bulletin P-S illustrates and describes 
both the trolley and standard hoists. 


THE 


HARRINGTON 
COMPANY 


1640 W CALLOWHILL ST PHILADELPHIA 30, PA 


HOIST MANUFACTURERS SINCE 1876 
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may slack off because the one item 
they were producing is obsolete. Oper- 
ating at partial capacity puts a financial 
strain on the manufacturer—or on the 
Defense Department, if it’s footing 
the bill. 

2) How do we get more capacity for 
bottleneck items? Many of these are 
products with strictly military uses, 
such as heavy steel castings for tank 
parts or fuels for jet fighters. Few com- 
panies will risk their capital in such 
plants. Even with accelerated amorti- 
zation, facilities must have some post- 
emergency use to justify the invest 
ment. 

Defense agencies are searching for 
some special incentive to make this 
kind of plant expansion worth while. 
The final answer may be to have the 
government pay part, or all, of the 
construction cost. 

3) What about plant dispersal? It’s 
not at all clear that our industrial ca- 
pacity would still be adequate if a few 
key production centers were bombed. 
Most facilities built under the defense 
program have been locatd with an eye 
to future civilian markets, so that pro- 
ducing capacity for many items is 
highly concentrated. 

For example, one city — Cleveland 

produces 90 per cent of all jet en- 
gine turbine blades, 100 per cent of 
all submarine diesel crankshafts, and 
more than 50 per cent of all aluminum 
and magnesium forgings, as well as a 
very high proportion of machine tools, 
dies, jigs and fixtures. Dispersal of 
plants is, therefore, a pressing problem 

One conclusion can be drawn from 
these three questions: From now on, 
the government is likely to play a much 
larger part in financing new facilities 
Here again will be another factor con 
spiting against any early reduction in 
federal expenditures. 
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ELIMINATES EXPENSIVE MACHINING OPERATIONS— 
PRECISION GROUND, THICKNESS WITHIN .OO1- 
NO DECARB IMMEDIATE DELIVERY 


AMERICAN SAW & MFG. COMPANY - SPRINGFIELD, MASS. 
Hack Saws Band Saws Ground Flat Stock 
“THE TOOLS IN THE PLAID BOX” 
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SURFACE GRINDING. For fast, cool cutting action Norton 
wheels, cylinders and segments are unbeatable. 32 or 38 
ALUNDUM abrasive for hardened steels and CRYSTOLON 


abrasive for gray iron and non-ferrous metals. 


| orton 
| Jecriutors Kee 


©.D. GRINDING. Norton O.D. wheels in the abrasives, grain 
sizes and bonds for best results on every material are sure pro- 
tection for big grinding machine investments. 


p your customers 
informed about Norton's 


MORE types of abrasive products 
...f0F MORE savings...on MORE jobs 


You're handling the world’s top line of 
abrasives . . . biggest in volume, broadest 
in variety. 

Keep your customers reminded of the 
fact that you offer them everything in the 
abrasive line. Tell them how Norton 
Research with its long list of “‘firsts’’ 
in product development and constant field 
testing — makes sure that every Norton 
product you handle will deliver top per- 
formance. 

Sell them the Norton-and-you combi- 
nation of variety, efficiency and helpful 
service that will cut time, labor and costs 
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on every grinding job they do. You can 
make it stick by using your Norton Dis- 
tributors’ Manual for the actual speci- 
fications for each job. 


NORTON COMPANY 
WORCESTER 6, MASS. 

Distributors in all prineipal cities 
Export: Norton Behr-Manning Overseas 

incorporated, Worcester 6, Mass. 
Abrasives + Grinding Wheels, Grinding and Lapping 
Machines + Refr jes * Porous Mediums 
Non-Slip Floors + Boron Carbide Products 

Labeling Machines 








ABRASIVES 


Making better products 
to make 
other products better 


*Trade-Marks Reg. U.S. Pat. Off. and Foreign Countries 





TOOL AND CUTTER GRINDING. Norton New-Process wheels have no 
equal for uniformity, identical wheel performance and long even wheel 
wear. 32 ALUNDUM?® abrasive for carbon and alloy steel, CRYS- 
TOLON* abrasive for cemented carbides. 





POLISHING AND LAPPING. ALUNDUM 
grain comes in surface treatments and grain 
sizes for best results on every polishing job 
And precise sizing makes ALUNDUM and 
CRYSTOLON abrasives favorites for even 
the fussiest lapping jobs. 


r 


DISC GRINDING. Norton ALUNDUM and 
CRYSTOLON discs boost production and re- 
duce down-time. They leave flat surfaces 
straight and smooth, with no excess heat to 
cause warpage. 
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ROUGH GRINDING. On swing frames, floor 
stands or portable grinders, Norton wheels 
“hug that work,” to cut time and costs. And 
Norton Reinforced Hub Wheels are the safest, 
most versatile ever made. 


INTERNAL GRINDING. Being identical in 
grinding action, Norton New-Process wheels 
can be changed without machine adjustments. 
That and uniform top performance make 
them valuable production boosters. 


MOUNTED WHEELS AND POINTS. Hun- 
dreds of sizes and shapes for smooth-as-silk 
cutting action, with no bounce or vibration. 
Each one is trued on its own spindle to 
eliminate “breaking in’ and to insure its 
running absolutely true. 


BARREL-FINISHING. ALUNDUM tumbling 
abrasive, being all aluminum oxide, cuts 
without glazing, and has the hardness and 
toughness to stand repeated use. It's the 
abrasive for real precision-finishing. 


CUTTING-OFF. For wet or dry applications, 
high or low speeds, on any material, there's a 
Norton wheel in ALUNDUM or CRYSTO- 
LON abrasive that’s “made to order” for 


fast, economical cutting off. , 
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wins top billing 


for 


P-K Distributors 


know what it takes to make any supply it 


rate best when the orders are counted. It's 
- You'll see why P-K regards ite “family” of 


teamwork . . . day in and day out. 

Hoos chp Aik Shi Beenie DAE aude 
work impress them most. Here also, the 
cooperation helps the Distributor’s staff save 
time and score sales. 
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pid Ges Waihe, Reod whet thy aay. 


Distributors—the nation’s ablest supply spe- 
cialists—as one of its greatest assets. You'll 
see, also, why the P-K franchise is so highly 
valued every where—for prestige, for steady 
sales, for profits. Parker-Kalon Corporation, 
200 Varick Street, New York 14. 


1952 





At Page, Steele, & Flagg, New Haven 
GEORGE E. STEELE, Treasurer, says: 


“The kind of assistance we get from the Parker- 
Kalon Assembly Engineer in our area certainly rates 
sincere appreciation. In addition to serving as tech- 
nical adviser to our salesmen whenever called upon, 
the P-K field man takes the initiative in creating 
new customers and in keeping our ‘regulars’ sold on 
P-K products. That's the kin of backing that pays 
off regularly in bigger volume of fastener sales.” 


Nelson W. Flagg, Secretary (center), and G. Donald 
Steele, Exec. Asst. (right), discuss sales strategy with Bill 
Stenger, P-K Field Man. 





At Hart Ind. Supply Co., Oklahoma City 
OTTO HART, President, says: 


“Year after year, we find mounting evidence of the 
fairness and soundness of Parker-Kalon’s Policy. 
The combination of P-K product quality and this 
sincere, continuous cooperation certainly inspires 
enthusiasm among our people. I can see the proof, 
saleswise, every time I look at the record.” 


F. W. McCann, P-K Field Representative, instructs a group 
of Hart Co. sal on the petiti dvantages of 
P-K Socket Screws, 











At Union Hardware & Metal Co., Los Angeles 
E. H. McLAUGHLIN, President, says: 


“Because of the exceptionally large number and 
variety of industrial supplies we stock, we must 
naturally keep ‘paper work’ down to a minimum. 
Posheo-Itehen 8 Brive-Data book is an outstanding 
example of what a manufacturer can do to make our 
job easier. Its systematic arrangement and the ease 
with which it can be kept up to date are a real help.” 


George Prest, Threaded Products Buyer (right) and Fred 
Schell, P-K Pacific Coast Representative, in the entrance 
lobby of Union Hardware’s modern supply center, after 
a conference. 





At Vonnegut Hardware Co., Indianapolis 
L. P. RUSSON, Sales Manager, says: 


“During many years in the Industrial Supply Field 
we have had opportunity to gage results of sales 
promotion on activities of many manufacturers. 
One of the most important things we require of our 
principal sources a supply is continuous, capable 
field work by factory-trained men. Parker-Kalon’s 
field men do this regularly year in, year out, without 
special urging from us.. The results in actual sales 
and greater cooperation with our own field force, 
are very profitable.” 


In the Vonnegut stockroom, H. C. Kirkhoff, Purchasing 
Agent (right), and C. J. Seaman, Asst. P. A., discuss the 
advantages of P-K Sheet Metal Screws over others. 








Tro Onsgin” SELE-TAPPING SCREWS 
Coldefory” SOCKET SCREWS 


AND OTHER FASTENING DEVICES 


PRODUCT: 
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EAR AFTER YEAR, Black & Decker adver- 

tising reaches your best prospects . . . pre- 
sells them on B&D quality, in the magazines 
they reach for. And the coming year is no 
exception! 

Think of it! Attention-getting Black & 
Decker ads will appear month after month 
in The Saturday Evening Post with its 
multi-million circulation. Hard-selling B&D 


THE WORLD'S MOST COM- 
PLETE LINE... oRiuis + screw 
DRIVERS * SANDERS * BENCH and 
PORTABLE GRINDERS © SHEARS 
HAMMERS * SAWS 


monthly trade ads will ferret out your blue 
chip prospects in 17 widely-read business 
publications. Over 49 million sales messages 
will put the buying emphasis right on YOU, 
the Black & Decker Distributor! 

It’s more proof that Black & Decker... 
the world’s BIGGEST line . . . is the BEST 
promoted! Tue Back & Decker Mre. Co., 
610 Pennsylvania Ave., Towson 4, Maryland. 








-_— 
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LUBRICATING EQUIPMENT 
GIVES US GOOD VOLUME...IS PROFITABLE... 
QUALITY IS HIGH... 
SALES VOLUME GROWS YEAR AFTER YEAR”’ 


Jos. H. Yerkes 

Jos. H. Yerkes & Co. 
Lubricating Engineers 
St. Louis, Missouri 


“The hope and dream of every Distributor is that any line he handles will have 
general acceptance by the trade; have sales volume and profit margin sufficient to 
establish it as a ‘Major Account’; that it will represent the highest quality in its field; that 
the manufacturer of it will support the distributor to the fullest possible extent, and that 
the manufacturer's sales policy will be founded on a practical understanding and 
knowledge of the Distributor’s problems. 


‘During the fourteen years in which we have been selling Lincoln Industrial Lubricating 
Equipment, we have enjoyed a healthy increase in sales volume each year; we have been 
given the maximum of support and cooperation by the Lincoln organization; there 

seems to be no saturation point so far as the potential market for Lincoln Lubricating 
Equipment is concerned, and, of course, there can be 

no question regarding the quality and performance 

of any Lincoln merchandise. 


THIS 1S ANOTHER EXAMPLE 


“It naturally follows that with us Lincoln Lubricating 
Equipment is one of our major lines and we are happy 
to be able to offer it to our trade, since we know 
it will keep our old friends and make new 
ones for us.” 

Jos. H. Yerkes 


WRITE FOR INFORMATION ON HOW YOU CAN BECOME A LINCOLN INDUSTRIAL DISTRIBUTOR 
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HERE’S HOW 


Lnco/n 


‘| HELPS THE 
INDUSTRIAL DISTRIBUTOR 


Suggests new selling ideas... new 

«+. new markets for 
Lincoln Lubricant Application 
Equipment. : 


Malatetha' velline calliagl gibilak aie 
nation-wide besis. ee 
Helps distributors maintain a balanced selling problems 

stock of all Lincoln products ...- ; 

without “overloading.” Packages products in attractive metal 
Ships orders as fast as possible... -olgt Solties «pany eater 


Maintains an engineering advisory 
$ service to help distributors with 


* © © PIONEER BUILDERS 
sa8 a 


LUBRICATING EQUIPMENT @ @ « 


“WN GOUN, EomEsRiNg. company 
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New Tapes and Coated Abrasives 








Bound fo sell 


“Combination deals’ of any related items are bound 
quickly and easily with “Scotch” Brand Cellophane Tape. 
This transparent as glass, pressure-sensitive tape provides 
neat, clean banding method. Doesn't hide colors or cover 
up package designs or instructions. 


ADVANTAGES: “Scotch” Brand Cellophane Tape sticks 
at a touch. Holds firmly despite repeated handling. Bands 
“combination deals’ that look better, sell better—are 
easier to stack and display. 


MARKETS: Grocery, hardware, dry goods, drug, sporting 
goods, stationery or photographic supply stores. Any out- 
lets offering “two for the price of one’’ combination deals. 


hive 7 as 


Longer-lasting lane marking 


Lane stripes of “Scotch” Pressure Sensitive Tape No. 471 
last up to 5 times longer than stripes made of conventional 
materials. Unaffected by oils, greases, alkalies, water, salts 
and common commercial solvents, this tough tape is also 
perfect for marking storage areas and traffic zones. 


ADVANTAGES: Tough plastic-backed “Scotch” Pressure- 
Sensitive Tape No. 471 sticks at a touch to any clean, dry 
surface. Needs no special applicating equipment. Requires 
no drying time. Available in popular widths in yellow, 
white, orange, red, blue, green, brown and black. 


Adver 





MARKETS: Warchouses, freight terminals, depots, garages, 
gymnasiums, stores. All manufacturing plants. Your own 
shipping room. 


Prize packages with tape 


New packaging method for shipping heavy chains won 
special award for the Morse Chain Co. Prize-winning tele- 
scope cartons containing 110 Ib. loads were securely closed 
and reinforced with “Scotch” Brand Filament Tape. This 
super-tough tape cut packaging costs—produced better- 
looking, more serviceable packages. 


ADVANTAGES: Rayon or glass filaments give this remark- 
able tape up to 500 Ibs. tensile strength per inch of width. 
It sticks at a touch—can’'t slip loose. Has no sharp edges to 
injure workers. Wide range of tape dispensers available. 


MARKETS: Your own shipping room. All industries con- 
cerned with heavy-duty packaging and materials-handling 
work—shippers wholesalers, warehousemen, freight lines, 
airlines and railroads. 


ec e@8 8 O02 Co 8.482 F 2 8. @ 


Eliminates danger spots 


“Safety-Walk"”» WETORDRY Non-Slip Surfacing gives 
sure footing on steps, ramps, catwalks and walkways— 
wherever the danger of a fall is present. Stops injuries, 
costly damage claims, lost production time. Provides per- 
fect traction even under water, oil or grease. 





ADVANTAGES: Easy to apply. Just peel off the backing 
liner—and press. This miracle fabric’s pressure-sensitive 
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Open new industrial markets... 





adhesive sticks firmly, permanently to any clean surface. 


MARKETS: Your own shipping room. Steel mills, bakeries, 
furniture plants, metal-working plants, railroads, hos- 
pitals, paper mills, tanneries, schools and colleges, tool and 
die plants. 


Save time—stop waste 


“Three-M-ite’’ Cloth Utility Rolls, in handy dispensers, 
are always ready for instant use. No wasted time tearing 
abrasive strips from full sheets. No wasted material. Any 
desired length of abrasive “ribbon” is torn off quickly, 
easily with no ravelling. Rolls can’t unwind by themselves. 


can’t lie down on the job. Grit sizes are carefully graded for 
uniform cutting surface. 


MARKETS: Glass and ceramics manufacturers, automobile 
refinishing and glass grinding shops. 


or 
2 q 
# 


Sanding “easy as ABC” 


Three 3M Abrasive Discs speed production, cut operating 
costs on grinding and finishing operations. Type A is a 
closed coat disc for flawless metal finishing and blending. 
Type B (open coat) is especially suited for removing old 


paint and rust. Perfect for soft metal grinding, too. Type C 
(closed coat) is an all-around heavy duty disc that does the 
toughest jobs in the least time. 


ADVANTAGES: 3M Abrasive Discs feature rugged con- 
struction for greater durability, longer life. Have faster 
cutting action, greater flexibility. Are ideal for sanding 
contours and irregular surfaces. 


MARKETS: Sheet metal fabricators, manufacturers of 
refrigerators and other major appliances, aircraft fabrica- 
tors, railroad equipment manufacturers, office furniture 
makers, welding shops, ship propeller manufacturers and 
many others. 


ADVANTAGES: “Three-M-ite’’ Cloth Utility Rolls have 
the same fast-cutting, long-life qualities as 3M Abrasive 
Belts, Discs and Sheets. Available in 50-yard spools in 
4" to 244" widths. 


MARKETS: Metal working plants, appliance industries, 
sheet metal fabricators, machinery manufacturers main- 
tenance shops and many others. 





Minnesota Mining & Mfg. Co. 
Dept. ID-112, St. Paul 6, Minn. 


Please send more information on the products checked below: 


(CO "Scotch” Brand Cellophane Tape () “Scotch” Pressure- 
Sensitive Tape No. 471 C) “Scotch” Brand Filament Tape 
(C “Safety-Walk” Non-Slip Surfacing [] “Three-M-ite” Cioth 
Utility Rolls [1] WETORDRY TRI-M-ITE Belts [[] 3M Abrasive 
Discs (other “Scotch” Brand Pressure-Sensitive Tapes 
(CD other 3M Abrasives 


"Take a shine’”’ to glass 


Safety, plate or table-top glass is quickly ground and 
polished by WETORDRY TRI-M-ITE Belts. These fast- 
cutting belts increase production, reduce edge clipping, 
last longer, and produce smoother finishes every time. 


ADVANTAGES: Special bonding agent holds mineral 
grains in correct cutting position at all times. Abrasive 








Made in U.S.A. by Minnesota Mi~‘ng & Mfg. Co., St. Paul 
6, Minn.—also makers of “Scotch” sound Recording Tape, 
“Underseal” Rubberized Coating, ‘“Scotchlite’ Reflective 
Sheeting, “3M” Adhesives. General Export: 122 E. 42nd St., 
New York 17, N.Y. In Canada: London, Ont., Can. 





(Advertisement) 
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a" ~ tor B-RIGHT-ON ‘ oe ed 
om | SOCKET SCREW > 


\ 


YOU are the Pattern pea is 








An al distributor does not live on a one-way 

: e j . « With all traffic flowing to his customers. To back 

: him up he must have his supplier giving the same 

" prompt service and assistance fo him that his customers 
a -__ expect from him. 

© Brighton gives this service to its dealers, the kind of 

‘e00peration that simplifies your sales job. A compact, 





fast-on-its-feet organization devoted exclusively to 
manufacture and sale of top quality socket 
screw products, Brighton is behind you all the way. 


a <a Get the service 
: > you like to give... 
with B-RIGHT-ON! 


@ Socket Set Screws 

e@ Socket Head Cap Screws 
@ Socket Pipe Plugs 

e@ Socket Head Stripper Bolts 
e@ Socket Screw Specials 

@ Socket Screw Key Kits 











“MARVEL" as 


Always HAD the edge 





MARVEL High-Speed Edge Blades assure Faster, more Accu- 
rate cutting with proven Economy and complete Safety. Only 
the MARVEL is a composite blade with a high speed steel 
cutting edge electrically welded to an exceptionally tough, 
strong alloy steel body. 


The High-Speed-Edge does the cutting while the alloy back, 
with hardened eyes, carries the load. Blade tensions up to 
300% higher than those possible with ordinary blades are 
recommended. This greater tension is confined to the cut- 
ting or leading edge by the location of pin holes (exclusive 
MARVEL design feature) and cannot be overcome by work 
resistance. Heavier feeds and greater speeds are practical 


without “run out.” 1 High-Speed-Steel cut- 
. : . * ting edge. 

With greater accuracy, higher production and lower costs 

per cut, come the extra dividend of Safety, for MARVEL 

High-Speed-Edge Hack Saw Blades are Positively Unbreak- x a See 

able—they will not shatter. Y Y 


hardened eyes. 
MARVEL High-Speed-Edge Hack Saw Blades cost no more 


than ordinary blades. MARVEL High-Speed-Edge Holes Saws Integrally welded _to 
not only the “edge” but the tough alloy steel bodies which 1 & 2. make a fast-cutting 
give them the extra strength needed for deep work on drill long lasting composite 
presses and lathes. MARVEL Band Saw Blades come welded blade that is positively 
to size ready for use, packaged in individual boxes . . . unbreakable. 


these three lines of superior metal-cutting saws constitute 
the very finest blade service you can offer your customers. 


ARMSTRONG-BLUM MFG. COMPANY 


“THE HACK SAW PEOPLE” 


5700 BLOOMINGDALE AVENUE CHICAGO 39, ILLINOIS 
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ORE AIR Per Horse Power 


e IT’S TWO-STAGE 
© T'S AIR COOLED 
© SELF OILING 


TheNew @Cuwtis 


MODEL 98 AIR COMPRESSOR 
TWO-STAGE AIR COOLED 15 AND 20 HORSEPOWER 


TWO-STAGE — More air per kilowatt hour, VALVES — Readily removable as assembled 
assuring savings in power bill. units without removing cylinder head or breaking 
AIR-COOLED — No expensive water bills; pipe connections or gasket joint. 
eliminates plumbing installation costs. CRANKSHAFT — Counterbalanced, drop 
INTERCOOLER — Four section, finned, forged — two main bearings — no overhung 
providing unusually effective cooling between bearing. 
stages; cooled by cyclone of air from fan flywheel. PRECISION WORKMANSHIP — Assures long 
SELF OILING — Simple, positive centro ring life and minimum maintenance. 
method; provides pressure lubrication of connecting EXPERIENCE — Backed by 99 years of 
rod and pistion pin bearings. manufacturing — assures you dependable, 
TWO TIMKEN MAIN BEARINGS — Tapered troublefree service. 
rollers; provide easy adjustment made externally Available as a simple compressor or base 
without dismantling compressor. mounted — motor driven. 


LET ONE MAN DO THE WORK 
with this Curtis air-operated CURTIS PNEUMATIC MACHINERY DIVISION 
equipment. of Curtis Manufacturing Co. 

1911 Kienlen Avenue, St. Lovis 20, Mo. 

1 am interested in items checked below: 


~~. THE NEW MODEL 98 AIR HOISTS (AIR CYLINDERS 


|] AIR COMPRESSOR 
AIR CYLINDERS — for AIR HOISTS — for 
almest ony pushing, low-cost lifting or 
pulling or hoisting lowering of materials 
operation. or machines. 


CURTIS PNEUMATIC MACHINERY DIVISION of Curtis Manufacturing Company 
191) KIENLEN AVENUE ST. LOUIS 20, MO. 
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ECONOMY 
LONG LIFE 
BETTER FINISH 
GREATER ACCURACY 


When the reamer becomes dull, it may be put,back 
into its original serviceable condition not once, 
but many times, by expanding and resharpening. 


THE CLEVELAND TWIST DRILL CO. 


LFWEI AA 
1242 East 49th Street Cleveland 14, Ohio fot oa 
Stockrooms: New York 7 + Detroit 2 + Chicago 6 + Dallas 2 + Son Francisco 5 + Los Angeles 58 DISTRIBUTORS EVERYWHERE 


£. P. Barrus, Ltd., London W. 3, England ere reedy te serve you! 





SIGN OF BEST SELLERS 


The product that’s known best is the one that 
sells best. Every month in the year, hard-hit- 
ting advertising in top industrial magazines 
hammers home the story of CINCINNATI su- 
periority. Cash in on this ready-made market 
for electrical tools backed by a 50-year record 
of outstanding service to industry. Send today 
for Catalog 52-AEof THE CINCINNATI line 


SIDE HANDLE 

TYPE DRILLS 
Dependable, heavy-duty operation in 
large or small shops. Heat-treated alloy 
END HANDLE TYPE DRILLS —— steel gears, running in grease-tight 
Heavy duty, rugged for trouble-free service. y. compartment. Ball bearing armature 
Ball bearing armature shaft; ball thrust bear- / shaft; ball thrust bearings on drill spin- 
ings on drill spindle. Heat-treated alloy steel die. Two-pole self-releasing trigger. 
gears, running in grease-tight compartment. Universal motor for AC or DC, 25 to 60 
Capacities: 44”, 5/16” or 38”. Universal mo- | cycles. Capacities: 38”, 42”, 58”, 34”, 

tor for AC or DC, 25 to 60 cycles. %”, 1", and 142”. 


6’’ PORTABLE GRINDER 


Designed for grinding rough cast- 
ings, welded metal, all buffing and 
polishing. Ball bearings mounted 
in dust-proof housings. Patented 
overrunning clutch eliminates vi- 

BENCH AND bration and chatter. Universal 

PEDESTAL BALL BEARING motor for AC or DC, 25 to 60 cycles. 

GRINDERS TOOL POST 

Sturdily built and well engineered; designed to boost GRINDER 

Production in shops of every type. Fully enclosed 

Motor and ball bearings in dust-proof housings. Fur- 

Bished in 6”, 7", 8", 10", 12”, 14” and 18” sizes. 
Snagging grinders up to 24” size. 


Efficient grinding on lathe centers, cutters, 
reamers, rolls and dies. Mounts on compound rest 
of any lathe with 9” swing, or larger; and grinds 
within 242” of maximum swing. Grinder can be 
swiveled around clamping bolt; spindle height 
easily changed. Adjustable motor mount to main- 
tain belt tension. 


AIR MASTER BUFFING AND 
DUST COLLECTOR POLISHING LATHES 


Perfect protection against dust Engineered for continuous heavy 
and abrasive grit for men and duty service. High-grade steel mo- 
machines. Trapped as they tor shaft, accurately ground to 
leave the wheel, flying particles size; locking device for changing 
are filtered out by fabric and wheels. Four deep-groove ball 
steel wool bags. The AIR MAS- bearings, in dust-proof housings, 
TER is a self-contained unit— locked to shaft to provide end 
rugged and dependable in every thrust and eliminate wear. Fur- 
detail. Sizes to fit any grinder or eo ry sizes from % H. P. 
to 15 H. P. 





of RK Le 


THE CINCINNATI ELECTRICAL TOOL CO. 


2686 MADISON ROAD CINCINNATI 8, OHIO 
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KING OF THE MONTH 


ROD PACKING 


STYLE No. 271 


One of the most widely used 
rubber and duck packings. 
Seals tightly because it 
allows two-way expansion. 


Where to sell it: Cross Diagonal Pack- The diagonal construction, plus the high 
ing, Style No. 271 has many rod and quality compound, allows for the unusual 
plunger applications in industry. It is ideal expansion in hot water and ammonia 
for hot-water service because it provides service. 

a tight seal against this fluid even on rods 
that are slightly out of line. It may also 
be used against cold water, low-pressure 
steam, ammonia, light oils and mineral 
seal oil. 


How it is furnished: J-M Cross Diag- 
onal Rod Packing is furnished in spiral 
form, Style No. S-271; in coil form, Style 
No. C-271; and in ring form, Style No. 
R-271, in sizes of %" and up. 


What its selling points are: The Backed by national advertising: 
three outstanding features of Style No. 271 J-M Packing advertising regularly reaches 
are resiliency, impenetrability and the de- packing users in every important industrial 
sired quality of expansion in either direc- area—refers them to their nearest local 
tion. It is made of plies of first quality J-M Packing Distributor as the place to 
duck, laid diagonally, bonded with a high buy. Your selling job is made easier when 
grade rubber compound and graphited. you push Johns-Manville Packings! 


ers: For copies of this advertisement for distribution to 
your sales organization, write Johns-Maaville, Box. 60, New York 16, N. Y- In 
Canada, write 199 Bay St., Toronto, Ontario. 
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we neco MORE DISTRIBUTORS 
FOR A NEW PRODUCT 


WHAT A MOTORIZED HEAD PULLEY IS — it is a fabricated steel 
pulley with everything . . . electric motor, reduction gears and all 
moving parts... contained inside the drum! It’s simply a new appli- 
cation of the long-proven gear reduction drive, and because of its 
simplicity, it’s the answer to the maintenance man's prayer. 70% to 
90% of conveyor down time is saved by eliminating all countershafts, 
speed reducers, sprockets, cheine, Universal shaft drive and other parts 
y with | pulley drives. Motorised Head Pulleys ore 
simple te install and flexible in use, P geable and 
adaptable to all types of belt and belt- bucket « i Heti 
Pulley sizes range from 5 to 30 HP and are available in various widths. 


WHERE IT'S USED — Wherever there's a belt conveyor or belt-bucket 
elevator installation . . . mining, milling, crushing and heavy con- 
struction industries; f ies and f ; chemical, coal and food 
processing plants and many other fields. 


HOW IT WORKS —The pulley shell rotates about the electric motor, 
which is held stationary by means of a torque arm attached te the 
conveyor frame. The speed of the shell depends upon the combined 
reduction ratio of the various pinions and gears contained within 
the pulley shell. This reduction starts with a primary pinion mounted 
on the motor shaft and ends in the ring gear attached to the shell. 
The shell in turn then drives the conveyor belt. Leads to the motor 
enter the heed pulley through a hollow conduit passing through the 
drum end bell and bearing. Simple oil bath gear P 

@ lubricating bath for the reduction gears and front motor bearing. 
Motor and head pulley are cooled and ventilated by holes in the drum. 


WHEREVER THERE’S A BELT CONVEYOR OR 
BELT-BUCKET ELEVATOR—Thoted a /: worn: more 


for live-wire distributors in near! 
the first in your territory to get this 

















Profitable sales 
pon ge open Be the 
velveble franchise. 


MAIL THIS COUPON-TODAY! 
IOWA MANUFACTURING COMPANY 
Ceder Rapids, iowa 


Gentiomen: I'd like to know more about your Motorized Head Pulley 
opportunity. Please send me the details. 




















' 


MOTORIZED 
HEAD PULLEY 


FOR ALL YOUR BELT CONVEYOR 
AND BELT-BUCKET ELEVATOR 
CUSTOMERS 


V There's nothing like it on the market! 


V Ithas been job-tested for many years under sever- 
est working conditions. One internationally 
known company has more than 50 installed on 
widespread conveyor operations. 


JV The market is unlimited . . . every belt conveyor 
or belt-bucket elevator owner will want several. 


JV It’s a fast moving, high profit product . . . with 
no end to the repeat sale potential. 


JV It’s a sure-fire door opener for your other lines. 
JV Iowa Manufacturing Company’s distributor 


policy g fair ¢ t, and technical 
sales assistance. 





V Iowa's aggressive advertising is pin-pointed to 
reach your customers, through the trade papers 
they read, and through sales-sparking direct mail. 


IOWA 


MANUFACTURING COMPANY 
Cedar Rapids, lowa, U.S. A. 


Manufacturers of the CEDARAPIDS line of: 


ROCK AND GRAVEL CRUSHERS ¢ BELT CONVEYORS 
@STEEL BINS ¢ VIBRATOR AND REVOLVING SCREENS 
®@ UNITIZED ROCK AND GRAVEL PLANTS ¢ FEEDERS @ 
PORTABLE POWER CONVEYORS ¢ PORTABLE AND 
STATIONARY STONE, GRAVEL AND SAND PLANTS ¢@ 
REDUCTION CRUSHERS ¢ BATCH TYPE AND VOLU- 
METRIC TYPE ASPHALT PLANTS ¢ DRIERS ¢ DUST 
COLLECTORS ¢ HAMM: wy ad PLANTSe 
VIBRATING SOIL COMPACTIO th @ DOUBLE 
IMPELLER IMPACT BREAKER: 
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BLUEPRINT FOR PROFIT 


GOODYEAR INDUSTRIAL RUBBER PRODUCTS 


6 


SCORES 


ANOTHER 
“ASSIST” 


O* his first tour of inspection of a new customer's 
J plant, one Goodyear distributor noticed a “belt 
killer” drive on production machinery used to wind 
cardboard tubes—asked about belt life—found that 
no belt used lasted longer than 30 days. 


The distributor called in the G.T.M. — Goodyear 
Technical Man—for a close look at the drive. After 
studying the quarter-turn plus double-wrap-around 
the belts were called on to make, the G.T.M. rec- 
ommended the Compass 30 endless belt with special 
covers. 

The customer ordered six Compass belts for a trial 
run—found their average service life 2% times any- 
thing tried previously. Final result—46 belts ordered 
in the past six months, and a customer who reports 





| 


= 
ae 


considerable savings in belt costs and in previously 
lost down time for belt replacement, as well as a 
marked increase in production. 


Help like this—sales-making aid that results in more 
satisfied customers — is yours with the Goodyear 
franchise. For you can call on the G.T. M. for tech- 
nical assistance with the hard ones — in hose, flat 
belts, V-belts or any other application of Mechan- 
ical Rubber Products. This is but one of the many 
reasons why—year after year—the Goodyear fran- 
chise has been one of the top money-makers in the 
Industrial Supplies Field. 


To get the help of the G.T. M., get in touch with your 


nearest Goodyear Office, or Goodyear, Akron 16, 
Ohio. 


Your Goodyear Franchise Gives 
You His Help With The Hard Ones 





GOOD, YEAR 


THE GREATEST NAME IN RUBBER 


We think you'll like "THE GREATEST STORY EVER TOLD”— Every Sunday — ABC Network Compase—T. M. The Goodyear Tire & Rubber Company, Akron, Ohio 
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UNBRAKO SOCKET SCREW DIVISION 


JENKINTOWN PENNSYLVANIA 
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FOR HIS ORDER 


You can get a prospect’s attention, arouse 
his interest, and even create a desire for 
UnBRAKO. But if you don’t ask for his 
order, the effort is wasted, and the sale 
is lost. 


We believe that if every UNBRAKO sales- 
man remembered to sell an order rather 
than take an order, UNBRAKO sales would 
skyrocket to our mutual benefit. 


Deliveries are particularly good. STANDARD 
PRESSED STEEL Co., Jenkintown 13, 
Pennsylvania. 





Fell i 


Socket Head  Self- — Flat hay Socket Head i : ae 
Cap Screw Shoulder 
sors a caps on Screw 
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SIMONDS 


ABRASIVE CoO. 


Grinding Wheels 


Keep your production line humming. 
Get in tune for maximum output with 
Simonds Abrasive Co. grinding wheels 


You will find plenty of satisfaction, 
savings and serviceability in these ac- 
curately specified production tools. 
Right now they’re proving their adapt- 
ability, efficiency and economy in every 
phase of industrial grinding from pro- 
duction snagging to micro-inch finish- 
ing. Complete line includes grinding 
wheels, mounted wheels and points, 
segments and abrasive grain. 


Write for free data book and 
name of your Simonds distributor. 
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Arctic Seals and 
Grinding Wheels have 
something in common 


You wouldn’t think there was any 
similarity between the gnawing action 
of a seal’s teeth and the cutting action 
of a grinding wheel. Actually there is. 
Let’s consider the Arctic seal, for in- 
stance. Though not a rodent, it has 
rat-like teeth that keep growing up 
from the roots to stay the same length. 
Why does the seal need any such 
provision? Here’s why. 

The arctic basin is covered by a 
huge raft of ice about seven feet thick 
under which the seal swims about 
after fish rising for air now and then 
into one of his cigar-shaped breathing 
holes. The floe cracks often, leaving 
a strip of open water upon which the 
seals frisk about, greeting old and 
making new acquaintances. 


But this doesn’t last long. Ice be- 
gins to form, saltwater ice, which is 
strangely tough and elastic but even 
up to a thickness of four inches will 
yield to a sharp blow. The seals start 
fishing again and when they need air 
they rise up fast under the new ice 
and just bunt a hole. 


When the ice is too thick for bunt- 
ing the seal settles down in an area 
of a couple of acres, keeping six or 
seven holes open by diligent gnawing 
from beneath. That’s his home and 
his hunting range until the next big 
crack opens up. 


Between the seal’s incisors and the 
modern grinding wheels there is an 
interesting parallel. Nature renews 
the seal’s cutting edge but that of the 
wheel is a clever arrangement con- 
trived by man. As the cutting element 
dulls the pressure on it rises, pulls it 
loose and presents a new sharp edge. 
After it has worn away to the point 
of losing its grip in the matrix it falls 
out and lo, just behind it is yet 
another new cutting edge which in- 
stantly takes over the job. 


Nature is wonderful, but Man 
doesn’t do too bad. 





The advertisement shown here is 
typical of Simonds Abrasive Com- 
pany’s current campaign carrying 
9 million sales messages to users 
of Grinding Wheels and Abrasive 
products. 

( Advertisement ) 





two big 


EXTRAS 
you get in 


COFFING HOISTS 


EXTRA SAFETY 


You can depend on Coffing Hoists to fully protect men 
and equipment. Each is guaranteed to work at full- 
rated capacity — with an extra margin of safety. 
Load can’t slip or drop. All load-holding parts are 
factory-tested at 100 percent overload. Specially 
designed hooks are heat-treated alloy steel — 

will not break or straighten out. 


LOW-COST MAINTENANCE 


Heavy-duty construction throughout keeps Coffing 
Hoists on the job — assures longer life, less maintenance 
Gears are drop-forged alloy steel, hard-faced for 


extra wear, soft-cored for added strength Moving parts 
run in oil bath and on heavy sealed ball bearings. 
These and. many other construction extras are your 
assurance that Coffing Hoists will keep working even in 
hardest continual production line use. 





For more information on 
Seventeen models — g 
capacities from 500 Quik-Lifts, Safety-Pulls and 
pt other Coffing products listed 
below, write Dept A-11. 











from 1,500 lb. to 15 tons. 





Hoist-Alls * Mighty-Midget Pullers ¢ 
Spur-Gear Hoists ¢ Differential Chain 
Hoists * Load Binders ° I-Beam Trolleys 


COFFING HOIST COMPANY 


Danville, Ulinois 
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FOR YOUR 


SS SELECTION 


Use these Guides to the Right Pump for the Job 


CENTRIFUGAL PUMPS 


BULLETIN 3300-A Self-Priming Centrifu- 
gol Pumps. Capacities 10 to 300 G. P.M. 
BULLETIN 3304 Portable Self-Priming 
Centrifugal Pumps with Gasoline Engine. 
Maximum capacity 90 G. P.M. 
BULLETIN 3900-8 Side Suction, Single 
and Two Ball Bearing Centrifugal Pumps. 
Capacities up to 200 G.P.M. 

BULLETIN 4010-A Side Suction, Single 
Bali Bearing Centrifugal Pumps. Capaci- 
ties 10 to 3600 G. P.M, 

BULLETIN 4012-A Side Suction, Two 

Ball Bearing Centrifugal Pumps with 


separate liquid end. Capacities 10 to 
3600 G.P.M. 


BULLETIN 4013-A Side Suction, Two Ball 
Bearing Centrifugal Pumps. Capacities 10 
to 1200 G. P.M. 

BULLETIN 4303 “Motor-Mount” Pumps. 63 
sizes. Capacities from 5 to 600 G. P.M. 
BULLETIN 4350 *Motor-Mount” Pumps. Ver- 
tical and Horizontal Types. NEMA type*C” 
Mounting. Capacities up to 200 G. P.M. 
BULLETIN 5004-A Single Stage, Split 


Case Centrifugal Pumps. Capacities 10 to 
4000 G.P.M. 


SUMP PUMPS 
BULLETIN 4600-A Sump Pumps and Cellar Drainers. A full range of types and 


capacities. 


VERTICAL TURBINE PUMPS 


BULLETIN 4700 Deep Well Turbine Pumps. Vertical multi-stage construction. Capac- 


ities te 3000 G. P.M. 


CONDENSATION RETURN UNITS 
BULLETIN 4400 Condensation Return Units and Boiler Feed Pumps. A wide 


range of types and capacities. 


COMPLETE WATER SYSTEMS 


THE DEMING COMPANY 


511 Broadway * Salem, Ohio 


INDUSTRIAL DISTRIBUTION © NOVEMBER, 1952 





. 


HELLER 


NUCUT 


WITH A NUCUT YOU FILE MORE, 
FASTER, BETTER WITH LESS EFFORT 


Nucur files are different. You can see the 
difference. Just hold the file at an angle— 
and you'll spot the exclusive wavy -pattern 
made by Nucut’s two sets of teeth. It’s this 
patented wavy construction! that gives you 
superior cutting power. 


The teeth do two jobs at every stroke. The 
coarse teeth cut fast, clean, without skidding. 


WAVY 
TEETH 


FILE 


The fine teeth leave the surface smooth. Just 
as if two files were working at every stroke. 

See your distributor. He knows Nucuts, and 
will help you in selecting the right sizes, 
shapes and cuts. 


HELLER BROTHERS 
COMPANY 


A New Jersey Corporation 
America’s Oldest File Manufacturer 


NEWCOMERSTOWN, OHIO 








WRONG: Don’t use a 
coarse file on fine work. 








RIGHT: Fine work re- 
quires a fine file. 














Select right file for job. Files come in many different sizes, shapes, cuts 
and types. So, make sure you select the right file for the job. 





WRONG: Don’t use a 
fine file on coarse, 
heavy work. 








RIGHT: Coarse work 
should be handled with 








@ coarse file, 














MR. DISTRIBUTOR: This NUCUT advertising-is appearing in publications that reach every 
worthwhile prospect in your territory. Since it directs the file buyer to you, you may think of 
it as your advertising. Are you cashing in on it? 
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48 Superduty 4%” Models—6 speeds, 
from 500 to 5000 &.P_M. Choice 
of pistol or saw-type grip 


3 Superduty %” 
Models, 400 to 
~1000 R.P.M 
3 Superduty A” 
Models, 500 to 
600 RPM. 


ne 


eatela.t 


f these PET 


r 
- 


~*~. 2operduty Models will EXAC 
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: Why the complete PET drill line helps 
you close sales faster ...and easier! 


"You build sales faster when you handle 
a line with no “holes” in it. And, when 
it comes to electric drills, PET Superduty 
offers you a really complete line! Here's 
a line that lets you offer a choice from 
among 54 drill models in 3 sizes... you 
get the order because your prospect gets 
exactly the drill he needs! 

But the clear-cut advantage of a com- 
plete line is only one of many reasons 
why PET Superduty Drills convert calls 
into sales. These drills are precision- 
made—and they look it! All a prospect 
has to do is plug in a PET Superduty 
drill, feel the smooth-running, dynam- 


ically balanced power and he knows that 
the quality is high. 


To top it off, we're backing up every 
PET distributor with strong national 
and trade paper advertising programs. 
And, we're prepared to offer new PET 
distributors the very best proposition in 
the industry. 


Prove it to yourself! It costs you 
nothing to get all the facts. Write today 
for illustrated catalog and complete in- 
formation to: Portable Electric Tools, 
Inc., Dept. ID-112, 320 West 83rd Street, 
Chicago 20, Ill. 


The features you get in PET Superduty 
Drills are features you can SELL! 


@ Reserve Power; for the extra-tough job 
@ Heavy-Duty ball and needle bearings 


@ Precision-Cut, Heat-Treated Gears; for 
smooth, quiet power flow 


@ Dynamically Balanced Armatures; for 
freedom from vibration 


@ Forced Ventilation; for cool running 


@ Aluminum Alloy Die Castings; for light 
weight, easy handling 

@ Compact Design; makes hard-to-reach 
drilling jobs easier and faster 


@ Meet U. S. Government and Military 
Specifications 


PORTABLE ELECTRIC TOOLS, INC. 


320 West 83rd 


Portable Ele 
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Tight belts 
ge! too tight 


Life of bolts 
and bearings 
is reduceu 


Only with VEELOS... 
the adjustable v-belt—can you get 
all these operating advantages. 
And only with Veelos can you elimi- 





nate costly v-belt inventory because 
just four reels of Veelos in the O, A, 
B and C widths can replace up to 
316 different sizes of endless v-belts. 


VEELOS DATA BOOK... 


The plain facts on con- 
struction, installation 
and use of Veelos 
ore included in this 
illustrated Data Book 
—write for your copy. 


MANFEIM MANUFACTURING 
& BELTING COMPANY 


608 Manbel St., Manheim, Pa. 


ADJUSTABLE TO ANY LENGTH + ADAPTABLE TO ANY DRIVE 


Made in all widths in three types: regular, oil-proof, static conducting. 
Also double V in O, A and B. Packaged on reels in 100-foot lengths. 
Sales engineers in principal cities; over 350 distributors throughout 
the country. VEELOS is known as VEELINK outside the United States. 


V-BELT 


use 
uv ve got 
out angetP® 


senate taler Loot that aclte ! 
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R. D. MACK 
Monoger 
Pacific District 


V. H. DEARLE 
Manager 
Michigan District 


C. P. QUICK 
Newark, 
New Jersey 


W. FACKNITZ 
Detroit, 
Michigan 


W. S. BAKER 
Manager 


East Central District 


J. STEVENSON 
Cleveland, 
Ohio 


J. A. MILLER 
Los Angeles, 
California 


P. SCHICK 
Nework, 
New Jersey 


J. C. BLAND 
Chicago, 


MWinois 


L. L. DE COSTER 
Manager 


Midwestern District 


G. CONTRUCCI 
Chicago, 
Mlinois 


€. KEATING 


‘ 


Michigan 


Cc. W. POWELL 
Branch Manager 
Pittsburgh Brench 


G. MURRELL 
Los Angeles, 
California 
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E. R. ALMDALE 
Manager 
Atlantic District 


H, JACOB 
Pittsburgh, 
Pennsylvania 


R. KREIMER 
Pittsburgh, 
Pennsylvania 





Nework, 
New Jersey 


R. HUDAVERDI 
Newark, 
New Jersey 





Nesp help in getting more sales? 
in solving your customers’ carbide 
problems? These 33 Carboloy repre- 
sentatives (and their district man- 
agers) are that part of the Carboloy 
organization that specifically works 
with our distributors. They are in all 
sections of the country, able and will- 
ing to help increase your Carboloy 
Cemented Carbide-tipped tool busi- 
ness, put more money in your pocket. 


By helping to train your internal 
organization, by assisting in the ap- 
plication of Carboloy sales aids, by 
passing on the latest carbide informa- 
tion, your Carboloy field representa- 


tive can help you get more carbide 
sales, more easily. 

But he doesn’t stop there. Your 
Carboloy field representative is as 
near as your phone to “backstop” 
you on emergency calls from your 
customers; to help you conduct sales 
meetings; to help you establish in- 
plant training programs; to give you 
special services and aid. 

Plan to boost your carbide profits, 
call on your Carboloy field repre- 
sentative now for his suggestions. 


CARBOLOY 


DEPARTMENT OF GEMERAL ELECTRIC COMPARY 
11131 E. 8 Mile Ave., Detroit 32, Michigan 





Plants at Detroit, Michigan; Edmore, Michigan; and Schenectady, New York 











“Carboloy” is the registered trademark for the products of Carboloy Department of General Electric Company 


E. RAUSS 
Nework, 
New Jersey 


WM. RIKHA 
Chicago, 
Ulinois 


J. WHITMORE 
Nework, 
New Jersey 
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Ath GAIN- Millers Falls ht oa 


one of the most exacting assembly jobs in industry 


High-speed nut-running on Lundey terminals — many 
production men would hesitate to attempt the job 
with a power driver. 


Torque limits are hair fine. Too little, and connec- 
tions may loosen. Too much, and brittle ceramic 
insulators chip and crack. 


Yet, Millers Falls versatile No. 50 Electric Screw 
Drivers are handling this difficult assignment quickly, 
cheaply, accurately for a leading electronics manu- 
facturer. Thanks to the patented, “Adjustomatic’” 
Clutch, these powerful drivers control torque with 
extreme precision — maintain exact setting month 
after month. 


Millers Falls unique “Adjustomatic” Clutch Screw 
Drivers are just part of Millers Falls wide line of 
advanced electric tools that offers you many exclusive 
sales and performance features. Write for full infor- 
mation on the exceptional profit opportunities avail- 
able when you stock and push this nationally famous, 
competitively priced line of quality tools for industrial 
production and maintenance. 


Mitters Farts Company, Greenfield, Massachusetts 


46 


WE HAVE YET TO SEE an assembly operation 
too delicate for Millers Falls ‘‘Adjustomatic™ 
Clutch Screw Drivers. Lundey terminals are typical 
— requiring super-sensitive torque control to pre- 
vent breakage. On all sizes — right down to 
1/16” conductors with 1-72 NF-2 threads — Millers 
Falls Drivers deliver outstanding performance 


MILLERS FALLS 
TOOLS 


SINCE 


1868 


She Merk of Iu Cue 
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Army Type 
WRIGHT SAFEWAY 


@ A steel hand hoist with compact, ad- 
justable suspension and trolley to fit 
various width I-beams. Designed for low 
overhead. Easily converted to 2-wheel 
geared trolley unit. 

Longer-life features include: steel in 
all load-supporting parts, load sheaves 
with five formed pockets, automatic 
load chain lubricator, alloy steel load 
chain, swiveling drop-forged load hook; 
alloy steel, machine-cut gears; fully en- 
closed, self-oiling gear case. 

Write for Bulletin DH-269 so you can 
tell your customers about this new 
WRIGHT SAFEWAY. 





WRIGHT HOIST DIVISION 
AMERICAN CHAIN & CABLE 


York, Pa., Chicago, Denver, Detroit, New York, Philadelphia, 
Pittsburgh, San Francisco, Bridgeport, Conn. 
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ew G-E Rapid Start lamp needs 
no starter, cuts maintenance 


IN THE NEW RAPID START lamp circuit G-E has been 
able to eliminate the starter required in standard lamps to 
pre-heat the cathode. For that reasen, maintenance is even 
easier, more economical than before. 


This new General Electric Rapid Start lamp was made 
possible by two G-E developments: an improved triple-coil 
cathode that replaces the double coil in standard fluores- 
cent lamps, and a Rapid Start ballast. Together, they give 


General Electric Rapid Start lamps almost instant starting 
and smooth, simple operation. 


G-E Rapid Start fluorescent lamps are rapidly becoming 
available. Many leading fluorescent lighting fixture manu- 
facturers are incorporating the new lamps and ballasts in 
their latest equipment. These two newest developments of 
G-E research are another reason why you can expect the 
best value from General Electric fluorescent lamps. 


You can put your confidence in— 


GENERAL @@ ELECTRIC 
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--- greatest 
my —order-getter I've. 
ay —— ever used! 


ss 


Man after man reports IDEA BOOK 
his most powerful sales-maker! 


Why pass up business 
that’s yours by 
simply showing these 
64 picture-pages? 


| paneer <n supply salesmen everywhere 

are writing orders because of the IDEA 

BOOK! Not only is it a sure-fire door- 

opener. It’s also a pictorial demonstration 

of the spectacular benefits that come from 

applying Blackhawk Hydraulic Tools and 
and Tools. 


For anyone you talk to regardless of his 
position or function — the IDEA BOOK 
offers dramatic slants on how to cut costs 
.-- boost production . .. save hours of time 
... increase safety. 


And, remember, we're promoting the 
IDEA BOOK story in our Gig advertising 
campaign to your industrial, construction 
and electrical customers. Each ad tells them 
to ask for an IDEA BOOK from “The Man 
Who Knows.” And, mister, that’s you — 
the Industrial Supply Salesman! 


IDEA BOOK points the way to new Sales in Industrial ¢ Con- 
struction ® Electrical © Mining *¢ Marine ¢ Aviation ¢ Oil 
and many other fields. It's your signpost to even greater 
volume with Blackhawk... . the hottest line in the field! 


BLACKHAWK MFG. CO. Dpt. M-17112, Milwaukee 

1, Wis. HEADQUARTERS FOR THE WORLD's most 

complete line of HYDRAULIC TOOLS .. . plus ® 
INDUSTRIAL HAND TOOLS 
Hydraulic jacks Gauge-equipped ~~ 


“Port > Torque Hydraulic pipe benders Specialized 
vp te 100 tons jocks peters indi y Hi 
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BROADER RANGE that offers 
BROADER OPPGRTUNITY 
to cash-in on increasing demand 


Ability to supply any type of cutter 
that your customers order . . . prompt- 
ly, without substitution or compro- 
mise ... can give you added sales that 
might go elsewhere. 

When you handle the broad Brown 
& Sharpe Cutter line, you can offer 
customers exactly the right cutter for 
each milling job! Styles include every 
type from plain milling cutters to 


metal slitting saws and special-use cut- 
ters... and a complete range of end 
mills, What's more, every Brown & 
Sharpe Cutter is a quality product that 
will bring you repeat orders instead 
of complaints. 

Cash-in on the growing cutter de- 
mand by handling the broad Brown 
& Sharpe line. Brown & Sharpe Mfg. 
Co., Providence 1, R. I., U. S. A. 


WE URGE BUYING THROUGH THE DISTRIBUTOR 


Brown & Sharpe \ 
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A section of the modern laboratories where 
technicians constantly try to improve Colum- 
bion products. 


Even the yarns must pass a tensile strength 
test before moving to the next department 
to be formed into strands. 


... and he knows 
What BOS OMG, COOL sate onsin inten opeeig 


ditions test abrasion resistonce, internal 
friction, etc. 


Forming the strands that go into Columbian Rope is a job 
that calls for many years of rope making experience and 
know-how. 


Every inch of yarn fed from a large rack of bobbins is 
twisted and formed under the exact same tension. These 
smooth, round strands are the backbone of Columbian Pure 
Manila Rope . . . uniformly strong . . . pliable . . . non- 


kinking. The finest of fine rope. 


Trained chemists keep a constant control 
over the lubricating and water-proofing 
mixes and check fibre quality. 


COLUMBIAN ROPE COMPANY 


400-90 Genesee Street 
1 C 
| | 
\ 


Red 
Auburn “The Cordage City”, N. Y. pt 
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@ Your customer's confidence is earned 
by experience... experience with you,and with the 
uniform high quality in every link of Peoria Chain 
...experience with Peoria Chain’s complete de- 
pendability — dependability that assures him 
smooth-sailing production year after year. 

Your confidence is earned by experience 
with Peoria Malleable’s straight-steering policy 
that protects your investment in time and effort. 


LEABLE Ca 
P 


EORIA, 


OR 45 yen: 
F 


PeorIA Mat 


.. 
1. oF ALEXANDER S 

F 

CHAIN MAKERS 


And this confidence is well-placed. Plant-wide 
quality control assures dependability—whether it’s 
top quality malleable iron or the even stronger, 
longer-lasting pearlitic iron, METAMAL 

@ If you are not already one of 
PEORIA CHAIN'S “protected distributors”, 
write for our free catalog. Sell this complete line 


of malleable iron chain with confidence. 


H Class 
Drive Chain 


STINGS Co. 
rLLINOrS 


Oetachable 
Chain 


Transter 


Transter 
Chain 
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CQ 
Red Shitld says: 


Weck entitled to the best — 
Use STANDARD REAMERS” 








Standardize and Save With Standard Red Shield 
Metal Cutting Tools. There is a Standard 
Distributor Near You and Ready te Serve You. 


3950 CHESTER AVENUE 
STANDARD [OOL (0. Sievtcnvo 1 omc 
New York - Detroit - Chicago + Dallas - San Francisco 


THE STANDARD LINE: 7wist Drilis » Reamers + Taps + Dies « Milling Cutters + End Mills « Hobs + Counterbores + Special Tools 
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Help your customers w 


In the hands of the CARBORUNDUM engineer, the new "61" Port-A-Belt Grinding Attachment...on the desk, the new improved "T-61" Hub Wheel. 


Look to CARBO | 


ee Bs 


“Carborundum” and “Port-A-Belt” are trademarks of 
The Carborundum Company, Niagara Falls, New York 
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BRAND-NEW abrasive ideas ! 


Here are two examples showing how 
CARBORUNDUM engineering backs up your 
abrasive selling efforts with new tools and 
methods to give you more entrees with pros- 
pects and customers. Both the “61” Port-A- 
Belt and the “T-61" Contact Wheel offer 
your customers means for cutting grinding 
and polishing costs to the bone. And both 
products offer you opportunities for increased 
sales in belts by CARBORUNDUM. 


Sell the Port-A-Belt on the basis of its proven 
performance in the automotive industry...in auto 
repair shops...in tool and die plants...in appliance 
manufacturing plants...in fact, in nearly every oper- 
ation, large or small. Show your customers how 
light it is, how easy to handle, how it cuts fast and 
clean, without chatter. Show them how it grinds on 
curved, irregular surfaces as well as on flats. They'll 
welcome it on all the awkward, hard-to-get-at jobs. 


It will save them production time and money—and Here are only a few of the 30,000 reasons 
bring you more profits from belt sales. why you get the RIGHT combination of abrasive 


Sell the “T-61” for its unchallenged superiority 
over other contact wheels. Reports of users prove and method only from CARBORUNDUM 
it increases production—saves time, money and 
materials. Give your customers these benefits by 
selling the ‘“T-61" and you'll make still more from 
the CARBORUNDUM line. Tell him why belts cut 
better, last longer, glaze less with “T-61"...how 
wheels cost less to renew. .. how 

easily tires are changed for a shift 

in grinding operations. 




















You can profit by using these 
two new CARBORUNDUM develop- 
ments as salesmaking “wedges” 
with your customers. Both new 
products happen to apply to 
abrasive belts. Next time the 

new development may be an 
abrasive wheel. That points 

up the exclusive advantage 

you enjoy in selling abrasive 
products by CARBORUNDUM. 

You alone can offer a// abra- 

sive products to give your 
customer the proper one. 








for the NEW developments in ALL abrasive products 
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“We want speed at any price 
»-- yet we use the cheapest air service !” 


—Richard E. Crowe, President, Globe Electrotype Company 


‘We ship electrotypes to publications 
all over the country—from 30 to 300 in 
a single day. That's a lot of deadlines! 

We've made it a rule to specify Air 
Express 

When Air Express started in 1927, 
we were among its first customers 
We've used it ever since. And, in all 
that time, we've NEVER HAD ONE 
SINGLE KICK on an Air Express 
shipment! That's quite a record, and 
I've checked it with our people here. 


56 


We've tested other air services. Air 
Express is consistently faster and more 
dependable. AND COSTS LESS! On 
most of our shipments, Air Express 
rates are the /owest, by a few cents to 
several dollars. Those differences add 
up to thousands of dollars in a year's 
shipping 

I would advise anyone who is con- 
fused about shipping claims to test Air 
Express and keep a record of results. It 
convinced us.” 
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OAR EXPRESS 


GETS THERE FIRST 


Division of Railway Express Agency 
1952 — our 25th year of service 
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ee PT. FASTENERS 


A strong, attractively de- WOOD SCREWS e STOVE BOLTS © TAPPING SCREWS 


signed telescope-type pack- MACHINE SCREWS e DRIVE SCREWS e THUMB SCREWS e SEMS SCREWS 
age. Color coded labels. Fine- STANDARD SLOTTED AND PHILLIPS RECESSED 
ly fabricated products that WING NUTS e CAP NUTS e HEXAGON AND SQUARE NUTS e WASHERS 


generate quick repeat sales. THE CHOICE OF BETTER DISTRIBUTORS 


Los ee CHICAGO, It. KEENE, NH, 
——-< ——-A ye ee 
a a Bar = 


CENTRAL SCREW COMPANY 


1 SHIELOS AVE. CHI 9 ILLINO! 


3028 E€ ELEVENTH ST LOS ANGELES 23 ALIF © 149 EMERALD ST. KEENE N 
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e ARMSTRONG TOOL HOLDERS 


ARE AN INDUSTRIAL DISTRIBUTOR’S 
SUCCESS STORY 


Few, if any, industrial products have ever at- 
tained the wide distribution of ARMSTRONG 
TOOL HOLDERS which are used by over 96% 
of the Machine Shops and Tool Rooms; are the 
standard tools the world over, wherever metal is 
machined. This tremendous selling accomplish- 
ment is a tribute to the capabilities of the na- 
tion’s Industrial Distributors and their salesmen, 
for ARMSTRONG TOOL HOLDERS have always 
been sold through Industrial Distributors. 


ARMSTRONG TOOL HOLDERS and TOOLS 
provide a continuous source of sales and profits 
to those distributors who go after this ever-pres- 
ent business—who capitalize on this universal 
preference of ARMSTRONG Quality and cata- 
log, stock and sell ARMSTRONG Lines “Across- 
the-Board.” 





ARMSTRONG BROS. TOOL CO. 


“THE TOOL HOLDER PEOPLE” 
5205 W. ARMSTRONG AVE. CHICAGO 30, ILL. 
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“Quit shovin’... 


theres enough 
Thor drills for 
everybody- 
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The best portable electric drill? Ask the 
operators — they prefer Thor ‘“‘Silver 
Lines” . . . for power . . . compact size . . . 
light weight . . . longer service. See 
Thor's full range — 50 models from V%” 
to 1%” — write for free catalog. 


Independent Pneumatic Tool Co., 
Aurora, Ill. 


DRILLS @ IMPACT WRENCHES @ SCREWDRIVERS © TAPPERS 
NUT SETTERS @ GRINDERS @ SANDERS e@ BENCH GRINDERS eu iy~ 
POLISHERS @ SAWS e HAMMERS e NIBBLERS ai 7 


BALANCERS @ BELT SANDERS © VALVE SHOPS © ACCESSORIES AF, your ; 
(DISTRIBUTOR) 
FACTORY SERVICE BRANCHES IN 20 PRINCIPAL CITIES 
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BABBITTING INSTRUCTIONS 
For Your Customers 


To help you inform your customers how to make perfect babbitted bearings, 
Federated has recently published “Hints on Babbitting Practice.” This 12-page. 
2-color bulletin outlines basic steps for the prevention of common bearing failures, 
and covers everything from the choice of metal for a particular bearing application 
through the correct pouring practice to maintenance in service. 


Also included are descriptions of Federated’s “Big 3” Babbitts: XXXX Nickel* 
for heavy loads at high speeds; Merit Metal* for moderate loads at moderate speeds ; 
and Frictionless* for low loads at low speeds. 


With a stock of Federated’s “Big 3” Babbitts you can fill practically any main- 
tenance bearing requirement which your customer may have. With the “Big 3”. 
inventory and stock list are reduced, the risk of shortages minimized, turnover and 
opportunity for profit increased. 


Order Bulletin No. 146 on Babbitting Practice in any reasonable quantity 
TODAY. Federated will imprint these handy envelope-size (3%4" x 6") sales boosters 
with your firm name and address at no cost to you. 


*Tradencme of Americon Smelting and Refining Company 





— 
How 10 prevent Bearing Failure 


Cdcwnled 
e e * “inal sn the 
otleuas 
Sedu Milas Dion ye 
AMERICAN SMELTING AND REFINING COMPANY + 120 BROADWAY, NEW YORK 5, N. Y. 
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product 





EASIER T0 SELL 


because... 


(7 OUTWEARS 
ORDINARY VALVES 


@ High test bronze body and bonnet; nickel-alloy 
disc and seat ring; high tensile, high torque rolled 
bronze stem—plus large, deep stuffing box easily 
repacked under pressure—these are the features 
which make R-Pa&C Bronze semi-plug and full-plug 
Globe and Angle Valves outwear ordinary valves. 
They’re fine for frequent or continuous throttling of 
steam, gas, oil, water. This type valve can be fur- 
nished in 200, 300 and 350 lb. pressures. 

You should carry a stock of R-PaC Bronze Globe 
Valves to give your customers quick service. Write 
the nearest R-PaC district office for information. 


. R-PsC 
R-P&C VALVE DIVISION — va Ives 


AMERICAN CHAIN & CABLE 


Reading, Pa., Atlanta, Baltimore, Boston, Chicago, Denver, Detroit, Houston, 
New York, Philadelphia, Pittsburgh, San Francisco, Bridgeport, Conn. 
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Why they all voted for 
RADIANT PANEL HEATING 








Architect 


Husbond 


Sreel Pipe 
\s KUSK COTE 


for the New House! 


“Keeping up with the Joneses took on a new 
meaning for me when they asked me to 
plan their new house. They knew what 
they wanted and they wanted the most 
modern of everything. But when it came 
to the heating system I was way ahead of 
them. When I explained Radiant Panel 
Heating they went for it in a big way!” 


“After dreaming about building a new 
house for years I knew exactly what I 
wanted in a heating system. Comfort, 
warm floors, uniform temperature, free- 
dom from drafts, more vital air, no hot 
or cold spots. Radiant Panel Heating 
was the answer.” 


“I wanted what my husband did, too, but 
more than that I wanted freedom to 
decorate. Because our Radiant Panel heat- 
ing units are concealed beneath the floor, 
or in the ceiling, every inch of every 
room is now mine to use. My rooms 
seem larger! I can place my furniture 
as I please!” 


“Radiant Panel Heating is easy to install 
in a new house, and my heating men 
know steel pipe. They're used to handling 
it. They know it’s been proved in more 
than 60 years of hot water and steam 
heating applications; that it’s formable 
and weldable for fabricating coils and 
grids. That's why, for radiant heating, 
snow melting, and other applications, 
steel is the most widely used pipe in 
the world!” 


A free 48 page color booklet “Radiant Panel Heating with Steel Pipe” is available. Write for your copy. 


COMMITTEE ON STEEL PIPE RESEARCH 


AMERICAN IRON AND STEEL INSTITUTE 


350 Fifth Avenue, New York 1, N.Y. 
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re-li’a-ble (ré-Hi’é-b"l), adj. Worthy — = 
of being relied or depended on; com-— 
monly used to refer toa product or 

dass of products which customers 

have confidence in and depend on for. 
superior service; like, the famous 

line. of Industrial Rubber: ‘Products 
manufactured by Raybestos- ° 


Manhattan and supplied to satisfied . 
jusers by dependable RIM. di stribu- ae 
tors. SYN. - Condor Transmission ‘ ik | 
Belts, Condor V-Belts, Homocord 
Conveyor Belts, and Homoflex Hose. 


MANHATTAN RUBBER DIVISION — PASSAIC, NEW JERSEY 
Rall RAYBESTOS-MANHATTAN, INC. 


@BhReteeoeyr 


Flat Belts V-Belts Conveyor Belts Air, Water, Steam Hose Oil, Suction Hose Industrial Fire Hose 











Other R/M products include: Industrial Rubber @ Fan Belts © Radiator Hose @ Packings @ Broke Linings @ Brake Blocks 
Clutch Facings @ Asbestos Textiles @ Sintered Metol Ports @ Bowling Balls 
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IT’S NEW 
IT’S DIFFERENT! 


A revolutionary,all steel sprocket system 
that is rugged, light and compact. 
Featuring interchangeability, 
maintenance ease and simplicity, the 
Cullman Gripmaster sprocket system 
embodies fundamental design 


principles which are uniquely 
adapted to achieve a perfect gripping 
action throughout a complete 


: Gripmaster (Series!) sprocket range. 


a) 


Sprockets 


CULLMAN G<Z 


i sates SPROCKETS 





Check these advantages! 


“Off-the-shelf’’service 

Reduced inventory requirements 
Alterations eliminated 

Positive shaft fits 

Simplified speed changes 


Minimum service requirements 
Gripmaster (Series Il) 
Sprockets 


eee renee apenas Gea ean aren en eeenenenen aaa 


CULLMAN WHEEL COMPANY 
1347M Altgeld Street, Chicago 14, IIlinois 





Contact local distri : : 
porinnt adn 4 Please send me your new illustrated Grip-Master catalog 


Meanwhile, send the coupen - ii : giving tables of specifications and prices. 
fer your copy of the i 
Cullman Gripmaster Catalog. 
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A Customer Reports: 


105” Asarecon 773 Bearing Bronze 
Cuts Short-End Scrap, Machining Waste 


Wiiiys-Overtanpn Motors has cut scrap loss in 
the making of machine tool bearings by 
using Asarcon 773 (SAE 660) Continuous-Cast Bronze 
Pieces are cut to the exact length needed from 105” stock supplied by . 
Meier Brass & Copper Company, Detroit (distributors) ; there is only one 
short end from an entire 105” tube. an economy impossible with ordinary 13” stock. 
Also. unique dimensional accuracy and uniformity reduce metal losses in finishing. 


Asarcon 773 bearing bronze is continuous-cast in diameters 4%” to 5%”, cored or 
solid. It contains no hard or soft spots; no blowholes or porosity of any type. 
Since sand is not used in the process, and dirt and dross are excluded, there is no 


surface- or internally-trapped abrasive to dull tools or discourage high cutting speeds. 


Fatigue characteristics are up to 100% higher than those of the same 


alloys produced by other casting methods; tensile strength,. 


j improved, too. 


yield strength and hardness are appreci 


Distributors across the country have in stock 216 sizes 





of Asarcon 773 rods, tubes and shapes. They will cut it long or 


short to suit your requirements. 


A variety of alloys, longer lengths and special shapes can be cast to 
order. Write for free catalog containing complete descriptive material. 


%, 


West Coast Sales Agent: 
KINGWELL BROS. LTD., 444 Natoma Street, San Francisco, Calif. 


American Smelting and Refining Company 


OFFICES: Perth Amboy Piant, Barber, New Jersey 
Whiting, indiana 
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Heavy, Steel U-bolt; 
hot galvanized after 


threading to prevent ¥ 3 an a Zh ‘ : —E NGI N E E R E D 


weakening from rust 


or corrosion. f Sagb Fe , wt . ite) °4 SAFETY 











Clip bases drop- 
forged under 
close supervision 
in accurately 
made dies. Bases 
made of high 
grade forging 
steel and hot 
galvanized. 








American Standard 


é PSON-WALTON drop-forged steel clips 
heavy hex nut... , are made to the hi seat Toneats a 
hot galvanized for ae quality for tough, Saunas 
long life. service and engineered for 
safety. See your nearby dis- 
tributor for quick and effi- 
cient service from stock. 
Write for free catalog on 
wire rope fittings. 








Manufacturers of 4AUl Three: 
FITTINGS © WIRE ar + TACKLE BLOCKS THE UPSON-WALTON COMPANY 


12500 ELMWOOD AVENUE + CLEVELAND 11, OHIO 
New York ° Chicago ° Pittsburgh 


YOU CAN DEPEND ON UPSON-WALTON’'S 81 YEARS OF EXPERIENCE 
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that ca 


iQ 
n 
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be 


problems 
met with the... 


Ever-increasing applications for the new ALLENUT have 


caused sales to double within the past two years. Here are some of 
the things it can do to aid your product designing: 


1. Self-anchoring in any metal. Allenut pro- 
vides positive anchoring action through its 
hardened knurls. 


2. Compact design. Requires no space for 
box wrenching. 12-point socket permits 
tightening in awkward places. 


3. Smooth surfaces. Fits flush or below sur- 
face in counterbored hole . . . permits 
streamlined, safe surfaces. 


4. A ready-made, hardened, tapped hole. 
When used as a bushing, prevents costly 
stripping of threads caused by frequent re- 
moval and replacement of screw or bolt. 
In castings and other soft metals a stripped 
hole can be counterbored, an Allenut in- 
serted and the same bolt or screw used. 


5. Tighter fit. Greater thread contact than 
with ordinary nuts because of Ciass 3 fit. 
Weld-like setups accomplished with one 
hand wrenching. Allenut holds firm against 
turn of screw. 


6. Usable with any type ef belt or screw. 
Permits space-saving, internal wrenching of 
cap screws, T bolts, machine bolts, and 
other common fasteners. 


7. Saves parts. No washers required when 
anchored. 


8. Easier te ese. Knurled ring facilitates 
fingering-in. Allenut is always square to 
counterbored hole. Removable by hitting 
screw or bolt head with tap of a hammer. 


Allenuts are available in a full range of 14 
standard sizes from no. 4 to 1” from leed- 
ing industrial distributors. 


We welcome your inquiry and request for 
engineering details on Allenut applications. 
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UTICA 


IS SPEEDING THOUSANDS OF JOBS WITH 


sooo) CUSTOM 


simplify the unusual, 


solve the difficult, 

and speed the slow-moving. 
Time-saving , y 
modification / 
which reaches 


around an 
assembly 
obstacle. 





Save a few seconds a thousand times on the pro- 
duction line — and that means real money! 





Here in a nutshell is the case for custom tools by Utica, 
manufacturer of the world's longest line of pliers. 


Let us take over the problem. Let us send one of our 
Typical of minor, ~ Developed sales engineers to check your production line for time- 
per “a saving possibilities. Custom tools can speed, simplify, 
ications. 

the waives ; or eliminate an operation. Such a survey would be 
wes extremely , without obligation to you, of course. 
high leverage % 

in very close 
quarters. 


NO ONE IS SO WELL QUALIFIED TO SOLVE 


YOUR SPECIAL PROBLEM AS O/T ICA 


Address inquiries to CUSTOM TOOL DEPARTMENT 











DROP FORGE AND TOOL 


CORPORATION 


In Canada 
ADLAM TOOL & SUPPLY CO., LTD., MONTREAL; 
UTICA 4, NEW YORK \ WALLS-IRONS, LTD., WINNIPEG 
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It's easy to sell DELTA band Saws 


AND MAKE THOSE "BIG TICKET” PROFITS td 














Practically every concern you call on is a live prospect for Delta Band 
Saws because they do so many jobs easily and at an amazingly low cost. 


They are used to cut a wide variety of materials. In 
addition to the whole range of routine cutting 

jobs in production, maintenance and shipping 
room operations, these versatile tools are being 
used to cut plastics, aluminum, candies, ice, 
paper goods—and slashing costs to boot. 
Back of those profitable installations are those 
smart operators—the Delta dealers who sparked 
the sales. 
Their rewards can be yours: 


big ticket profits! 


DELTA BAND SAWS HAVE Ail THE 
FEATURES EVERY CUSTOMER WANTS 


+ Ball bearing blade guides—both above and below 
table—give precision accuracy and reduce blade 
breakage. 


@ two heavy trunnions—one on either side of saw 
blade — give tables unusual support and rigidity. 


@ Tables tilt right and left—handy tilt guides show 
exact angle of cut. 


Wheels, motor and saw biad are ¢ 
guarded for utmost safety. 


L Adequate capacity between upper guide and table 
DELTA 20-INCH BAND SAW DELTA 14-INCH BAND SAW prised band a has height attachment for addi- 
Greater capacity—cuts wood, plos- Cuts everything from carbon steel to one! capacity. 


tics, brass, aluminum, copper, magne- asbestos—wood, plastics, aluminum, @ Blade tension control maintains proper blade 
sium ond similar materials with ease magnesium and similar materials. tension—handy scale enables adjustment to par- 
Sanding ottochment for added 
ticular job. 
usefulness 





HERE ARE JUST A FEW OF THE MANY USES FOR DELTA BAND SAWS 
vi 


Specialists in the design and produc A Delta 20° Bond Sow handles al! ond Company, Noshville, 
tion of a line of automotive recon curve cutting jobs—scroiied motifs, Tennessee, manufacturers of sur 
ditioning tools, the Winona Tool circular window frames, valonces ical instruments, cut steel gauges 
Manufacturing Company of Winono and ornamental pieces—as well as ‘or gloss tubing with a Delta 14° 
Minnesota, uses Delta 14° Band ripping ond resawing for the Mount Bond Sow. 

Sows with abrasive belts for sand- Construction Compony of Jockson, 

ing ond polishing aluminum parts Tennessee 


Herold Gomez of Little Ferry, New 
Jersey, builds custom models, parts, 
dies and specici industrial mo- 
chinery. Here he is shown using ao 
Delta 14° Band Sow to cu’ port of a 
diamond pattern embossing die 
made of brass. 








=—— 


Theres 2 Delta Power Tool for every customers job- DELTA POWER TOOL DIVISION 
WOOD OR METAL WORKING MANUFACTURING 
53 MACHINES « 246 MODELS fmm & Predecn O EE Rockwell COMPANY 

MORE THAN 1300 ACCESSORIES 634M WN. LEXINGTON AVENUE @ PITTSBURGH 8, PA 


INDUSTRIAL DISTRIBUTION © NOVEMBER, 1952 69 








For troublesome connections ... 





deisetibabite solution 


and profit for you 


As distributor for CMH flexible metal hose products 
you will be able to offer your customers the solution to 
scores of otherwise difficult connection problems 
where there is movement between parts, misalignment, 
My CMH seamless-type corru- _ vibration or expansion and contraction. Virtually every 
, gated metal bose, illustrated ’ : 
PAS US WY ot the left and in installa. Plant you call on is a prospect for one or more CMH 
CMH's distributor serviced biliti 
line that also inc ludes inter- 1lities. “ 
locked bose, expansion joints Write today about distributor arrangements and ask 
for piping and specialty bose : eeeN 
items. about CMH’s attractive distributor policy. 


~'|(| y THI tions above, is only part of products ... creating almost unlimited profit possi- 


‘S\\I 


CHICAGO METAL HOSE Division 


oa 
| Flexonic tj 
Plezen identities 1 ¥ > oe 1314 S. Third Avenve * Maywood, Illinois 


CMH products thot . 
have served industry 5 ry f. of C juted ond C 








9 d Flexible Metal Hose in ao Variety of 
tee ever 50 yearn Metols + Expansion Joints for Piping Systems ~- Stoinless Steel and Brass 
; Bellows + Flexible Metal Conduit and Armor - Assemblies of These Components 


in Caneda: Flexonics Corporation of Canada, itd., Brampton, Ontario 
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The Distributor with the Complete Line of Jacks 
Can Always Supply the Right Jack for Every Job! 


Simplex Distributors — 
here is a vital sales point for you: 


You can recommend, without prejudice, the signed and engineered for definite purposes and 
jack that will work better, faster, more effi- applications, you are never forced to offer a 
ciently for each job for every customer. makeshift substitute. 


This is true because you sell the Simplex line Only with the Simplex Line can you offer such 
of jacks—the line that is by far the most com- unbiased service for best results in satisfied cus- 
plete. With scores of jacks available, each de- tomers, good will, repeat sales. 


Simplex Simplex Simplex 
LEVER Jacks SCREW Jacks HYDRAULIC Jacks 


- » « Ratchet Low- ... 4Ww . . « Standard Type 
ering and Trip Head and Ratchet commen Mite San 
Available in a Rugged and dur ontai an: 
broad range of an — the safest, Remote Controlled 
types and capaci easiest-acting Also with Toe Lift. 
ties. All include screw jacks to Available in « wide 
Simplex’s noted be had range of sizes. 
construction fea 

tures, long life and 

dependability. 


LEVER @ SCREW @ HYDRAULIC « SIMPLEX Makes ALL 3! 


And SIMPLEX Makes 


GPUEALA, Fos! eal TEMPLETON, KENLY & COMPANY 

' do better with modification ; i 

y Png BP Sones ae jacks, aa Ja Cc ks 1036 S$. Central . Chicago 44, Illinois 
makes all kinds of special-purpose jacks. 
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an 
product featuring 


Duatoc* 


Your stock 

of these components 
will handle 
all normal 


lifting requirements 


ACCO Registered DUALOC Slings 
are Lifting Tools 


@ Defense work has introduced new lifting problems for all of your customers. New 
opportunities are open to you for service to old and new customers alike. 


ACCO Registered Dualoc Slings permit you to furnish exact, accurate lifting 
tools that have set the strength and safety standards for industrial slings. 


Through the ACCO Registered ‘‘Assemble-Your-Own”’ program you can handle 
all of your customers’ normal lifting requirements directly from 
your own stock, economically . . . and without delay. 


Write today for complete information. 


ACCO 
*Trode Mark Registered Patent No. 2463199 R egis f ered 


WIRE ROPE SLING DEPARTMENT DUALOC 
AMERICAN CHAIN & CABLE Slings 


Wilkes-Barre, Pa., Chicago, Denver, Houston, Los Angeles, New York, 
Odessa, Tex., Philadelphia, Pittsburgh, San Francisco, Bridgeport, Conn. 
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GOOD CHUCKS 
keep your 
machine too 

at PEAK 


y ~~ 


MANUALLY-OPERATED 


No machine tool can perform better or maintain 
closer tolerances than the chucks with which it 
is equipped. That is the simple reason why we at 
Cushman emphasize PRECISION in every detail 
of our production. Experienced engineering, 
with years of work-holding ‘know-how,’ finest 
modern manufacturing equipment, and excep- 
tional inspection and test procedures, stand back 
of Cushman Chuck performance. 


Good chucks protect your investment in high 
production equipment...help maintain peak 
production ...conserve skilled man-power. Spe- 
cify Cushman...A WORLD STANDARD FOR 
PRECISION, 


CHUCKS 


i 
: 


Cushmen Menvelly-Opers 
vee ‘ore described 


Chuck Cateleg Ne, 
PO-6410 lists q 
ovr complete line of 
Power Chucks, Cyline 
ders and Accessories. 
Either or beth will be 
sent on request 





THE CUSHMAN CHUCK COMPANY 
HARTFORD 2, CONNECTICUT, U.S.A. 
Chucking Engineers Since 1862 


Manufacturers of 


POWER CHUCKS, AIR CYLINDERS, and 


THE CUSHMAN 


ACCESSORY EQUIPMENT - 
RECISION POWER WRENCH - CUSHMAN MANUALLY- 
OPERATED CHUCKS and FACE PLATE JAWS. 





INDUSTRIAL DISTRIBUTION * NOVEMBER, 1952 








through PHEOLL’S All-Out 
Distributor Program 
that gives you..... 


The industry's BEST selling tools. . . cata- 
logs, price lists and discount sheets that 
tell you everything you need to know, in a 
jiffy. Information is easy to find...and 
designed to help you get the order. 


a sumers * edlia 
- To im 
ackane 


eners © 
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| ( IS the most complete 
line Available Anywhere 


BY T/PES OF FASTENERS «+ SIZES + HEAD STYLES « FINISHES 


Machine Screws 
Carriage Bolts 

Wing Nuts 

Brass Washers 

Hex Head Cap Screws 
Special Rivets and Pins 
Semi-Finished Nuts 
Tapping (Sheet Metal) Screws 
Stove Bolts 

Thumb Screws 
Machine Screw Nuts 


Threaded Wires and Studs 
Phillips Recessed Head Machine 
Screws, Sems, Sheet Metal 
ews, Wood Screws and 
Stove Bolts 


Adjusting Screws 
Headless Set Screws 
Wood Screws 

Continuous Threaded Rods 
Socket Set Screws 
Machine Bolts 

Stove Bolt Nuts 





Profitable fastener business...in substantial 


volume... és being developed in your own locality 


by Pheoll’s hard-hitting new program. Inquiries 
AND ORDERS for packaged fasteners are being 
received—ready for referral to qualified Pheoll 
distributors. Now how can you qualify to cash in 


on this sensational opportunity? It's very simple ! 
Let us show you how you can participate. Just 
mail the coupon, wire or phone for complete 


details. 


MANUFACTURING 
COMPANY 


Thread-Cutting Screws 

Stove, Chair and Ladder Rods 
Special Screws and Bolts 
Cap Nuts 

Drive Screws 

Sems (Screws and Bolts) 

Lag Bolts 

Socket Head Cap Screws 
Knurled Nuts 

Square Head Set Screws 
Chamfered and Trimmed Nuts 


Tee, 


PHEOLL MANUFACTURING COMPANY 
5700 ROOSEVELT ROAD, CHICAGO 50, KLLINOIS 


Prove to me thot your new distributor program 


will produce MORE SALES...MORE EASILY...and MORE PROFITABLY! 


YOUR NAME 


FIRM NAME 


STREET ADDRESS 


CITY 


ZONE STATE 
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How to be sure 
of getting First Grade Rope 
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] “AMERICAN BRAND” 
PURE MANILA ROPE has a 
paper tape that’s marked 
“American Manufacturing 
Company”, in one strand. 
(in all sizes Y2" and larger) 

















2 “AMERICAN BRAND” 
PURE MANILA ROPE has red 
and green surface markers. 





othe | 
wm (in all sizes %" and larger) 
, — 
yg 











3 “AMERICAN BRAND” 
PURE MANILA ROPE has this 
tag attached to the starting 
end of the coil. (in all sizes) 











HANDY COILS 
100-foot coils of 4"—*As" 
%"— and %" “AMERICAN 
BRAND” Pure Manila Rope pack- 
aged in 15-Ib. cartons to sell from 
the counter. 


AMERICAN MANUFACTURING COMPANY, BROOKLYN 22, N. Y. 
ROPE @ TWINE © OAKUM @ PACKING @ CARPET & ELECTRICAL YARNS 
Branch Factory: St. Louis Cordage Mills, St. Louis 4, Mo. Sales Offices: Boston © Chicago @ Houston © New Orleans @ Philadelphia © San Francisco 
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Talk of the Trade 


“WAIT "TIL” DEPT.: Percentagewise, my “astute” 
predictions on the baseball picture were not too bad 

after all I did pick one pennant winner . . . The fact 
that I was wrong in the National League brought sev 
eral expressions from readers, the best of which was « 
ollection of clippings from this column with marginal 
omments One of the prize comments was “Wait 
til last vear”’ Well. now Iet’s see, the winning foot 
ball teams will be 


ENTERTAINMENT: Evervone has heard of that long 
named society whose aim in life is to preserve barber 
shop harmony . Did you know, though, that Phil 


Embury (Embury Mfg. Co.) has been president of the 
national group several times, that a couple of years ago 
he went to Europe with the Buffalo Bills, a nationally 
famous barber shop quartet, acted as m.c. and worked on 
clinics among soldiers on quartet singing, and that just 
last summer Phil and the Buffalo Bills entertained in 


Korea? .. . Well, if you didn’t, now you do know it, so 
let’s hear you sound your “A”. 


GIVE ME TEXAS: Ashley DeWitt (Briggs Weaver, 
Dallas) hasn’t a single good word for the East these 
days . . . Ashley made a trip to New York this fall and 
wound up getting a severe case of shingles. 


MARRIED: Stanton A. Appell (Louis W. Appell Co., 
New York) is back working as a manufacturer’s repre- 
sentative after a very special trip to Bermuda—his honey- 
moon trip . . . Stam and Miss Phyllis Sussman were mar 
ried Sept. 6 . . . Congratulations. 


HONORED: Watkins, Inc., Wichita, is throwing out 
its chest these days . . . It is one of three firms in Wichita 
sclected by the National Association of Manufacturers 
for inclusion in the NAM’s “Industry on Parade” tele- 
vised film program 


BEATING THE HORSES: There have been a million 
or two ways, schemes and systems devised to beat the 
horses but Bob Scallan’s (Scallan Supply, Cincinnati) 
uncle, Ed Scallan, leans to the old hunch system... . 
While spending a day at the races recently, Ed met an 
old friend and after an exchange of how’ve you beens, 
the friend confided that he was recovering from a serious 
operation—had had half his stomach removed . . . Ed’s 
sympathetic comments were cut short when he noticed 
that a horse in the next race was named Half Moss .. . 
Yes, that did it . . . Ed bet on the horse and it won... 
That’s like Clyde Mansur (Simonds Saw) betting on a 
horse with Charley in his name . . . As Clyde explained 
it, the hunch came from the fact that the horse’s name 
reminded him of Clarence Fee (Simonds) . . . It’s a little 
difficult to understand but there were grounds for the 
hunch, Clyde calls Clarence “Charley” . . . Personally, 
I go for the “stick a pin in the program” system and it 
works—at least it did once and I’ve got a witness, Bill 
Lang (S. B. Hubbard, Jacksonville). 


THOUGHT FOR THE MONTH: Get out and vote. 
R.W.B. 
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=, Making a Workhouse 


i 


Industry’s all-time favorite for long range economy 


Take a Fig. 106-A apart, it’s easy to see (and 
show) the reason why it’s the “champion” of 
dise-equipped Bronze Globes. Every part, 
from handwheel to pipe ends, reflects the 
design and construction skill of generations of 


Jenkins Valve specialists. 


Fig. 106-A not only looks better—it proves 
out better in performance. In any comparison, 
its long life, low upkeep record has never been 
surpassed. That is the true measure of valve 
cost—and it is the reason why industry’s 
shrewdest buyers will settle for nothing less 


than Fig. 106-A quality. 


' JENKINS 
Fig. 106-A 
Renewable 
Composition Disc 


BRONZE GLOBE VALVE 


150 Ibs. Steam 
300 Ibs. O. W. G. 





« Champion 


gives lasting sales advantages to 


— Jowking Disthibitorg 


Work horse of industry’s pipelines is the renewable 
composition disc Bronze Globe. Because of the 
big demand, many versions of this valve are made. 
The buyer has a wide choice, and if he wants a valve 
that will just “get by” there are plenty of them. 

Jenkins valve specialists have always taken a 
special view of this type of valve. It dates way back 
to the time when Jenkins introduced the first re- 
newable composition disc Bronze Globe. In fact, 
Jenkins is still the only of both 
valves and discs. 


manufacturer 


Jenkins engineers reasoned that the valve that 
has most of the work to do should have a liberal 
extra measure of dependability. The result is Fig. 
106-A. It has all the rugged endurance of a work 


horse. But it also has the fine form, the lasting 
sensitivity of control—all the characteristic features 
of a champion. 

That’s why it is the leading choice of valve- 
wise buyers throughout industry. Result is a valu- 
able sales advantage for Jenkins Distributors — 
one more reason why Jenkins continues, year after 
year, to be the preferred valve franchise. Jenkins 
Bros., 100 Park Ave., New York 17, 


JENKINS 


VALVES =< 


Fig. 106-A “Family” Interchangeabil- 
ity meets 90% of Industrial Valve 
Needs. Trimming is interchangeable in Globe 
or Angle body, screwed or flanged. With a few 
parts, quickly provide o Lift 
Check, a Spring-loaded Check, and valves for Stop 
and Check, Quick-opening, or Throttling service. 

Thus, the Fig. 106-A “Family” offers the Jenkins 
Distributor a simplified, easily handled “package” 
of the most popular valve patterns, with unlimited 
sales possibilities. 
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Here’s an unretouched photo- 
igraph showing a Republic Rubber 
Conveyor Belt after 14 years of 

ontinuous service ... 14 years of 
constant exposure to sun, rain, 
snow and sleet... 14 years of han- 
dling abrasive, mine run coal that’s 
dropped through chutes and car- 
ried on the belt to stockpiles lo- 
cated at one of the larger Great 
Lake dock sites. 
Incidentally, the dark spots you 


*%A LINE of rubber 
items sufficiently 
complete to permit 
effectively supplying 
the requirements of 
the trade solicited. 


TQUARTER-MILE ROADBED on the move after 
andling service helps Republic Distributors travel toward greater profits!!! 


see on the belt's surface aren't 
worn places at all. That's water... 
water that makes ordinary con- 
veyor belts mildew and prema- 
turely fail, but doesn't harm 
Republic “mildew-proofed” belts. 
Republic Conveyor Belts like this 
are building outstanding service 
records in every type of industry. 
Republic Conveyor Belts success- 
fully handle abrasives, hot mate- 
rials, oils, chemicals, heavy and 
light loads . . . whatever the prob- 


REPUBLIC’S 5-POINT SALES POLICY 


*A QUALITY of 
product uniformly 
good and capable of 
delivering service re- 
sults that should rea- 
sonably be expected. 


*% A PRICE basis in- 
ducing and making 
possible aggressive 
competition with rea- 
sonable profit return. 


‘ 
*® FREEDOM from 
competition from his 
source of supply, 
either direct or indi- 
rect, among the trade 
covered by his day to 
day solicitations. 


p-years of coal 


lem ... there’s a special Republic 
Belt that'll do the job better . 
longer! 

And, remember, when you see a 
Republic Rubber Product in opera- 
tion, you're looking at a product 
sold locally by an expert Republic 
Rubber Distributor . . . a product 
that by outstanding performance 
paves the way for future sales that 
helps all Republic Distributors 
prosper under the famous 5-point 
sales policy. 


* SELLING helps of 
reasonable amounts so 
that his sales force 
may be given the ad- 
vantage of specialized 
training and a know!l- 
edge of the product 
sold. 


REPUBLIC RUBBER DIVISION 


LEE RUBBER & TIRE CORPORATION, YOUNGSTOWN 1, OHIO 


INDUSTRIAL RUBBER 


¥ 
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Plan Now for °53 


OW is the time to start building your selling 

plans for 1953. The great majority of distribu- 
tors operate on a calendar year basis. You now have 
two months to think through and formulate an 
effective selling program for next year. By starting 
well in advance you can develop an integrated pro- 
gram that will produce results. Furthermore, in the 
very act of thinking through a sales campaign for 
1953, you will not only review your present selling 
position but you will also organize your efforts to 
insure that first things get first treatment and that the 
important opportunities get the proper attention. 
Otherwise the minor and the trivial will force them- 
selves into a major spot. That’s what happens when 
you operate on a day-to-day basis. 


Steps to Take 


This job of sales planning involves a number of 
steps. You will want to work up a sales budget for 
1953. This budget will present in total and by major 
lines the sales volume you can reasonably expect to 
‘apture next vear. Here the help of each salesman 
must be enlisted. And here, too, you will review as 
well as forecast. Indeed, it’s impossible to set a 
ourse if you don’t know where you are now. 

One way of approaching the job is by lines, the 
other is by customers. You can figure, by major 
lines (and the investigation of which are major and 
which are minor may be revealing), the potential 
demand of your most important customers. Or again 
you can work from customers and figure how much 
of each major line they should buy from you. Actu 
lly, you'll probably work both ways. But you'll start 
with details then build up to totals. 

A convenient way of tackling this job is to prepare 
1 card for each customer with a listing of the major 
lines. Each salesman then supplies the information 
on his own customers. For those concerns that 
regularly analyze their sales by customers and by 
lines, the background information is readily at hand. 
For those without such analysis it will take some 
digging. The need for starting two months in 
advance will soon be obvious. 

As each card is reviewed by management with the 
salesman concerned, extremely helpful by-products 
will emerge. And as detail is added to detail, you 
will get a keener realization of your present position 
ind a more realistic appraisal of the sales outlook for 
next year. You will then have a solid basis for 
moving ahead. 

Once you have worked up your sales budget for 
1953, you are in a position to build a sales program 


that will enable you to meet the objectives you have 
set. You will want to organize a program of sales 
meetings and sales promotion that will, in the course 
of the year, cover all the major lines. This sales 
calendar will make it possible to arrange the timing 
of meetings and promotion to achieve maximum 
effectiveness. Not all lines can be pushed at the 
same time. It is considered best practice to concen- 
trate on one in a given time period, then another, 
and so on throughout the year. Advance scheduling 
is necessary to insure that each major line gets its 
proper share of sales time and promotional effort. 

With an estimate of sales for 1953, it is advis- 
able to allocate a certain percentage for promotion 
expense. Some one person should be given the 
responsibility for this work and held accountable for 
the consistent and constant application of promo- 
tional efforts throughout the year—and within the 
promotion budget which has been set up. Otherwise 
there is a tendency to go “overboard” on some one 
promotional activity that appears attractive at the 
moment. As a result, you may run up a substantial 
bill for promotion expense on this one iob and other 
essential promotional eforts will suffer. Advance 
planning will help you appraise in a more balanced 
and reasoned manner the relative merits of varions 
promotional iobs. In advertising or promotion, the 
bovs who blow hot and cold seldom achieve their 
goals 


Start Building 


Budgeting and planning ahead does not mean you 
will have to operate in a straight jacket. Plans are 
alwavs subiect to review and adiustment as condi 
tions change. But you will have a solid foundation 
against which future courses of action may be evalu 
ated and judged. In essence. budgeting represents a 
scientific approach to the problems of management. 
It’s really a wav of thinking. While the work 
involved mav appear quite formidable at the outset, 
it is the tvne of thine that becomes more valuable 
with the doing, vear after vear. Indeed. the first vear 
your estimates mav be quite wide of the mark. but 
as additional information is collected and added to 
what vou alreadv have. the margin of error is reduced. 
Fven thouch vour first efforts are on a limited scale, 
the thing to do is to start—now. 


Bott vt ees 
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SPEED AND ACCURACY in pricing is achieved at Syra- 
use Supply Co. with a battery of four Cardineer electrically- 


operated wheel files (such as above) containing net price 
data on 40 to 50 thousand items. 


All Out Net Pricing Is Way To Save Costs 


Regardless of suppliers’ pricing methods, Syracuse firm realizes 


maximum savings by utilizing four wheel files for net pricing data 


SOME MANUFACTURERS PROVIDE DISTRIBUTORS with net 
prices and some continue to operate on a list and discount 
basis, but Syracuse Supply Co., Syracuse, N. Y., isn’t 
waiting until all its suppliers fall into line. The company 
is now billing its customers on a net price basis and 
realizing, in full, all the cost savings it had long ago deter 
mined to be inherent in the streamlined practice. 

It wasn't an easy job, Harold Torell, vice-president, 
explained and the original cost was on the expensive side 
but tangible savings were realized. After a couple of years 
experience with net pricing, Mr. Torell said it was there 
to stay. The following benefits were achieved 


1. Only five employees are now involved in pricing, 
costing, extending and checking whereas formerly it 
took seven 
The volume of work handled by the five employees 
is greater and more accurate than that handled by 
the seven under a dual price system. 

Since using net prices, the company was able to 
dispense with two expensive accounting machines 
formerly used to calculate discounts and extend 


prices. It took six weeks to train a girl to operate 
the machines. 

. Suppliers’ invoices are checked more rapidly and 
more accurately. 

. Quotations are speeded up and made more accu- 
rately. 
Inventory costing is speeded up and made more 
accurate. It is now possible to place more exact 
values on particular items when writing off for obso- 
lescence, discontinuance, etc. 


Mr. Torell pointed out that, although some manufac- 
turers now provide net — most distributors find them- 
selves unable to take full advantage of the cost savings 
because they have to use both pricing systems—net and 
list and discount. Net prices help them speed up some 
of their paperwork in costing, pricing and checking, but 
this is offset by the slow-up caused by using list and dis- 
count schedules for part of the items they handle. As a 
result, some of the benefits may be obscured. 

Realizing this, officials of Syracuse Supply decided to 
investigate the possibilities of going over to a 100 percent 
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net price basis regardless of what the suppliers were doing. 
The idea was to pre-figure net prices in each case where 
a supplier used list and discount for each unit of sale. 
Then set up a reference list and use net prices for both 
cost and scfling price. A thorough study of the problem 
was made. 

After taking into consideration the number of items 
involved (some 40 to 50 thousand), the possibilities and 
problems involved in price changes, the price categories 
(quantity pricing) ae | related difficulties, the officials 
decided that the obstacles were not insurmountable. 

After considerable shopping around, the company se- 
lected four Cardineer electrically operated wheel filing 
cabinets, each capable of holding 10,000 item cards on 
each of which the price and cost data for a single item 
could be entered. Then the accounting department pre- 
figured the net prices from list and discount schedules 
for thousands of items. 

The filing cabinets, being electrically operated and con- 
trolled by foot or push-button devices, permit quick and 
ready reference to item cards. The set-up of the item 
cards on the filing wheel is very much the same as for a 
perpetual inventory record with related commodity lines 
grouped and contained in a single cabinet. The use of 
standard description for each item, whether this descrip- 
tion appeared on the card or on an invoice, standardized 
the pricing job. Now it is possible to shift one girl oper- 
ator from cabinet to cabinet without suffering any delays 
in work. 

The information on the cards is complete, clear and 
easily read (see illustration). Each card contains: (1) the 
size and standard description of the items; (2) quantity 
of standard package; (3) quantity of standard container; 
(4) price unit; (5) effective date of price; (6) list price, 
if any; (7) cost at net and discount, if any; (8) discounts 
and pre-figured net prices for each of five classes of 
buyers; (9) customer classification; (10) quantity schedule 
code interpretations. 

Spaces are provided at the bottom of the card for 
initials of price calculator and checker at time prices were 
changed. There is room for five price changes on each 
side of the card. 


Changes Made Quickly 


Any announcement of a price change is immediately 
turned over to the price clerk to enter on the cards. If 
list and discount is involved, the calculations are made 
in the accounting department and checked. The pre- 
figured net prices are then given to the price clerk to 
enter on the cards. Mr. Torell said that the company 
has been able to handle quite a large volume of price 
changes without too much trouble. 

The use of four file machines, with related commodity 
lines assigned to each, eases the job of handling price 
changes. At the time of a price change, only one machine 
is tied up while changes are being entered on the cards. 
Pricing and costing of invoice items can continue unin- 
terrupted on the three other machines. This segregation 
of pricing and cost information should be considered as 
a factor in setting up any overall net pricing system and 
in selecting equipment (books, files, trays, etc.) to con- 
tain the system. 

Incidentally, Mr. Torell said that the company origi- 
nally planned to write off the cost of the equipment for 
the new system in 18 months. In practice, however, the 
—— paid off in slightly more than 12 months. 

. Torell emphasized that the entry of net prices on 
customers’ invoices eliminated the calculation of the net 
price over and over again. Only a single calculation of 
the net price is made at the time a price is entered on the 
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SAMPLE CARDINEER CARD (showing net price data on 
grinding wheel) was designed by Syracuse Supply for its 
system. It is four by five inches. 





card and it is checked for accuracy. From then on, it is 
a matter of using only this net price. 

Take for instance the case of a 4-in. grinding wheel, the 
price data of which is entered on the card shown in the 
illustration. Assume that, during a , there will be 
some 100 orders coming in and each of them call for 
20 such wheels. On a list and discount pricing basis, 
that means that the ealculation—$2.05 (list price), less 
20 percent, less 25 percent, has to be made each time 
such an order shows up or, in this case 100 times a year. 

With pre-figured net prices, the net price per each 
$1.23 (see illustration Column D on the card for pur- 
chasers of from 15 to 29 wheels) is placed immediately 
on the invoice. No recalculation of the discount, no 
chance for error. 

Then again, multiply the number of list and discount 
calculations made for a single grinding wheel by the 
number of other items priced on a list and discount basis, 
and you get a rough idea why the accounting department 
heartily endorses net pricing for all items. 

Mr. Torell is convinced that business machine manu- 
facturers have a wide variety of equipment suitable for 
net pricing at various prices. The equipment should be 
selected with an eye to quick and easy access to the data, 
flexibility in allowing entry of price changes without tying 
up the entire pricing and costing procedure. The cards 
on which the pricing information will be contained must 
be individually designed to accommodate all the pricin 
and costing data necessary as well as quite a number of 
price changes. 

Hundred percent net pricing is appreciated-by-cis- 
tomers, Mr. Torell said, as it saves them considerable 
work in checking prices in much the same manner as 
it does the distributor. There is no mixture of net prices 
and list and discount prices on Syracuse Supply Co’s 
invoices now. 
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Made Your 
Christmas List, Yet? 


Most likely you have, and perhaps to the 
accompaniment of headaches. Here’s a 
report on an annual problem, together 


with a possible solution 


Tue sprrit or Curistmas can lose much of its magic 
sometimes—especially when you begin developing head 
aches over the pregnant problem of Christmas present- 


~ = happens to many distributors around this 


time because, being salesmen, they become acutely con 
scious of the delicate relationship between Christmas 
presents and customer goodwill. 

He then finds himself harassed by questions like 
What shall I give? Who shall I pve presents to? What're 
my competitors going to do this year? Should I give 
anything at all? 

A recent spot check among distributors by InpusrrRial 
DistrisuTion reveals many different ways of meeting 
(and sometimes solving) the Christmas present problem. 
Here are the three basic approaches: 

1) Many distributors would just as soon forget the 
whole thing, were it not for their competitors plying 
customers with Yuletide goodies. 

2) Some distributors steer a comfortable course of 
selective gift-giving, refusing to be stampeded by those 
who venttp send out festive gadgets by the truckload. 

3) Others try (and not too happily) to forget Christ- 
mas, working on the theory that bearing gifts is some 
thing to be feared. 

Variations in any number have been worked on each 
of these three approaches, which is just further proof of 
how ramified is the Christmas present problem. 

An Ohio distributor says: “We like to remember our 
customers around Christmas, but we now base our gift 
policy on what has happened to us in the past. Year 
in and year out, we've been snowed under by gimcrack 
gifts smothered in gold-lettered advertising. We give 
most of the stuff away, just to get rid of it. 

“As a result of this experience, we try to avoid subject- 
ing our own customers to the same nuisance. I just leave 
it up to each salesman to decide what he wants to give 
to his customers. Then I let him buy his presents out 
of his own pocket.” 





YOUR GREETING CARD LIST: 
HOW WRONG CAN IT BE? 


SERIOUSLY, Now, is your Christmas card mailing list 
up to date? We mean the list you use for business, 
= the one you magnanimously delegate to your 
wife. 

Why not look at that Christmas card list right 
now while you're thinking about it? There are any 
number of dist ibutors who're using a list that’s 
older than many a back order. Occasionally, they 
might _ it up here and there, but mostly it goes 
from Christmas to Christmas in the same state of 
disrepair. 

For some funny reason, this neglect isn’t confined 
to neglectful firms. It happens in firms where the 
greatest fuss is made over the correctness of the 
regular mailing list. Somehow, no one seems to 
remember to check the Christmas card list against 
the regular one. 

While it’s a dandy idea to remember your business 
friends at Christmas, it’s a smarter idea to remember 
(and record) their current address. 











Does this sound a bit tough? Hear what else the dis- 
tributor has to say: “There was a time when the firm 
footed the bill. We went heavy for fancy Christmas 
handouts, like liquor and food baskets, and had each 
salesman responsible for delivering them personally to 
the customers. 

“P etty smart, I thought, until one way or another I 
found out that sometimes a package never got to the 
customer. Instead, it turned up in the salesman’s home. 
After that, we let the salesmen take over the problem.” 

Another distributor, caught in the clamps of competi- 
tion, reports that he gives Christmas presents almost 
indiscriminately. And because of the sheer number of 
presents he sends ont (to keep up with a “couple of 
other distributors in this town”), he settles on low-priced 
items like calendar pads, mechanical pencils, and cigars. 

This distributor is understandably not too happy about 
the situation. But he doesn’t know a way out without, 
he believes, losing his foothold in a customer’s door to a 
competitor. He says if he had it to do over, he’d forget 
the whole thing and confine Christmas wishes to an 
attractive company card. 


Quality the Answer to Quantity 


An Illinois distributor finds himself in much the same 
spot. Says he flatly: “We give presents because it’s ex- 
pected of us.” Happily, however, this man has been 
able to give quality presents, such as imported jams and 
carving sets. More recently, he’s standardized on gift 
certificates as the easiest and most-appreciated tvpe of 
present to give. Except in special cases, these presents are 
given in the name of the outside salesman. 

In cases where distributors have fully accented the 
necessity of giving presents, many of them are following 
a trend now pretty well marked throughout business— 
and that is, giving presents which the recipient can use 
in his home or personally. Food, candy, cutlery, small 
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Wauat’s 4 coop ne for a company Christmas card? 
George Lindquist, president of The Lindquist Hard- 
ware Co., Bridgeport, Conn., believes he’s found 
one that does two or three things at once. 

First, it’s a Christmas greeting. Second, it’s a 
sort of Christmas present to his customers, since it 
lets them know what Lindquist’s outside and inside 
salesmen look like. Third, it’s a Christmas present 
to his own men, too, especially the inside men, since 
it does away with their anonymity, makes their job 
easier. 

The idea originated when Mr. Lindquist became 
conscious of ‘a mounting number of inquiries from 
customers asking “Who is this Mr. Hallgren (or 
Lane, Thornton, La Rocque, Mullins, Schaalman, or 
Nieman) who helps me out whenever I call in an 
order?” He decided to send out a card with the 
telephone salesmen’s names and pictures, then re 





solved it into a plan for a Christmas message with 
all the sales staff, both outside and inside, identified 
pictorially. 

As illustrated above, outside men are identified 
(at the top of the card) by lines leading from a 
brief case. Inside salesmen (below) are grouped 
around a picture of a telephone. 

The men pictured are: (outside) Hugo Nelson, 
George Jasmin, Malcolm Perry, Martin Haller (the 
sales manager), Lloyd Sweet, Roger Martin, William 
Healy; (inside) George Nieman, Ernest Schaalman, 
Lance Mullins, Charles LaRocque, Wesley Thorn- 
ton, Carl Kallgren, Roland Lane. 

Mr. Lindquist tried the first card last year and 
noted a gratifying response from both customers 
and sales staff. This year he plans a more elaborate 
card, on the same theme. the goodwill, he feels, 
is well worth the cost. 








appliances, etc. are one of gifts for the home. The 
i 


smaller personal gifts, like lighters, brief cases, and trav- 
eling cases, are displacing ordinary gifts for the office like 
desk sets, ashtrays, calendar pads, and so on 

The trend towards the more “individualized” gift 
breeds problems for the giver. For a salesman to find out 
what a given purchasing agent (or his wife) wants for 
Christmas can involve weeks of Sam Spading around 
the plant, quizzing secretaries, office boys, and mutual 
friends, until he digs up the answer. 

Nevertheless, according to what distributors have told 
ID, this sleuthing is well worth the trouble. “A cus- 
tomer,” says one, “will long afterwards spontaneously 
thank you for a present on which you've obviously spent 
some time and thought. Going to a little effort leaves 
one whale of a good impression.” 


All of which proves the customer's grateful not only 
for the present, but for the fact he’s not just another 
name on a mailing list. 

Besides giving presents, nearly all distributors send out 
Christmas cards. These range from simple greetings 
signed by an executive or salesman to quite elaborate 
creations (most of them non-commercial in tone). An 
original Christmas grecting has been worked out by 
Bridgeport's Lindquist Hardware Co. (see box). Despite 
its commercial appearance, its sincerity is evident. 

But present-giving is the main problem, and it’s the 
same in bisiness as it is at home: What shall I give? 
And the solution’s the same—give something that’s 
really appreciated and won't draw the dreaded just-what- 
I've-always-wanted-what-is-it? response from a disap- 
pointed customer. 
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Senator Purtell (left) answers a constituent’s query and explains for TV “Why I’m running for the Senate”. 








OUR NEW COVER 


Ours Is A KEY INDUSTRY in the economy of the United States. Yes, the 
industrial supply industry, with annual sales of more than 44 billion 
dollars, is an industry on which all other industries depend. 

Obviously, for the industrial supply industry to grow to its present 
eminent position, there has had to be high caliber leadership. And, the 
leaders in the industry have not hoarded their leadership qualities; they 
have given freely of time, labor and money to civic activities, fully realiz- 
ing that thankless as many civic posts appear, leaders are vital if we are 
to improve constantly our way of living. 

Throughout the length and breadth of our country, you'll find manu- 
facturers who sell through industrial distributors and distributors them- 
selves serving in government positions, on boards of education, on 
charitable campaign committees, on groups planning for civic improve- 
ments and observances. In brief, you'll find men from the industrial 
supply industry wherever important things are being done. 

InpusrRiAL DistrisuTion has long been aware of this and, starting 
with this issue, will honor those men whose activities go, so to speak, 
above and beyond the call of business. The men to be bead will be 
chosen from the ranks of distributors, distributor salesmen and manu- 
facturers. Your editors will welcome the nomination of candidates to be 
featured on the front cover of INpusrriaL DisrripuTion. Who, in your 
opinion, is deserving of this honor? Send his name to Cover Editor, 
Industrial Distribution, 330 West 42nd Street, New York 36, N. Y. 


The Editors 








In The Public Eye: Senator William A. Purtell 


WituiaM A, Purte tt, who has been 
associated with the industrial supply 
field for more than 30 years, is now 
a United States Senator from Connec- 
ticut. Whether he'll serve for two 
more months or six more years de- 
pends on how Connecticut voters 
cast their ballots come Nov. 4. 

At present, Senator Purtell is serv- 
ing by gubernatorial appointment, 
filling the vacancy caused by the death 
of Senator Brien McMahon last sum- 
mer. Senator Purtell is running on 
the Republican ticket for a full term, 
having been nominated to oppose 
Democratic Senator William Benton, 
who is seeking re-election. 

Although extremely active in civic 
affairs in Hartford. Mr. Purtell is 
virtually a newcomer to politics. A 
couple of years ago he was a leading 
candidate for the Republican nomina- 
tion for governor of Connecticut, but 
lost out. That was his first plunge 
into political affairs. 

New as he is to politics, filling the 
shoes of a leader is old to Mr. Purtell. 
His career in Hartford, his birthplace, 
has brought him into contact with 
practically all types and classes of 
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ALWAYS BUSY, Senator Purtell gives his son, William, Jr., 


instructions on handling some paper work 


people. In fact, his activities have 
been so varied and fruitful for the city 
that a few years ago he received Hart 
ford’s coveted “Most Distinguished 
Citizen Award.” 

Mr. Purtell, now 55 years old, 
started his working career at the age 
of 8, in typical American style, as a 
newsboy. When he reached 10, he 
was holding down two jobs, newsboy 
and errand boy for a grocery store, 
and by the time he was 13 he had a 
third job, janitor of an apartment 
house. All of these positions, of 
course, were after-school jobs. His 
full time working career was launched, 
and his formal education ended, when 
he was 15 years old. He became a 
water boy on a construction job. 

Just as happens to many youths 
who are untrained for a profession or 
particular type of work, Mr. Purtell 
tried his hand at several kinds of 
work; he was file clerk in an insurance 
office, a car checker in freight yards. 

When World War I came alone. 
Mr. Purtell enlisted in the Army ard 
went overseas with the AEF. 

While he was working with the 
railroad, Mr. Purtell met and became 
engaged to Katherine Cassidy, a grad 
uate nurse who was on the staff of 
the Visiting Nurse Association in 
Hartford. The now Mrs. Purte!l who 
is still “Cass” to Bill Purtell, also en- 
listed in the Army and served overseas. 

Although they both served in 
France, their paths did not cross until 
they returned to the United States. 
It wasn’t long after that thev were 
married. They have two children, 
Bill, Jr.. and Mrs. Margaret Poehnart 
Last vear, Mrs. Poehnart gave birth to 
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ALL SMILES and with good cause—Senator Purtell is hold- 


ing his granddaughter, Katherine 


a daughter, Katherine, making the 
Purtells grandparents. 

It was shortly after being married 
that Mr. Purtell switched from his 
railroad job to the work he grew to 
love, sales work. After a decade of 
selling for a Hartford manufacturer, 
Mr. Purtell, along with William 
Stauble, founded his own company 
Up until just a few weeks ago, he 
was associated with the company, 
Holo-Krome Screw Corp., as president 
but, believing sincerely that serving 
as a Senator demanded full time with 
no ties, he resigned. 

That Mr. Purtell is well known in 


Hartford and throughout the state of 
Connecticut—and was before the cur- 
rent litical campaign—is under- 
standable when you check off his 
varied activities: a founder of a 
youths’ model plane club, a director 
of the Hartford Red Cross, for five 
years a member of the State Inter- 
racial Commission, a director of the 
Connecticut State Prison, a member 
of the Board of Parole, a director of 
six corporations, and a member of the 
American Legion and currently chair- 
man of its Distinguished Guests Com- 
mittee. And now, he’s in the United 
States Senate 


RELAXING AT HOME, but only for a few minutes, Senator Purtell joins 
Mrs. Purtell in an inspection tour of their flower garden in West Hartford 
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CONGRATULATIONS on increased business are extended 
to Jack Tiedt, salesman, by John Williams of Mau-Sherwood 


Supply Co., Cleveland, which is enjoying fruits of more 
concentrated effort in fewer lines 


elective Selling Yields Increased Sales 


Cleveland company reports results of two years experience 


with planned program to reduce lines and give better service 


FOR A PERIOD OF ABOUT TWO YEARS, Mau-Sherwood Sup 
ply Co., Cleveland, has been pursuing a planned program 
of selective selling aimed at increased sales and lower cost 
to itself, increased service to customers and suppliers 
John D. Williams, who alternates with brother Howard 
is president and vice-president, feels that sufficient results 
have been obtained to make a report on the program’s 
progress 

Mr. Williams and his associates are confident the pro 
gram is working out and working out well. He cites these 
tacts 

1. During 1951, the company hit a new all-time high 
in sales for its then 44-year history, at a level of 43 percent 
above the previous year. This compares favorably with 
the national average gain of 29.4 percent 

2. Those results were achieved despite the fact that 
1950 sales were 100 percent above 1949 

3. During the early part of 1952, Mr. Willams antici 
pated that the firm’s sales would be equal to 1951 or as 
much as 10 percent ahead 

Mounting costs made a ic-evaluation of policy and 
objectives mandatory for Mau-Sherwood officials. Several 
studies of possible directions that future policy could take 
were made by individuals. Finally selective selling, some- 
times confused with specialization, was adopted. The 
solution, as viewed by the officials, lay in increased sales 
and operating efficiency. Selective selling, plus some 
streamlined internal activities, seemed to offer the greatest 
opportunities 

Selective selling, to Mau-Sherwood officials, means the 
shrinking of the number of types of products carried in 
order to serve the territory better with improved inven 


tories of the things the territory required and thus permit 
greater concentration of sales training, selline and service 

lhe initial step was to survey the sales potential—prod 
ucts and volume—of the territory. Salesmen’s investiga 
tions were the source of most information but industrial 
statistics, such as provided by the Department of Com 
merce, Chamber of Commerce, business associations and 
the like were used also. 

A study of these figures and estimates convinced com 
pany officials they should concentrate their sales effort in 
the industrial supply field. Thus, many hardware and 
building supplies lines formerly carried were eliminated. 
Starting out with some 400 lines, Mau-Sherwood reduced 
this to 125—from 30,000 items to 20,000. In the first 
four months of operation under the new policy, Mr. 
Williams reported that sales of gears, to take one line, 
increased tenfold. 

rhe ultimate objective, Mr. Williams, explained, is to 
whittle the 125 lines down to about 50 with about 20 of 
them accounting for about 75 percent of sales. Mr 
Williams emphasized that this did not mean the elimina 
tion of all slow-moving lines but that the company is seek 
ing to carry complete lines of related products. 

Reducing the number of lines carried (always keeping 
in mind the territory's full requirements) Mr. Williams 
said, provides several advantages: 

1. Maximizes the efficiency of the use of working 
capital through larger — and reduction of losses 
through obsolesence, slow-moving items, increased turn 
over. 

2. Permits more complete inventories of retained lines 
providing customers with better service and minimizing 
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PUKCHASING must be efficient and George Hirth, buyer, PERPETUAL INVENTORY RECORDS are mainstay of 
goes over records with Howard Williams, purchasing execu- purchasing department in hewing to sales on commitments 
tive, to see that they're in line with sales ind maintaining flow of goods to stockroom 


losses due to out-of-stock, long delivery lead times, back 
ordering, etc. 

3. Permits greater concentration of sales training on 
major lines resulting in increased sales and service and 
lower selling costs. 

4. Maximizes warehouse and stockroom efficiency 
through more standardized receiving, distributing, ship 
ping routines, more orderly layout, easier order-filling, etc. 

To implement the company policy, the firm relies on 
inventory control, sales analysis and tabulating card 
accounting. Mr. Williams regards these management 
tools as essential to success. Inventory records are the 
chief reliance of the purchasing department in maintain 
ing purchasing on a current rate of sale basis. : 

Total purchases are checked every two months with 
cost of sales figures contained in the sales analysis report 
[he idea is to keep purchases in relation to sales, upward 
or downward. Sales analysis figures show cost and sale 
figures for each of the 23 major lines. From a comparison 
of purchases with cost of sales figures overbuying or under 
buying is fairly accurately determined. 

The purchase report is used by Howard Williams, one 
of whose functions is directing purchases, and George 
Hirth, buyer, to compare buying with cost of sales for 
the eorresponding two-month period. The purchases are 
broken down by the major lines as are sales and the areas 
in which purchasing oversteps or understeps sales are 
easily determined. 

The sales analysis reports are studied by John Williams, 
who oversees sales and Potter Shaw, sales manager. The 
breakdown of sales, customers by lines, are given to sales- 
men to copy into their own records. The theory is that 
when salesmen copy the figures they think about them 
more. 

Internal operations have been organized so as to take 
advantage of the use of the punched card system. The 
company’s accounting is done with the same cards which 
produce sales analysis and purchase analysis reports. Tabu 
lations are checked weekly. If cost of sales are “out” by 
more than five dollars, a complete listing of sales is 
requested from IBM. The listing is checked — 
invoices and corrected cards are sent back for tabulating IBM CARD PUNCHER swpplies purchasing, sales, account- 
purposes. ing data on cards sent to IBM office for tabulating 


PRICING AND COSTING are entered at the same time 


to provide fullest details in analysis reports 
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Speaking At Your Next Sales Meeting? Here Are 


Seven Steps 


Guaranteed To Put 
Your Audience 
To Sleep 


More and more distributors are realizing the advantages 
of sales meetings conducted by their own personnel. 
In this way the entire sales organization obtains the 
knowledge and know-how of those specialists who do 
a superior job on certain products. However, the suc- 
cess or failure of such sales meetings depends largely 
upon the presentation of the speaker. The following 
drawings suggest certain habits that should be avoided 
like the plague. 


















































| forgot to check the projector . . . 
doesn’t seem to work 
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The manufacturer sent me 
a demonstrator—but | left it home 
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a 4 y a co 
Let’s read the manufacturer's catalogs And now—are there any questions? 
—page by page 
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HOW’M I DOIN’ is what this salesman is trying to find 
out from posted scorecards of sales contest at the S. B. Roby 


80. ss 














Co., Rochester, N. Y. Prizes are awarded for quarterly 
performances with grand prize for year's record. 


Contest Designed To Stimulate 


Devisinc A sates contest in which all participants feel 
they have an equal chance is a tricky business, but the 
Sidney B. Roby Co., Rochester, N. Y., has introduced 
one this year which seems to fill the bill. William S. 
Roby, vice president, reports that the contest not only 
stimulated sales but also improved salesmen’s selling 
techniques in a broad number of major lines. 


As a result of the contest: 

Salesmen have shown greater interest in sales 
analysis techniques. 

Salesmen are encouraged to brush up on selling 
points of lines in which analysis indicates weak- 
ness. 

Salesmen are more conscious of customer potential 
by major lines and stimulate their efforts on those 
lines where sales are a relatively small percentage 
of potential. 

Briefly described, the contest is based on each sales 
man’s sales in 19 major lines measured against a quota. 
Substantial quarterly merchandise prizes are awarded 
each quarter, plus a grand prize for the year, such as an 
all-expense paid weekend trip to New York or some 
comparable trip or prize. 

For the 1952 contest, the company officials took the 
average monthly sales of each salesman in 19 major lines 
for the years 1950 and 1951. The slow months of 
early 1950 were compensated by the increased indus- 
trial activity of 1951. A certain percentage, to allow for 


increased prices and increased industrial activity, was 
added to the figure to establish the quota. This in- 
crease was determined from economic reports, forecasts 
and indicators as to future business. This was carefully 
explained to the salesmen in a special notice. 

Prizes are determined by the best showing in the 19 
major lines for the quarter. Total sales of a particular 
line are calculated as a percentage of the quota for the 
line for the quarter. is minimizes the effect of a 
particular big sale or sales by a salesman in a single line 
on the outcome of the contest for the quarter. 

The salesman whose sales go over the quotas for most 
lines during the quarter wins the prize. For example, 
if a salesman goes over the quota for Line 1 (that is, 
hits 100 percent or over) that rings one bell. If he 
goes over 100 percent of the quota for the next line, 
that is two bells, etc. In other words, the winning 
salesman must show better than quota for many lines 
before being declared the winner. 

In the case of two salesmen going over the quota in 
the same number of lines, and being the highest of the 
staff in this respect, it is called a tie. The tie is broken 
by taking the average percent above quota of each and 
the one with the highest average is declared the winner. 
In other words, if one man is 10] percent above quota 
on 15 lines and another man is 120 percent aa 
quota on 15 lines, the latter would be deciared the 
winner. 

Interest in the contest is heightened by the issuance 
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1ST QUARTER 


son toon | 125% sn son oom 


Quota 
PERFORMANCE 


SCORECARD of quarterly sales performance as percentage 
of quota with prize for going over the top in most key lines 


2ND QUARTER 


128 


SRO QUARTER ath 


son oom 258 tom son woos, 125% | '508 


ees Bea: 

——— — 

gives salesmen something to thing about. Percentages are 
gured from sales analysis statistics computed each month 


A Better All Around Sales Performance 


of sales analysis figures by the company each month 
Each month every salesman gets a breakdown of his 
sales to customers by the 19 major lines which figure 
in the contest. Since he knows his own quota for the 
quarter, he can gage his performance from month to 
month. 

The sales analysis figures have gained considerable at- 
tention from the salesmen since the contest started and 
the monthly sales figures, line by line, are beginning to 
take on new significance for the participants. For in 
stance, the breakdown of sales by lines to a customer 
is beginning to mean something. The obvious ex 
planation of a decrease in a certain line (seasonal de- 
mand, overbuying, less activity) is holding less weight. 
The salesman are probing for answers and thinking in 
terms of the customer’s potential for the line. Also, 
product relationships in production are being related 
to sales. If so many machine tools are being operated 
why shouldn’t cutting tools be bought on a commen- 
surate scale? 

The thinking in terms of potential is also benefitting 
the salesmen. Conscious of potential for a certain line, 
the salesman is constantly comparing his sales of the 
line to the customer’s potential. It has opened new 
fields for increased sales to’ old customers, an area often 
overlooked by salesman without the regard for potential 

Since prizes are determined by the over-quota show 
ing in individual lines, salesmen are showing increased 
interest in selling points of lines in which their show 
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ing is more or less average. Thus, the salesman strong 
on power transmission and allied lines finds that by con- 
centrating a little more on abrasives and cutting tools 
lines product knowledge and applications, he can lift 
his performance above average; that is, above quota. 

‘The quarterly performance percentages are posted on 
each salesman’s scorecard (see illustration) and these 
scorecards are framed under glass and hung in the sales 
meeting room. The cards are 12 by 8 in. and are 
specially printed. A left hand column lists the product 
code numbers. The next column is subdivided laterally 
into quota and performance lines. The next five general 
columns are for quarterly quota and performance com- 
parisons and total. Each ivan is subdivided into four 
sections—50 percent of quota, 100 percent, 125 percent 
and 150 percent. 

All quotas are blacked in up to the 100 percent sec- 
tion indicating how much the salesman has to go to 

ring the bell’ in a line. At the end of each quarter, 

the cards are taken from the frames and the salesman’s 
performance (in terms of percentage of quota) is in- 
dicated by filling in the appropriate sections (50, 100, 
125 or 150 percent) with red pencil. At the bottom, a 
similar score for overall sales is shown. 

With three months in between prize awards, each 
salesman looks forward to his sales analysis figures 
(breakdown of sales by 19 major lines) to learn how he’s 
doing, where he can do better anc, possibly, where he 
should do better. 


3 











DREAMS AND WORK went hand in hand when Briggs 


Weaver Machinery Co 
Lodge near Dallas 


employees built their B-Bar-W 











Editor’s Note 


S in virtually all businesses, 
human relations are of vital 
importance to the industrial dis 
tributor. Unlike many other 
businesses, the industrial dis- 
tributor has a three-fold rela- 
tions job; his success depends 
on maintaining and building 
good relations with three groups 
customers, employees and sup 
pliers 
Here then is the story of a dis 
tributor’s dream—he dreamed 
of having a place, a lodge where 
employees could entertain them 
selves and customers, where 
meetings could be held away 
from the office, where suppliers 
could visit. In brief, this is the 
story of how the entire personne! 
of Briggs-Weaver Machinery 
Co. pitched in and made a 
dream come true. And, it’s told 
by one of those who pitched in 
Ken McCain, Briggs-Weaver 


sales promotion manager 
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‘advice” such as Wink 


Jordan and John Sommers are getting from Roy Lankford, 


Bill Lee and Ashley DeWitt on how to saw a board 


It Took A Dream and Work By All To Get 


By K. D. McCain 


Sales Promotion Manager 
Briggs-Weaver Machinery Co., Dallas 


Asutey DeWitt, president of 
Briggs-Weaver Machinery Co., Dallas, 
sat in his corner office staring at the 
newspaper on his desk. His eyes 
travelled over The Dallas Morning 
News story entitled, “Men, Machines 
Race to Finish Grapevine Dam.” It 
described the progress of the last gap 
of Grapevine Dam, located twenty 
miles northwest of Dallas. 

By year’s end, the article stated, 
this giant water barrier would be on 
emergency call to protect metropoli 
tan Dallas from the flood waters of 
Denton Creek Valley. Plans to trans 
form Grapevine’s huge water basin 

12.000 acres) and 62 miles of 
wooded, sandy shoreline into a giant 
north Texas playground would also 
be in the works. The article pointed 
out that Grapevine Lake, 20 miles 
equi-distant from Dallas and Fort 
Worth, was expected to become the 
Southwest's most popular after-work 
hours resort. 


An idea was in Mr. 


growing 
DeWitt’s mind. Bill Lee, of the sales 
department, dropped by to say he’d 
made his sale and his Palaminos were 


doing well. Before he left, Mr. 
DeWitt’s idea found expression. 

“Bill,” he said earnestly, “Grape- 
vine Dam’s under way. Why couldn’t 
we find a spot out that way for riding, 
fishing and camping? It would mean 
boating, square dancing, a place for 
our picnics, parties, cards—a place for 
customers to enjoy themselves. You 
know that country like a book— 
you've ridden every foot of it, hunted 
pecans and Jack rabbits. Check the 
shoreline with the Corps of Engineers 
and look around for a good spot.” 

“O. K.,” Bill replied enthusiastic- 
ally. 

Bill Lee and Mr. DeWitt looked 
at several places. One of them was 
“Shug” Ramsey’s Camp Dulce where 
many of their employees had ridden 
horseback and attended square dances 
It was small, but the shoreline would 
be within 300 feet of the house which 
was framed by beautiful twin oaks. 

Was this the ideal spot? 
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B-BAR-W LODGE, almost completed when this picture 


was taken, is now the favorite recreation spot for Briggs- 
Weaver employees and customers and for manufacturers’ 


A Lodge For Employees 


They returned again and again. 
The third trip did the trick—the deal 
was made. 

On August 13th, 1951 action— 
BW action—started. John Sommers, 
Warehouse Supt. Doc Trammell, 
Shop Supt.; J. B. Jennings of Pumps 
and Motors; Pete Green of the Tool 
Room; Bill Lee, Sales; J. C. Keeney 
from Purchasing all got together and 
drove out to the house. Working by 
car headlights they dug post holes and 
moved fences on the rolling 94 acres. 

The following Saturday the plans 
began to shape up and more B-Wites 
came to survey the layout. The next 
Saturday things really got moving— 
furniture was pushed back, a wall 
knocked out, the pump system worked 
over, an unused spring cleared out. 

John Sommers and “Shorty” Long, 
a carpenter deluxe, took over the su- 
pervision. Night after night BW men 
ind women helped string lights, tear 
up an old cement patio, shore up the 
roof, frame the porch, tear down walls, 
pile up old lumber and haul away 
debris. The new cement patio was 
completed on an August weekend with 


the temperature hitting 105. The 
novices at handling cement soon tired, 
but the job was continued by new 
arrivals. Ed Castle, sales, showed his 
inexperience by sticking to the bitter 
end. With blisters and a charley 
horse, Ed spent the following week 
making extra calls because of his in- 
ability to sit. 

All inside work waited as the out- 
side framework was rushed to keep 
the roof up and the rain out. Tommy 
Sonnen, now a Marine, was in train- 
ing, but he devoted spare hours to 
fitting extra braces in the small re- 
cesses between the ceiling and roof. 

There were occasional breaks in the 
work; time out for packed lunches 
and even a ride on a horse for John 
Sommers—his first time in the saddle 
And time out to try the creek for fish, 
but no luck. 

The condition of the lodge was 
quite a sight. Fireplaces looked like 
rubble. The walls—some with plaster, 
some without—most of them with a 
decided sag; the wall overlooking the 
lake-to-be had a skeleton picture win 
dow. Some old flooring was in place, 


men. Soon there'll be swimming, fishing and boating virtu- 
ally at the front door of the lodge which is located on a 94- 
acre plot 20 miles from Dallas 


and Customers 


some not. Gas pipes were moved, 
electric wiring scattered about, an old 
juke box stood alone and mute, the 
sky and the prairie off in the distance. 
There was slow work ahead, hard 
work, but there was a dream of things 
we Bes 

Night after night, weekend after 
weekend . . . soon there was glass in 
the windows, the ceiling recovered, 
the walls in pine, the fireplaces framed 
in, doors hung, screens on the porch, 
red wood siding on the lake-side wall, 
paint on the outside walls, new mold- 
ing in place, tile floor laid, bunk beds 
and furniture in place, service bar, re- 
frigerator, stove, freezer installed. The 
lodge was ready for clean-up and final 
paint. 

Porch furniture replaced the saw 
horses, the weatherbeaten piano was 
polished and tuned, the radio plugged 
in, throw rugs scattered on the tiled 
floor, renovated lamps lit up the lodge 
in the late hours. The gitls discussed 
drapes for the walls, mounting the 
seven point deer head, buying mat 
tresses, pillows, spreads and curtains. 

(Next page, please 
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It Took A Dream and Work By All (Cont'd) 


¢ Ba 
Lo . Sage aa 
BEFORE the lodge was completed Roy Lankford and Lou Kerr scarcely noticed the 
replace as they stopped work for a bite to eat. Things were different . 


AFTER work was completed 


fireplace was a favorite gathering 








Lola and 


EAT FOR ENERGY was the order of the day during the building period 


Bud Nurre dig into lunch, getting ready for a full afternoon of work 


THINGS HAVE CHANGED now. 
Visitors to B-Bar-W Lodge enjoy lei 


the roof was newly shingled; a new 
urbstone ran all the way to the drive 
vay The front yard had been lc 
eled, raked and seeded. Fences had 
wen straightened, rust removed an 
ew paint applied to the water tower 
Some of the oldsters brought bushe 
ind bluebonnets and started work on 
the garden. Finally, after the fence 
had been painted, the men took time 
mut to lounge around and admire the 
indscape. 

There was time for a few wistful 
omments: “When the water come 
in that'll be a good fishin’ hol 
There'd be a good place for the 


dock.” “Here’s the spot to play ball.” 


At last the 


open house. 


lodge was ready for 
Except for last minute 


% 


»ohshing and general housecleaning, 
ind a map and directional arrows to 
how the way 

Raymond Tuel won the name con 
test with an entry that met with pop 
ilar acclaim—B-Bar-W Lodge 

On December 15th, 1951, B-Bar-W 
Lodge came alive with its first Open 
House. Many of those who attended 
had blisters and callouses, but this 
didn’t diminish their pride as they 
howed their families and _ friends 
iround the lodge. 

B-Bar-W Lodge bore the imprint 
ind personality of every one of Briggs- 
Weaver's men, women, boys and girls 

all the men had hammered 
nails, sawed wood, renovated furniture, 
loaded trucks; all the women who had 


who 


suggested and helped with decorations 

everybody who had a share in the 
project and now admired the fulfill 
ment of their dream. 

\s the winter progressed, friends 
began to drop in at the B-Bar-W 
Lodge in small groups, then in larger 
groups; manufacturer’s men, custom- 
ers, neighbors. And everyone enjoyed 
himself in some activity—dancing, 
card games or just plain’ lounging 
around. Mr. and Mrs. Williams were 
set up in a small house beside the 
lodge to welcome and guide visitors 
and to over-see the preparations for 
large parties. Territory salesmen and 
B-Wites from Houston made it a 
point to drop by. 


On May 13th, a Kappa Kappa 
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for customers and employees who 
turned out for the first B-Bar-W open 


house. 


surely meals at tables in pine-panelled, 
tastefully-decorated rooms. 


Gamma Sorority party; on May 15th, 
the city salesmen got away from the 
phones and held a meeting in the 
quiet atmosphere of the lodge; on 
May 29th, the BW Houston bowling 
team brought their wives and were 
entertained and stayed overnight to 
enjoy the “Little Shamrock”, as they 
called it. The Houston visitors had 
only one disappointment—the host 
Dallas team won the bowling contest. 

On April Sth, the BW general 
sales meeting held an afternoon ses- 
sion at the lodge. And on August 
8th the annual family picnic took 
place. This gala event seemed to end 
another chapter of this company 
project. But the programs continued 
on. The Purchasing Agents of 


BUILT FOR PLEASURE on Guus Lake is this 16-ft speedboat on which 


G :RAPEVINE LAKE soon will become a reality and B- Bar. Ww Lodge will hee wate 


dotted lines show where the man-made lake will be located) 


“Doc” Trammell and John Sommers are putting the finishing touches 


Dallas brought 138 members and 
guests for their August meeting. The 
Bohannons ran a square dance. A 
birthday club meeting by the Castles 
is scheduled for the near future. 

One of the final chapters in the 
Briggs-Weaver dream that started in 
Mr. DeWitt’s office is now approach 
ing: On July Ist the Corps of En- 
gineers announced the closing of the 
conduit gates. Water will soon fill 
up the bottomlands to fulfill the idea 
of boating, swimming and fishing. Al- 
though it’s been hot and dry, with 
little rain to help, the Briggs-Weaver 
shop hasn’t been idle 

In the warehouse they've been 
building a 16-foot Chris Craft from 
a knockdown kit. John Sommers, 


Doc Trammell and their helpers hav« 
sanded, scraped, fitted jig saw pieces 
together, applied resin, smoothed on 
the fibre glass bottom, scraped and 
painted again and finished the chrome 
and the pennant bracket. ‘There's 
power in this beauty of a boat—a 25 
hp Evinrude completes the picture 
She’s been named “Ileaine” afte: 
Ashley DeWitt’s daughter, Tleainc 
the apple of his eye. The sparkling 
craft awaits the water. 

For the personnel of Briggs 
Weaver, their dream is almost com 
plete—the lodge Briggs-Weaver built 
for after-work-hours pleasure. An 
idea that is now a reality. A reality 
that promises many happy days of 
leisure living. 
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CREATE SALES by offering new products. Jim Bevis, 
J. G. Christopher Co., Jacksonville, Fla., explains operation 


A salesman lists the .. . 


and advantages of faster cutting bandsaws to E. E. Cannon, 
Jacksonville Blow Pipe Co. 


Sales Virtues That Pay Off 


Take 1T FROM Jim Bevis of J. G. Christopher Co., Jack- 
sonville, Fla.—after 15 years of selling industrial supplies— 
you've got to develop seven virtues to win customers and 
increase sales. 

Mr. Bevis’ success in developing an ever-widening circle 
of satisfied customers (whom he counts as real friends) 
is given as proof of the efficacy of these virtues. 

Here are Mr. Bevis’ seven virtues: 


1) Get to know your customer well enough to be con 
sidered a friend. Friendship generates confidence. 

2) Get to know your customer's problems. Keep 
posted on manufacturer's new products and current litera 
ture to enable you to make helpful recommendations. 

3) Don’t take customer problems lightly. Be honest. 
If you don’t know the answer, say, “I-don’t know.” But 
dig into the problem fast and come up with the right 
solution 

4) Create sales by offering new products that will bene 
fit the customer's operations 
5) Help your customer eliminate plant hazards by 
being familiar with safety codes and safety equipment 

6) Don’t over-sell and over-stock with too much inven 
tory. Anticipate the customer's needs; keep a steady flow 
of supplies geared to his requirements. 

7) Most important—follow through on the order until 
shipment has been made. Don’t make delivery promises 
you can’t keep! 


Mr. Bevis stresses the importance of knowing your 
products thoroughly and studying what they do in actual 
service. It takes more than a casual study of manufac- 
turer’s catalogs; the salesman must get out in the plant 
and see the equipment in operation. 

A day with Mr. Bevis is always a busy day. Every call 
is a worthwhile call; he constantly strives to put his selling 
virtues into practice. 


A Typical Cail 


On a typical call at Jacksonville Blow Pipe Co., Mr. 
Bevis walked through the plant and talked with the super- 
intendent, shop foreman and machine operators. He 
listened attentatively to their production problems and 
offered solutions from his vast product knowledge. 

One department was using metal cutting band saws to 
cut a wide variety of steel. Mr. Bevis suggested that faster 
cutting could be obtained by using several types of blades 
which they had never tried. From previous experience, 
Mr. Bevis knew that this suggestion would result in 
increased production for the customer. After a fair trial 
he could expect their orders for band saw blades; business 
he hadn’t received in the past. 

In another department thev were having trouble with 
an oxy-acetylene torch cutting problem. Mr. Bevis made 
a recommendation and then demonstrated his suggestion. 

Noting several gas torches in operation, he then 
brought up the subject of gas supply. Cylinders, although 
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KNOW CUSTOMER’S PROBLEMS: Mr. Bevis demon- ANOTHER SALE created by offering a product benefit. 
strates different method of using torch cutting equipment to Mr. Bevis and Ashby Woolf, Jacksonville Blow Pipe com 
J. H. Peacock, Jacksonville Blow Pipe Co pany engineer, inspect new gas generator 


handy, served for a short time. As shop production was 
on the up grade, a more adequate gas supply was needed. 
Mr. Bevis suggested a central gas generator. He worked 
out the details and sold management on the idea. 

One sale Mr. Bevis is particularly proud of took place 
at U.S. Gypsum’s Jacksonville plant. He recommended 
and sold a 36” x 6 Ply rubber covered conveyor belt to be 
vulcanized in their plant. To be sure the belt is per 
forming satisfactorily, Mr. Bevis makes periodic ee 
tions. His follow-through on this installation has resulted 
in other orders from this customer. And his observation 
of conveyor belt installation inspired an interest in con- 
veyors which now hold a high place on his list of pre- 
ferred sales items. 

A civil engineering background has been of consider- 
able help to Mr. Bevis. One of his large industrial 
accounts was considering a wire fence around their plant 
grounds. Becoming interested in this project, Mr. Bevis 
not only assisted in its design, but devised a new method 
for linking the ends of the wire to the fence posts without 
using rod connectors. 





Sound Advice 


Selling industrial supplies successfully, according to 
Mr. Bevis, requires a sincere interest in customer prob- 
lems. The good industrial supply salesman welcomes 
the opportunity to dig into customer problems until he 
comes up with a solution. 

“If you are honestly interested in the customer's prob 
lems,” Mr. Bevis says, “you can’t help but find an 
answer.” 


Mr. Bevis concludes that by such selling methods, the PERIODIC INSPECTION of 36-in. 6 Ply convevor belt 
good salesman is selling customer benefits. And the more installation at U. S. Gypsum’s Jacksonville plant—another 


customers sold on this basis, the more your volume grows. post sale” service recommended by Mr. Bevis 
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Putting finger on salesman’s performance is Somers, Fitler & Todd's assistant sales manager, W. R. Kerr. 


To Get the Right Answers, 


Using a mimeographed question- 


naire sheet, Pittsburgh distributor 


puts leading questions to salesmen 


SPOTTING TROUBLE, Mr. Kerr talks with salesman 


Kenneth F. Jones, notes replies on questionnaire sheet 
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Salesman’s 


Do I make use of all the sales aids fur- 
nished me? 


a 


Do I use the services of the manufac- 
turers’ and specialty men to the full- 
est extent? 


Do I route my work in such a way as to 
eliminate all waste motion? 


Do I eliminate unnecessary call backs? 
How well do I know the men I call on? 
Am I seeing the right man? 


Do I analyze my customer’s require- 





Questionnaire 


ments so as to know what products to 
concentrate on? 


Am I aggressively pushing our major 
lines? 


Do I demonstrate our products? 

Am I on the lookout for new products? 
Do I follow up inquiries and leads? 
When I lose a sale, do I know why? 
What do I do about it? 


Do I record all valuable information 
about prospects in my call book? 








Here are the leading questions. Salesman takes them away, ponders his answers after interview with Mr. Kerr. 


Ask the Right Questions 


W. R. Kerr of Pittsburgh’s Somers, Fitler & Todd Co. 
likes high quotas like any other assistant sales manager. 
But to get them he doesn’t pound his desk and raise 
Ned with his sales force. Besides being foreign to his 
nature, such methods, he knows, usually result in a big 
fat zero. 

Instead, Mr. Kerr prefers to view salesmen’s pet- 
formances dispassionately. Only in this way, he says, 
can a sensible analysis be made and an effective solution 
blueprinted in the case of trouble. 

With this in mind, Mr. Kerr is now using a mimeo- 
graphed set of standard questions which he asks of a 
salesman when reviewing his record. 

The record itself is not unique. It’s used by many 
distributors, and is a running summarv showing monthly 
sales to each customer and a checklist of the product 
lines sold. Mr. Kerr calls it his “master sales record,” 
keeps it in looseleaf form, one binder for each salesman. 

With such a record, Mr. Kerr can get a clear picture 
of the sales pattern for any particular customer. With 
his mimeographed questionnaire form, he can pinpoint 
the causes of trouble. 

When he sits down with a salesman to look at the 
record, Mr. Kerr has the mimeographed questionnaire 


before him. He goes down the sheet, putting each of 
the 14 questions to him. The questions are phrased in 
the first person so that the salesman can take the sheet 
away with him and study his confession later as a form 
of self-examination. 

The first question reads: “Do I make use of all the 
sales aids furnished to me?” If the salesman answers 
“yes” and convinces Mr. Kerr that he’s handing out 
literature and fully employing sales materials, they move 
on to the second question: “Do I use the services of 
the manufacturers and specialty men to the fullest 
extent?” Here the salesman may answer “no” with 
good reason, and he and Mr. Kerr will talk over why 

And so the questions go, each one worded to get at 
the root of the trouble as fast as possible. It’s significant 
that, when put together, the questions really form a one 
page manual of good selling habits. The questions ex 
amine every major point in good salesmanship—study- 
ing a customer’s requirements, demonstrating products, 
following up inquiries, and so on. 

Mr. Kerr has found the questionnaire keeps discussion 
with the salesman on fundamentals, away from irrele 
vancies. And the salesmen like it, he savs, as a brief 
memo accenting their selling vices and virtues. 
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SPECIAL ORDER—William G. Simpson, J. M. 1 ull metal 
& Supply Co., Inc., Atlanta, Ga. consults with Jerry New 


CHECK STOCK OFTEN, Mr. Simpson advises, as he 
looks over inventory of hose and fittings in stockroom. 


How to Couple Sales and Service 


DISPLAY BOARD shows step-by-step production of flexible 
metal hose. Mr. Simpson (right) and M. H. Bodbey, adver 
tising manager, discuss sales promotion features 


J. M. Tull Metal & Supply Co., Inc., 
Atlanta, Ga., built up a hose coupling 
department and customer-order system 


to meet industry needs in their area 


A COUPLING SERVICE sHOP for flexible metal and rub- 
ber hydraulic hose has enabled J. M. Tull Metal & 
Supply Co. Inc., Atlanta, Ga. to build a new, profitable 
department. 

According to William G. Simpson, manager of the 
power transmission and steam specialty department, in- 
dustry in their area used to be dependent upon deliv- 
ery from hose manufacturers. Sales of hydraulic hose 
were small, but today it’s a different story. 

Mr. Simpson has also devised a detailed, numbered 
list of recommendations which he presents to his cus- 
tomers after making a complete plant survey. As an 
example, his list might read 

Material 

Description 

Eastman 

#10420 by 

12-in. 
w/570 t-in.M 


Item Name Ot. Location 
] Grease Hose 2  Link-Belt Chip 
Screen Vibrator 
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PREPARING HOSE prior to attaching couplings is one 
of the operations handled by Clarence Elesby 


In this case, the purchasing agent would order 
by merely specifying Item 1. This system enables the 
purchasing agent to order and reorder with a mini 
mum of specifications. Mr. Simpson has observed that 
simplification of purchasing by list numbers eliminates 
possible errors, saves time and speeds the processing and 
delivery of customer's orders. 

Before installing coupling equipment, J. M. Tull 
noted that hydraulic hose was usually required in short 
coupled lengths of odd increments. It was virtually im 
possible to maintain a stock of hose that would meet the 
needs of all customers. Some customers received cut 
lengths of hose and separate fittings, but found that they 
did not have adequate equipment to couple the hose 
in the unit length desired. But today J. M. Tull’s shop 
service provides quick delivery of machine coupled 
lengths of any specification. 

Cull maintains a representative stock of both flexible 
metal and rubber hose in all standard diameters along 
with the necessary male and female couplings and other 
special fittings. Most customers are surprised by the 
tapid shop service and show a definite interest by watch 
ing the operations involved in making up their order. 

Not only has Tull made new friends and satisfied 
customers, but this additional service has given them a 
reputation for prompt delivery of other supplies. And 
their salesmen have become enthused about shop-service 
and actively sell new accounts on its advantages. 

Flexible metal hose and rubber hydraulic control hose 
are being used in ever increasing new applications and 
proving advantageous over rigid pipe connections. But 
Mr. Simpson points out that hydraulic hose is not 
limited to industrial use. Farm equipment dealers repre 
sent a worthwhile potential as tractors and other farm 


ATTACHING COUPLING to 1}-in. LD. rubber hydraulic 


hose, Jerry New gives prompt service to another customer 


machinery are now equipped with hydraulic operated 
equipment. 

Visits to machine designers and manufacturing plants 
have given Mr. Simpson a wide range of expenence 
which enables him to spot trouble and recommend 
changes that save his customers time and money. 

Constantly on the lookout for new markets, Mr. 
Simpson located a large industrial plant that used ap- 
proximately 10,000 swing joints. Their big headache was 
the need for constant inspection by a regular mainte- 
nance crew on each shift. After surveying the plant, 
Mr. Simpson designed a system of flexible metal hose to 
replace the swing joints, and one machine was sclected 
for test. The plant management was so pleased with 
their savings in maintenance that, at the end of the 
test period, metal hose was approved for all machines. 

At another plant, Mr. Simpson found that a bronze 
seamless flexible hose was used on a steam atomizing 
line. Although the superheated steam pressure was not 
excessive, the temperature was in excess of the metal’s 
fatigue limit. Service averaged about three months. Mr 
Simpson suggested and supplied Monel metal hose which 
gave as much as two years’ service. 

Getting into the customer’s plant and making a 
thorough survey has been invaluble, according to Mr 
Simpson. His system of list number ordering has met 
with enthusiastic acceptance by purchasing agents. The 
combination of shop coupling equipment and_ plant 
specification lists has been a big factor in building a 
reputation for service and customer cooperation. 

Increased, and constantly growing, sales of flexible 
metal and rubber hydraulic hose have proven to J. M. 
ull that shop service and a customer plant survey 
program is a sound investment that pays for itself. 
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MOVING the Baldwin Supply Co., Charleston, W. Va., service but it was planned that way beforehand with lay- 
took only 72 hours with no interruptions of business or outs, schedules and manpower 


Don't Move Until You're Read 





10-F1. SHELVES installed before moving provided for cur ROLLER SKATES to speed up order filling and mmmuze 
rent stocks and overstocks but also permit construction of fatigue were thought of in pre-move planning. After six 


nezzanine overhead in event future expansion demands it. months experience, clerks attest to practicability of idea. 
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SHELF LAYOUT PLANS for sheaves, typical of many 
prepared for shelf items, prior to moving. 


Tuey torp J. L. Batpwin, president 
of the Baldwin Supply Co., Charles- 
ton, W. Va., that he couldn’t move 
several hundreds of thousands of dol- 


lars worth of industrial and automo- 


tive supplies in 72 hours but he did. 
Not only did he move it, but he is 
convinced careful planning and or- 
ganization minimized any interruption 
of service, confusion, losses of either 
merchandise or business time. In 
fact, there was no loss of business time. 

Mr. Bakiwin attributes the success- 
ful moving to diligent planning and 
careful organization of details and 
manpower. “Approximately 25 men,” 
Mr. Baldwin explained, “devoted 300 
hours overtime tor a period of six 
months arranging the layout of ma- 
terials. The entire layout of our new 
home was done solely by our own 
employees and before we moved. The 
move began on Friday with about 
35 men working in eight hour shifts. 
It was completed Monday evening 
at 6 p.m., and the doors were ovened 
at 8 a.m. the next morning for busi- 
ness as usual. Business was resumed 
without a hitch.” 

Six months or more prior to the 
move, Mr. Baldwin and his fellow 
officers decided on whether or not the 
company would move. It occupied 
two-storied quarters at the Capitol St. 
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Items were 





‘addressed” at old quarters and moved directly to assigned 
bins in the new building 


STANDARD DISPLAY BOARDS and stands were designed, assembled and set in 


place before move 
on mezzanine. 


address where handling costs were 
mounting and where room for expan 
sion was at a premium. The avail 
ability of an abandoned street car 
barn at the Virginia Ave. address 
seemed to offer a solution to both 
problems—handling costs and expan- 
sion. 

Several factors induced the decision 
to move. Location—out of the con- 
gested area; Cost—high but less than 


View of room looking toward front shows offices at side and 


the cost of a new building and loca 
tion and remodelling offset by pros 
pects of more efficient operations; 
adaptability to future operations — 
excellent with 42,000 sq. ft. ware- 
house, office display area and 11,000 
sq. ft. parking space and one-floor op- 
erations. 

The general areas for offices, dis: 
play room, counter, stockroom and 

(Next page, please) 
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Don’t Move Until You're Ready (Cont'd) 


SPECIAL 
before moving, 
considerable overhead space 


warchouse, shipping room, ctc., were 
roughed out and given to architects 
The work of remodelling the build 
ing was started. Six months prior to 
the scheduled moving date, floor lay 
outs were available to Baldwin Sup 
ply officials who immediately went to 
work planning their move. 

As Mr. Baldwin stated, about 25 
hand-picked men in the organization 
burned midnight oil planning the lay 
out of offices, display, shelving, bin 
areas and storage assignments for the 
new quarters in the early stages. Here 
are some of the important things ac 
complished during this period under 
the direction of Mr. Baldwin: 

1. Display boards and stands were 
designed and built to provide uni 
formity of color, form and size. Boards 
are interchangeable and feature only 
products handled from stock 

Convevor belt to move merchan 
dise from counter to shipping room 
past stock shelves was adopted, dc 
signed and executed 

3. ‘Two fork lift trucks were pur 
chased to aid in moving and to be 
retained to handle material into and 
out of stock. Pallets were ordered and 
merchandise suitable for such han 
dling was segregated. Special pallets 
(for holding bundles of shovels, for 
example) with side-rails were designed 
and built to handle the merchandise 

4. The idea of putting stock clerks 
on roller skates was discussed with the 
men, endorsed and adopted. Experi 
ence has convinced Mr. Baldwin and 
his 13 stock clerks who operate on 
skates, the idea is sound, the men at- 
testing to the minimization of fatigue 
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RACKS and pallets for staple items such as 
shovels (note side-rails on pallets) were designed and installed 
xermitting full advantage to be taken of 


empty ones 


WIRE ROPE RACKS were tailored to suit the new location 
and installed before the move 
of mounting full reels on the racks as well as removing 


Rope suppliers aided in designing racks 


The lift truck does the job 


FORK LIFT TRUCKS and pallets were purchased in planning stage and their 


use fitted into the moving plans and future operations. J. L 


enthusiastic about their performance 


ind increase of speed in covering the 
large stock areas. 

5. Methods of handling such ma 
terial as pipe stock and wire rope were 
explored and new ones and facilities 
developed. Consultation with wire 
rope supplier and representative, for 
cxample, resulted in design and con- 
struction of new racks which can 
easily be filled or emptied with fork 
lift trucks. 

6. Type of shelving was determined 
and purchased. As. Mr. Baldwin ex- 
plained, ““T'en-foot steel shelving was 
purchased with two thoughts in mind. 
Our ceiling height being 22 ft., the 
thought occurred that we might add 


Baldwin, president, is 


an additional 7 ft. on top of our 
present layout (mezzanine). Shelves 
were arranged periodically from the 
floor to 7 ft. only, the additional three 
feet space above is used only for over- 
stock of the commodity below.” 

7. Bin sizes were determined for 
each item. “In determining the bin 
size,” Mr. Baldwin commented, “the 
following example is typical of our 
reasoning. ‘Take our valve line. First 
of all, we determined by our perpetual 
inventory the greatest pon a0 of 4 
fig. 73 valves that we had ever stocked 
in Charleston at one time. At the 
same time, we wanted to allow for an 
increase in the volume of business, so 
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we used a figure of 25 percent increase. 

“Referring to our 3 fig. 73 valves, 
we will say that the greatest quantity 
of that particular item that Baldwin 
Supply had in stock was 1,000. So, 
with our 25 percent increase, we 
wanted to accommodate 1,250 valves 
in the new bin. We also showed on 
our work sheet how many we had in 
stock at that particular time. So, for 
example, we had 625 in stock. We re- 
ferred to the size of the bin that ac- 
commodated these 625 and measured 
this. Say that about 144 cubic in- 
ches were used to accommodate the 
quantity, we therefore allowed 288 
cubic inches in our new layout. 

“In determining the layout of 
sheaves, 24-in. shelves had to be se- 
lected, the size of the box being the 
major factor. This was, to a certain 
extent, a complicated layout. How 
ever, I would like to say that the items 
did go into designated sections and 
have worked out very satisfactorily.” 

Plan layouts (see illustration) were 
made of all shelves and keyed to the 
commodity to be contained and to the 
size of the shelves. For instance, 
Layout No. 27-24 indicated sheaves 
(indexed 27) and 24-in. deep shelves. 
Catalog numbers were used for indi 
vidual types or sizes, and these mem 


bers were marked on the bin spac« 
of the plan layout as well as on the 
package of stock ready to be moved 
from the old location. 

Teams were then organized among 
the men, each led by an individual 
who had been instrumental in laying 


out new warehouse space. Teams 
were drilled to work in pairs—one 
team established at the old location 
to mark, pack and ship merchandise 
assigned to it, the other established 
at the new place to unload, carry and 
deposit the material in its assigned 
bin in the proper shelf. Stacking and 
sorting was to be minimized. 

Also, in preparing for the final 
move, as much merchandise as pos 
sible was palletized and marked for 
new locations in the new quarters. The 
order of moving was established; what 
would be moved, when and how, was 
detailed to the men and the required 
number of extra laborers hired. 

Mr. Baldwin determined that the 
actual moving would not take place 
until the installations in the new quar 
ters were complete—shelving, racks, 
offices, furniture (which was new), 
conveyors, etc. right down to the final 
detail, even ash-trays in the reception 
area. Just before “D” Day, the new 

uarters were complete with every 
thing except stock, books and office 
paper. 

In describing the actual moving, 


BELT CONVEYOR runs under counter to shipping room 268 ft., was installed 
before move and helped in the job of distributing merchandise delivered from old 
quarters as well as in every-day operations now 


PLANNING AHEAD and in detail is what does it. Here D. Barry, Jr., vice- 
president, and J. L Baldwin, president, talk things over in Mr. Baldwin’s new office 


Mr. Baldwin said, “After the comple 
tion of our new home with the shelv 
ing installed as per our layout, our 86 
employees with an additional 25 la 
borers, moved our entire facilities 
including offices, shop and all depart 
ments—in 72 hours. The move was 
completed on schedule Monday even 
ing at 6. p.m. and the doors were open 
for business as usual the next morn 
ing. Business was resumed in an 
orderly manner with even better serv- 
ice than before. 

“Tl might add that the conveyor belt 
at this particular time was very bene 
ficial during this move. A large quan- 
tity of merchandise was unloaded 
from the trucks in the shipping room, 


and the conveyor belt was reversed 
to feed merchandise to the bins, to- 
ward the front of the building and 
behind the counter. 

“Two fork lift trucks were used 24 
hours a day the entire time of the 
move. One truck was used at our old 
warchouse while the other was used 
at the new location. I want to empha- 
size the importance of fork trucks. 
I'hree could have been used very easily 
in our new location.” 

lhe parking lot at the side and rear 
of the new quarters aided movement 
of trucks during the move and is now 
used exclusively for customer parking. 
Emplovees must use other parking fa- 
cilities. 
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SALES ANALYSIS at Jones & Auerbacher, Inc., Newark, 
N. J., occupies W. H. Heinze, sales manager, and R. I 
Moore, outside salesman. Conferences are frequent 


SALESMAN’S SHEETS are posted by Mrs. Mildred 
Esposito each month from orders as soon as entnes are 
completed in the company’s main ledger book 


Spread the Word for Planned Selling 


A wide-awake sales force needs a steady flow of information to check its 
progress. Jones & Auerbacher, Inc., Newark, N. J., has a routine to supply it 


SALES ANALYsi!s is only a catchword unless the sales force 
has the tools to carry it out. 

At Jones & Auerbacher, Inc., Newark. N. J., a simple 
but exacting routine insures that both the field and the 
office have the right tools. It puts information where it 
is needed, in salesmen’s looseleaves and the sales man- 
iger's top drawer—without weighing down bookkecpers 
with complex tabulations or salesmen with elaborate 
statistics that they may or may not use. 

William H. Heinze, Jones & Auebacher sales man- 
iger, believes in team work. To achieve it. he realizes, a 
sales force must know where it is expected to go. or like 
Stephen Leacock’s horseman, will be in danger of getting 
up and riding off in all directions 

Analysis of lines and customer potential provides the 
basic information on which decisions can be reached to 
give the sales force its sense of direction. 

At Jones & Auerbacher, this analvsis goes on contin 
ually, as a joint project of management and the salesmen. 

Here’s how the information that makes it possible gets 
distributed to the right people: 

Jones & Aucrbacher, like most distributors, emplovs 
sales meetings and directives, verbal or written. from the 
sales manager. Also, it classifies its products as “key 
lines” (of which there are 15) and “miscellaneous”, to 
facilitate sales direction and bookkeening 

However, decisions announced in meetings or di- 
rectives are based largely on the information compiled 
each month on a form known as a “salesman’s sheet.” 
This is a looseleaf. containing sales of each of the key 
lines, by month, over a period of two years. There is a 


sheet for each customer. The last column contains total 
sales of all lines for the month, including miscellaneous 
(which do not have a separate column). 

Salesmen carrv the sheets in their looseleaf notebooks, 
bring them into ‘the office for new entries monthly. Thus 
they havea quick reference, just before making calls, to 

number of important facts, among which are: 


(1) The lines the customer normally buys, and how 

much of each. 

(2) The seasonal pattern of his buying. 

(3) Any changes which may have occurred in his 
needs or preferences, as indicated by lines that 
have strengthened, or fallen off. 

The over-all trend of the customer’s buving, as 
indicated by total sales for last year and cumu 
lative sales so far this year. 

Comparison of h's buying pattern or volume 
with that for other customers, especially thos« 
in the same industry. 

Figures which the salesman can use to check 
against his sales quota. 

Totals which the salesman can use to tabulate 
or double-check his commission payments, by 
comparison with copies of orders. 


(7 


Most of these facts can be gleaned simplv by glancing 
at the sheets. turning a page or two. or making a few 

ncilled notations. However, with the looseleaf and a 
Fittle spare time on his hands, a salesman or sales execu 
tive can do much more with these figures. 

Many combinations of totals can be compared, to 
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KEY LINES (NUMBERED AT TOP) are entered each month of two-year period 
on salesman’s sheet. There is one for each customer, all kept in salesmen’s looseleaf 


1otebooks. Copies are also kept in the sales manager’s desk 


show sales over different periods of time. Totals can be 
converted to percentages, for more graphic illustration 
-if, for example, a salesman has a point to make with 


management on the improvement of sales policy. By 
close checking of the total sales column, he can spot 


occasional emergence of a new sales leader, which man- 
igement may want to classify as another key line. This 
can be done by totalling key lines sales and subtracting 
from the total sales. The result is the total for miscel- 
laneous sales. If it is unusually large, order copies can 
be checked to find out why. 

Every third month, Mr. Heinze compiles a “quarterly 
inalysis” for his own use, parts of which also go to the 
salesmen. This contains total sales of each salesman for 
the quarter, by key lines, and the number of accounts 
buying each line. 


Salesmen Get Quarterly Report 


Comparison of the figures between salesmen remains 
confidential with management, but each salesman is 
shown or given a copy of the figures for his individual 
sales. For management, this report serves to: 


(1) Compare sales of the key lines. 

2) Compare salesmen’s total sales (before adjusting 
for quotas or special circumstanccs). 

(3) Compare salesmen’s totals for each line. 

(4) Give management some idea of the comparative 
effort expended by salesmen to produce a cer- 
tain volume, by dividing sales by the number 
of accounts called on. 

(5) Compare roughly the productiveness of entire 
lines, by making a similar calculation for total 
sales and number of accounts in each line. 


The quarterly analvsis is generally followed by confer- 
ences between Mr. Heinze and salesmen, and the issu- 
ance of instruction letters to guide salesmen during the 
next quarter. 

By going over the report with the sales manager, sales 
men can analyze (1) their own productiveness per ac 
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QUARTERLY ANALYSIS shows 


sales, number of acconnts, by lines and 
salesmen (A, B, C, etc.) 


count; (2) productiveness of different lines; and (3 
relative standing of the lines in sales volume. 

Details can be checked or additional facts pursued in 
the three salesmen’s sheets for the quarter. But the 
quarterly analysis is handier for presenting the overall 
picture. 

Like salesmen’s sheets, the quarterly analysis provides 
basic figures for more elaborate calculations, depending 
on the necd. 

To keep tab from day to day on their own progress 
and earnings, salesmen have copies of the orders placed 
by their accounts. These are sorted out every two days 
and placed in salesmen’s boxes. 


Sales Charts Are Posted 


Sales charts are compiled and posted in the office 
once a month to show salesmen’s standings. These do 
not show actual dollar volume, but are set to an index, 
since quotas vary. 

Management keeps informed through a sales man 
ager’s monthly report and the qunaly analysis. Also, 
salesmen’s sheets are always on file in Mr. Heinze’s desk. 

More elaborate systems have been devised by sales 
analysis minded firms and, with specialized office ma 
chinery it is possible to produce many more statistics 
of value to the sales force. This may keep the bookk 
ing department up late, however, unless it is adequatel; 
staffed and equipped for extra work. 

At Jones & Auerbacher, the salesmen’s sheets can be 
posted quickly out of the main ledger by Mr. Heinze’s 
assistant, Mrs. Mildred Esposito. Both these and the 
quarterly analysis follow easily as the next step afte: 
ledger posting. 

It takes time, of course, to maintain even this fairly 
simple routine of statistical jeporting. Whether the sales 
men really benefit from it,«depends on what they con- 
tribute in extra analysis work, careful interpretation, and 
thorough thinking. That it works is a tribute to team 
spirit as well as success in training salesmen to be sales 
analysis conscious. 


oo 








WRONG WAY to load heavy object is demonstrated by RIGHT WAY: load is tilted into position for leverage, 


C. S. Mersick & Co.'s Samuel Miller: knees wide apart, where the least lifting is needed. Feet are close as possible, 
package held away from body, hands in wrong place hands in safe position to protect fingers 


Safety Is Everybody's Business 


C. S. Mersick & Co., New Haven, Conn., cut accidents 56% by 


enlisting company-wide participation in an aggressive safety drive 


- 


WRONG WAY to get package off shelf: perched hap RIGHT WAY is to climb up to eye level with shelf, pay 
hazardly only half way up ladder, eyes on other business, attention to job at hand, with feet planted firmly on the 
Mr. Miller won't see small upper box until it falls same step of the ladder. 
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THE RECORD, 56% less accidents, is inspected with pride 
by Vernon Stamp, chief supply department warehouseman, 


“ACCIDENTAL INJURY MEANS PAIN, re- 

duced earning capacity and extra ex- 

npr We believe that accidents can 
prevented.” 

When The C. S. Mersick & Co., 
New Haven, Conn., posted this memo 
on its bulletin board a year ago, it 
was looking for the answer to an old 


familiar problem. What can a dis- 
tributor do to make his sales rooms 
and warehouses safer places to work 
in? 

Mersick’s answer was a carefully- 
planned safety campaign aimed at the 


human factor in accidents. Most ac- 
cidents, management reasoned, were 
results of errors in judgment. To 
curb them, then, employees, includ- 
ing management itself, needed to be 
educated in the safe way of doing 
their jobs and made conscious of the 
danger in even the simplest routines. 
And to make such a program succeed, 
employee cooperation would have to 
be 100 percent. Every one would have 
to feel that he was a part of the act. 

How well Mersick succeeded is on 
the record now. At the end of a year, 
accidents resulting in injuries were re 
duced 56 percent. 

Here’s how the 
about it: 

First, expert outside advice was 
sought. This was available from 
Mersick’s compensation insurance 
carrier, the Connecticut Indemnity 
Co., in the person of H. W. Bloechle, 
safety engineer. Other outside help 
was provided by both the insurance 
company and the National Safety 
Council, in the form of free safety 
posters. 


company went 


However, the Mersick officers real- 
ized that participation of all em- 
ployees, including supervisory levels, 
was vital. One-way communication 
from management down, they knew, 
would hardly make all personnel feel 
that they had a stake in the program 
—nor would it provide a way to make 
use of the first hand experiences of 
the employees on the floors, where ac- 
cidents were most apt to happen. 
Since Mersick is a large depart- 
mentalized house, communication is 
particularly important. 


Committee Goes to Work 


Under the chairmanship of Gilbert 
S. Brousso, vice president and steel 
department manager, a hand-picked 
Safety Committee was set up consist- 
ing of representatives from all depart- 
ments, including foremen and super- 
visors as well as department heads. 
The members were: Carl B. Lyon, vice 
president and supply department man- 
ager; Vernon Stamp, head warehouse 
man, supply department; Henry 
Weber, plumbing department; Wil- 
liam Gehl, shipping clerk; Michacl 
Manginella, steel warehouse foreman; 
Donald Smith, electrical department 
manager, and Harry Hennock, electri- 
cal department. Mr. Bloechle, of the 
insurance company, also attended all 
meetings. 

The committee’s first job was to 
publicize the safety program. Color- 
ful posters helped make it conspicu- 
ous. These were chosen carefully, for 
pictures highlighting accidents most 
likely to happen in a distributor house, 
involving elevators, lifting, ladders, 


and Carl B. Lyon, vice president and supply department 
manager. Posters point up safety theme. 


etc. Memos were then prepared for all 
departments, the first explaining rea- 
sons for the safety drive. 

Here’s an example of one of them: 

“There’s profit in accident pre- 
vention—Accident prevention pays in 
business of any size because it reduces 
operating costs, sag employee re- 
lations, earns public goodwill. Each 
of these factors affects the economic 
welfare of smaller business as a group 
and as individual concerns.” 

And this one, directed at depart- 
ment supervisors: 

“Initial safety instruction should be 
followed by job instruction. The effi- 
cient supervisor plans his instruction 
procedure as follows: 

“He studies each job, analyzing each 
step to determine the hazards and 
necessary precautions. . 

“He prepares the job, providing the 
necessary equipment, tools, guards and 
protective ee 

“He gives the worker s 
structions—what to do and 
it. He demonstrates. 

“He checks frequently to see that 
his instructions are followed. He thus 
stops unsafe practices before they be- 
come bad habits.” 

Next, the committee analyzed the 
accidents that occurred, and discussed 
means to prevent recurrence. This was 
made possible by the committee’s 
schedule—it was required to meet once 
a month—and a strict rule to report all 
accidents in detail, no matter how 
slight. 

A typical memo, concerning faulty 
stowing of cartons which had resulted 

(Next page, please) 


ific in- 
ow to do 
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Safety Is Everybody's Business (Cont'd) 





Has This Happened to You Lately? 


The customer at the counter wants a box of tool 
bits, in a hurry. The inside salesman, anxious to please 
but harassed by a ringing telephone, heads for the 
shelves. The tool bits are high up, out of reach. 
There’s a ladder, but it’s some distance off. He 
starts for it, then changes his mind. Pulling out a 
couple of lower drawers, he steps up on them, bal 
ancing like a ballet dancer, not too skillfully, and 
reaches. He gets his hands on the right box, but 
doesn't see another heavier package on top of it. 
The top object falls. There’s a vain scramble, a slip 
and a sprawling crash. And Mr. Inside Salesman is 
ready for a week or two in the hospital. 


The Next Time May Be Worse 


The next time it mav be the warehouseman who 
stays home on the injured list—from running instead 
of walking downstairs, jumping off a moving elevator, 
lifting the too-heavy package, or mishandling the hoist 
or the sharp-edged tool. 

Or are you doing something about it to see that 


Here’s How You Can Prevent It 


(From a memo to employees at The C. S. Mersick 
& Co., New Haven, Conn.) 

“We had an unfortunate accident the other day 
in which --——— received a bad gash on his fore- 
head and may ibly have a slight concussion. 

“was reaching up to remove a carton from a 
shelf above his head and as he did so a heavy item of 
equipment which had been placed on top of the 
carton slid off and hit him. 

“We bring this to your attention because such an 
accident could happen in any department if there is 
carelessness in putting away merchandise. 

“1. Please be sure that all heavy objects are placed 
on the floor or on a shelf where they are plainly vis- 
ible and are not placed on top of cartons, boxes or 
other merchandise. 

“2. Whenever you are removing merchandise from 
a shelf, make sure that there is no loose object that 
might slide off and hit you. In other words, look 
carefully before you act. It is better to climb high 
enough so that vou have a clear vision, than to reach 








there isn’t a next time? 





over your head to take something down.” 








in an accident in a salesroom, is re- 
produced above. The memos were cir- 
culated promptly through the com- 
pany, to all desks and bulletin boards. 

The monthly meeting kept the 
Safety Committee a going concern— 
not just another committee project 
to die of inertia. 

Active discussions, and case histories 
of accidents, kept the committee and 
the company as a whole on its toes. 

With accidents reported in detail 
to the committee, its members shared 
1 keen desire to find solutions, to 
classify accidents by types of causes 
ind frequency of occurrence. 

The committee was soon able to 
pinpoint the most common mishaps. 
Lifting produced the largest number 
of disabling injuries, most of them 
muscle strains and hernias. Cutting 
accidents were the most numerous, 
though seldom disabling. 

These and other findings enabled 
the committee to head off possible 
carelessness at danger spots. For exam- 
ple, a safety memo on lifting had this 
to say: 

“In lifting heavy objects, observe 
the following principles: 

“1. First, make a preliminary ‘heft’ 
to be sure that the load is easily within 
your lifting capacity. If it is not, se- 
cure help. 

“2. Set vour feet solidly. Usually 
more effective effort can be applied if 
one foot is slightlv ahead of the other. 

“3. Crouch as close to the load as 


possible. In some cases it may be 
easicr to go down almost to the floor 
on one knee while keeping the other 
leg bent at a 90 degree angle. 

“4. Keep the back as straight as 
possible. 

“5. Get a firm grip on the object, 
lifting one end slightly to get one 
hand under it. Be sure that you can 
maintain a secure grip when lifting 
and carrving the object. 

“6. When wearing gloves be sure 
that they are free of grease. Clean 
leather-faced gloves give better hold- 
ing power on smooth metal objects 
than do cotton and other types.” 


Elevators Can Be Dangerous 


Another memo dealt with elevators: 

“Do you value your life? Don’t 
jump on or off an elevator while it is 
in motion. What could happen if 
you do? You could fall. An arm or a 
leg might get caught. The elevator 
door might drop and injure you. All 
injuries are painful, some are fatal. 
To be careful is to be safe. Wait until 
the elevator stops.” 

The committee saw to it that dan- 
gerous conditions were remedied 
promptly when discovered. Sometimes 
simple mechanical changes were the 
answer, such as better lighting, wider 
aisles or rearrangement of shelves. 
Often it was only a question of safety 
discipline in housekeeping. 

Any laxity in letting floors clutter 


up with empty boxes, spilt grease and 
other accident-inviting debris drew 
severe censure. “Good housekeeping 
around our work place gives us sure 
footing—removes the causes of slips 
and falls,” the Safety Committee 
stated. 

Important action was taken on lad- 
ders following this memo from Mr. 
Brousso: 

“At our Safety Committee meeting 
on August 6, we decided that an in- 
spection should be made of all lad- 
ders on use On our premises. 

“Therefore, please arrange to have 
an inspection made promptly of all 
ladders in vour department. 

“Any ladder not in first class con- 
dition is to be marked and it will then 
require further inspection to deter- 
mine if it should be repaired or re- 
placed. 

“Please make a complete report 
to me on or before August 15 listing 
the number of ladders in your depart- 
ment that are in good condition and 
the number that need attention.” 

Getting action on the committee’s 
memos was not difficult since most of 
the supervisors responsible to the com- 
mittee for carrving out the safetv pro- 
gram were themselves its ashen 
and had a hand in drafting the rules. 

They and the emplovees working 
under them were convinced that safety 
was personally important. It was 
everybody’s business to make the pro- 
gram work. 
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This ad appears in leading business papers 
TO HELP YOU SELL OSBORN BRUSHES 


How to make parts come clean 
. +. at the push of a button 


Ge tales. only 8 seconds to remove the enamel insulation from the 
entire bunch of a motor’s coil leads with the set-up shown above. This strip- 
ping, preparatory to soldering, is done with Osborn power brushing .. . 
automatically ... at the push of a button. 


Wire stripping is typical of thousands of cleaning operations throughout 
Industry which have been simplified and speeded by Osborn Power Brushes. 
Your Osborn Brushing Analyst is experienced in finding solutions to clean- 
ing and finishing problems of all kinds. 


His service is backed by the extensive engineering facilities of Osborn, 
to devise brushing methods and special machines ¢o help you. There is no 
obligation. Call today or write The Osborn Manufacturing Company, Dept. 
874, 5401 Hamilton Avenue, Cleveland 14, Ohio. 


O)sbou Brus 


OSBORN POWER, MAINTENANCE AND PAINT BRUSHES AND FOUNDRY MOLDING MACHINES 


OFF COMES RUST. These two counter- 
rotating Osborn Master, Wire Wheel 
Brushes, powered by 1% h.p. motors, 
clean rust and scale from 2-inch pipe 
preparatory to fabrication. Cleans 15+ 
feet of pipe per minute . . . at the push of 
a button. 


OFF COMES SLAG. It takes only 40 seco 
onds for these Osborn Wire Whee’ 
Brushes to whisk away all slag and scal 
from both end welds of compresso 
heads . . . at the push of a button. 


OFF COMES FLASH. Removal of rubber 
flash of rubber-to-steel joints of army 
tank track shoes is simply a matter of 
sliding the shoes across the face of an 
Osborn Disc-Center* Wire Wheel 
Brush. A mass production operation... 
at the push of a button. 


“Trademark 
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August 1952 


Compared with 


July 1952 


+4% 
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August 1952 


Compared with 


August 1951 


-11% 


Ist 8 Mos. 1952 
Compared with 
Ist 8 Mos. 1951 
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Supply Sales Trend 


Final Figures For August 1952 





August 1952 
Compared with 
July 1952 


August 1952 
Compared with 
August 1951 


Ist 8 Mos. 1952 
Compared with 
Ist 8 Mos. 1951 





NEW ENGLAND 


M 


E 


W 


Connecticut 
Maine 
Massachusetts 
New Hampshire 
Rhode Island 


Vermont 


IDDLE ATLANTIC 
New Jersey 
New York 


Pennsylvania 


AST NORTH CENTRAL 


Illinois 
Indiana 
Michigan 
Ohio 
Wisconsin 


EST NORTH CENTRAL 


Iowa 

Kansas 
Minnesota 
Missouri 
Nebraska 
North Dakota 
South Dakota 





- 2% 
+ 3% 


+ 6% 


+39% 





-15% 


-16% 


- 9% 


- 6% 





-11% 


- 9% 


~ 4% 


- 9% 
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Precision Results 
on Production Threading 


No. 902 "RAPIDUCTION” BOLT MACHINE 


equipped with lead screw and semi-automatic revolving die-head 


@ Call this machine to the attention of your customers who thread production 
quantities of bolts in the standard range N.C. 2” to 2”. . . or 12 pitch and finer 
Ye" to 2%". The machine also has a pipe or nipple range of 4” to 2”. 


You can assure your customer of precision results. The machine is equipped with 
a semi-automatic revolving die-head and lead screw.* Both are synchronized to 
trip automatically at the finish of the thread by electric solenoids. The machine 
—not the operator—controls the accuracy of the threads. 


It will pay you to get full facts on this ultra-modern threading machine. Write: 
THE OSTER MFG. CO. « 2041 East 61st Street, Cleveland 3, Ohio, U.S.A. 


View at left shows lead screw change 
pitch gears in the No. 902 “RAPI- 
DUCTION” Bolt Threading Machine. 
*(Machine can be furnished without 
lead screw if desired.) 
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SALES TRENDS (Cont'd.) 





August 1952 
Compared with 
July 1952 


August 1952 
Compared with 
August 1951 


Ist 8 Mos. 1952 
Compared with 
Ist 8 Mos. 1951 














SOUTH ATLANTIC 


Delaware 

District of Columbia 
Florida 

Georgia 

Maryland 

North Carolina 
South Carolina 
Virginia 

West Virginia 


EAST SOUTH CENTRAL 


Alabama 
Kentucky 
Mississippi 


Tennessee 


WEST SOUTH CENTRAL 


Arkansas 
Louisiana 
Oklahoma 


Texas 


MOUNTAIN 
Arizona 
Colorado 
Idaho 
Montana 
Nevada 
New Mexico 
Utah 


Wyoming 


PACIFIC 
California 
Oregon 
Washington 


-~ 1% 


+ 1% 


NO 
CHANGE 


- 5% 








-12% 


- 71% 


-15% 


- 4% 








-10% 


- % 


NO 
CHANGE 
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“THIS ADVERTISING PAPERWEIGHT 
HAS BEEN A GOOD YARWAY 
SALES TOOL FOR US” 


> 


—says J. E. MADSEN* 


This half scale model of a Yarway Impulse Steam Trap, 
furnished in quantity to distributors on a cooperative basis, has 
made a big hit with dealers and customers alike . . . another example 
of the progressive promotion that makes Yarway Impulse 
Steam Traps and Strainers a popular and profitable line with 
J, E. Madsen, so many industrial distributors. 








Vice President of . sas : ; ‘ : : 
sateen © Maced tee. Broad magazine advertising, intensive direct mail, dealer displays, 


Perth Amboy, N. J trade show exhibits, modern packaging, local advertising and 
: exceptional repeat business are other reasons why more than 850,000 
Yarway Impulse Steam Traps have already been sold. 


Yarway Traps and Strainers are marketed only through recognized 
industrial distributors. For information, write. . . 


YARNALL-WARING COMPANY e 11] Mermaid Avenue, Philadelphia 18, Pa. 


IMPULSE STEAM TRAP 
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Price Index for 19 Product Classes 


(1947-49 — 100) 
% Change 
August July August From 
NAME OF PRODUCT CLASS 52 52 "51 Year Ago 


Abrasive Products 117.1 117.1 114.5 +2.3 
Cutting Tools 119.1 119.1 121.9 —2.3 
Fens and Blowers 136.7 136.7 141.8 —3.6 
Fasteners 139.1 139.1 139.1 0 
Incandescent Lamps 117.9 117.9 121.9 —3.3 
Industrial Rubber Products 128.4 128.4 135.9 —5.6 


Lubricants 98.5 98.5 102.4 


Materials Handling Equipment 127.1 127.1 127.1 


Mechanics Hand Tools 


(files, saw blades) 124.6 124.7 124.8 








Metalworking Accessories 121.3 121.3 113.9 
Motors 115.5 115.5 116.9 
Paint 110.6 110.6 109.1 
Portable Power Tools 113.3 113.3 113.7 
Power Transmission Equipment 124.4 124.4 125.9 
Precision Measuring Tools 116.8 116.8 116.3 
Pumps and Compressors 123.2 123.2 123.3 


Steel Products 


(pipe, bars, nails, ete.) 130.8 124.4 124.7 


Valves and Fittings 120.6 120.6 120.8 


Welding Machines 
(equipment, rods) 119.0 119.0 119.0 


Total Index 122.4 122.0 


urce Rureat tics aud Industrial Diatribution 
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QUALITY INSIDE and OUT 


that's NAT! 


Four words—quality fasteners in quality packages—tell the 
big story about National fasteners in National's hardware 
packaging. 

Never a doubt about the quality inside, because National 
fasteners are made right to stay tight—have been for over 
60 years. No doubt about the quality outside, either, because 
you can see it for yourself—National cartons look like 
quality and they are. 

Better products deserve the best in packaging—and 
National cartons tell the world the fasteners inside are 
something special. National hardware packaging would 
win instant customer confidence even without the National 
reputation for the best in headed and threaded fasteners. 

That's why we say again, for your better buy in fasteners, 
“Better Buy National’’—the most complete line made for 
the trade. Write us today for complete information. 





Weed Screws 
Machine Screws 
Nuts 

Cap Screws 
Tapping Screws 
Stove Bolts 
Carriage Bolts 
Leg Bolts 
Machine Bolts 
Cotter Pins 


THE NATIONAL SCREW & MFG. COMPANY Cleveland 4, Ohio 


Pacific Coast: National Screw & Mfg. Co. of Cal. 
3423 South Garfield Ave., Los Angeles 22, Cal. 





\ 
ational, 


ae 
que’ FASTENERS “ J A HODELL CHAINS CHESTER HOISTS 


-~ 


INDUSTRIAL DISTRIBUTION © NOVEMBER, 1952 





The Outlook F or Business 


OUTLOOK UP The economic outlook for the next six to nine months is still bright. The prospect of 
higher production and sales, a high level of employrnent and relatively stable prices seems, 
if anything, clearer than it was a month ago. - 

Lest, however, the bright outlook for the period immediately ahead turn out in the 
longer run to have been deceptively soothing, some dangers which quite clearly lie farther 
ahead should be flagged. One of them is that of fumbling the great opportunity, as well 
as the problem, that will be created when defense expenditures hit their peak and start 
leveling off, as they are now scheduled to do about mid-1953. 

Another danger is that increased costs may continue to crowd up on selling prices 
and thus increase the profits squeeze, until it becomes a stranglehold. 

WAGES RISE Since June, 1951, wages have been rising steadily. They are up 4%, on the average, 
while prices of industrial products have fallen 3% in the same period. And these averages 
conceal plenty of situations where the divergence is even sharper. 

Theoretically business might have offset this wage-price squeeze by selling a higher 
volume of goods, But just the opposite has been happening. 

Manufacturers’ total profits (before taxes) have declined about 28% from the,1951 
peak. Manufacturers’ profits are off more sharply than the total of all corporate profits 
because the transportation, trade and service industries have been getting increased volume, 
and wages are not such a large share of total costs in these fields, 

For all corporations, profits after taxes are down from $22 billion in the first 
quarter of 1951 to about $17 billion inthe second quarter of 1952. With taxes taking 55% 
of all corporations’ pretax income, some of the squeeze on margins comes at Uncle Sam's 
expense, Corporations’ net income has not fluctuated as much as pretax income, But that 
does not make the squeeze any less real. 

WHAT NEXT? What will happen to profits from here on? The evidence certainly indicates that, as of 
today, business is not well prepared to faceany major turndown in sales volume. The easy 
way of handling higher costs — by passing them on to the consumer — no longer works 
as well as it did in the early postwar years when goods were short. Obviously, it will not 
work at all in the face of a general decline in demand. 

Fortunately, the next six months or so will offer a breathing spell during which 
business can attempt to get costs in line with prices. Rising defense expenditures, inventory 
rebuilding after the steel strike, and a sharp recovery in retail demand for consumer goods 
all point to a general advance in the volume of production and sales. This means a real 
chance to utilize capacity and cut unit costs. 

With rising volume, somewhat higher prices — ontheaverage — and no new round 
of large wage-increases, total corporate profits (before taxes) may rise to an annual rate of 
$44 billion in the fourth quarter of 1952 and go a bit higher in the early months of 
1953. Profits after taxes may reach a rate of $19 billion in the fourth quarter. Manufac- 
turers’ profits will rise more sharply than the figure for all corporations, since it is in 
manufacturing that the increased volume of output will be concentrated. For manufacturers, 
pretax profit margins may recover to 10.5or 11% of sales — the margin prevailing in the 
closing months of 1951. 

KEY PROBLEM However, this recovery will not change the nature of the main problem facing 
business — how to withstand a decline in sales volume without having profits shrink 
dangerously, During the next six months the profits squeeze will be loosened because volume 
will be higher and some price increases possible. But there is real danger that the squeeze 
will tighten again when unusual demand subsides and price-cutting comes back into fashion, 

There are ways to lessen the danger of a new profits squeeze, if we take full advan- 
tage of the current breathing spell. One way is vigorous cost-cutting, which involves both 


better management practices and increased labor interest in getting higher output per man- 
hour, 
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MODEL A2 
SANDER 


They write us: 


“For a number of years we have used 
LusripLaTE lubricants in several types 
of our portable tools with considerable 
success. From experience we have 
found that LupripLaTe reduces drag 
to a minimum— permits of easy start- 
ing and quiet operation. We also as- 
certained that LUBRIPLATE protects 
our machine parts against progressive 
wear. LUBRIPLATE is initially applied 
to our tools at the factory m4 for 
future lubrication by users we secure 
the lubricant packed into two sizes of 
nozzle type tubes for distribution 
through our dealers.” 


This progressive manufacturer con- 
siders effective lubrication so im- 
portant to good tool operation, 
they have arranged to have a 
Lupripiate Lubricant packed in 
tubes under their label. These tubes 
are distributed through dealers 
selling Porter-Cable Electric Tools. 
LuBRiPLaTE is conveniently available for 
lubrication of tools in use. Result: maxi- 
mum tool performance with minimum 
maintenance. 


LUBRIPLATE 
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There is a Lusriptate Product best for your 
every lubrication requirement. Let us send 
you case histories of savings that others in 
your industry are making through the use 
of Lusaretate Lubricants. Also packed in 
handy tubes for use in portable tools, guns, 
fishing reels, lawn mowers and household 
appliances. 


LUBRIPLATE DIVISION 
Fiske Brothers Refining Company 


Newark 5, N. J Toledo 5, Ohio 
Dealers Everywhere... 
Consult Your Classified Telephone Book 


The Modern 
pee 


bricant 





ITS EASY 
TO SELL 
POPULAR ITEMS 


LUBRIPLATE Lubricants are popular. 
Just look at the advertisement along 
side of this column. Here is a nation- 
ally known manufacturer of portable 
tools that thinks well enough of 
LUBRIPLATE Lubricants to not only 
use them for factory lubrication, but 
to distribute them in tubes for con- 


venient relubrication. 


There is but one reason why Porte: 
Cable is doing this. Their only inter 
is the performance of their tool 
LUBRIPLATE Lubricants make thosé 
tools run better and last longer; henc 
Porter-Cable is interested in the wid 
use of LUBRIPLATE Lubricants i 
them. 


It's the same in every industry id 
which you call. LUBRIPLATE Lubris 
cants are doing outstanding jobs. I 
fact, in many places they are doin 
things conventional lubricants can’ 
even touch. Sure they are popular, an 
deservedly so. It is, therefore, eas 


for you to sell them and best of all 
you can sell the same customer oved 
and over again. That's low cost repeat 


business. 


And too, the LUBRIPLATE sales 
policy protects and helps the Industrial 
Supply salesman. Protected territories, 
competent factory representatives, 
plenty of sales producing literature, 
continuous advertising with a punch in 
every advertisement are behind every 
LUBRIPLATE 
Lubricants. Are you one of the sales- 


men who is cashing in on this popular 


salesman who sells 


line? 


(ADVERTISEMENT ) 








... for every purpose 
...and any challenge 


. Se BASEN. \ 
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H. K. Porter Acquires 
Watson-Stillman Company 
H. K. Porter Co., 


has acquired The 
Co., Roselle, N. J 
forged steel 
equipment 

Operations at Watson-Stillman will 
continue under the direction of Edwin 
\. Stillman, president. The Watson 
Stillman Fittings Division will be 
operated as a division of H. K. Porter 
Co., Inc 

The acquisition is in line with 
Porter's continuing policy of diversifi 
cation. In little more than two vears 
the company has acquired Quaker 
Rubber Corp., Connors Steel Co., 
Buffalo Steel Co., Delta-Star Electric 
Co., and now, The Watson-Stillman 
Co 

The company 


Inc., Pittsburgh, 
W atson-Stillman 
, manufacturers of 
fittings and hydraulic 


through its various 
divisions now manufactures products 
for all segments of industry with 
Quaker Rubber Corp., Philadelphia, 
manufacturing industrial + 
ucts; Connors Steel Co., 
ind Buffalo Steel Division, Tona 
wanda, N. Y., producing steel and 
light steel products; Delta-Star Fle« 
tric Co., Chicago, designing and man 
ufacturing high voltage — electrical 
equipment; Hinderliter Tool Co., 
l'ulsa, producing lubricated — plug 
valves and oil drilling equipment; and 
the newly acquired Watson-Stillman 
Co. manufacturing a complete line of 
forged steel fittings and hydraulic 
equipment. In addition to these man 
ufacturing plants Porter operates a 
group of oil field supply stores through 
its Jarecki International Supply Divi 
sion with headquarters in Dallas 


tbber prod 
Birmingham, 


Two New Salesmen 
Join Hawley Hardware 


The Hawlev Hardware Co., Bridge 
port, Conn., recently 
men to its staff 

Warren Baxter, a World War I 
veteran, was assigned the territory of 
Stamford and South Norwalk, Conn., 
on joining the company. The other 
new outside salesman, now on general 
assignments, is William B. Kurtz, who 
recently completed a two. 
duty wa Nav il officer 


idded two sales 


car tour of 


‘NEWS - 





MANUFACTURER 











J. E. Dilworth Co. Gives Award to Brothers 


Honored for service—Walker Wellford Jr. (left) president of J. E. Dilworth Co., 
Memphis, Tenn. expresses the firm’s appreciation to Walter and Guy Hoshall for 


their long service 


Long and conscientious service that 
began when J. E. Dilworth Co., Mem- 
phis, Tenn. opened its doors on April 
1, 1920 brought gifts and tribute to 
the Hoshall brothers, Walter and Guy. 

Walter Hoshall, a bachelor heads 


the pricing department. He lives with 
his brother, Guy, who is city salesman. 
Both men are fond of outdoor sports, 
particularly golfing and fishing. Mr. 
Wellford, Jr., presented the brothers 
with gifts to pursue their hobbies. 





Seither & Ellis Appoints Sales Manager 


Theodore Blumenfeld 


Seither & Ellis, Inc., Newark, N. J., 
distributor, has appointed a new sales 
manager and outlined plans for future 
expansion and improved quarters and 
operations. 

Theodore Blumenfeld, sales repre 
sentative with the company for many 
years, has taken over direction of the 
sales force. The first sales meeting 
outlining the new manager’s policy for 
increasing volume was held recently. 

Other company plans call for fur 
ther renovation of the salesrooms, im- 
proved telephone service, and a larger 
store display area. 

Long range projects include oe 
menting the field and _ telephone 
sales force and improving delivery 
service 
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Templeton Kenly Starts New Plant 


sa 


Executives of Templeton, Kenly & Co., 
President J. B 


Broadview, Ilmois 


Construction of the new Broadview, 
Ill., plant of ‘Templeton, Kenly & Co., 
Chicago, was started recently when 
cight-year old “Flip” ‘Templeton, son 
of Company President J. B. Temple 
ton, turned the first shovel of earth. 

The 96,000 square foot plant is to 
be located on a five-acre tract and is 
expected to be completed next fall. 

he single story plant has been laid 
out for high efficiency production of 
all types of Simplex lever, screw and 
hydraulic jacks. A unique feature of 
the design is a centrally-located mez 
zanine parts storage area accessible to 
both machining and assembly sections 
of the plant 

The modern office section is to be 
built of face brick and shot sawed 
limestone to harmonize with the 
of the bordering Westchester 
residential district. 


homes 


Ward-Nagel Tool Supply 
Names New Officers 

Ward-Nagel Tool Co., Bridgeport, 
Conn., has been reorganized under a 
management headed by Roy S. Ward 
is president and treasurer 

G. B. Jacobs is vice president, 
Charles D. Ward, secretary, and David 
Engelson, assistant treasurer. Wen- 
dell J. Barry and E. R. McPherson are 
handling outside sales. 

The company has downtown office 
space and has rented a warehouse on 
Howard Ave. Future plans call for 
larger, centralized quarters. 


Chicago, look on 2 
Templeton breaks ground for new plant in 


ahi 


cs , ip 
% we 


+. tt 
’ . 
So 48 M3 


‘ 


vith retirees 





Morse Twist Drill Names 
Philadelphia Manager 


Morse Twist Drill & Machine Co., 

New Bedford, Mass., has appointed 
. T. Maidens as manager of the 
Philadelphia territory. He will be 
assisted by William Rogers. 

Mr. Maidens was transferred from 
the Indiana territory. James D. Oak- 
ley, working under the ‘supervision of 
district manager Frederick Helms, will 
take over the Indiana post. 


J. T. Maidens 


Campbell Supply Fetes Employees 


Retirement cake-cutting is supervised by Wallace Campbell, 
president, Campbell Industrial Supply Co., 
Bill Riechers and Charli 


Seattle, Wash., 
Knox doing honors 


Officers and employees of — the 
Campbell Industrial Supply Co., Sc 
attle, Wash., honored Wilham Riech 
crs, in charge of pricing, and Charles 
WW. Knox, in charge of adjustments, 
on their retirement on July 18 at a 
party given in the penthouse of the 
firm’s headquarters. 

Mr. Riechers had been with the 
Campbell organization for 18 years. 
During all of that time he had been in 
charge of the pricing department. 
Wallace Campbell, president of the 
company, termed Mr. Riechers a store- 
house of knowledge on industrial sup 
plies and heavy hardware 

Mr. Knox was with Campbell's for 
10 years. He came with the company 
at the time it was struggling to re 
establish itself following a disastrous 
fire on April 18, 1942. 

Mr. Knox is a Seattle pioneer. He 
had been a sales representative for the 
Mitchell-Lewis and Staver Co.; the 
Continental Wood Pipe Co.; Dun 
ham, Carrigan and Havden Co.; West 
ern Hdwe. & Metals Co., and the 
U.S. Steel Corp. One of his favorite 
stories of the old days concerns his 
time with the Western Hdwe. & 
Metals Co., when he was the first 
salesman to call on and have his firm 
extend credit to the late Henry Isaac 
son, who founded the Isaacson Tron 
Works in Seattle. 

At the party, a gift was presented 
to each of the retiring employees. Both 
plan to devote considerable time tour 
ing the Far West. 


FOR ADDITIONAL NEWS SEE NEXT PAGE eee ol 











Flexible Steel Lacing Co. Promotes Two 


John Ramsey, new sales manager of Flexible Steel Lacing Co., Chicago, receives a 
good luck handshake from Hugh Coats, former sales manager and now secretary, as 


t omipany sre 


ent annual sales meeting gets underway 


Raybestos-Manhattan Opens New Warehouse 


~ ee epee 


DENVER has new warehouse recently opened by Raybestos-Manhattan, Inc., to 


serve Rox 


ky Mountain and Western Canadian industries and oil fields 


Dept. of Commerce To Set Up Distribution Unit 


Secretary of 
Sawye! 


Commerce Charles 
has announced that, in con 
nection with a planned reorganization 
of the Department of Commerce, a 
section will be established devoted to 
the interests of “distribution”. 

Mr. Sawyer said, “In our desire to 
stimulate production as a method of 
raising the standard of living and 
meeting the problems of inflation, we 
have been tempted to neglect and to 
1 certain extent have neglected the 
clement of distribution American 


industry must put forth as much 
effort in connection with distribution 
techniques as it has with production 
techniques. 

“Up until this time the main em- 
phasis of the Department of Com- 
merce, as well as American industry in 
general, has been upon development 
of production. It is my intention to 
eben Department of Commerce ac- 
tivities to give greatly added emphasis 
to the development of the field of 
distribution.” 


Lees, Tinsley Address 
Power Transmission Group 


Lewis H. Lees, Jarrett Compressor 
Co. and president of the North Jersey 
Chapter, and Roe F. Tinsley, indus- 
trial marketer with the New York Sales 
Division of Gulf Oil Co. were the 
guest speakers at the recent jot mect 
ing of the New York an North Jersey 
Chapters of the Power Transmission 
Council. 

The meeting, held at the Roger 
Smith Hotel in New York, was at- 
tended by some thirty members of the 
two clubs. 

John F. Mansfield, president of the 
New York Chapter, welcomed the 
North Jersey group and introduced the 
speakers. 

Mr. Lees described the principles of 
air cylinders and air motors, demon- 
strating with actual equipment. Mr. 
Tinsley’s topic was “Selling the Indus- 
trial Market.” He stressed five steps 
for successful selling: preparation prior 
to the call, approach and introduction 
(building prestige for yourself), atten- 
tion and interest, creation of the de- 
sire to buy, and closing with an order. 
Surveying the potential in a given 
area, he said, was particularly impor- 
tant in the industrial market. 


Fairbanks, Morse & Co. 
Makes Executive Changes 
Fairbanks, Morse & Co., Chicago, 


has announced a number of executive 
appointments in sales and manufac- 
turing. 

S. L. Fry, formerly manager of the 
Omaha Branch Diesel Department, 
has been named assistant manager of 
the Pump Sales Division with head- 
quarters in Chicago. With the com- 
pany since 1939, he was a sales engi- 
neer in the Omaha territory for 8 
vears. In 1949 he became Omaha 
Diesel Department manager. 

W. E. Watson, manager of the 
company’s Pump Manufacturing Divi- 
sion for the past several years, has 
been promoted to the post of assistant 
to the manager of manufacturing at 
Chicago. 

Paul R. Flood, manufacturing man- 
ager since 1950 in the Beloit, Wis., 
Works, has been transferred to Po- 
mona, Calif., as general manager of 
the Pomona Pump Works. He suc- 
ceeds Charles L. Barrett, named con- 
sultant in the Pump Division. 

Lewis H. Kessler has been ap- 
pointed chief hydraulic engineer at 
the Beloit Works, succeeding R. C. 
Glazebrook, on special assignment re- 
lating to their new plant under con- 
struction in Kansas City, Mo. 
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Stormy Weather Brings in Business For Riechman- Crosby 


Perhaps there are more orthodox 
methods of selling chain saws, but 
Riechman-Crosby, Memphis, Tenn., 
have discovered a unique, profitable 
way that creates good will and adds to 
their customer list. 

When high winds and stormy 
weather hit their area, Riechman- 
Crosby expect at least one call about 
a fallen tree. ‘This is a result of their 
reputation for volunteering to saw up 
anyone’s fallen tree in exchange for 
the logs. The logs are transported to 
their warehouse to be used to demon 
strate chain saws to prospective cus 
tomers. And the logs are also used 
to test saws that come in for repairs. 

Recently a white oak tree fell over 
in the yard of V. V. Vawter in Mem 
phis. Although the tree seemed in 
excellent condition, the roots 
diseased and the tree fell without 
warning. On the job Riechman 
Crosby used three types of saws to 
cut up the tree. One saw for limbing, 
and a bow saw and straight rail saw 
for cutting the logs to length. 

Mr. Vawter was so pleased with 
Riechman-Crosby’s volunteer service 
that he became a new customer—not 
on chain saws, but he did buy elec 
trical equipment, an attic fan, and 
miscellaneous tools. 

Some distributors may frown during 
stormy weather, but not Riechman 
Crosby—they wait for a call for Opera 
tion Fallen Tree. An opportunity to 
perform a public service—and add 
satisfied customers to their growing 
list. 


were 


Skilsaw Shortens Name: 
It’s Now Skil Corp. 

Skil Corporation is the new name 
of Skilsaw, Inc., Chicago manufacturer 
of portable electric and pneumatic 
tools. 

Bolton Sullivan, company president, 
said the firm had “outgrown” the old 
name. “During our 28-year history, the 
Skil product line has expanded from 
one portable electric saw to over 150 
different Skil tools,” he said. “This 
enormous expansion has left the name 
Skilsaw limiting in its descriptive value 
since we manufacture not only saws, 
but also many other types of portable 
power tools, including drills, sanders, 
grinders, drivers and polishers.” 

The new name ties in with the 
“Skil” trademark used on the com- 
pany’s products. 


Operation fallen tree—Frank Shope, Disston district manager, C. R. (Dick) Crawford, 


Superintendent Chain Saw Dept., 
Rufus Jones, R-C Chain Saw Mechanic, 


Riechman-Crosby Co., 


Memphis, Tenn., and 


go to work on fallen tree 





Cling Surface Co. Elects President 


Gordon N. Parker has been elected 
president of the Cling-Surface Co., 
Buffalo, succeeding the late Dr. Wil 
liam D. Young, who had headed the 
company since 1930. 

Mr. Parker joined the company in 
1929, serving first in the plant, then 
as ‘salesman, secretary treasurer and 
later general manager of domestic ac 
tivities. He travelled throughout the 
country for many years, beginning at 
the time when the company sold its 
products direct. 

Later he was instrumental in con 
verting the firm from direct to dis 
tributor selling, a policy which it now 
follows. 

Mr. Parker is starting a new sales 
and national advertising program to 
publicize the company’s products, in 
cluding a fan belt dressing recently 
introduced. 

\ director of the Power Transmis- 
sion Council, Mr. Parker is also a 
member of the Distribution Commit 
tee of the National Association of 
Manufacturers and the Industrial Dis- 
tribution Committee of the Buffalo 
Chamber of Commerce. He is a 
former president of the Buffalo World 
l'rade Association. 


FOR ADDITIONAL NEWS 


Gordon N. Parker 





Western Editor Named 


INpusTRIAL DusrrisuTion has re- 
cently appointed Robert Slater to the 
post of Western Editor. 

Mr. Slater, who has been an assist- 
ant editor with the magazine for two 
years, will work out of Chicago. His 
offices will be in the McGraw-Hill 
Bldg. at 520 North Michigan Ave. 


SEE NEXT PACE —> 











Gierston Tool Co. Gets New Quarters In Elmira, N. Y. 


New home of Gierston Tool Co., 
mira, N. ¥ 


Spacious offices in which modern equipment prevails are a 
part of the new setup, which includes a one-story section 


2 ae, et . 
An original feature is the clinic-display 
room, outfitted for actual demonstra 
thon 


at 508 College Ave., El 


has an adjacent parking area of 50 x 50 feet 


I'he Gierston Tool Co., has in 
creased its operating space three-fold 
by moving from 326 East Water St. 
to 508 College Ave., in Elmira, N. Y., 
where its finishing remodelling and 
operations are now concentrated. The 
company purchased the former Na 
tional Biscuit Co. plant at the College 
Ave. address last December and moved 
into it on April 1, this year, after re 
modelling 

The new quarters include a two 
story building 50 by 73 ft., a one-story 
portion 50 by 36 ft., and a former 
garage 50 by 60 ft., as well as a parking 
area 50 by 50 ft. adjacent to the two 
story portion of the building. For the 
first time since the firm was organized 
in 1940, all operations are now concen 
trated in one building—offices, stock 
room, warehouse. The new address is 
out of the congested area making it 
convenient for pick-ups as well as 
callers to the offices. 





Ample display space for visitors to inspect products is pro- 
vided in the 2-story building, measuring 50 by 73 feet 





Efficient stockrooms feature steel shelves; broad aisles 
arrangement corresponds with inventory records 


Stock 


According to IF. W. Gierspeck, 
president, the new quarters offer con 
siderable opportunity for the firm and 
sales staff to give better service to cus 
tomers. ‘The former garage has been 
remodelled to provide a large Demon 
stration-Display Room, an innovation 
made possible by the increased space 

rhe initial use of the Demonstra 
tion-Display Room was a_ three-day 
grinding clinic staged on Oct. 1, 2 and 
3. The room is outfitted with ample 
current outlets to set up machinery 
and tools for demonstrating and oper- 
ating. Clinics on drilling and tapping, 
finishing, etc. are planned for the fu 
ture. Attending will be purchasing 
igents, shopmen, tool and planning 
department workers, plant engineers. 

The new stockroom has been 
equipped with all new steel shelving 
on which stock has been arranged to 
correspond as nearly as possible to the 
perpetual inventory record. 


ADDITIONAL NEWS STARTS ON PAGE 192 





There's a 
YALE 
hoist for 


' 


The Yale Cable King 
Electric Hoist elimi- 
nates virtually alldown- 
time from hoisting oper- 
ations. Exclusive Cable 
King Positive Load 
Brake Lubrication min- 
imizes heat created by 
friction. And the exclu- 
sive Cable King Cooling 
System circulates air 
into all parts of the 
Braking Mechanism. 
Result: A Hoist that 
gives you continuous 
day-long, top-speed 
service. 
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ORE AND MORE of your customers 
M are being told consistently in their 
favorite magazines how YALE Hand and 
Electric Hoists cut the High Cost of 
Lifting. 

YALE is telling your customers, too, 
that you’re the man who can help them 
most with all their lifting problems. You 
can help them save more on every lifting 
job, with a modern, dependable YALE 
Hoist—such as the YALE Cable King 
Electric Hoist pictured. 

That’s why the time is ripe for you to 
close new, bigger YALE Hoist sales. YALE 
gives you the most interesting sales 
story your customers ever heard —a story 


of savings in time, cost and manpower 
that begins the day their new YALE 
Hand or Electric Hoist is installed. 


YALE isa registered trade mark of the Yale & Towne Mig. Co. 


YALE & TOWNE 





The Yale & Towne Manufacturing Co., Philadelphia 15, Pa. 
YALE HAND AND ELECTRIC HOISTS e¢ YALE GAS AND ELECTRIC INDUSTRIAL TRUCKS « YALE WORKSAVERS e¢ YALE HAND TRUCKS 
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Selling Is Miy Business e ec ec Dol realize that | am 


the ‘go-between’ for my company and my customer? . .. Make use of available information? 


MARION G. WALTERS, JR.: 


Give Technical and 
Operating Information 


Selling 
water 


domesti ind = industrial 
tems has often 


highly spec 


been con 
ialized job re 
quiring long experience. But Marion 
CG. Walters, Ji heading the water 
tem department of Morgans, Inc., 
f Savannah, Ga., has found that there 
ufhicient information readily 
ible for anv industrial 
do a creditable job 
Most important, say Nir 


that 


ider d ! 


wail 
ilesman to 


Walters, 
fundamental require 
followed if the cu 
t in 
ide the needed service 
vs that, first and 
pump sale, it is 
the pump of suff 


pump OT 


certain 
must be 


idequate system 


capa \ 
that 1 too 
of complaint and 
It will discourage 
Ihe best wav to avoid 
to obtain full de 
customer as to the 
of water supply, the water re 
ment ind future needs. With 
information it is not too difficult 
» make proper recommendations 
wage tank should be of 
il size to do the best job. A 
tank provides a storage 


storage 
ilwavs a 
unsatisfac 


small is 
new 


1 Situation 1 
from the 


reSCTVE 
in case of emergency. Also, it requires 
to obtain daih 
These are advan 
vuld be brought to the 
customer 
savs that 
customers 


less frequent pumping 
water requirements 
tage ; which he 
ittention of the 

Mr. Walters 


rective 


many pros 
made 


friends and 


pump have 


imnquirics among their 
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neighbors before making the purchase 
venture. They may not have 
formed a set opinion or decided on 
type of installation. Such a customer 
is most receptive to full technical and 
operating information. 

This is the time, Mr. Walters savs, 
when the well-informed salesman can 
be of greatest service to insure best 
customer satisfaction All availabk 
data should be presented and_ the 
water system explained and demon 
strated, if possible 

Mr. Walters cautions that follow-up 
on sales is important as it demon 
strates personal interest in the cus 
tomer. It makes for lasting friend 
ind certainly gains new customer 


Or may 


M. A. BREAULT: 


Put Yourself On 
Both Sides of the Desk 


“I always try to picture myself on 
both sides of the desk to determine 
what decision would be to the best 
idvantage of both my company and 
mv customer,” savs M. A. Breault, 
salesman for Sager-Spuck Supply Co., 
Inc., Albany, N. ¥ 

I feel that I am onlv the go-be 
tween for my company and my cus 
tomer. Of course, if a tie should oc 
I take the customer's side—after 
ill, my income depends on his pur 


cur, 


chases 

“Honesty to mv customer and my 
company has been number one on my 
list of principles during the fifteen 
vears I've worked for Sager-Spuck 
Supply Co. Honesty in my judgment 
ind decisions in producing a good 
dav’s work is my motto.” 


Mr. Breault has found that travel 
time doesn’t pay off. To overcome 
this, he plans on leaving his home so 
that he can make his first call at 
9 am. He has also found that the 
office is about the poorest place pos 
sible for him to get an order—so h« 
stavs awav as much as he can, going 
in only when necessary for catalogs 
and information. 

“Realizing that industry was built 
on power,” Mr. Breault savs, ‘“‘a studs 
of transmission and material convey 
ance seemed important to me. Thus 
I keep myself well versed in this field 
and interested in my job 

“When asked for any particular 
item we handle and the cost, I like to 
analyze the inquiry and quotation 
verv carefully, to be sure our client 
will get the most for his money. ‘This 
policy has paid good dividends, and 
has won us the 
trade.” 

Mr. Breault never figures a trans 
mission job short of power to mect 
competition. He would rather los 
the order than go against his better 
judgment. His company is well staffed 
with industrial experts, and holds fr 
quent consultations on difficult prob 
lems. This team work has also paid 
off. Mr. Breault believes 

Mr. Breault’s principles have won 
him prestige in the trade and camed 
him success in selling 


confidence of our 


“About that order you gave me, J. D., 
could we make it—let’s say, three car- 
loads?” 





RUST-OLEUM 
makes your 
Sales job 
easier 

with 
powerful 
ads 


Newsweek, Business 


} 
Week, U. S. News, | ; 
Factory, Mill and Factory, 
Modern Industry and 
35 other leading » 


business publications! Protects Tanks, Girders, Fences, Stacks, 
Metal Sash, Roofs, Buildings, 


TALK RUST-OLEUM So ae 
ON EVERY CALL! Rape (855 surver: a usr outus 


specialist will gladly survey 
your rust problems. He'll 
make specific tests and 
recommendations. No cost 
or obligation See Sweets 
for complete catalog and 
nearest RUST 
OLEUM distri- 
butor, or write 

Look for this label for literatureon 

Be sure it’s genuine your company 

RUST-OLEUM! letterhead 


RUST-OLEUM CORPORATION 


2414 Oakton Street, Evanston, Illinois 
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Stopping Rust with RUST-OLEUM 
769 DP. Red Primer 


ike this \ RUST-OLEUM 
ma : 


in Time Magazine, 


All Colors, Aluminum and White— 
Beautifies As It Protects! 


This practical coating may bé 
applied directly over surfaceg 
already rusted without removea 
ing all the rust! Simply wire¢ 
brush and use sharp scrapers 
to remove rust scale and loose 
particles .. . sandblasting and 
chemical pre-cleaning are not 
usually required. Easy to apply 
by brush, dip or spray .. . dries 
to a firm, pliable coating. Cut 
your maintenance costs, save 
metal—with RUST-OLEUM! Prompt 
delivery from Industrial Distri- 
butor stocks in principal cities. 


CLIP THIS TO YOUR LETTERHEAD 
MAIL TO: RUST-OLEUM CORPORATION 


2414 Cakton Street, Evanston, Illinois 


Pieas2 send complete information 


on Rust-Oleum 











ON THE MARKET .... 


HERE ARE THIS MONTH'S NEW AND IMPROVED PRODUCTS 

















Metal-Cutting Saw 


Segmental 
No Aligning Rivets 


\ new segmental circular metal 
cutting saw has been introduced. Ac 
ording to the manufacturer up to 30 
percent more productive life can be 
expected from this new saw 

Called the Disston Chromos, the 
new saw features segments which are 
locked together by flexible tightening 
pins instead of rivets. This design is 
said to insure perfect alignment of the 
segments around the entire cutting 
and gives longer life to the 
saw because there are no aligning 
rivets to limit sharpening. It also 
makes possible quick replacement and 
automatic alignment of segments 

These saws are available 
eters from 11 


edge, 


in diam 
to 63 inches and with 
various tooth spacings for cutting any 
ferrous or non-ferrous metals. Center 
holes are custom drilled for perfect 
fit 

Henry Disston & Sons, Inc 


delphia, Pa 


Phila 


Electric Tools 


Feature One 
Interchangeable Motor 


\ new, improved group of Speed 
matic portable electric tools featur 
ing one interchangeable motor has 
been introduced. This set of machines 
includes two Routers, a Planc 


Lock Mortiser 


and a 


132 


Ihe Routers, (Model 511) are 
used with an assortment of bits and 
cutters for grooving, veining, shaping 
molding, coving, rabbeting, dadoing 
and other shapes which the makc 
states ordinarily require large statfon 
ary machinery 

Ihe Speedmatic Electric Plane 
(Model 512) utilizes the interchange 
able power unit from the Model 511 
Router to save the cost of an extra 
motor. The Lock Mortising Machin« 
Model 513) also accommodates the 
interchangeable power unit. The 
maker adds that the power unit in th 
new Model 511 Router can be adapted 
to earlier models of Speedmatic 
Planes, Sharpeners, Mortisers and 
Shapers. 

Porter-Cable 
cuse, N. Y 


Machine Co., Svra 





Wire Cup Brush 


Removes Rust, Scale 
Paint, Welding Slag 


\ new wire cup brush with re 
placeable filler has been developed for 
the removal of rust, paint, scale and 
welding slag from railroad equipment, 
tanks, gears and other metal surfaces 

Ihe brush, an addition to the 
Company's Rubberlokt line, consists 
of inner and outer metal adapters 
with a replaceable cup-shaped filler 
in which the wire bristles are anchored 
in place with rubber 

According to the maker the new 
brush is expected to be more eco 
nomical because the metal adapters 


need be purchased only once. The 
cup shaped filler can be replaced any 
number of times. The brush is said to 
feature improved balance, shock ab 
sorption and bristle retention. It will 
be available in wire gauges 
from .014-in. to .028-in 
Hewitt-Robins, Inc., Buffalo, N. Y 


ranging 
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Masonry Drill 


Removes Dust 
As It Drills 


\ new, improved “Live-Spiral” 
fluted masonry drill incorporating a 
new design for dust removal has been 
announced 

According to the manufacturer this 
new drill automatically lifts dust from 
the hole as it drills, thereby eliminat 
ing packing of dust particles which 
stall the dnll and necessitate subs« 
quent lifting of the drill from the 
hole for cleaning. The dmill is tipped 
with Carboloy cemented carbide 
which is said to give it an extremely 
long lif 

Because of the lack of jamming 
and resulting steady drilling action, 
the maker states that the motor lifc 
on electric drills is expected to in 
crease. Less operator fatigue is an 
other advantage to be expected. 

In pre-markcting tests conducted by 
the maker the new drill was used suc 
cessfully in all types of masonry, in 
cluding concrete, brick, plaster, slate 
ind asphalt. 
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Ihe drill is available in a complete 
range of commonly-used from 
s-in. up. Sizes from %%-in. to 4-in. 
are available to fit a 4-in. chuck. The 
4-in. drill is available with a 
4-in. shank. Larger sizes are available 
in the 4-in. shank size only. Thes« 
drills are also packaged in three new 
special “job-designed”’ kits 

Carboloy Dept., General Electric 
Co., Detroit, Mich 


S17¢S, 


also 





Spray Paint Gun 


Dual-Feed Head 
Blends Paint and Catalyst 


\ new type spray painting gun has 
been developed for the application of 
the recently developed epon resin 
paints 

According to the manufacturer, the 
blending of the paint and the catalyst 
is accomplished with a dual-feed head 
on the gun. Because of the rapidity 
with which the paint sets up after the 
catalyst is added, the two are blended 
ifter thev leave the gun. Correct bal 
between the paint and the 
catalyst is of utmost importance, and, 
it is said, that this new out- 
standing in this respect 

he spray gun is essentially a heavy 
duty production gun with the pre 
cision catalyst feed system added. The 
exterior location of the catalyst noz 
zles lets the operator keep an eve on 
the flow of the catalyst. 


ance 


gun is 


Che hook-up for the catalyst paint 
ing system consists of the gun, an air 
line, and lines for paint and catalyst; 
2 pressure tanks (one for paint and 
one for catalyst), and gauges and fit 
tings. ‘To assure a correct feed-rat.o 
of catalyst to paint, the same ait pres 
sure is used on both the catalyst and 
paint tanks. All fittings have standard 
pipe threads to speed hook-up and 
transfer of equipment. 

According to a leading paint com 
pany, remarkable results have been 
obtained using this catalyst painting 
system on extcrior steel structures ex 
posed to abrasion, weathering and air 
borne chemicals. And there are indi 
cations that the applications for the 
new airdry coating will expand to in 
clude marine, farm and other mainte 
nance uses 


Binks Mfg. Co., Chicago, Il 














Stop-Countersink 


Non-Rotating Head 
Positive Lock Adjustment 


A micrometer Stop-Countersink 
with a non-rotating head and positive 
lock adjustment is now available 

According to the maker adjustment 
is in 1/1000-in. increments; making 
it possible to achieve precision coun 
tersinking in an easy manner. 

lhe maker adds that speed of pro 
duction should be increased as it is 
no longer necessary to hold the Stop 
unit from revolving with one’s frec 
hand. Also new is the way the unit 
The 
new method gives the gun a shorter 
over-all length bringing overhang 
down to a minimum and making it 
possible to work in closer quarters. 


is fastened to the operating gun. 


Another feature pointed out by the 
manufacturer is the full range adjust 
ment of the cutter from zero to 
maximum countersinking depth. 

Severance Tool Industries, 
Saginaw, Michigan 


Inc., 


Abrasive Gritcloth 


Open-Mesh Design 
Eliminates Clogging 


\ new abrasive sanding fabric for 
finishing jobs on either wood or metal 
has been introduced. It is said to re 
sult in faster production, less wasted 
time and 
costs 

The open-mesh design in Gritcloth 
does away with clogging by letting 
the removed particles flow through 
the mesh openings. According to 
the manufacturer, this gives the prod 
uct its long useful life, since the sharp 
abrasive particles can keep on cutting 
This product can be used both sides, 
wet or dry, flat or folded, and by ma 
chine or hand. The maker claims that 
actual tests show 10 to 15 times the 
life of ordinary coated papers 

Bay State Abrasive Products Co., 
Westboro, Mass 





Reversible Ratchet 


Instantaneous 
Reverse Action 


A new reversible ratchet, which is 
said to provide unusually small incre 
ments of ratchet action, has been in 
troduced. 

\ccording to the manufacturer, ro 
tation of nuts in close quarters is casiet 
and faster than with ordinary ratchets 
The design of this new ratchet pro 
vides instantaneous reverse action and 
one-hand operation. A comfortable, 

(Continued on page 137) 


FOR AN INDEX OF MANUFACTURERS’ PRODUCTS, SEE PAGE 137 
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THE DEMAND 


NATIONAL 


You can fill the ever-growing demand 
for utmost performance, economy, 
and dependability in cutting tools 
from the complete NATIONAL line. 
It includes Twist Drills, Reamers, 
Counterbores, Milling Cutters, End 
Mills, Hobs, and Special Tools. . 


NATIONAL TWIST DRILL 
AND TOOL COMPANY 
Rochester Michigan U. &. A. 


Distributors in principal cities. Factory Branches 


New York, Chicago, Detroit, Dallas, San Francisco 


(inicio 





your pulleys will drive your 
machines only as well as your 
belts drive your pulleys 


* 
if you want 
more production, 


| get @&@ leather belting for 


more production-power 


Get a Graton & Knight “Live Traction” Leather Belt — 
because it is engineered to transmit maximum uniform 
horsepower at correct speeds and sustained R.P.M. — 
with ample reserve for load peaks, and “fluid drive 
action” to absorb starting torque and load shocks. 

For tough conditions, cross, shifter and idler drives, 
HEART OAK top grade center stock oak tannage. For 
short center, small pulley, cone pulley and serpentine 
precision drives, RESEARCH® premium quality. For 
ambient conditions (steam, oil, water, acid and alkali 
fumes) SPARTAN® combination tannage . . . Whatever 
your conditions, you'll get more production-power with 
Graton & Knight Engineered Leather Belting. 


second centu 


GRATON 
KNIGHT 





ee 
a 
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and keep 

your belts pulling for you 
Stop belt slippage — prolong belt 
life with GRAKO® CLEAR Belt 
Dressing, result of 100 years expe- 
rience in leather tanning and belt 
monufacture. Preserves and lubri- 
cates the fibres. Pint, quart and 
gallon cans—5-gallon and 50-gal- 
lon drums. Send for circular. 


New Belting Catalog and Manual 
shows how to get more production- 
power with leather belting, Our 
representative will deliver your 
(free) copy upon request. 
GRATON & KNIGHT COMPANY 
Worcester 4, Massachusetts 


engineered leather belting 


for more production-power 








On The Market Today 


(Starts on page 132) 





knurled handle affords the operator a Live Centers 


firm, safe grip. 

This new ratchet is made from Heavy Duty 
selected alloy steel, heat-treated, highly Short Overhang 
polished and chrome-plated. This , f only 
slender, balanced “Superratchet”’ is Maximum eon as. 
said to have an exceptionally durable 0002-in. is caimed mes oo _ 
concentric type mechanism of 82 duty Live Centers developed as an 
tooth action. addition to the maker's line. 

J. H. Williams & Co. Buffalo Having a maximum rating of 6400 
N. Y. : 


(Continued on next page) 





Index of Manufacturers’ Products 


Metal Cutting Saw Pipe Unions 
Henry Disston & Sons.... 132 Catawissa Valve & Fittings 


Electric Tools Wesnien 
Porter-Cable Machine Co.. 132 


Plomb Tool Co 


Wire Cup Brush Extinguisher Cart 
Hewitt-Robins Inc The General Detroit Corp. 144 


Masonry Drill Base Forks 


Carboloy Dept., General The Raymond Corp ae 
Electric Co 132 PUTS YOU AHEAD 


ee ae Collet Closer IN SALES 
peay Fant Gun Williams Metal Products.. 146 Vour queues <— lesms- snd anal 
Binks Mfg. Co plants, repair shops, construction com- 
Pneumatic Remote Control oa bag Sonn oe —— 
Stop-Countersink U. S. Electrical Motors, Inc. 148 poate yo 8 “seg Basan ens, Hy 
Severance Tool Industries, swing, they need fast, effort-saving 
Tube Bender portable hoists — hoists _ are light, 
y to carry, h D a se any- 
. é The Imperial Brass Mfg. Co. 150 whew, Tide Mamiace Chak 
Abrasive Gritcloth Blocks have all these advantages — 
, Se ” . ° and more. That is why these one-man 

Bay State Abrasive Products Pliers hoists go over big everywhere. 
Mathias Klein & Sons.... Bulletin 398 is packed with facts on 
the exclusive features, operational and 
ao test data that quickly convince pros- 
Reversible Ratchet Seal pects of the superior efficiency, dura- 
J. H. Williams & Co Lake Chemical Co bility, and economy of ‘Budgit’ Alu- 
minum Chain Blocks. Use it to boost 
Ste Piece Pli your sales record. More copies are 

lV er 


yours on request. 
Holub Industries, Inc Champion DeArment Tool 





“BUDGIT’ 1-BEAM TROLLEYS [ 
ee Ie 
— he hor Bolt Protective Coatings ceenen shea Sasa 
Super-Gnp Anc 3 ~ é a 

Co., Inc Markal Co oweees lead Go welt a a 


Special Tools Tote Box 


Duro Metal Products Co. . Stewart Parker Co kg el 


@ 
Leak Proof Seal — et CHAIN BLOCKS 
Bell & Gossett Co 


156 MANNING, MAXWELL & MOORE, INC. 
| MUSKEGON, MICHIGAN 

Height Gage i | Builders of “Shaw-Box" Cranes, “Budgit’ ag 

The L. S. Starrett Co.... Super Tool Co.......... 158 pag Gs Re BR Vee 


ties. Makers of ‘Ashcroft’ Gauges, "Hancock’ 
Valves, ‘Consolidated’ Safety and Relief Valves, 
and ‘American’ Industrial instruments. 
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HACK SAWS =— BAND seme NES 
<< " >> 
ae 


REQUEST YOUR COPY TODAY! 
BARNES ywEW 
HANDBOOK OF METAL SAWING 


‘c-> 
/ mowstess 
i] paarepad 


ot Barnes Biedes 
end orher ndverel 
wrodvas 


PACKED WITH 
FACTS FOR 
ANYONE WHO 
USES OR BUYS 
HACK SAWS OR 
Bornes new Handbook of Metal BAND SAWS 
Sawing is a simplified, profusely 
illustrated booklet with 38 pages 
devoted to Hand Hack Saws, Power Hack Saws and Band Saws 
+ + » for those of you who must train personnel quickly, it is in- 
valuable. It is packed with facts and figures, tables and charts all 
based on actual production experience and compiled by experts. 
Write Barnes for your copy tedey. 
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pounds at 100 rpm or 3200 pounds 
thrust load, they are said to afford 
important cost reductions when turn 
ing heavy work, or taking excep 
tionally coarse cuts. 

The design incorporates a pair of 
carefully matched precision made 
tapered roller bearings for maximum 
accuracy. They are designed and se- 
lected to absorb unusual shock loads 
and abuse. Preloaded rigidity and 
bearing wear are controlled by an ad- 
justable retainer ring. A heavy duty 
grease seal retains the lubricant and 
prevenis entrance of cutting oil and 
metal chips. Sizes include No. 5 and 
No. 6 Morse tapers. 

The “Hi” Live Center has a short 
overhang which is said to eliminate 
vibration and minimize deflection, yet 
it has ample tool clearance. 

Holub Industries, Inc., Sycamore, 


Ill. 


Pipe Bolt Assembly 


Greater Anchorage 
In Masonry 


A new pipe bolt anchoring assembly 
and a new eye bolt anchoring assembly 
has recently been developed. Both 
anchoring assemblies are said to pro- 
vide 50% greater anchorage. 

The pipe bolt assembly is used for 
mounting conduit, gas, water pipe to 
masonry while the eye bolt assembly 
is used for anchoring guy wires to ma 
sonry. 

These assemblies consist of the pipe 
or eye bolt, lead sleeve, and patented, 
cup shaped steel anchor. After inser- 
tion of the assembly in masonry, the 
lead sleeve is mushroomed out by re- 
peated blows on a special tamping tool. 
Continuing blows flatten out the steel 
anchor driving its ribbed steel edges 
into the walls of the hole. The steel 
anchor reinforces the lead sleeve pro- 
viding a permanent solid anchorage 
that keeps pipe or eye bolts from 
loosening. 

According to the manufacturer, the 
pipe bolt assembly replaces pipe straps, 
anchors, screws and bolts. They are 
rust proofed and can be obtained for 








HOW MORRIS, WHEELER & CO., INC. 


CUT 
Original Cost 


SAVED SPACE *« SAVED WEIGHT 
with FOOTE BROS. Line-O-Power Drives 


On overhead cranes manufactured 
by the Monorail and Crane Divi 
sion, Morris Wheeler & Co., Inc., two 
Line-O-Power Drives are aiding in 
reducing costs, saving space and 
saving weight 


These compact drives incorporate Duti-Rated 
precision-gears which have tooth surfaces of 


high hardness with tough ductile cores assuring years ——_S 


of wear-life even under tough service 


You will find these drives ideal for use in your plant 
or on the equipment you manufacture 


Efficiency 96 of higher. Capacities from 1 175 
h.p. Ratios 5 to 1 up to 238 to 1 


FODIE? 2BROS. 


Beller Power ~"Bollan Power Tea, atone oton. Through Caller Baars Calter Laan 


Si- 


Maxi-Power Hygrade Foote Bros. Dante Allis 
Drives Orives 


Foote Bros. Gear and Machine Corporation 
Dept. 1.D., 4545 South Western Bow’ d 
Chicago 9, Illinois 


Please send me a copy of Bulletin LPB on 
Foote Bros. Line-O-Power Drives. 


Nome... 
Compeny 
Position... 


Address... 


City 
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SKINNER CHUCKS HAVE 


Write for catalog giving complete details 
on the Skinner line of power and manually 
operated chucks. And ask about new movie 
“Chucks and Their Uses” — available for 
free showings. 


THE CREST OF QUALITY 


THE 


CHUCK CO. 
346 Church Street, New Britain 
Connecticut 


The Skinner line of power chucks and 
power chucking equipment has the 
strength, rigidity and design features so 
essential for today’s production needs 
Chucks are available from 6” to 21” with 
forged steel bodies, and with either 2 or 
3 adjustable or non-adjustable jaws. Ex- 
clusive sliding wedge construction grips 
internal or external work positively re- 
gardless of jaw position. The chuck will 
not release the work, even if air line is 
broken, until operator actuates the draw 
bar. Skinner double acting rotating and 
non-rotating air cylinders are available 
for all sizes of Skinner power chucks, 
and for actuating all types of holding 
fixtures and tailstocks. Other Skinner 
accessories include hand operating valves 
—complete air unit including regulating 
valve, pressure gage and lubricator— 
filters — soft blank top jaws; draw bars 
—draw tubes, etc. 


| 


TO PUSH PRODUCTION! 


4-in., 3-in. or l-in. pipe. Eye bolt 
assemblies are rust proofed and can be 
obtained in bolt lengths to 6-in. with 
a hole diameter of 4-in. 

Super-Grip Anchor Bolt Co., Inc., 
Philadelphia, Pa. 














| Special Tools 


To Facilitate 
Service Work 


An improved drain plug wrench, 
an additional size tension-indicating 
wrench and a new, groove plier are 
some of the special tools recently 
added to the Duro-Chrome line. 

The male drain plug wrench has 


| slightly round corners to prevent wedg- 


ing and “knuckle busting”. According 
to the maker the wrench goes in and 
out quickly and easily and reduces the 
mechanic’s time spent on the job. 
The new No. 80994H tension-indi- 
cating wrench is said to fill the need 
among service shops for a tension or 
torque-indicating wrench with a 4-in. 


| square drive in the 150 foot pound 
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range. 

The groove plier is an all purpose 
tool said to offer 6 adjustments rang- 
ing from a closed position to 1-in. 
opening with jaws parallel. It is made 
ol hamen alloy steel, chrome plated 
and polished. 

Duro Metal Products Co., Chicago, 


| M. 


Leak-Proof Seal 


For Use In 
Centrifugal Pumps 


Perfection of a leak-proof mechani- 
cal seal for use in centrifugal pumps 
has been announced. 

According to the manufacturer, the 
new seal, known as Remite floating 
seal, completely eliminates the leakage 





with an accuracy o 
t one spare tire 


If you could pile 50 passenger aut 
mobiles onto an area of one squa 


inch or lower yourself into an ocea' 
64 miles deep you'd get some id 
of the intensity of 150,000 poun 
per square inch pressure. 


Yet we produce and measure suc 
pressures every day—behind bullets 
proof glass in our U.S.G. “BUREA 
OF STANDARDS” at Sellersville 
to accuracies of 1/10 of 1 percen 
We have to check out high pressu 
test gauges to insure accuracy a 
safety for researchers in atomic ener 
and pressure synthesis—gauges th 
measure 150,000 pounds per squ 
inch practically on the button. 


5 4 
3 z 
% 

; 


Wit 


7 Our h.p. generator is one of man’ 
qi test devices at Sellersville, all part of 
a fully integrated standards laboratory 
having specialized masters for the measurement of pressures and vacuums down to five-one- 
thousandths of a micron. This is augmented by ultra high frequency vibration standards, 
impact and shock testing facilities and temperature-stabilized micro-measuring devices. 


The purpose of our “bureau of standards” is to make sure U.S. Gauges tell the truth. 
You need never settle for less. United States Gauge, Division of American Machine and Metals, 
Inc., Sellersville, Pa. 


Cmte att A 


PRODUCTS OF UNITED STATES GAUGE .. . Absolute Pressure Gauges ~ Aircraft instruments © Air Volume Controls * Altitude Gouges * Boiler 
Gavges . Chemical Govges + Mercury, Gas, and Vapor Dial Thermometers + Glass Tube and Industrial Th Ly © Flow Meters 
inspectors’ Test Gauges « Precision Laboratory Test Gauges «+ Marine, Ship and Air-Brake Gauges * Voltmet: °-A Vt * Welding Gauges 
OTHER DIVISIONS OF AMERICAN MACHINE AND METALS, INC. AT SELLERSVILLE, PA.: GOTHAM INSTRUMENTS, AND AUTOBAR SYSTEMS 
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which sometimes occurs when conven 
tional packing glands are used. The 
seal, which is made of a composition 
of materials, is said to be almost as 
hard as a diamond. During its long 
lifetime, it is claimed to be both wear- 
proof and corrosion-resistant. As it is 
self lubricating, no attention is re- 
quired to maintain the seal. 

Bell & Gossett Co., Morton Grove, 








Cat with a Conscience 


ANNABELLE, the Buying Office Cat, lives a pretty 
cushy life. Free milk. Shelter from dog and down- 
pour. Ears rubbed by members of the staff. Lots of 
time for snoozing among the catalogs on the upper 
shelves that no one ever touches anyway. 

Every week or so—after abundant sleep and pro- 


found meditation—conscience begins to prick Anna- 


belle. Figures maybe she ought to make some slight 





return for benefits received. So she rounds up a mouse 
and harries it into its den. After a half-hour of boot- 


less vigil at the mouse-hole, Annabelle says to herself 








“Heck! Trouble with mice is their baffling and 
inconsiderate lack of get-at-ability.”’ 

In this remark Annabelle is simply echoing one she 
often hears from buyers: “What good is a catalog if 
you can't find anything in it!” (Being a Cat with a 
Conscience, Annabelle speaks with commendable re- 
straint. She refrains from repeating the regrettable 


language that buyers sometimes use for emphasis.) 





If you want your next catalog to have the GET-AT- 


ABILITY that pleases man and beast, why not put the 





problem up to Donnelley’s? GET-AT-ABILITY is only 
one of a hundred points to watch in compiling, print- er 

ing, and binding a high-powered, business-getting = : -— 
catalog. But it is important 


Let us know if we can help with your catalog Height Gage 


problems—will you? 











Has Full 
12-in. Range 


A new gage which has just been 
R. R. Donnelley & Sons Company introduced will appeal to toolmakers, 
: ss inspectors and layout men because the 
Catalog Compiling Department bar has a 13-in. scale which permits 
fe) 7 taking accurate measurements over a 
au Se , ie 3 full 12-in. range. 
350 East Twenty-second Street, Chicago 16 This new guy gives menserements 
in thousandths of an inch. The make: 
PRINTERS - BINDERS - ENGRAVERS + LITHOGRAPHERS | states that it is made of fine stecl 
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throughout with a fine ground finish 
on all surfaces. The bottom of the 
base and the scriber are hardened and 
lapped and the bar is hardened with 
machine divided graduations. The 
scriber is easily removable for sharpen- 
ing or for substituting attachments or 
a dial indicator. The Vernier plate 
is adjustable to maintain the zero 
point in the event of wear. 

With the addition of this new 
12-in. size the manufacturer states 
their Vernier Height gages are now 
available in 12, 18 and 24-in. sizes 
with 36 and 48-in. gages furnished on 
special order. A 6-in. height gage 
(354) with slotted base to permit 
direct readings from zero (base sur- 
face) to six inches is also available. 

The L. S. Starrett Co., Athol, Mass. 


Pipe Unions 
Faster Opening 
And Closing 


Forged carbon steel “Double Start’”’ 
unions have been introduced, which, 
according to the maker, increase speed 
for piping installations with no loss in 
holding qualities. 

The maker states that Double Start 
unions require 1} turns of the nut to 
make up, instead of 34 turns of regu- 
lar nut threads. These unions are fur- 
nished in Acme threads only with 
perfect seal seat design and two thread 
starting positions. This is said to vir- 
tually eliminate the customary fum 
bling for starting thread. Double start 
threads are available on any 2-in. to 
4-in. Acme Thread union of the Lug 
Nut or Hex Nut type in the Catawissa 
line by specifying the prefix DS. 
Smaller sizes are available only on 
special order. 

Catawissa Valve & Fittings Co., 
Catawissa, Pa. 


Wrenches 


Improved Design 
Increased Utility 


Two types of Proto heavy duty in 
dustrial wrenches—long slugging box 
and spud end box—have been rede 
signed to increase their utility. 

According to the manufacturer fif- 

















| 
| 


| 


Flawless Quality. ¥ 
- and Perlormanee 


Nh a ; | 
Coa 


5)-bOSS” 
tiround joint female coup 
Style \-34 


The 


hose ( oupling . 


original washerless 
a prod. 
uct of true pertes lion in 
desien and construction 
Provides unequalled 
convenience. durability 
and safety on all high o1 
low pressure lines. Cad 


mium plated— rustpr TUL 


DIXON VALVES 


BOSS GJ-BOSS DIXON 


INDUSTRIAL DISTRIBUTION * NOVEMBER, 1952 














wise buyers know 


< on 


it ray to go Zo 
AFETy Fiest ! 


for all socket screw 
products 


%* a complete line 
% an exclusive line 
* a quality line 


Safety Socket Screw’s entire design and 
manufacturing facilities are devoted 
exclusively to socket screw products. 
Here's a concentrated single-mindedness 
that assures you always of the absolute 

finest in socket screws plus the widest 
possible selection and fastest deliveries. 

For every application — whether it’s for huge, 


rugged machinery or delicate precision 





instruments — insist on “Safety-first” at 
your Industrial Distributor. 


specify 
SAFETY SOCKET SCREWS 
safe, sure, speedy ! 


SOLD THROUGH AUTHORIZED INDUSTRIAL DISTRIBUTORS 


6500 Avondale Avenue, Chicago 31, Illinois 


1 oe he RATT 
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98 long-type slugging wrenches with 

2-point box opening were improved 
ace ways. First, the former straight 
handle was provided with a built-up 
striking face that gives a large area to 
receive blows, prolongs the handle life, 
and improves the balance. Second, 
the points of greatest strain, where 
the shank joins the box end, were 
strengthened to increase tool life and 
safety. Third, the shank was stream- 
lined. 

The manufacturer also points out 
that sixteen spud end wrenches with 
12-point box opening were lengthened 
to secure greater leverage and _ utility. 
With the new designs, tool weight 
and strength are in better balance with 
opening sizes. Also, the wrenches 
have a more uniform progression of 
length as opening sizes increase, and 
the longer tapered handles simplify 
the job of aligning holes in flanges. 
Head thicknesses were increased on 
four wrenches to give a better grip 
and more strength. 

Plomb Tool Co., Los Angeles, 
Calif. 














Extinguisher Cart 


Equipped With Three 
Fire Extinguishers 


sera -Aid combination fire ex- 
tinguisher cart equipped with three 
extinguishers designed to combat all 
types of fires has been introduced. 

This “Handy Fire Dolly” is a mo- 
bile unit and the manufacturer points 
out that it is easily wheeled into the 
emergency area by a man or woman; 
the proper extinguisher can then be 
selected and brought into action at 
once. 

The dolly includes the General 
Quick Aid Vapo-Liquid Fire Guard te 








ye 


wel 


— SECURITY 











For long-lasting protection 


is unbeatable for perfect U.S. Security Friction Tape is a wall of safety— 
splicing when used with : 
U.S. Security Friction Tape. for both electrical and all-purpose jobs. A power- 


oan eae ful grip... high-tensile and dielectric strength... 


U.S. Security Rubber Tape 


no pinholes to cause dangerous leaks... straight- 


tearing, non-ravelling. 


UNITED STATES RUBBER COMPANY 


TAPE DEPARTMENT * ROCKEFELLER CENTER, NEW YORK 20, N. Y. 
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SHELDON 


CHICAGO 


Precision Machine Tools 


More capacity for size 


Increased power to 


spindle 
ke Anyone can operate 
4 Save Floor Space 


* High speed operation 
” Timken Tapered Roller 
Bearings 


* Extreme Accuracy 


* Stamina for Continu- 
ous Production 


* Moderate Price—will 
often pay ovt ina 


single run. 


SHELDON MACHINE CO., INC. 


Tailor Made for 


Defense Business” 


These are “packaged” units that 
come completely assembled, ready 
to plug in and operate. Capacities 
everyone needs—from 10”—1” (10” 
swing, 1” collet capacity), fo lathes 
that will swing 13” and have a 1%” 
hole through the spindle. Because 
of low initial cost, and minimum 
floor space and power requirements, 
SHELDON Precision Machine 
Tools offer double or triple produc- 
tive capacity for any given tool in- 
vestment. 


EASY TO SELL! 
Go after this priority defense busi- 
ness. Many of your customers can 
secure machine tool priorities. 


See that each salesman in your 
organization has his SHELDON Cata- 
log and shows it wherever possible. 


4232 North Knox Ave., Chicago 41, Illinois 
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extinguish fires caused by gasoline, oil, 
grease, paints and inflammable liquids 
originating either in open wed or 
floor splash fires; a Dry Chemical Fire 
Guard for all types of electrical fires 
such as those originating in switch 
boxes, motors, transformers, and gen 
erators; and a General Quick Aid 
Water-Type Fire Guard with an anti 
freeze charge making it practical for 
inside or outside use on fires caused 
by wood, paper, textile or rubbish. 
The Sno Fog Fire Guard may be sub- 
stituted for this last extinguisher if 
danger of electrical, gasoline, oil or 
paint fires is more extreme. 

The General Detroit Corp., Los An 
geles, Calif. 


I i 
VTE 


; 
Cctntieanemcennent inal 


Base Forks 
Handles Pallets 
From 32-in. to 48-in. 


Adjustable base forks for handling 
pallets of various widths have been 
introduced as optional equipment 
on the maker's line of straddle-type 
electric tiering trucks. 

Made of welded steel sections, the 
forks are hinged to the main frame 
and adjusted manually by a screw ar- 
rangement. They permit the makers 
trucks to handle pallets varying in 
width from 32-in. to 48-in., and are 
being offered with all straddle- -type 
Raymond trucks of 2000 or 3000 Ib. 
capacity having standard load wheels. 

The Raymond Corp., Greene, N. Y. 


Collet Closer 


Foolproof Work 

Positioning 

The Wil-Numat pneumatic collet 
closer is adaptable to both production 
and toolroom operation of turret 
lathes, engine lathes, automatic screw 
machines and other collet-equipped 








2 nme 00 wut Sp// 


DUFF-NORTON 
the -Fower 
HYDRAULIC JACKS” 


--- SAYS JACK CASH 














en 


DUFF -BORTON 


® JACKS ’ 


THE DUFF- eR TO ART ACT co. 


MAIN PLANT and GENERAL OFFICE PITTSBURGH PA ANADIAN PLAN )RONTO € wT 


‘Ohe a that Jachs Kuilt 
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BARROWS 

are built for 

Performance 
and Profit 


If you're a distributor of Jackmanco wheelbar- 
rows, you're in the most advantageous position in 
the field. You profit most selling the best bar- 
rows built. You're featuring a brand name that is 
well-known and preferred, wherever barrows are used. 
And, you offer exclusive shapes and styles to meet ay 
requirement. The entire Jackmanco line — Barrows, Con- 
crete Carts, Motor Fans, Mixing Boxes, Drag Scrapers 
is made according to the highest quality 
standards, Such superiority is reflected in the per- 
petual stream of repeat business you will enjoy 
) as a Jackmanco distributor. 


MODEL 
M11-24B 


Only Jackmanco has it! 


Press formed . double folded 


corner construction 


Non-Leakable Easy-Pouring 


mG US maT 
Extra-Strong 


| 





machines of half-inch or one-inch col- 
let capacity. 

Manufacturers claim foolproof po- 
sitioning of work with complete ac- 
curacy in length of machined parts. 
Operation is non-stop; bar stock is fed 
and released through spindle without 
stopping machine. Maintenance cost 
is low, since the unit requires no lubri- 
cation and has no wearing parts. 

The basic unit is an angular-type 
cylinder made of aluminum, 6-in. in 
diameter, 6-in. long and with 4-in. 
travel. It has a 2500 Ib. thrust at a 
line pressure of 100 Ibs. Mounting 
consists of two sealed, double row, 
New Departure bearings. 

Accessories include hand or foot- 
operated valve, spindle sleeve, threat 
protector, air regulator, air lubricator, 
and air filter. Unit can be shipped 
separately or assembled with all acces- 
sories attached. 

Williams Metal Products, Culver 
City, Calif. 


Pneumatic Remote Control 


4 Types for 
Varidrive Motors 


Variations in speed of Varidrive 
motors by pneumatic remote control 
are now possible through a recent de- 
velopment by the maker. 

This control consists of a position- 
ing unit—an air operated plunger at- 
tached to the Varidrive speed chang- 
ing device and an air valve which 
remotely controls the positioning unit. 
Four types of valves are available de- 
pending upon the method desired to 
operate the mechanism—pedal, lever, 
cam or wheel. The positioning units 
are designed to operate with an air 
pressure of either 60 or 100 psi. 

According to the manufacturer, 
through the use of check valves and 
control station selectors in the system, 
the speed of the Varidrive can be 


changed from any number of control 

stations. Conversely, any number of 

Jackson eeeeeeeeesseseseeeeeeeece Varidrives may be controlled by onc 
station providing they are to operate 

MANUFA Cc T U RI NG Cc Oo. at the sm speeds. If desired, the 

HARRISBURG, PENNSYLVANIA | pneumatic control may be used to pro- 
Oldest and Largest Wheelbarrow Maker in America vide speed changes from one pre-set 
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WILLING 
AND ABLE 


whenever we need 
help in closing an 
order for valves: 


““We have handled OIC Valves for 25 years and OIC has always 
assisted us on any jobs where we needed help.’ 
H. D. WITMER, Vice President, WARREN, BALDERSTON COMPANY, TRENTON, NEW JERSEY 


Just as Mr. Witmer credits OIC with fullest co-operation, so do 
Warren, Balderston extend themselves to sell the OIC Long 
Line. A 3-way sign and bin after bin of valves, right before the 
customers’ eyes, boldly announce OIC VALVES. 

You, too, may find an OIC Franchise equally interesting. The 
OIC Long Line includes steel, brass and iron valves in every 
style and size... every one engineered and built to give long, 
trouble-free service. 


THE OHIO INJECTOR COMPANY @ WADSWORTH, OHIO 


THE LONG LINE OF VALVES 


VALVES 


FORGED AND CAST STEEL * IRON * BRONZE 
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BONDACTORS, 


..-heart of the drive mechanism 


Shooting concrete, castable refractories, acoustical plastics 
and similar pre-mixed aggregates, in quantities up to 3 cubic 
yards per hour, is the tough kind of work that this Bondactor 
machine is cut out for. 

. and that calls for sturdiness throughout, especially the 
drive mechanism which bears the real brunt of running under 
continually heavy loads. Heart of the Bondactor’s drive is a 
Winsmith Vertical Type, Single Reduction, Worm Gear Speed 
Reducer, driven by an air motor at varying speeds depending 
on the desired rate of feed. 

Says Air Placement Equipment Co., manufacturer of Bond- 
actor: “We started using the Winsmith Reducer about 5 years 
ago, and because of continual satisfaction, it has been used 
exclusively on all Bondactor machines.” 

Like Bondactor, any equipment or machines requiring 
speed reduction stand to gain noteworthy advantages through 
the selection of Winsmith Speed Reducers. Fully standardized, 
thereby simplifying design, installation and replacement prob- 
lems, the Winsmith line is the most complete within its range 
of 1/100 to 85 hp and 1.1:1 to 50,000: 1 reduction ratios. 


Request catalog 148 for details. 


WINSMITH, | INC. 


we 
SPRINGVILLE ‘arte County), N. Y. 


INDUSTRIAL DISTRIBUTION © NOVEMBER, 1952 


finite speed to another by one move- 
ment, allowing the minimum amount 
of time and effort on the part of the 
operator. 

U. S. Electrical Motors, Inc. Los 
Angeles, Calif. 











Tube Bender 
Will Bend 
Any Type Tubing 


A new universal tube bender, which 
will bend any type of tubing including 
hard drawn copper and hard temper 
steel, has been introduced. The bender 
is of the gear type and very compact. 

The bender is so constructed that 
it can be positioned on the tube at 
any point where a bend is desired, it 
is stated, and thus bends can readily 
be made even when one end of the 
tube is connected. It can be used to 
make right or left hand bends, return 
bends, offset bends and right angle 
bends. 

The high gear ratio makes bending 
much easier, the manufacturer states, 
and this is a special advantage when 
working with hard temper tubing or 
large size tubing. Benders are designed 
so that they can be held by hand, 
clamped in a vise or bolted to a bench. 
An extension handle can be obtained 
which permits holding the bender in 
a pipe vise. 

A separate bender is used for each 
size of tubing and benders are avail- 
able for tubing from ?-in. to 14-in. 
outside diameter (4-in. to l-in. nom- 
inal size). 

The Imperial Brass Mfg. Co., Chi- 
cago, Ill. 





HOW CARD’S AID TO TAP-USERS 
PAYS OFF FOR You 


Card is loaded with material for ads like the one shown — 
actual case histories where Card technicians came up with 
money-saving solutions to tricky tapping problems. 

This on-the-job proof is being spread where it will do you 
plenty of good. Regularly, in their favorite trade magazines, 
your customers are reading about the taps that are Production 
Proved for Lasting Accuracy. And they're being told that 
Card’s cost-cutting technical service is quickly available 
through you, their Card Distributor. 


As a Card Distributor you also benefit by: 


@ Prompt deliveries from your nearest Card warehouse — in 
New York City, Detroit, Chicago, Fort Worth, Los Angeles, 
San Francisco or Seattle. 


@ Descriptive leaflets for envelope enclosures, personal con- 
tact and inquiry replies. 

@ A Sales Policy that for over 50 years has assured Distrib- 
utors fair treatment, protection and steady profits. 


Get the details of this progressive Sales Policy from your 
Card Representative. S. W. CARD MANUFACTURING 
COMPANY, Mansfield, Massachusetts. Division of Union 
Twist Drill Co. 


; 


TAPS 


Production Proved 


For Lasting Accuracy 
Also mokers of DIES » SCREW PLATES « DIE STOCKS 
TAP WRENCHES 




















INDUSTRIAL DISTRIBUTION * NOVEMBER, 1952 




















Pliers 





New Designs For 
Precision Work 


A new oblique cutting plier without 
| the customary top bevel has been in- 
troduced. According to the maker this 
new design permits the entire length 
of the cutting knives to work flush 
against the cutting surface, resulting 
in a close, clean trim. 

This new plier is available in 5 and 
6-in. sizes; No, 210-L with leaf spring 
which keeps the plier open for imme- 
diate use, and No. 210 without leaf 
spring. 

The manufacturer has also intro- 
duced a new chain nose plier of com- 
pact design for all types of precision 
work in confined places. It is a full 
inch smaller than their standard chain 
nose plier. Made in 5-in. size only, it 
is designated as 317-5L with leaf spring 
and 317-5 without leaf spring. 

A new lightweight dies cutting 


es is another new item introduced 
oy this maker. It is designed without 
the customary top bevel so that the 
entire length of the cutting knives 
works flush against the cutting surface. 
It is said to be especially useful for 
page small wires and trimming plas- 


tic. is plier is available in 5-in. size 
only; No. 209-5L with leaf spring, No. 
209-5 without leaf spring. 

| All these pliers are hammer forged 
| from high grade steel, individually 
| fitted, tempered, adjusted and tested. 
| Mathias Klein & Sons, Chicago, III. 


| Seal 


} 
| 





Stops Leaks in 
Oil Pipes, Tanks 
A new product known as Oyltite, 


Maher: of Hand and Power Hack Saw Blades, Frames and Meta! Cutting Band Sew Blades | which is said to stop leaks in oil pipes, 


INDUSTRIAL DISTRIBUTION * NOVEMBER, 1952 











ee | ©) GE) EG) A | ee) Gel © 








i: When you sell Bethlehem Bolts, you can be sure of 
7° plenty of repeat business. For Bethlehem Bolts are the 
BY kind of bolts that customers want. They are good, sound 
ah LEH FE bolts in every way... well-formed heads for firm wrench 
B “ grip . . . smooth-running threads for accurate fit. . . 
: STE E L strong, straight shanks. They come in hundreds of indi- 
vidual types and sizes, making it easy for you to meet 

your customers’ requirements. 


BETHLEHEM STEEL COMPANY, BETHLEHEM, PA. 


On the Pacific Coast Bethlehem products are sold by Bethlehem Pacific Coast 
Steel Corporation. Export Distributor: Bethlehem Steel Export Corporation 
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tanks and containers or around leaky 
joints, has been introduced. 

Made in stick form it is claimed that 
it can be applied while oil is running 
through pipes or is present in tanks. 
The maker adds that it withstands 
vibration and changes in temperatures. 

| And it can be used on service calls 

| where leaky oil storage tanks would 
ordinarily require more expensive and 
time consuming repairs. 

| Lake Chemical Co., Chicago, Ill. 


WILTON 








3. Combination Bench and Pipe Vises enjoy unusual patronage by vise experts because 
their improved design, extra strength and depth. Their attractive eye appeal quickly turns 
luctant buyers into actual sales. 


ILTON TOOL MFG. CO. 925-D Wrightwood Ave., Chicago 14 


> = 5 














4 | Plier 
IN INTERIOR | 
FIRE PROTECTION 


PROMPT DELIVERY 
WIDE SELECTION 
TOP QUALITY 


Positive Grip 
and Adjustment 


A new Channellock plier has been 
added to the maker’s line. The 420 
plier has been redesigned, and ~ne of 
the new features is the utucercut 
tongue and groove adjustment which 
| is said to give the plier positive adjust- 

ment and great strength. The addition 
| of a teinal th on the tension edge of 
| the Channellock joint provides this 





Approved for fires of Class A, 
Al, 8,81, C,Cl—sede-acid, 

; foam, V/L, pump, gas— 
several sizes and finishes, 
also cabinets 


*Voted Ist by engineers, 
architects, contractors, 
distributors; most widely 
used. Also complete line of 
hose fittings for all 
purposes. Write for 
catalog or consulting service. 


Established | 


W. D. ALLEN 


MANUFACTURING CO. 
CHICAGO 6 - NEWYORK 7 
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great strength. 


The manufacturer also points out 


| that the jaws have been redesigned to 


permit maximum utility in gr pi 
et 


| small objects. The shape of t 
| has been especially designed to aaa 


positive grip as well as long life. 
Champion DeArment Tool Co., 


Meadville, Pa. 


Protective Coatings 


Stops Scaling 
And Corrosion 


New protective coatings for metal 
have been introduced which are said 
to stop scaling and corrosion at high 
temperatures, 


“S-R” Heatproof Coating is find- 





there's a reason for 


Dual V-Belt Drive 


nie SVVZTRON 


PORTABLE ELECTRIC SAW 


—that’s the reason for Greater Sales! 





812” Blade 





Angle Cuts ‘ 211/16” Cut 


—from 90° to 45° 
for bevel cuts 
HERE is the saw that offers the benefits of “Velvet-Smooth” Dual V-Belt 
Drive. The use of Dual V-Belt Drive eliminates gears—there are no gears 
to strip or wear and require costly repair and replacement. It allows for 
Depth of Cut velvet-smooth operation—there is no ‘bucking’ cr ‘jerking’ that damages 


Adjusteble o- work. Provides ‘cushion’ action that adds extra life to the motor. 
4" to a 





THE Dual V-Belt Drive permits a faster drive for smoother, cleaner cutting 
of wood, brick, tile, etc. Its high speed, 6000 RPM Full Load Blade Speed, 


feeds the blade in—no need to push or ram—gives ease in handling thet 
means less fatigue. 





T’S no toy—it’s built for hard service—made of tough aluminum and steel 
stampings, it weighs 19 Ibs.—just the right weight to handle its high speed. 
The powerful motor is full ball-bearing and develops up to 1% H.P. The 


handle is balanced at the center of gravity for easier handling and truer 
cutting. 


GF the full facts—write today for complete information on the Syntron 

dealer set-up. It will pay you to sell the Electric Saw with the first com- 
pletely new saw drive in thirty years—the Syntron Dual V-Belt Portable 
Electric Saw. Get these extra selling aids: counter display cards, moiling 


pieces, brochures, catalog folders and advertising mats . . . available to oll 
dealers. 


SYNTRON COMPANY 


900 Lexington Ave., Homer City, Pa. 
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ing usage ‘on stacks, exhausts, blow- 


| ers, mufflers, high pressure boilers, 


Western 
Offers a complete line of 


All 


breeches, stokers and furnaces 


and furnace doors. 


“D-A” Coating is made to with- 
stand corrosive conditions caused by 
steam, hot water, salt spray, hot acids 
and mild alkalies at temperatures from 


| © to, 600 degree F. According to the 
| manufacturer it is used to protect 
| kettles arid drums where chemicals 
| and acids are stored, also where steel 
— are exposed to chemical or acid 
| Ww 


oe in such industries as the chem- 
ical, fertilizing, sewage plants, bleach 
and laundry plants, plating industry 


_and sugar and food industry. 


Markal Co., Chicago, III 














Tote Box 
Solves Problem 
Of Stacking 


A new tote box which, according to 
the manufacturer, eliminates the prob- 
lem of stacking has been made avail- 


| able. 





Western Automatic 


Machine Screw Company 
722 Lake Ave., Elyria, O. 
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The exclusive saddle bracket one 
inch from the top, and the 4-in. 
tapered sides and ends enables each 
box to slide into stacking position 
with ease. 

The maker adds that there are 
other exclusive features: 1) a triple 
fold top perimeter increases durabil- 
ity; 2) handles are secured by spot 
welds and folded under top rim for 
safety; 3) boxes are made in one 
piece, folded at ends and welded 
throughout. The most ponular box 
in the line, the S-P-3, is supplied infra- 
red painted to customer's order. 

Stewart Parker Co., Pittsburgh, Pa. 


Conveyor Belt 
Virtually 
Rip-proof 


’ Anew type conveyor belt that is vir- 
tually rip-proof has been introduced, 
and is said to be designed particularly 








When you want to “punch it over” 
...give the ball to MORSE! 


That’s right ... MORSE is always ready to carry the ball for every 
Morse-Franchised Distributor. And it makes no difference whether the 
play calls for cutting tool design and development, on-the-job engineer- 
ing, or long-range sales promotion. You can always call on MORSE 
to help punch it over. Morse Twist Drill & Machine Co., New 

Bedford, Mass. Warehouses in New York, Chicago, Detroit, 

Houston, San Francisco. 


MORSE MEANS 100% DISTRIBUTOR PROTECTION 





Ay 


MORSE Cutting Tools 
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for use where conveyor belts are sub- 
| ject to severe ripping or tearing action 
by foreign objects, such as in coal min- 
ing and handling, quarry work, and 


mining of metallic ores. 
According to the manufacturer, the 
outstanding feature of this belt is the 
for your customers ee and for you! special pone te which contains multiple 
strands of high tensile steel wires im- 
bedded at three-foot intervals. Even in 
the rare instances where a foreign ob 


Carry Nationally | ject punctures the belt, the tearing is 


limited by the unusual construction to 
Advertised GORHAM a maximum of about three feet length- 
: wise. 
’ Cutting Tools The maker states that this product is 
‘somal suitable where conveyor 
Its are subject to tears and punc- 
tures as well as abrasive action. It is 
claimed that successful use is now be- 
ing made in foundries where “shake- 
out” belts are subject to damage from 
very hot, sharp picces of metal. 
New York Belting & Packing Co., 
Passaic, N. ]. 








<—. 


\ A complete line of the finest quality high-speed steel 


cutting tools. Engineered, manufactured and heat treated in 

Gorham’s three modern plants. Thirty-five years devoted to Drills 

cutting tool research, development and production are your For Drilling 
guarantee of finest quality tools. Tools that solve Hardened Steel 


your customers’ problems . . . and produce New sizes have been added to a 
extra profits for you! manufacturer's line of “Super Hard” 


| carbide drills specially designed for 
drilling asiened chek 
Make your Main Line the Name Line —“GORHAM" There will now be 11 sizes: t-in. 


to 4-in. in standard round shank type 
A complete line of high-speed steel ¢ MILLING CUTTERS (Solid Carbide End) and 10 sizes: 


e SLITTING SAWS @ END MILLS @ REAMERS e TOOL | *s-in. to 2-in. in hex shank (Carbide 

BITS © CUT-OFF BLADES ¢ WEAR-RESISTANT CENTERS Tipped) style. 

ee. © SPECIAL TOOLS plus Engineering, Laboratory and According to the maker these drills 
foe your copy ond | Electric Foundry Facilities devoted to research and pro- | with their special grinds have proven 

duction of cutting tools, alloys and castings. most efficient in the drilling of tools, 

dies, and fixtures that require correc- 


tions after hardening. One of the 

outstanding features of the super de- 

sign is the long carbide end which 

TOOL COMPANY . e, | tends to dissipate the heat developed 

| at the cutting end as it approaches the 

14406 Woodrow Wilson Avenue oint of braze and lessen danger of 


Detroit 3, Michigan Some failure. 
Super Tool Co., Detroit, Mich 
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Do YOU need a lift? 


Your SAFEST buy Let these ads help 
in wire rope blocks| — yoy sell American 


CROSBY 
Wire Rope Blocks! 


Everybody knows that the mill supply sales- 
man is one of the busiest men in industry. 
And we, as manufacturers, know that your 
job is also one of the most important in 
industry. So in merchandising American 
CROSBY Load-Rated Blocks, we have one 
main object in mind...to make your work 
as easy, efficient and profitable as it can 
be made. 

The advertisement shown here—plus a 
hard-hitting direct mail program to back 
you up—is doing exactly that. By repeating 
and wecorene ree safety story in leading 

a magazines, ‘building buyers’ knowl- 

PACKAGED YS) edge of our exclusive "LOAD-RATED” fea- 

Your load-rated — ture, this Crosby Block promotion can save 
Blocks com cartons. you a good many minutes on every call. 

Here’s a wire rope block line that is truly 
pre-sold. It offers genuine safety fea- 
tures. It gives the buyer the convenience 
of individual, factory-sealed cartons, to keep 
every block in clean, perfect working con- 
dition. It provides a handy stock-number sys- 
tem, for re-ordering and inventory control. 

This program really gives you a lift. Tosee 


- id 
“ how effective it can be for you, just mention 
Load“teaied Wire Rope Blocks Crosby Blocks on your calls today—and 
genuine Crosby Clips: enjoy an experience in smooth selling! 
0, ST. PAUL 1, MINNESOTA 





Made by the mckers of 
AMERICAN HOIST & DERRICK C 


American Hoist 


This advertisement appears & Derrick Company 
in leading national magazines ST. PAUL 1, MINNESOTA 
reaching construction and 

industrial markets. 
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Single-Pad... 
Straight-Line 
Action. . . Wet 
ot Dry Sander 
Added to 
National Sander 


ATiowatn 





i 


2 


R 


Here is the latest addition to the extensive 
Natianal Line of electric and air dtiven 
block sanders. The Model 600 is a fast, 
lightweight, powerfy] straight line 
action, single-pad air sander with water 
attachment. Its 5/16” stroke assures 
rapid stock removal. It.is the product of 
National's years of experience in sander 
engineering and development combified 
with careful field testing on manu- 
facturers’ production lines. 


NATIONAL AIR SANDER, INC. 


2822 AUBURN STREET, ROCKFORD, ILLINOIS 
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The Buyer Looks 


at Business 


Composite opinion of purchasing 
agents who comprise the N.A-P.A. 





| Business Survey Committee 


Genvral Business Conditions 


Purchasing agents reporting for the 


| September survey find business good. 
| Production is sharply up again and 
| new orders exceed declines 24 to 1. 


Prices are creeping up after the August 
upswing, considered only slightly in- 


| flationary. Inventory trend is chang- 


ing from decline to leveling off at low 
point. Employment up, due to rapid 
steel recovery and holida merchan- 
dise demands. Buying policy is even 
more conservative, within a 90-day 
rarige. Little confidence in price struc- 
ture, short-range production schedules 
and easing availability of most mate- 


| rials support the cautious view of the 


markets. 
Steel. buyers, taking a second look 
at the effect of the steel strike on their 


| operations, conclude that the first 


estimate of extended shortages was 
greatly exaggerated, as the recove 


| from the strike is progressing muc 
more rapidly than first anticipated. 
| Forty-seven percent report few if any 


current steel difficulties. Forty-four 
percent more estimate an easy condi- 
tion by the year end. Only 9 percent, 


| compared to 42 percent last month, 


visualize critical shortages running into 


| the second quarter of 1953. 


Neg to the many items now 
selling below ceiling prices, consider- 
ing defense production is near its 


| maximum rate and that many basic 


commodities, including steel, are in 


|*easing supply, purchasing executives 
) express the predominant opinion that 


thetime has come to release both 


| price and material controls—let busi- 


ness and prices find their levels under 
free competitive conditions. Indus- 
trial business is expected to remain 
good through the middle of Decem- 


| ber. Beyond that, there appears to be 


no over-all definite pattern. 


Commodity Prices 


The September price movement is 
up, though at a creeping pace as com- 


| pared to the sharp upsw'ng in August. 


Seasonal changes and OPS allowable 
increases account for most of it— 
considered to be only slightly infla- 





Fer money-saving metal-cutting 
sell them Atkins 


Silver Steel 


@ You're doing your customers a real service when 
you set up Atkins Silver Steel on just one operation. 
And you save them money—big money—on every 
op.vation when you get them to standardize. 

Atkins gives you a complete line of Silver Steel 
segmental cold saws, solid tooth’circulars, band saws, 
hacksaw blades, files—everything you need to cover 
sawing of ferrous, non-ferrous.and composition ma- 
terials and for maintenance work,-More important, 
Atkins gives you the money-saving line—tools that 
increase production, require fewer changeovers, less 
power and attention in operation—tools that save 
time on every shift, saye money on every cut. 

Demonstrate Silver Steel on difficult cutting jobs. 
Show how you can trim costs throughout the plant 


with’ Atkins—your one dependable source for all 





standard metal-cutting tools. 


ATKINS 
RIOR, YSN AYS ANNO casey 


ecco America’s Quality Line of 
Cutting Equipment Since 1857 
BW Saws, machine knives, files, power and 
¥ hand hacksaw blades—for produc- 
os " tion, maintenance and other opera- 


ATKINS SAW DIVISION - BORG-WARNER CORPORATION CaS TREE one aS 
INDIANAPOLIS 9, INDIANA 


(ite RES ST a SSE 
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ee 
«t's cast 
with the 
| SPROUT - WALDRON 
“Blue Face” Line 


eeeeeveeveeveeeeeeeeeeeee ee 


Because of their widespread use 
Jand recognition by American indus- 
try. Sprout-Waldron’s “Blue Face” 
Pulleys are a fast-moving distribu- 
tor’s item. 


Whether your needs are for wide 
face belt conveyor pulleys, Belt-Saver 

lleys, or standard power trans- 
mission pulleys — at Sprout-Waldron 
you'll find a wide selection of sturdy 
cast iron “Blue Face” pulley types 
and sizes to choose from. 


You can very profitably make 
Sprout-Waldron your Pulley Head- 
quarters. Write today for your copy 
of our 16 page Bulletin 33 which con- 
tains information and prices on the 
complete “Blue Face” line. Sprout- 
Waldron & Company, Inc., 3 Logan 
Street, Muncy, Pennsylvania. 


eee 


, number of items selling be 





tionary. Sellers of fabricated mate- 
rials, testing the markets to determine 
an le price level, are finding 
keen competition. Meang =. Bag large 

. onfing 
prices, purchasing agents are of the 
opinion that all price controls should 


| be eliminated. Believe a resulting 


realistic price structure, based on sup- 
ly and demand, would be most bene- 
cial to all business. 


Inventories 


The heavy industrial inventory re- 
duction trend reported in the past 
four months has eased up a bit in 
September. While the over-all picture 
is one of decline, more are leveling off 


| at the low goals attained. Some report 
| filling in the soft spots. With defense 


production near its maximum ate, 
steel recovering at a rapid pace and 


| easing availability of many basic mate- 
| rials, purchasing men are about unani- 


mous in their opinion that material 


| controls do not serve any good purpose 
| and should be released. At present 


high prices and short-range commit- 
ment policy, no speculation in com- 
modities would result. 
Employment 

Employment is up again, as layoffs 


| are recalled to man the increased 


duction schedules required for the 
upswing in new business during the 
past two months. 

The pressure of holiday goods is 


| having the usual seasonal pickup in 
| employment. Increasing steel recei 


are creating demand for related items. 
Labor uneasiness is increasing as a re- 


| sult of steel and coal wage adjust- 
| ments. Many strikes are noted, but 


nothing of national importance. 


| Buying Policy 


Despite production and order book 
pickup, the poliey of forward commit- 
ment continues predominantly within 
the “hand-to-mouth” to 90-day range, 
with more and more falling into the 
30- to 60-day brackets. Lack of con- 
fidence in prices, availability of most 
materials and the close range of pro- 
duction schedules are the causes of 
this very cautious buying policy. 
While good business is forecast into 
December, no definite pattern is now 
apparent beyond the year end. 


Specific Commodity Changes 

Seasonal ups and downs, with up 
ward OPS adjustments of steel, cop 
and brass products, lift the Septem 
price level. No drastic over-all move- 
ment apparent either way. 


S da SPROUT-WALDRON 


CAST IRON PULLEYS Reported up: Mineral acids, brass 


SINCE 1866 aor products, coal, steel containers, cotton, 
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Slow 16 end 14” 
Band Saws by WALKER-TURNER 


SOLD ONLY 
THROUGH 
TRAINED 
INDUSTRIAL 
DISTRIBUTORS 


* RADIAL DRELS * TRTING ARBOR SAWS 
BELT ond DISC SURFACERS © METAL-CUTTING BAND SAWS 
LATHES © SPINDLE SHAPERS © JOINTERS 


) “= Use this apace -> 


to write for full details and specifications. 
Walker-Turner Division, Kearney & Trecker Corp. 
Dept. T-11, Plainfield, N. J. 


(Please write your name and address in morgin of page) 





la 


BS Oa Sit kay pig iron, lumber-mixed, machinery, 


The long-lasting satisfaction of WITT CAN owners is 
reflected by jobbers and dealers. They know these 
sturdily built Cans will take any sort of a “licking”... 
recommend them confidently for the roughest service. 
Their faith in WITT's superiority in design, materials 
and workmanship is backed up by a famous guarantee 
. . » WITT CANS outlast 3 to 5 ordinary Cans! 

Mis THE “LAST” WORD IN CANS. 


STRAIGHT SIDES—ossure § extra re- 

sistance to rough handling. 
DEEP ROLLING CORRUGATIONS — 
of Can, adding 


HEAVY GAUGE STEEL—provides bat- 
Heship rug 


STRUCTURAL STEEL BANDS —protect 
top and bottom of Con ond act as 
shock absorbers. 

HOT DIP GALVANIZING—o hand pro- 
cess after fabrication, insuring heav- 
jest possible rustproofing. 

PINCH-PROOF HANDLES — for easy 
handling. 

STURDY LID—snug fitting, yet easy to 


remove. 


WITT CANS HAVE THE “RIGHT” ANGLE a 


“Originators of the THE WITT CORNICE COMPANY 
Corrugated Con™ Cincinnati 14, Ohlo 
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| jute, mercury, mica, vegeta 


| aluminum, 
| chine tools, some steel, sulphur, zinc. 


ee (renter Riles : ; a ? ee 
every OS 5 ; Ld? SAE — ae paper products, refractories, synthetic 


resins, steel products, fine textiles, 
wire rope. 

On the down side: Alcohol, burnt 
lime, folding cartons, electric motors, 
grains, pork, beef, fuel oil, ite, 

gre 
foreign wood pulp, rubber products, 
silicon, soap, solvents, zinc up—then 
down, zinc oxide. 

Still hard to get: Domestic copper, 
cable, pig iron, nickel, pipe, some a 


_ steel, large valves. 


— easy: Sulphuric acid, 
tass, foreign copper, ma- 


Canada 
Canadian general business in Sep- 


| tember does not follow the U. S. pat- 


tern as closely as in previous months. 
Production has not increased as much. 
New orders are lower; prices show 
more of a tendency to level off; in- 
ventories about the same; more em- 
lovment. Buying policy, which has 
oa on a wider range, is now the 
same as in the United States. Steel 
controls have been relaxed. Textiles 
continue at high operat'ng rate. Cana- 
dians look for good business for the 
balance of the year. 


NEW LINES 
taken on by 
DISTRIBUTORS 


| The Page, Steele & Flagg Co., New 


Haven, Conn., has been appointed 
a distributor for the State of Con- 
necticut for the entire line of 
Whitney Chain & Mfg. Co., Hart- 
ford, Conn. 

Bestline Industrial Supply Co., Col- 
lege Point, N. Y., has been named 
general line distributor for indus- 
trial rubber products of The B. F. 
Goodrich Co, in Nassau and Suf- 
folk counties. 


| The National Industrial Supplv Co., 


Harrison, N. J., has been appointed 
distributor of steam traps of The 
Yarnall-Waring Co. 


The Wallace Companies of North 


Carolina, Brvson City, N. C., have 
been named distributors of indus- 
trial tube fittings and related acces- 
sorics manufactured by The Parker 
Appliance Co, 

. N. Fauver Co., Dayton, Ohio, has 
been appointed distribvtor for 
O-rings manufactured by The 
Parker Appliance Co. 





CUTTING OIL 
NO. 101 


—— y 
om 
~~ __— 


Pa 


This Profitable Baby Cuts Its Teeth on Keystone Oil 


The Gear Shaper pictured here was 
“teething” the hard way—untila shrewd 
maintenance man turned Keystone No. 
101 Cutting Oil loose on the job. 


Shaping gears from 41-40 heat-treated 

steel with a Rockwell “C” scale 30-34 
hardness isn’t like cutting butter with a hot knife. 
With the oil previously used, ten gears was the 
best production run between resharpening of 
the cutter. But, following the switch to Keystone, 
production doubled—it jumped to twenty gears 
per sharpening cycle. 


The unique chlorination process used for No. 
101—plus sulphur which is chemically combined 
and will mot settle out—results in a cutting oil 
that’s effective under severe pressure and heat. 
Moreover, Keystone No. 101 promotes clean 





cuts, lengthens cutting tool life, and saves wear 
on equipment in general. 


Whether used for threading, tapping, broaching, 
milling, etc.—No. 101 is highly effective on 
stainless, alloy and heat-treated steels ... also for 
working aluminum, duraluminum, Dowmetal 
and magnesium. 


Among Keystone records are many field 
reports where No. 101 has more than doubled 
production per sharpening cycle. These reports 
are always available to 
help you convince your 
prospects of the economy 
that comes with high qual- 
ity Specialized Lubricants. 
KEYSTONE LUBRICAT- 
ING COMPANY, 21st & 
Lippincott Sts., Philadel- 
phia 32, Pa., Est. 1884. 


Make use of Recommendations 
R10C during your sales calls. 


erm SPECIALIZED 


LUBRICANT 8 Orr 
INDUSTRIAL DISTRIBUTION * NOVEMBER, 1952 


165 








If you sell rubber goods to any of 


_—. ADVERTISEMENTS like these are 
currently appearing in Industrial Distribution. 
They’re designed to suggest “leads” on neoprene 
applications in the plants you visit ... help you 
recognize ‘“‘trouble spots’’ where neoprene can 
solve a problem. 


*t6 us par ort 


Each ad explains how neoprene’s unique prop- 180% Anniversary 
erties mean better product performance . . . per- repent 
formance you can turn into increased sales in 
these important industries. Sell just one neoprene fa | 3 Oo PRE be - 
product to your customer and you'll find that 
neoprene’s performance on the job will promote The rubber made by Du Pont since 1932 
future sales for you. 
Reprints of these helpful selling tips are free. 
Just mail the coupon on the opposite page. 
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REPRINTS OF THESE 
SELLING TIPS 


SEND COUPON 
BELOW FOR 




















Please send me reprints of neoprene “‘selling tips” as 
they are published for the industries listed above. 





METALWORKING 
WOODWORKING 
MINING 
PETROLEUM 
CONSTRUCTION 


Rubber Chemicals DivC-11 Wilmington 98, Del. 


E. I. du Pont de Nemours & Co. (Inc.), 


, 
| 








these industries 








101 YEA 


of 
quality 
performance and 
customer satisfaction 
behind every Horton Chuck 


A RT 
ita 
nee cs at / {i 
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OBITUARIES 


August F. Huge, Sr., 
Houston Distributor 


August F. Iluge, Sr., 55, president 
of August F, Huge & Son, Inc., Hous- 
ton, Texas, distributor, died August 
23 of a heart attack. 

He was head of Huge & Son since 
its founding in 1941. , 

Mr. Huge entered the industrial 
supply business at an early age as an 
employee of the New Orleans branch 
of the Simonds Saw & Steel Co. Serv- 
ing in various capacities, he became 
territorial represcntative before leavin 
in 1928 to join the Norton Co. sta’ 
as Southwestern district representa- 
tive. 

Later he became a manufacturer's 
representative for Norton, National 
Twist Drill & Tool Co., and other 
manufacturers. 

In 1940 he bought an interest in 
the Rosenfeld Machinery Co., Hous- 
ton, and became vice president and 
sales manager of the firm. In 1941 
he sold his interest to found his own 
company, originally the Huge-Fayle 
Co. The firm became August F. Huge 
& Son in 1947. 





Frederick L. Curtis, 
Raybestos-Manhattan 


Frederick L. Curtis, 84, retired vice 

president of Raybestos-Manhattan, 
Inc., and former general manager of 
the Manhattan Rubber Division, died 
September 20 at his home in Passaic, 
N. I. 
Mr. Curtis was the last of the offi- 
cers and employees who were with 
the Manhattan Rubber Mfg. Co. 
when it began operations in Passaic 
in 1894. He started his career in the 
industrv as a shipping room boy with 
the New York Belting & Packing Co. 
70 vears ago in Sandy Hoek, Newton, 
Conn. 

Mr. Curtis came to Passaic in 1893 
as office manager at the request of 
Colonel Arthur Farragut Townsend, 
one of the founders of Manhattan 
Rubber. He became secretary of the 
company in 1903, a director in 1912, 
and a vice president in 1913. In 1916 
he became senior vice president and 
assistant general manager. 

At the merger to form Ravbestos- 
Manhattan in 1929, he was elected 
treasurer and later became vice presi- 
dent. He became general manager in 
1940 at the death of Colonel Town- 
send. Later he began to relinquish 





NEW DEVELOPMENTS ¢ IMPERIAL 


. » « mean new sales 
opportunities for you 
on tubing tools 


FLARES—THEN AUTOMATICALLY BURNISHES. This new Imperial 
Rol-Air Flaring Tool embodies a lost-motion-mechanism which 
causes flaring cone to burnish flare automatically giving it a highly 
polished finish to assure tighter joints. Because flare is rolled in the 
air, tubing wall is not thinned, assuring stronger flares. Flares 6 sizes 
of tubing 3/16” to 5/8” O.D. Neo. 500-F. 


274-6 
SLIDE-TO-SIZE TUBE CUTTER features instant adjustment to tubing 


size. Just push handle and cutting wheel slides right down to the 
work. Quick ratchet release. No. 206-F cuts tubing 3/4” to 2-1/4” 
O.D. At right is popular Cutter No. 274-F for tubing 1/8” to 1” O.D. 
It features ball-bearing action; flare cut-off groove in rollers. 








IT’S TWO TUBE BENDERS IN ONE. Dual size 
shoe and mandrel take 1/2” and 5/8” O.D. 
tubing. Slips over tubing wherever bend is de- 


sired. Calibrated. Makes neat accurate bends. 
No. 362-F. 


BENDS ANY KIND OF TUBING. This new 
universal gear-type tube bender makes smooth 
precision bends even on hard temper copper or 
heavy steel tubing. Also pipe. Extremely com- 
pact. Individual benders for 3/8” to 1-1/8” O.D. 
tubing. No. 270-F, 


37° FLARING TOOL fares soft steel and other 
tubing to J.1.C. standards. Easy, single lever 
clamping. No. 437-F flares 6 sizes 3/16” to 5/8” 
O.D. No. 537-F flares 4 larger sizes 3/4” to 
1-1/4” O.D. 


Ask for “New Tool Bulletins” 


THE IMPERIAL BRASS MANUFACTURING COMPANY, 511 S. Racine Ave., Chicago 7, Ill. 


In Canada: 334 Lauder Ave., Toronto, Ontario 


IMPERIAL 


See Your Industrial Supply House 


Pioneers in Tube Fittings and Tubing Tools 
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7wo MULCONROY HOSE 


SPECIALTIES-Acaay% 
Bring You DIncremed Jiales 


MULCONROY HYDRAULIC 
HOSE ASSEMBLIES 


With 


“PRESS-LOCK” COUPLINGS 


The ideal hose assembly for all kinds of hydraulic equipment, assuring the great- 
est degree of safety, efficiency and economy. Hose is highest quality hydraulic 
type, in constructions to meet any required working pressure. “Press-Lock” 
Couplings hove established a new standard for hydraulic hose connections, 
giving the hose qualled resistance to shock loads and the effects of continuous 
flexing. They are the pressed-on type, with a three-way gripping arrangement 
that makes them integral parts of the hose. Cut-away view shows how the 
“Press-Lock” utilizes entire hose wall, 

and illustrates the unique method of 

anchoring coupling to hose. 





“FULLPAK" FLEXIBLE ALL-METAL HOSE 


STYLE 830. For maximum resistance to 
high pressures and hard wear. Full in- 
terlocked, asbestos packed. Designed 
to provide superior strength, durability 
and safety in handling steam, air, 
water, oil, chemicals, etc. Flexible 
metal tube has cover (lacing) of tightly 
braided steel or bronze wire. Outer 





| his active duties until his retirement 


in 1950. 

He was also one of the founders 
and the first president of the New 
Jersey Engineering & Supply Co., 
Passaic distributor. 


William H. Dunn, 
Raybestos-Manhattan 


William H. Dunn, 69, retired treas 
urer and director of Raybestos-Man 
hattan, Inc., died September 29 in 
South Orange, N. J. 

Mr. Dunn was the second old-time 
executive of the Manhattan Rubber 
Division to die in less than two weeks. 
Frederick L. Curtis, former vice presi- 
dent, died September 20. 

Mr. Dunn joined Manhattan Rub- 
ber Mfg. Co. as comptroller in 1916. 
He became a member of the executive 
committee in 1937 and a director in 
1939, retiring in 1950. 

He was pt a former treasurer of 
the Rubber Manufacturers’ Associa- 
tion and the Friction Material Insti- 
tute. 


Win S. MeMichael, 
Globe Machinery & Supply 


Win S. McMichael, 72, salesman 
for Globe Machinery & Supply Co., 
Des Moines, Iowa, distributor, died 
September 22 at Des Moines. 

Mr. McMichael began his career 
with the company in 1900 and served 
continuously for 52 years. He is sur- 
vived by his wife and a son. 


David R. Dickson, 
Greenville Executive 


David R. Dickson, general manager 
of the Greenville Textile Supply Co., 
Greenville, S. C., died September 2 
at his home following a brief illness. 

He was also vice president of the 
McLeod Co. 





half-round steel or bronze spiral gives 
additional strength, and protection 


against severe external wear and 
abuse 


“FULLPAK” is also available plain, Style 
828; and with braided cover only, Style 
829. Sizes %" to 3”, with suitable 
couplings for each style and service. 


The above are but two of the many MULCONROY Hose Specialties 
which you, the Distributor, can sell to advantage and profit. Write for 
catalogs and literature describing the complete MULCONROY line. 


"MULCONROY Siar... 


WHERE OTHERS 


RECORD TUNG CROP 


This year's crop of tung nuts is ex- 
pected to break all records, Chemical 
Engineering, McGraw-Hill publication, 
says. It’s already estimated that it 
will be 15 to 20 per cent higher than 
1949's 87,900-ton crop. More than 65 
per cent of the tung nuts grown in the 
U.S. are produced in Louisiana and 
Mississippi. Tung oil, obtained from 
the nuts, is used principally in paints 
and varnishes. 
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Gets You More 


lm e ” , 
Big Volume Cutting Tool Order 


Besly can serve any order—Large or small, 
standard or special—but concentrates on 
helping distributors sell those 25% of the 
cutting tool users who buy 75% of all taps, 
drills and reamers for mass production. 


Here's Why Both Distributors 

and Major Consumers Find 

BESLY Has the Products and 

the Service for ‘‘BIG USER" Preference 


@ ve SERVICE 
aaa 


BESLY is realistic about the service that big-volume 
users require—and gives “what it takes” in prefer- 
ential treatment to hold them. This applies to order 
handling and delivery of “specials” as well as 
“standard” tools. 


BETTER ENGINEERING COUNSEL 


BESLY Field Engineers are not only factory-trained ~ 
in the design and manufacture of Cutting Tools, 
they are also long-experienced in applications and 
methods—with particular emphasis on the mass- 
production operations of big-volume tool users. 
They help to sell by practical demonstration of bow 
and where Besly Taps, Drills and Reamers cut costs 
and improve production. 


BESLY-WELLES( BESLY 


CORPORATION 
Established os Chorles H. Besly and Company in 1875 
106 Dearborn Ave., BELOIT, WISCONSIN 


That's why you're ahead when you stock an 
sell the Besly cutting tool line—with the sal 
help aimed at getting you the lower sales cos 
and higher profits of more big unit sales. 


QUALITY TAPS 


BESLY Taps, Drills and Reamers are consistently 
“The World’s Most Accurate’—made to surpass 
the exacting standards of the biggest users. 

a 
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PRINTED...SO YOU'LL KNOW 
EXACTLY WHERE YOU STAND 


Ever feel you weren’t getting all the sales coopera- 
tion you were promised? Ever wonder what you 
could do about it? 

When you handle the Butterfield line, wondering is 
out. Because promises are out. Instead, you get a 
printed Sales Policy that covers every point of your 
relationship with us. 

It’s a short policy, but it couldn’t be clearer or 
more thorough. And it’s a definite commitment from 
us — in black and white — to provide the fair treat- 
ment, protection and sales assistance you need — all 
the way. 

It will pay you to learn more about these profit- 
boosting features — because there may be a Butter- 


field opening in your area. For details, write to 
Union Twist Drill Company, BUTTERFIELD 
DIVISION, Derby Line, Vermont. 


BUTTERFIELD 


THE 100% INSPECTED TOOLS 
Every Tool Individually Inspected 
TAPS + DIES + REAMERS + SCREW PLATES + TWIST DRILLS 
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Sales Helps From Manufacturers 























Pre-measured, pre-packaged, pre-whip- 
ped “Handi-Hank” cartons were devel- 


oped by New Bedford Cordage Co. 


Cordage Co. Introduces 
Packaged Handi-Hanks 


New Bedford Cordage Co., New 
Bedford, Mass. now offers manila rope 
in packaged hanks under the trade 
name of “Handi-Hanks”. Hanks of 4, 
2, and 4-in. diameter rope are avail- 
able in 35-ft. lengths. 

Twenty, sixteen, or six hanks are 
packaged to a carton, depending on 
the rope diameter. All Handi-Hanks 
in any given carton are coiled from one 
continuous piece of rope. Red bands 
on sections of rope between hanks in- 
dicate 35-ft. marks. The dealer can 
cut off any required number of hanks 
by cutting at the proper band. 

When the rope is cut at a band 
the section of the band on either side 
of the cut automatically acts as a whip- 
ping which prevents the rope from un- 
ravelling. Pre-packaged Handi-Hanks 
make a natural sales display when the 
cover is removed from the carton. 
Each hank is securely bound with 
twine and wrapped in an individual 
paper sleeve. The cartons for rope of 
all three diameters are the same size. 


Rockwood Pulley issues 
Complete Catalog 


Rockwood Pulley Mfg. Co., New 
York, N. Y., have issued a new, com- 
prehensive 33-page catalog covering 
their line of power transmission equip- 
ment. 

Catalog No. R-103-A has a quick in 
dex on the cover which enables the 
reader to locate items without fum- 
bling through the entire book. The 
Company points out that this is the 
first time that the Rockwood line has 
been condensed between the covers of 
one catalog. Previously each item was 
handled in a separate catalog. Also, 
several new lines have been added 
which should be of interest to dis 
tributors. The catalog is illustrated 
and contains diagrams and specifica- 
tion data on all power transmission 
equipment in the line. 


f Full color, 30 minute sound movie has 
been issued by Plomb Tool Co. for use 
in distributor sales meeting 


Sound Movie, Brochure 
Tells Tool Sales Story 


Plomb Tool Co., Los Angeles, 
California, has issued two new sell- 
ing aids; a full color, 30 minute, 
sound movie for sales meetings, and 
a 12 page, multi-color brochure that 
reviews what is shown in the movie. 
Titled “Proto means PROfits TOo”, 
the 16 mm. movie portrays the ad- 
vantages of selling Proto tools and 
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presents many merchandising and 
selling ideas. The longest section 
shows why “Proto means PROfes- 
sional TOols” in a sequence of manu- 
facturing scenes. Other sections cover 
design, completeness of line, markets, 
advertising, sales promotion, tool mer- 
chandisers, representatives, and other 
services. 

Principal objectives of the film are 
to increase enthusiasm for Proto 
among customers’ salesmen and thus 
boost sales, and to show how greater 
profits result from better market cov- 
erage and more intensive promotion 
with available sales helps. 

The supplementary 12-page syllabus 
reviews the contents of the movie and 
is given to all viewers as a further 
means of selling the points established 
by the movie. It also serves as a pro- 
motional piece for non-viewers of the 


film. 


South Bend Releases 
88-pg. General Catalog 


New General Catalog No. 5205 has 
been issued by South Bend Lathe 
Works, South Bend, Ind. 

Many new developments of interest 
to machine tool men are featured for 
the first time in this 88-page catalog. 
Complete descriptions and_specifica- 
tions of the entire South Bend line 
make this volume a good reference 
book for all users of machine tools. 





SOUTH BEND | 











Machine Tool general catalog has been 
issued by South Bend Lathe Works. 
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PRENTIS 


“Butt Doc” Vises 


BACKED BY 83 YEARS OF TIME PROVEN ACCEPTANCE. 
The Sales Policy is 
100% through Distributors 


————— 


Machinist @ Top Swivel Jaw @ 
Combination Pipe @ Hinge Pipe © 
Woodworkers @ Utility @ 


PRENTISS VISE DIVISION, MERIDEN, CONN., U.S.A. 


OF THE CHARLES PARKER CO. 


ne sees 











POSITIVE-ACTION 


BOB FLOAT 
a: wi, VALVES 


- Ps 


Maintain Liquid Levels. 


Increase sales and customer satisfaction by 
stocking the complete line of Bob Float Valves 
and assemblies. Unequaled performance 

under the toughest service conditions has 
convinced leading manufacturers and piping 
fabricators that there are no better float valves. 
They are competitively priced and available 

in sizes from 4%” to 14”. 


ROBERT Manufacturing Company 


9035 Venice Boulevard, Los Angeles 34, California 


Write for details 
of the complete line 
of Bob Float Valves 
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Guaranteed to Accurately | 


TOOLS-— National ‘Twist Drill & Tool 
Co., Rochester, Mich., has issued a 
second edition of their Engineering 
Bulletin No. 94. They have added a 
new index to replace the old, obsolete 
index. All information in this new 
edition has been brought up-to-date 
and the new index classifies the vari 
ous bulletins under definite subjects. 


SPEED REDUCERS-—Dodge Mfg. 
Corp., Mishawaka, Ind. have issued a 
new compact bulletin containing full 
engineering information and selection 
data on the complete line of Dodge 
lorque-Arm Speed Reducers and the 
new Overload Release, designed for 
use with the reducer. 

All data and tables have been re- 
vised to cover the new Size No. 7 
lorque-Arm Speed Reducer which 
increased the capacity range to 43 hp. 

In addition to perspective illustra- 
tions, Bulletin No. A-614-A includes 
cross section views and engineering 
diagrams showing proper positioning 
for installation. A new and quicker 
method of selection is also included. 


WOOD SCREWS-Southern Screw 
Co., Statesville, N. C., has issued an 
illustrated catalog on their line of 
wood screws. The catalog contains 
general information and a complete 
listing of slotted and Phillips head 
wood screws for different applications. 














Link Belt Co. has released Book No 


2510 featuring ¥s-in. pitch silent chain 


SILENT CHAIN—An industrial chain 
so small that five pitches make up 
less than an inch of chain is described 
and illustrated in a new Book No. 
2510 on ¥-in. pitch silent chain, 
issued by Link-Belt Co., Chicago, III. 

The booklet includes photographs 
of typical applications in such ma- 
chines as band saws, recording devices, 














HARPER 


SPECIALISTS IN ALL 
EVERLASTING FASTENINGS eae i 


BRASS e SILICON BRONZE ¢ NAVAL BRONZE «© MONEL e ALUMINUM e¢ STAINLESS STEEL 
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Off the swivel base, 
end down for accu- 
rate marking. 


Back on the swivel 
base, at the bench, 
for center punching. 








Lifted onto 
press, still accurate- 
ly in position 


drill 


Held in same posi- 
tion but moved to 
milling machine. 


@ Work locked in a “Yankee” Vise 
stays there . . . lined up accurately 
for every operation .. . bench to drill 
press to milling machine. That's prac- 
tical automatic protection against 
spoilage. You can sell that .. . for 
maintenance work, for general 
machine shop work. 

Swivel base for use on bench. Vise 
lifts off and on in a second. Easily 
made into economical jig. Hardened 
steel block, V-grooved for handling 
rounds, furnished with each Vise. 
Four sizes of “Yankee” Vises, 142” 
to 4” jaw widths. North Bros. Mfg. 
Co., 200 West Lehigh St., Philadel- 
phia 33, Pa. 


Sold through industrial distributors. 


° 


REG. U. S. PAT. OFF 


NORTH BROS. MFG. CO. 


VANEEE TOC 
wow A PART 


THE TOOL BOx 


OF THE WORLD 


eee Philadelphia 33,Pa, —_ 


176 





portable planers and motion picture 
projectors. Although it is primarily a 
drive chain, an example of its use as 
a conveyor is shown. Tables, engi- 
neering data and instructions for cor- 
rect selection of chain drives are 
included. 

The manufacturer points out that 
Book No. 2510 should interest de- 
signers and users of many types of 
machinery using fractional horsepower. 


WIRE FENCE MAINTENANCE-— 
A new industrial folder on the roller 
method of coating wire fences has 
been issued by Rust-Oleum Corp., 
Evanston, IIl. 

This folder contains a series of “on 
the job” photographs that illustrate 
the proper way to apply Rust-Oleum 
using this roller method. Step-by-step, 
it shows how to put 99 percent of the 
coating on the fence—not on the 
workers or the ground. 


TUBE BENDER-—Bulletin No. 3005 
issued by The Imperial Brass Mfg. 
Co., Chicago, Ill, illustrates and de- 
scribes their Universal Gear-Type 
Tube Bender. It also contains infor- 
mation on tubing service tools such as 





cutters, hand benders and flaring and | 


swedging tools. 


HOSE CLAMPS—A comprehensive 
bulletin on hose clamps for every in- 
dustrial rubber hose application has 
been issued by Hose Accessories Co., 
Philadelphia, Pa. 

Bulletin No. 125 contains illustra- 
tions and complete information on 
all types and sizes of Le-Hi Hose 


Clamps, their capacities and applica- | 


tion details. 


FORK TRUCKS-—The Yale & Towne 
Mfg. Co., Philadelphia, Pa. have is- 
sued a new bulletin entitled Gasoline 
and Diesel Fork Trucks. 

Bulletin 5126B is illustrated and 
contains dimensions and specifications 
on 6000 pound capacity fork trucks in 
three models. 


BEARING LUBRICATION — The 
Lubrication of Fafnir Ball Bearings is 
the title of a new 8 page folder issued 
by The Fafnir Bearing Co., New 
Britain, Conn. 


The folder discusses the everyday | 
problems of ball bearing lubrication 


and maintenance. 
why lubrication is necessary 
discussion of the advantages of oil or 
grease are included. In addition, spe- 
cific illustrations of bearing and hous- 
ing design are shown. 


INDUSTRIAL TIRES—A 12 page in- 


THE NOLAN COMPANY 


dustrial tire 


“guidebook” has been re- 
leased by j 


The B. F. Goodrich Co., 


The basic reasons 
and a | 


| roads, mines, and other 
| territory are 





Te NOLAN LINE 


makes you money ! 





Thousands of companies, truckers, rail- 
prospects in your 
are actively in the market cn 
these safety and utility items. Reasonably 
priced with attractive discounts. Sell them 
for these many extra dollars of profit! 


NOLAN CAR 
DOOR OPENER 


Every plant with a rail 
siding should have at least 
one. Saves time and money. 
One man can open or close 
the most stubborn freight 
car door quickly . 
safely with a Nolan Cor 
Door Opener. Thousands 
used with success at 
freight loading and un- 
loading spots. Good re- 
pect item. 


Used in _ industrial 


Werk, quarries, mace 
moving machinery 
and ether heavy 
articles. Two types. 


NOLAN PULLER \ 
JACK AND 
LOAD BINDER 










NOLAN GEAR PULLER 





Pui care, wheslo ond gam 
articles. Universal application fon, mi - 
nates four to ten types or sizes of other 
devices. 


Nolan Rerailers 
Highly efficient for get- 
ing cors and locomo- 
tives back on the track. 
Railroads and industries 
are big users. 





NOLAN PORTABLE 
DERAIL 


Safety device that should be 
used wherever cars are switched 
and moved. 





Nolan Portable 
Car Block 
Prevents uncontrolled car 
movement and prevents 
damage to life and prop- 

erty. 


made of 
Rats and ey a 
tollewed. "wr ling instructions carefully 


Write for free catalogs and price 








| 118 Pennsylvania Street, Bowerston, Ohio 
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--- PREFERRED BY USERS 
IN YOUR OWN BACK YARE 


Right in your territory QUAKER Industrial RubBer 
Products are specified and used by mills, utiliffes 
and public buildings. Make their choice y@ur 
choice. Investigate the advantages of selling the 


QUAKER line. Remember, QUAKER Products a 
e@ PRODUCTION-EERED — Specifically desig 
for maximum production in use. 
FAMOUS FOR LONG LIFE — QUAKER rub! 


products reduce equipment and maintena 
costs 


PRE-TESTED — Quaker Laboratories caref 
check every step of the production process t 
insure consistent top quality. 





ADVERTISED—To potential users through pub- 
lications and by direct mail. 


Write today for Quaker Catalogs 
and more facts. 


Q TTT: 4 RUBBER eo 





You get 2 big advantages 


by representing Bristol! 


1. YOU GET A PRODUCT ADVANTAGE Only Bristol makes both 
regular hex type and the exclusive Multiple-Spline socket 
screws, to satisfy every socket screw demand. Both are quality- 
made from special alloy steel. 


2. YOU GET A PROTECTIVE ADVANTAGE Bristol treats the dis- 
tributor as a partner, a branch office . . . provides him with 
a printed distributor policy, binding us to direct business 
through him, restrict distribution in each territory to protect 
his profits, and back him up with sales promotion, advertis- 
ing, factory-trained salesmen. 

Bristol’s Socket Screws are inexpensive to stock, easy to 
handle and their profit yield per pound is exceptionally high. 
More reasons why it pays to be a Bristol distributor! 


Only Bristol distributors get both 
this Multiple- Spline (a Bristol exclusive), 
plus the regular Hex. It means extra sales, 
with a socket screw for every demand. 


7 RISTO IS SOCKET SCREWS | 


THE BRISTOL COMPANY, Socket 
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Screw Division, Waterbury 20, Conn., 


Akron, Ohio. ‘The booklet shows their 
complete industrial tire line, the serv- 
ice use for cach tire, and contains 
many useful maintenance tips. This 
illustrated guidebook also points out 
the advantages of the company’s Tire 
and Wheel Analysis Plan. 


SPROCKET WHEELS—A new eight 
page catalog of over 200 sizes of cast 
tooth sprocket wheels has been issued 
by Link-Belt Co., Chicago, II. 

Book No. 2467, as it is called, tells 
how to select stock sprocket wheels 
for prompt delivery, accurately fitted 
to the chain. 

This illustrated catalog lists 207 
sizes of sprocket wheels for 78 popular 
types and sizes of chains employing 
cast tooth sprocket wheels. 


WIRE ROPE-—A new pocket-size 
booklet entitled “Use and Care of 
Wire Rope” has been published by 
A. Leschen & Sons Rope Co., St. 
Louis, Mo. 

This completely up-to-date guide 
book contains 78 pages of practical 
information on proper methods of 
handling, reeving, breaking in, splic- 
ing, cutting, lubricating, and specify- 
ing wire rope. Included are over 50 
illustrations and 32 diagrams and 
charts to demonstrate and explain sug- 
gestions and recommendations for 
proper wire rope use and care. 


COMPRESSORS—Heavy duty pack- 
age types of Feather Valve Com- 
pressors from 75 to 350 hp are fea- 
tured in a new bulletin No. L-676-B1 
issued by Worthington Corp., Har- 
rison, N. J. 

This bulletin includes an illustrated 
discussion of Worthington’s Feather 
Valve, also frame, running gear parts, 
cylinder, intercooler, variable capacity 
control, and such accessories as after- 
cooler, receiver and suction filter. 


INDUSTRIAL TRUCKS—A new 
eight page booklet in color has been 
released by The Baker-Raulang Co., 
Cleveland, Ohio, describing their line 
of industrial trucks and cranes. 

Catalog 54 is illustrated and the 
manufacturer calls particular atten- 
tion to a section titled, “How To 
Select The Right Fork Truck for 
Your Handling Job.” Other sections 
show at a glance the complete specifi- 
cations on each product. Also illus- 
trated are the important construction 
and design features of Baker trucks, 
and the latest fork truck attachments 
available. 


PUMPS-—Bell & Gossett Co., Morton 
Grove, Ill., have issued a new, special 
bulletin, No. ET-452, giving detailed 
information on series 1531 Uni-Built 





Best sales-making team in the business! 


CESTONM 


Here’s an all-star team that’s always in demand — 
three basic tools used by almost every industry. 
One sells the other, and the famous Disston name 
sells all three! Many @ distributor has all but built 
his business on them; for once you sell a customer 
these tools, you can look forward to years of 
repeat orders. 


To merit such customer loyalty, products have to e 
live up to the claims made for them. Disston Files, we 
Hack Saw Blades, and Metal-cutting Band Saws YS aw Ww 

do just that—and then some! ‘The reasons for their Se eo 
outstanding performance are simple: Disston tools wit aa 

are accurately made from fine steel by craftsmen HACK SAW 
long experienced in their fields. BLADES 


And only Disston Distributors can offer their 
customers this plus” service—the world’s most 
complete line of quality saws and tools. It’s just 
one more reason why 


IT’S SMART TO SELL DISSTON 
.. THE PROFITABLE LINE! 


Disston Hack Saw Blades — made from four special-purpose 

steels: High Speed Steel blades, for cutting metals 

ordinary steel can’t cut (hand or machine use). Di-Mol Blades, 

for general production (hand or machine use) 

Chismol (all hard) Hand Blades. and Durafiex (flexible) METAL-CUTTING 
Hand Blades for general use. BAND SAWS 


Disston Files—a complete line—rugged. long-lived, economical. 
Exclusive Bite-Rite*® American Pattern files, versatile Multi- Metal 
files, precision-made Superfine® Swiss Pattern files. 


Disston Metal-cutting Band Saws—for full-speed 
production. Uniform hardness and temper, durable edges. 
Made in both Hard Edge Flexible Back and 

Hardened Throughout styles. 





t nie 
© help Disston Distributors sell more, this message op; 
pears in Disston Advertising 


Fo : 
r prompt service, expert advice, D4\~ : 


reliability, many economies 


SEE YOUR DISSTON DISTRIBUTOR 
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centrifugal pumps and featuring the 


¢ F ~ Remite leak-proof mechanical 
seal. 
. | SAFETY 


RHEOSTATS—A new bulletin, No. 


& of E L | t & 1110, on Vitrohm Ring Type Rheo- 
stats has been issued by Ward Leon- 


' ard Electric Co., Mt. Vernon, N. Y. 
A q V 7 § This 4 page bulletin contains photo- 
: ; graphs, drawings and a complete 

description of construction details and 


specifications. 


£ @) MOTORS-—The Louis Allis Co., Mil- 


ESTABLISHED 187 5 | waukee, Wisconsin, has issued a new 


12-page bulletin covering its line of 
explosion-proof motors. 
Fully illustrated, the bulletin shows 


in detail the special features built into 

AIR, GAS these eieden proof motors, and typ- 

| ical uses for these units. It also shows 

STEAM many of the various electrical and 
AND mechanical modifications available. 


POWER PRESSES—Bulletin P-552, 


LIQUID | released by Sales Service Machine 
| Tool Co., St. Paul, Minn., gives full 
RELIEF information on their line of Press-Rite 
Open Back-Inclinable Power Presses. 
Illustrated and described are 8 
For commercial and induse models, with capacities of 5, 10, 15, 
trial applications in all | 20, 30, 60 and 85 tons. Detailed speci- 
sizes and types. A“jobber | fications are given for each press. Also 
line” easily sold from the | illustrated and described in detail are 
| such feature designs as the Press-Rite 
Airflex Clutch-Brake System, Unicast 
Frames, Triple Ramway Lubrication, 
Non-Repeat Single Mechnaism, and 
others. 








TETIEEEL 





complete Kunkle General 
Catalog. Copy on request. 





DEMAND FOR KUNKLE VALVES IS INCREASING 


For 77 years Kunkle Safety Valves have been specified 
in heating, air supply and for processing installations. 
Contractors buy for new projects and specified replace- 


ment business is at a new peak THROUGH INDUSTRIAL 
DISTRIBUTORS. 


KUNKLE SERVICE IS GEARED TO JOBBER DISTRIBUTION 


Prompt delivery from nearby warehouse points, factory engineering 
service, field service, prompt response to inquiries and an under- 
standing of jobbing requirements make the Kunkle line profitable to 
the INDUSTRIAL DISTRIBUTOR. 


WRITE FOR DISTRIBUTOR DATA 


The source is reliable since 1875 WAREHOUSE SERVICE POINTS: 
Product performance is dependable CHICAGO © DETROIT Electrical specialties are described in 


Kunkle engineering service is prompt DALLAS = ¢ FORT WAYNE Se ees eon yy ae 


KANSAS CITY, MO. Mfg. Co 
Replacements are readily obtainable LOS ANGELES 


Comply with code requirements MADISON, GEORGIA ELECTRICAL SPECIALTIES — A 
is ha aCe notives Pa noe tena 40-page catalog that is sectionalized 
for easy reference has been released 

by the McGill Mfg. Co., Inc., Val- 
KUNKLE VALVE CO 102 $0. CLINTON ST. paraiso, Ind. One section describes 

FT. WAYNE, INDIANA and illustrates the complete line of 
Levolier Switches and Sockets includ- 

















INDUSTRIAL DISTRIBUTION © NOVEMBER, 1952 





The perfect 
“follow-up” 
for your 

sales promotion 


Your sales promotion campaigns tell 
prospective buyers about your products. But 
will they remember you when the time comes 
to place an order? 


Your advertising in the ‘yellow pages’ of 
the telephone directory is good insurance 
that they will. 


More and more buyers of industrial products 
use the ‘yellow pages’ to get buying 
information. Surveys prove it. 99% of the 
purchasing agents in 217 industrial firms told 
us they use the ‘yellow pages’ for finding 
suppliers of new products or services. 33% 
also said they used the ‘yellow pages’ when 
placing repeat orders. 


Have your company, address, telephone 
number and selling story under the classifica- 
tion for every product you sell. The Directory 
Representative will help you plan this 

perfect “follow-up” that means more sales. 


For Further Information Call Your Local Telephone Business Office 
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j ing several new models. Another sec- 
1 | G K T i 5 T U R D Y! . aa tion covers portable lamp guards, wall 
ty : and receptacle guards, lamp changers 
C 0 N v E N | E N T ! ina ‘ and accessories. Included in this sec 
‘ i tion is a new series of grounded lamp 
INEXPENSIV ‘a er guards for use with the three wire 
Pre grounded electrical systems used in 
ie ; many modern plants 


WIRE SPRINGS~—A new catalog for 
“Gripper” woven wire slings has been 
issued by The Cambridge Wire Cloth 
Co., Cambridge, Maryland. 

Included in its 15 pages is complete 
data on the three mayor specifications 
for slings, information on recom- 
mended uses and loading data, and 
full listings of standard sizes. 


N ew . DRILL PRESSES—Boice-Crane Co., 
’ loledo, Ohio has released a compre- 
° | N T a U C K hensive new drill press catalog which 
La n $ { n g B iad describes and illustrates the 120 mod- 
ot nt . ‘ 4 els which comprise their Helmet Head 
hm ang hone 1? pen deag body is 22" deep by and Challenger lines. The lines in- 
42” x 26”. Weight only 165 pounds. Two rigid and T sac st clude high and slow speed bench and 
two swivel casters for easy maneuverability. Choice floor models in one, two, three and 
of roller bearing rubber, plastic or semi-steel wheels. four spindle combinations. 


Special low price, custom painted in lots of 10 
or more 


STOP-COUNTERSINK-~—A one sheet 

Ask your distributor or write for details today. bulletin has been issued by Severance 

$ J ows lool Industries Inc., Saginaw, Mich 
AMNSING CO. LANSING, | igan which describes their micrometer 


L4NCO MATERIAL WANDLING EQUIPMENT. MICHIGAN 





stop-countersink. The bulletin gives 
dimensional data and ordering instruc- 
tions and illustrates the parts of this 


tool. 

| PIPE COUPLINGS—A 10-page book- 
let entitled “44 Uses of Pipe Coup- 
lings has been issued by Pittsburgh 
Pipe & Coupling Co., Allison Park, 


Pa. The booklet covers uses in the 
phaptaas efile following fields: Plumbing, Electrical, 


3 R U Ss 4 E 58 A N D 3] R Oo Oo ce sg Industrial, Oil and Gas, Water Well 


; lal and Export. 
Long Wearing Qualities Make Enea agp ete 
‘ CENT xAL MPS-—Ingerso 
Them Plant Men’s CHOICE . . . j Rand Co., New York, N. Y. has is- 
. sued a 15-page bulletin covering gen- 
Waen buying prepenagontehst", eral purpose centrifugal pumps of the 
plant men are always interested in get- csadipenausted. t pe. 
ye. ry — pays org Experi- y The bulletin covers 5 basic cradle 
e pcan fier a a Ay h <y ond groups and 17 corresponding pump 
a a, Magne ye they Know types, their capacities, severe As rat- 
f ee 3 lor oy ereenenae oe Gar ings and uses. There are also two 
A ee en te wear—and they get pages covering pump dimensions and 
the right" tool” for every job from this a table of performance under 60 cycle 
complete line. Have a stock on hand. 


. use. In addition, two pages describing 
+. een users to buy thru their local special purpose units and design modi 
mstriputer. fications are included. 





MARKETS Meta) Werking Plants Powor 


Aviation Plants 


Paper Mills... Road and Building Contractors SCAFFOLDS—An innovation in the 
extite Mills blic Build 1 
Hotels Schools... Garages aluminum scaffolding field is an- 
ackina Plants w ouses i i 
. —— nounced in a new bulletin made avail- 


able by The Patent Scaffolding Co., 
I N B ¥ A N A Pp Cc L I x Inc., Long Island City, N. Y. This 
new bulletin describes, illustrates, and 

BRUSH AND BROOM MANUFACTURING CO. suggests uses for the Fold-A-Way 


CORNER BRUSH AND BROOM STS. Est. 1890 INDIANAPOLIS 7, IND. Scaffold. : 
The same company has also issued 


Al: ports, ete 
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Here’s what we are telling 


about LAUGHLIN FITTINGS — 


We tell 


-URCHASING 
YGINEERING & MIN 
JOURNAL 
MILL & FACTORY 

\W & FLOW QUA 

WORLD OIL 


ONSTRUCT 


©) 0) 6[ en eS 
NATIONAL SAFETY NEWS 
MARINE ENGINEERING 
ONSTRUCTION 
EQUIPMENT 
INDUSTIAL EQUIPMENT 
NEWS 


DESIGN NEWS 
BUSINESS WEEK 


THE THOMAS LAUGHLIN COMPANY, 1112 FORE ST., PORTLAND, MAINE 


THE MOST COMPLETE LINE OF WIRE AND CHAIN FITTINGS 
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YOU are part of the friangle 
hat makes for easier sales 





H 
‘You know what's needed to sell hack saw blades—three 
hings— 
1. A good blade—an accepted blade—a blade you can prove is 
better by actual test. 


Factory support—men from the manufacturer's engineering 
and sales staff who know their blade and can advise how best 
to use it under various conditions—and, of course, 


You — the Industrial Distributor — the man who knows his 
prospects like the palm of his hand—the man who is known 
and respected by his customers because he offers service and 
top quality material. 


Griffin, makers of top quality hack saw blades — since 1880 — is a name 
Phat needs no introduction to your customers. Take Griffin’s Powerflex — 
a high speed welded-edge blade. Many of the largest users of power hack 
saw blades use Powerflex blades exclusively because their own competi- 
tive tests have proven Powerflex blades superior. 


Perhaps you are already a part of Griffin’s — 
Triangle. If not, we would be glad to show 

you how the team of: good product, factory 

support, and you, can make for easier sales. 

Write today 


THE TRIANGLE industrial Griffin 
THAT MAKES FOR EASIER SALES Distributor Representative 


G.W. GRIFFIN 


Franklin, New Hampshire 





Sales Agents | 


JOHN H. GRAHAM & CO., INC. 


105 Duone Street, New York 8, N. Y. 
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an eight page booklet entitled “Con- 
trolled Costs When Maintenance 
Goes Above Arms Reach”. Bulletin 
G-205 details the basic factors and 
conditions to be considered in deter- 
mining the most efficient equipment 
to place men at working height readily 
and safely for easiest working condi- 
tions. Various types of jobs are broken 
down into four main categories: paint- 
ing and cleaning, electrical work and 
equipment maintenance, plant repair 
and maintenance, and special jobs 
lhis illustrated booklet shows various 
types of ladders and scaffolds as ap- 
plied to specific job conditions. It is 
primarily designed as a practical equip- 
ment selection aid for plant mainte- 
nance officials. 





D-A-T-E+§ 
TO REMEMBER 





Nov. 5-7—Industrial Management So- 
ciety, Chicago. 

November 8—2nd Annual Midwest- 
ern Tool Engineering Conference, 
Urbana, II. 

Nov. 9-10—Central States Industrial 
Distributors Meeting, Chicago. 

Nov. 14—Regional Meeting, Ameri- 
can Supply & Machinery Manufac- 
turers Association and Southern In- 
dustrial Distributors Association, 
Jung Hotel, New Orleans. 

November 21-22—Regional Confer- 
ence, National Association of Cost 
Accountants, Kansas City. 

Dec. 1-6—20th Annual Exposition of 
Power & Mechanical Engineering, 
Grand Central Palace, New York. 


1953 


Jan. 19-22—Plant Maintenance Show 
& Conference, Public Auditorium, 
Cleveland. 

Jan. 19-22—Eastern Canada Hardware 
Show, Montreal. 

Mar. 2-6—American Society for Test 
ing Materials, Detroit. 
Mar. 6—Regional Meeting, American 
Supply & Machinery Manufacturers 
Association and National Industrial 
Distributors Association, Statler Ho- 

tel, Cleveland. : 

March 27-28—Regional Conference, 
National Associatio# ‘of Cost Ac- 
countants, Toledo. 

April 12-16—Triple Industrial Supply 
Convention, Miami, Fla. 

April 13-17—-Western Metal Exposi- 
tion & Congress, Los Angeles. 

April 20-23—National Packaging Ex- 








KENNEDY 
INSPECTION 


Guarantees Fittings 
Free of Leaks, 
Burrs and Scales 





_ ——— 


KENNEDY MALLEABLE-IRON screwed fittings are made with tough, 
close-grained iron, tested to 43,000 psi. Carefully controlled annealing 
prevents splitting or cracking under almost any distortion forces. Uni- 
form hot-dip galvanizing assures a heavy coating that will not chip or 
flake. Precision machining provides exact alignment . . . speeds installa- 
tion time. 


KENNEDY CAST-IRON screwed and flanged fittings are made with 
tough, close-grained metal more than 50% stronger than ordinary gray 
iron. Precision threading and accurately machined flanges help you get 
strong, tight joints easily. The complete Kennedy line also includes cast- 
iron sprinkler and drainage fittings, cast-iron flanges. 





KENNEDY BRONZE fittings with tensile strength of 34,000 psi are in- 
dividually tested to 100 Ibs. air pressure under water to insure freedom 
from leaks. Available rough or polished in all standard types and sizes. 
Write for Bulletin 104. 


DISTRIBUTORS! it will pay you to ask about the sales and promo- 
tion aids available to you through the KENNEDY DISTRIBUTOR PLAN. 


K 7 N N f- D VALVE MFG. CO. 
ELMIRA, NEW YORK 
VALVES + PIPE FITTINGS: FIRE HYDRANTS 
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TOOL BITS 


That Brings You Repeat Orders 


Extra Special 


© 
' 
i 


SPARTAN SAW WORKS 


186 


Sparground Tool Bits are made from a special high grade 
alloy steel that makes them especially adaptable for machin- 
ing extremely tough and very hard materials, such as heat- 
treated steels, die and stainless steels, etc. 


Kutall Tool Bits recommended for general purpose cutting. 
You'll find they result in general satisfaction. 


Another Profit Product 


ADJUSTABLE HACK SAW FRAME 


HERE IS YOUR SELLING POINT 


This shows the two positions of the frame and illustrates the 
large bearing surface which prevents bending. The steel drill 
rod telescopes through the tube and back into the handle, giving 
a bearing surface of 9” when a 10” blade is used, and a 7” for 
a 12” blade. The feature guarantees that the frame remains 
rigid at all times. Backbone cannot twist because the locking 
pin goes from the top of the handle, through the rod and back 
into the casting. Large holding surfaces at each end of the 
blade prevent its turning or wobbling in the work. 


Sold Only Through Distributors 
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SPRINGFIELD, MASS. 


| 


position, American Management As- 
sociation, Chicago. 

May 1-2—Regional Conference, Na- 
tional Association of Cost Account- 
ants, Baltimore. 

May 18-22—National Materials Han 
dling Exposition, Philadelphia. 





FROM THE 


ov FILES 


25 Years Ago 

“Not satisfied with extraordinary — 
its, the southern railroads are asking 
for increases in rates which would 
vastly augment their present rev- 
enue’—T’. C. Keeling, president of 
the Southern Supply & Machinery 
Dealers Association, 

The National Supply & Machinery 
Distributors Association welcomed 
three new members: Franklin Hard- 
ware Co., New York; The Cava- 
naugh Co., Youngstown, Ohio; and 
The Universal Valve & Fittings 
Co., Cleveland. 

Laurence G. Puchta, vice president of 
The Queen City Supply Co., Cin- 
cinnati, was appointed to represent 
the National Association on Secre 
tary of Commerce Herbert Hoover's 
Committee on Simplified Practice. 

The American Supply & Machinery 
Manufacturers Association started 
segregating its membership into 
groups, to determine whether inter 
ests of members coincided enough 
to warrant special group meetings 

A. W. Mosely, mechanical engineer 
of the Slein Valve Co., Chicago, 
won a slog:n contest sponsored . 
the Power Transmission Association 
in New York with the slogan, 
“Drive Right.” 

The Hamilton Caster & Mfg. Co., 
Hamilton, Ohio, purchased the as- 
sets of The H. Zcring Mfg. Co., 
Cincinnati, factory truck maker, and 
increased its manufacturing facili- 
ties in Hamilton. 

Harry Hough was elected president of 
The B. F. Goodrich Rubber Co., 
Akron, Ohio, following the death 
of president Bertram G. Work. 





| The Detroit Brass & Malleable Works 


purchased the Detroit Sanitary Mfg 
Co. and planned to operate it as a 
division of the parent company. 


| The Leather Belting Club of Chicago 


embarked on a “simplification” pro- 
gram for the belt industry, under 
president V. A. Seuberth, of Chi- 
cago Belting Co. 





QUICK @@@ economical replacement of worn bearings in machine tools and 
industrial machinery with Bunting Standard Stock Bearings in 


854 sizes. 
EASY @ @¢ installation of new bronze bearings in electric motors with Bunting 


Electric Motor Bearings in 324 sizes. 
FAST ... 


economical production of special bronze bearings and parts with 
Bunting Precision Bronze Tubular and Solid Bars in 263 sizes. 


Life of production equipment and machinery is prolonged, and 
down time avoided by the ease and speed with which Bunting 
Standard Stock Bearings, Electric Motor Bearings and Precision 
Bronze Bars can be obtained and employed. 
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Bunting Ads win 1st award in 
contest sponsored by Industrial 
Dastributors Assoniatons, 


peproducts are instantly 





I all markets, from the 
Ocks of lea ing industrial distrib- 
utors and distributors of special- 
ized industrial items. Ask your 


distributor or write for catalog. 


As advertised in Busi Week + Factory Manag and Mai 
won Age + Mill and Factory * Southern Power and industry 








THE BUNTING BRASS & BRONZE COMPANY + TOLEDO 1, OHIO + BRANCHES IN PRINCIPAL CITIES 
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CLOSURE 


88 


WITH A DART YOUR 


IS DROP-TIGHT 


AND YOU KNOW IT! 


This True Ball Joint Makes the Difference 


Dart’s two bronze seats maintain tight seal as long 
as in service — and as often as piping is changed. They can be taken 
off the line and reinstalled over and over again! They're made of non- 
corrosive bronze for greatest protection against corrosion and 
pitting. 

Yes, and because a Dart’s precision ground to a 
perfect sphere, the tight seal comes easily and stays tight without 
heavy wrenching or fuss. 


Ends and nut of a Dart are practically indestructible 
— they're made of high test air refined malleable iron. Stress, stretch- 
ing and wrench abuse are no problems with a Dart. 


Sell Dart Unions. You'll profit because your 
customers will like this quality 
union of many advantages in 
one “package”. 


DART UNION COMPANY 
Providence 5, Rhode island 
The Fairbanks Co. — Distributors 


Boston New York Pittsburgh UNIONS 
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J. M. Tull Rubber & Supply Co., 
Atlanta, Ga., planned to occupy 
new quarters at the corner of Mari 
etta & Earle Sts. 

S. W. Parsons succeeded E. J. Skinner 
as president of The Skinner Chuck 
Co., New Britain, Conn. 

George D. Roper Corp., Rockford, 
Ill., announced plans for a million- 
dollar factory addition on its 50 
acre tract on Blackhawk Ave. 

The Central Supply Co., Inc., Pas- 
saic, N. J., held.its second annual 
exposition for supply manufacturers 
at its headquarters. 

The National Machine Tool Builders 
Association voted not to hold an 
exposition in 1928. 

Max Krueger, chairman of the board 
of the San Antonio Machine & 
Supply Co., San Antonio, Texas, 
died in Wiesbaden, Germany, while 
on a European tour. 

I. H. Niver was appointed purchas 
ing agent of The Bunting Brass 
Co., Toledo, Ohio. 

The Graton & Knight Co., Worcester, 
Mass., appointed John C. Ruf to 
take charge of Southern district 
sales from headquarters in Green 
ville, S. C. 

Charles A. Schieren Co., New York, 
named F. E. Wieber manager of 
the Chicago branch. 

William L. Ward, president of Rus 
sell, Burdsall & Ward Bolt & Nut 
Co., Port Chester, N. Y., was 
elected chairman of the Westches- 
ter County Republican Committee. 
He had headed the organization for 
32 vears. 

Rov L. Bailey, purchasing agent of 
the Indianapolis Belting & Supply 
Co., attended the American Legion 
convention in Paris, France. 

McCardle & Cooney, Inc., Philadel- 
phia distributor, contracted for a 
one-story addition to the company 
headquarters. 

The C. S. Mersick & Co., New Ha- 
ven, Conn.. held its annual outing 
at Double Beach, Branford, Conn 


10 Years Ago 


Fred Bahnson. son of G. F. R. Bahn- 
son, of William H. Taylor & Co.., 
Allentown, Pa.. was promoted to 
pettv officer 2d class in the U. S 
Navy. 

Maior Gilpin Bright, son of Stanley 
Bright, Bright Supply Co., Reading, 
Pa., received a big civic welcome on 
his return home from Burma, where 
he distinguished himself with the 
Flving Tigers. 

Armmold Anderson. of Lakeshore Ma 
chinerv & Supply Co., Muskegon, 
Mich., formed a “City Farmers 
Club” for those who wanted to help 
the war effort outside of town as 
well as at their desks. 





Twins at birth, 
but not at 60 


Like twins, it’s hard to tell a Westinghouse 
fluorescent lamp from any other brand, or from 
older Westinghouse types. Except for the new 
Westinghouse bump-base, they all look alike. 
But as they grow older, the new Westinghouse 
stays younger longer. At 7500 hours, or about 
3% years of normal use, the new Westing- 
house lamps still give you 75% of their orig- 
inal light output. 


One reason for this longer life is the chemi- 


cal phosphors used to coat the inside of the 
tube. These chemicals are processed and tested 
to remove life-shortening impurities. This pu- 
rity also eliminates color distortion and change. 
The result is a longer, constant brightness 
throughout the life of the lamp. 


For all the facts, call your Westinghouse 
Lamp Distributor today, or write to the Wes- 
tinghouse Lamp Division, Bloomfield, New 
Jersey. 


YOU.CAN BE SURE...1F ITS  ) 


‘ 
$ 


sm 
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) Westinghouse 











—with the nw HEXACON 


~FEATHERWEIGHT 


So light its weight is hardly no- 
ticeable, but more powerful than 
its wattage rating indicates. Hat- 
chet design makes it more com- 
fortable and practical to use than 
a soldering pencil. No transformer 
required. 


HEXACON 
ELECTRIC CO. 


138 WEST CLAY AVE., 
ROSELLE PARK, N. J. 


WEIGHT—5' OUNCES (LESS CORD); 
WATTS—40 OR 60; TIP DIA.—BOTH 
Ve" AND VY," TIPS FURNISHED WITH 


EACH IRON; PRICE— $550 


Write today for catalog describing 
the complete line of screw tip, plug 
tip and hatchet irons. 


ARBOR SPACER ASSORTMENT 


Packaged in moisture- 
resistant envelopes for 
ease in stocking and use. 





© LAMINATED © 


© COMPANY, INC. O 


< 
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Our special assortment in- 
cludes 80 arbor spacers, 10 
each of 8 different gauges. 
Each gauge is in a separate 
envelope. 7 different sizes 
are available, each with or 
without keyway. 


SEND FOR CATALOG SHEET 


411 UNION STREET + GLENBROOK, CONN. 


--—<—4 


The Campbell Hardware & Supply 
Co., Seattle, returned to an en- 
larged and completely remodelled 
buiiding showing no scars of the 
disastrous fire of the preceding 
April. 

Donald M. Nelson, chairman of the 
War Production Board, formally 
complimented the editors of Mill 
Supplies on its special “War Guide 
Issue”. WPB field office staffs were 
instructed that reprints of the issue 
were recommended reading. 

The Louisville Mill Supply Co. moved 
to new and larger quarters at 15th 
& Madison Sts., Louisville, Ky. 

The A. R. Williams Machinery Co., 
Toronto, established new branches 
at Ottawa and Calgary, Alberta. 


| William A. Tydeman, Jr., son of the 


— of W. A. Tydeman, Inc., 
aston, Pa., distributor, joined the 
U. S. Navy as a lieutenant (j.g.). 
The Metropolitan Hardware Associa 
tion held its 32nd annual banquet 

at the Hotel Astor, New York. 

Louis H. Brendel, manager of dis- 
tributor sales for Manning, Maxwell 
& Moore, Inc., Bridgeport, entered 
the Navy as a lieutenant com 
mander. 

Arthur G. Sullivan was appointed gen- 
eral sales manager of the Buffalo 
Fire Appliance Corp. 

E. D. Morton Co., Louisville, Ky., 
distributor firm, was purchased by 
Plumbers Suvplv Co. and started 
operating under the new name Mill 
& Industrial Supply Co. 

Globe Machinery & Supply Co., Des 
Moines, Iowa, named C. E. Hel 
strom sales manager. 

Carl H. Leide, of Dodge Mfg. Corp.. 
was elected president of the Power 
Transmission Club of Chicago. 

The Manning Packing & Supply Co.., 
Portland. Ore., moved to new quar 
ters on West First Ave. 

The Independent Pneumatic Tool Co 
received an Armv-Novy “E” at cere- 
monies in Aurora, Ill. 





ULTRASONIC THERAPY 


Physicians’ experiments are now re- 
ported to show that ultrasonic energy 
can be used in alleviating some or- 
ganic diseases, Electronics, McGraw- 
Hill publication, says. One technique 
is to apply ultrasonic vibrations to the 
spinal cord of a patient. The nervous 
system is said to conduct the vib-a*ions 
to other parts of the body and stimu- 
late hormone production to combot 
disease. There's some danger: too 
much energy could injure the nervous 
system. 
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UNDER THE ~ 
en” TABLET op ? 


Be sure to show your customers the underside of a 
strand of Rex® TableTop® Chain. They'll see imme- 
diately the big reason for the tremendous success of 
this chain as a conveyor in bottling and canning 
plants. More than anything else, it is the amazingly 
simple TableTop design that makes this chain such a 
perennial “best seller.” 


Here are the main selling points of this simple 
link and pin construction. 


I. Simplicity makes TableTop easy to clean and keep clean. 
No corners or "pockets" to catch and accumulate dust, dirt, 
or food particles. 


2. Design simplicity makes TableTop particularly easy to 
install. it fits right into your existing conventional tracks. It's 
easy to take apart and repair. 


3. Unique sprocket and simple joint mean wider bearing 
area .. . longer chain life. There's no load on pins when 
flexing over sprockets. 


4. With TableTop there are no rivets or attachments to work 
loose and wobble. Containers get a smooth, steady trip. 
Breakage is reduced. 


And remember, TableTop is just one of the com- 
plete Rex line of conveying chains. For beavy 
duty jobs there's the rugged Baldwin-Rex® Plate 
Top Chain and, where elimination of transfer 
points is desirable, the new Rex FlexTop Chain. 
For more information, write to Chain Belt Co., 
4622 W. Greenfield Ave., Milwaukee 1, Wis. 


Chain Bell company 


OF MILWAUKEE 


Atlanta ¢ Birmingham © Boston © Buffalo ¢ Chicago ¢ Cincinnati ¢ Cleveland 
Dallas * Denver * Detroit ¢ El Paso © Houston © Indianapolis ¢ Jacksonville 
Kansas City * Los Angeles ® Louisville * Midland, Texas * Milwaukee ® Minneapolis 
New York © Philadelphia © Pittsburgh © Portland, Oregon © Springfield, 
Mass. ¢ St. Louis ¢ Salt Lake City * San Francisco * Seattle * Tulsa © Worcester 


Distributors located in principal cities in the United States and throughout the world 
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KESTER 
Fiux-Core 
SOLDER 


UNIFORM Reduces Soldering Costs 


In using Kester, labor per assembly 
is held at the lowest practical 
minimum. Kester’s uniformity also 

reduces waste of critical material to the 
diminishing point because Kester can give 
your customers Solder engineered to their own specific operation. 


Kester alone has that necessary flexibility of flux-content (different 
core-sizes) providing just the right amount of flux needed. 
Diameters ranging from 9 thousandths to one-quarter 
inch available in Kester “44” Resin, 
‘Resin-Five,” Plastic Rosin, “A,” Nosput, 
Acid, Knorust and others. 


KESTER SOLDER COMPANY 
4214 Wrightwood Ave., Chicago 39 
Newark 5, New Jersey * Brantford, Canada 


KESTER 
SOLDER 
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NEWS 


Starts on page 124) 





NEW DUTIES as assistant general 
manager keeps Seymour Canner busier 
than ever at Patron Transmission Co., 
Inc., New York City. 


ANOTHER new assignment at Patron 
is Bernard Terdeman as assistant sales 
manager. Here he’s laying out an engi 
neering problem. 





Flexible Tubing Names 
Distributor Sales Asst. 

The Flexible Tubing Corp., Guil- 
ford, Conn., has appointed Reed A. 
Weyburn as representative-distributor 
sales. He will assist A. H. Loux, man 
ager-distributor sales, in work with the 
company’s nation-wide distributor or 
ganization. 

Mr. Weyburn was associated with 
the Connecticut Light & Power Co. 
for 7 years. Before that he was a sales 
engineer for The Stanley Works in 
charge of the Pacific Northwest for the 
Steel Strapping Division. 





$20,000 in Sales 
FROM A 1200 INVESTMENT IN 


Say CHICAGO MOUNTED 
WHEELS for the world’s safest 
grinding wheels. 


Over 200 different sizes and 
shapes. 

i = 
For the best delivery in the in- 
dustry—order Chicago Mounted 
Wheels. 


For a wider range of treat- 
ments and bonds covering spe- 
cial jobs . . . Chicago Mounted 
Wheels. 


20,000 manufacturers through- 
out the world, including the 
largest companies, are using 
Chicago Mounted Wheels. 


oe 


for Chicago Wheel’s Profit 
Opportunities for ‘52 
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“In 1951 my entire stock of Chicago 

Mounted Wheels was sold out 26 times—that’s 

a complete sell-out once every two weeks! 

There isn’t another line I know of that gives me the fast 
turnover and the high mark-up profit I get from selling 


Chicago Mounted Wheels.” 


“What's more, Chicago Wheel takes any slower-moving 
numbers right off my hands...and gives me any of their 
complete Mounted Wheel line of over 200 different sizes 


and shapes that sell best in my locality.” 


Get on the Chicago Wheel bandwagon—write today for 
your special deal on this easy-to-sell, customer-approved 


grinding and mounted wheel line. 


CHICAGO WHEEL & Mfg. Co. 


Dept. ID, 1101 W. Monroe Street 
Chicago 7, Illinois 
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581 Belmont Avenue 


SELL 
PYRENE 


It's the JOBBERS LINE! 


Pyrene* sells through you industrial distributors, be- 
cause Pyrene knows that only you can serve industry 
properly. And Pyrene backs you up with consistent, 
hard-hitting advertisements in Business Week and a 
long list of industrial and trade publications. The ads 
are addressed to your customers, and tell them to 
order through you. There’s respect for and need for 
Pyrene wherever you go. So make it a practice to ask 


for a Pyrene order on every call! 1. tag. WS, Pat. OF 


There’s a PYRENE for ga fire hazard 


ff Sprene ome Y 


PYRENE MANUFACTURING COMPANY 


Newark 8, New Jersey 


Affiliated with C-0-Two Fire Equipment Co. 
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BOWLING teams were organized for 
employees of The C. S. Mersick & Co., 
New Haven, Conn., by committee 
headed by W. M. McManus (chair 
man), Jesse Terrasi, Phyllis Harder, and 
Anthony Restaino 


Mersick Employees 
Set Up Bowling League 


Company bowling teams are in 
action at The C. S. Mersick & Co., 
New Haven, Conn., for the first time 
since World War II. 

Under William M. McManus, bill 
ing department manager, as chairman, 
eight teams have been organized for 
the Fall season, to compete weekly in 
the Candee Alleys, site of the Na 


| tional Duckpin Tournament. Four 


rounds are scheduled for every Thurs- 


| day afternoon at 5:30. Teams are or 


ganized with four men and one wom- 
an on each, with bowlers assigned 


| according to past averages. 


The program is sponsored by the 
Mersick Employees’ Association, an 


| independent group represented by the 
| bowling committee. Besides chairman 
| McManus, the committee consists of 


Jesse Terrasi, secretary, Mrs. Phyllis 
Harder, treasurer, and Anthony Res- 


| taino. 


The company’s sales force is well 


represented on the teams. Among 


salesmen competing are Marcel Robil 
lard, William Smith, Howard Wil 


| liams, Kenneth Provost, and Peter 
| Weber. 


Since 8 men in the league are rated 
at over the 100 mark, Mr. McManus 
expects keen competition for the high 
scores. 


DeWalt Names 
Vice President 


Wilbur Gardner, secretary and 
treasurer of DeWalt, Inc., has been 


| elected a vice president of the power 
| cutting tool subsidiary of American 
| Machine & Foundry Co. Mr. Gardner 
| has been treasurer of DeWalt since 
| 1937 and secretary since 1941, and 


will continue in these two capacities. 





SELL AND RECOMMEND 


TOLEDO SIMPACT 


for all 1’ to 2” threading! 


sow ONLY 
THROUGH DISTRIBUTORS 


Toledo protects your profit by dealing only 
through the distributor—a policy that 
helps you make more money with the 
Toledo line through the years! 


Cash in 7 featuring popeles Toledo 
models Be | as Toledo ct—the fin- 
est 1”’ to 2” self-contained tool! Com- 
pare these Simpact advantages— 


ONLY ONE SET OF DIES for 4 pipe 


sizes. 


FASTER CHANGE OF SIZES! Just push 
the size selector button, slip dies in prop- 
er steps, turn head slightly and die size 
is changed! 

EXTRA RUGGED FOR EXTRA LONG 
LIFE .. . producing accurate threads. 


EASY TO OPERATE... simple in design 
. fewer parts... light in weight. 


AMAZINGLY COMPACT... will thread 
a pipe projecting through a : wall as short 


50 YEARS OF LEADERSHIP roy shot 
ACCURACY THROUGH THE YEARS... 


dies recede along tapered steps... 

cams to wear. 

LOW COST .. . dependable. Write for 

details. The Toledo Pipe Threading 
PIPE TOOLS..7POWER DRIVES Machine Co., Toledo, Ohio. 


7 - POWER PIPE MACHINES 


AUTOMATIC DRIP OILING. 3-CHUCK JAWS. Simpact pipe TOLEDO SIMPACT DIES are SIMPLE ... COMPACT. Note 

Oil pockets in head of a Simpact holder with 3-chuck jaws is easy made of high speed steel and are the simplicity of the Simpact. No 

collect oil and drip directly on to center, and assures perfect easily resharpened. complicated cam parts two clog 
ies. aligned threads. with dirt and wear. 
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SAFETY _ 


see 
Steel Grip 


INDUSTRIAL 


Satety Apparel 


SELLING 


SAFETY MEANS 





ANAGEMENT directs its attention 

more and more to safety for employees. 
They leave the door wide open to you to 
help them in this important step. 

You can give them everything required in 
safety apparel with the Industrial line. You 
can give them the right kind of protection 
against every hazard and make excellent 
money in doing it. 

Each Industrial article is correct in every 
detail for its particular job. Each was de- 
signed and styled by experts who knew best 
how to combine durability, comfort, and 
full protection. 

Here is a source of supply that you can 
depend upon—here are sellers that are pur- 
chased in all seasons—he<e is a line that will 
make customers for you and establish con- 
tinuous sales outlets. 





Commander Mfg. Appoints 
District Representative 
Richard M. Tuthill has been named 


| district factory representative for the 
| Commander Mfg. Co., Chicago tool 


GLOVES * MITTENS 

HAND GUARDS 

ARM PROTECTORS 

LEGGINGS * SPATS * SHINGUARDS 
APRONS » COATS + PANTS 


Safeguards furnished in your 
required materials 





STEEL-GRIP OPEN END FINGER GUARDS 


The Finger Guard demonstrates how 
close Industrial is to the safety needs of 
industry. Since Industrial introduced 
Sceel-Grip open end Finger Guards, they 
have been used successfully in every 
type of American industry. Made in 
open and closed end styles, in a choice 
of materials. Ask for literature describ- 
ing the various types. SIZES FOR MEN 
AND WOMEN 


U.S. Patents No. 2,351,906, 
We. 2.461.872 


INDUSTRIAL GLOVES COMPANY 


A Corporation 


1641 Garfield Street, Danville, Illinois 
(In Caneda: Safety Supply Co., Toronto) 
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manufacturer. 

Mr. Tuthill has had experience on 
both sales and production work in his 
field. He was formerly an instructor 
in electronics at a midwest school. 

His territory includes Illinois; Min 
nesota; Iowa; Wisconsin; Oklahoma; 
Texas; Louisiana; Nebraska; Wichita 
and Topeka, Kansas; and Nashville 
and Memphis, Tenn. 


Lindquist Hardware 
Completes Renovations 


The Lindquist Hardware Co., 
Bridgeport, Conn., has completed ex 
tensive renovations to its two main 
buildings resulting in added office 
space and modernized interiors. 

By altering the second floor, space 
for two offices has been added, freeing 
additional downstairs space for ship- 


REMODELLED display room at Lind- 
quist Hardware Co., Bridgeport, Conn., 
is kept shipshape by Al Erickson, clerk, 
and George Figler, manager 











“A glance at Monobloc 
construction is your cue to 
its smooth operation” 


The Worthington DN monobloc oneness pump 
not only looks streamlined but it has a heavy balanced 
construction that assures perfect alignment of pump 
and motor for really smooth operation and long life. 

It saves you floor space and cuts installation costs 
with its single-base mounting. No extra foot supports 
or base plates! Over 30,000 sizes, variations or com- 
binations. 

The same pump unit—with conventional stuffing 
box or mechanical seal—is available as a frame- 
mounted unit in the companion type CN line. 


Capacities 10 to 1,800 gpm. 
See your Worthington distributor 7 


|. WORTH 














Biggs Pump & Supply Inc., Lafayette, Ind., advises: 





“‘Worthite tops the list 
for corrosion resistance”’ 


When you’re choosing chemical pumps, you'll be 
off to a good start if you check the complete Worthite 
line—standard sizes from 1 to 5,000 gpm. 

Worthington’s Worthite leads the field of metals 
and alloys in the same price range when it comes to 
corrosion resistance. Users constantly report excep- 
tional non-shutdown service records under toughest 
conditions. 








See your Worthington sppeest?d 














“Two kinds of fluids demand 
two kinds of rotary pumps” 


For Viscous Liquids, it’s the Worthington Herring- 
bone-Gear (GA and GR) design that eliminates end 
thrust, operates smoothly and quietly, and reduces 
bearing wear. For very thin non-lubricating liquids, 
it’s Worthington’s sliding vane (VE) types, with 
automatic compensation for wear, high suction lift, 
and replaceable wearing parts. 

Capacities: Herringbone-Gear—1 to 5,000 gpm 
(pressures to 500 psi). Sliding Vane—25 to 1,000 gpm 
(pressures to 200 psi). 


See your Worthington distributor J 





All Worthington distributors agree: 


“No other pump line 
is so complete” 


A quick call to your Worthington distributor 
is often all it takes to bring the answer to your 
pump problem and many other equipment needs 
involved in operating your plant. 

He’s got the broadest line available anywhere: 

Centrifugals in over 30,000 standard combina- 
tions of capacities, heads, casings and mountings, 
for any drive available. 10 to 1,800 gpm, coolant 
and circulating types, regenerative turbine types. 

Rotaries both gear and vane types. Steam, 
power, and dry vacuum pumps. - 

Worthington Corporation, Pump and. Com- 
pressor Merchandising Division, Harrison, N. J. 





Worthington Standard Pumps 
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NEW OFFICE MANAGER Wesley 
Thornton checks order with Charles La 
Rocque, inside sales, at Lindquist Hard 
ware Co., Bridgeport. 


ping and receiving. The reception 
room and purchasing department 
office have been remodelled. 
Modernization of the main display 
room has eliminated the familiar show 
window. Instead, a new glass front, 
extending the full width of the room, 
has opened the entire room to full 
view from the city sidewalk. This, ac 
cording to president George Lind- 
quist, is expected to provide for more 
effective display of machine and tools. 
Ihe company completed a_ three 
story addition to its main building in 




















1108. 
J . . 
et 1947 and started remodelling its old 
~ quarters the following year. 


oataios jihustrat! 


Name Office Manager 
Wesley Thornton was recently ap- 
pointed office manager at Lindquist. 
He will be in charge of pricing, bill- 
ing, and order routine. Previously he 
had handled pricing and assisted on 
telephone sales. 





You're looking at the first of a new series of 

ads starring Wendt-Sonis distributors. 

h these ads, your customers will learn 

how application of W-S tools to specific 

jobs helped cut costs, save time and step up 

ae _ production. They will read how Wendt-Sonis 
distributors helped to steer important jobs to a safe, successful completion. 


This new advertising campaign is geared to bring you, as a Wendt-Sonis 
distributor, greater prestige and profits. It’s up to you to follow through 
to your customers and prospects. For information on complete promotion 


package furnished FREE to distrib co ; 
PANY, Hannibal, + emg istributors, write WENDT-SONIS COM 


WENDT sonis 


a HANNIBAL,” MISSOURI 
5 ve. 549 W Randolph St. 
Hawthorne, Calif. ~ Chicago, i 

CARBIDE-TIPPED CUTTING TOOLS WRENCHES for eve j 

: ‘ ty type job are 
BORING TOOLS © CENTERS © COUNTERBORES © SPOTFACERS @ od b b - 
CUT.OFF TOOLS DRILLS : arranged by James Fox and Ed Jones 
 CUREAMERS © ROLLING TURNING TOOLS © SPECIAL TOOLS — at C. M. McClung & Co., Knoxville, 


Tenn 
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Tell Your Customers .. . 


Tell them they can SAVE in finishing All Metals, 
Plastics, Wood, Glass, Hard Rubber, Pressed And Laminated Materials and Combinations? 


Tell them to add up their job time for step-by-step burring, cleans 
WHEELS. STICKS, ing, finishing. polishing. Ask them whether they'd like to cut it 
siren" coumyea—for in half. Substantial savings, frequently as much as fifty percent, 
can be achieved by rubber-cushioned Brightboy, which combires 


machine and manual 
burring, finishing, cleaning, polishing into one operation! 


operations 


Brightboy combines the working advantages of both abrasive and 
rubber. The unique surfacing-action occurs as the rubber cushions 


the light grind of the abrasive the moment machine or manual 


finishing begins. Its work quality and versatility give a completely 
new concept of finishing. It can be used —sold—for many applica- 


tions far beyond the scope of conventional abrasives. 


GENERAL USES—A FEW OF MANY: 
Removes light digs, tool and heat marks. Cleans welded and HOW BRIGHTBOY SAVES PRODUCTION TIME 


soldered joints. Finishes dies and molds. Burrs stampings, Does countless jobs regular abrasives cannot do—PLUS low 
— machined parts. Maintains tools, equipment, ma- cost, “every-day” finishing. Bridges the gap between the 
chinery, parts. 


rough grind and the buff in one operation! Works to close 
tolerances. Shapes to contour. Produces a wide variety of 
conventional and special finishes and patterns—damaskeen- 
- rar . ing, for example; often the “final” polish. No before-use 
Brightboy is a “natural to round Ft preparation or dressing needed. No skilled labor necessary. 
out your complete abrasives serv- : 
ice to customers. Sell it along ; 
with drills, cutting tools, files. 
INVITING DEALER PROPOSI- 
TION. ATTRACTIVE TERRI- 
TORIES. Write for interesting 
information. 








OR MAKING CIVILIAN GOODS 


Show them how to profit from Brightboy’s outstanding adupt- oe Beg eo 

ability! Proved in production of countless civilian-goods items. diaciie re 3 

Proved again in defense production: Ordnance, Instruments, BRIGHTBOY INDUSTRIAL DIVISION 

Airplane Parts, Internal Combustion and Jet Engines. Electrical, Weldon Roberts Rubber Co. 

Electronic, Transportation and C ication equipment 6th Ave. end Ne. 13th Strect Newark 7, N. J. 
America’s Pioneer Manufacturers of Rubber-Bonded Abrasives y 
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sell 
MOF bwstrers 


Ouplex unit consisting 





ted Sealing Valve 


ond Angle Blowing Valve. 


BOILER BLOW-OFF VALVES 


) When you show an EVERLASTING 
| Duplex Blow-Off Unit to your custom- 
bers, their many superiorities speak for 
themselves . . . and sell themselves. 


The sealing valve at the left is the 
EVERLASTING design that has been 
amous for more than 40 years . . . the 
valve with the drop-tight seal that actu- 
lly improves with use because of its 


peep. action each time the valve 


opened or closed . . . the valve that 
fan't stick or jam because of its non- 
Wedge design . . . the valve that opens 

less than a quarter turn to provide 
Bnimpeded straight-through blow. 


The blowing valve at the right is the 
@qually famous EVERLASTING Angle 
or “Y” Valve, specially designed and 
equipped to withstand repeated blow- 
off shocks, erosion and corrosion, and 
without pockets that might trap and 
hold solids. 


EVERLASTING Valves are profitable 
for you to sell, because they are profit- 
able for your customers to buy. Write 
for descriptive bulletins and prices. 


EVERLASTING VALVE CO. 
49 Fisk Street, Jersey City 5, N. J. 


ah 


Fig. 4001 /6571. Duplex — oie of 
d ling Valve 
end ¥ iaae Volve 


‘hel 


Fig. 6571/6561. Duplex unit consisting of Y, 
Sealing Valve and Angie Blowing Vaive. 





jaog ts 


Fig. 6561/6571. Duplex unit consisting of 
Angle Sealing Valve and Y Blowing Valve. 


ei alia 


TRADE MARK “EVERLASTING” REG. U.S. PAT. OFF 
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Herbert V. Evans, Jr. 


Alloy Steel Products 
Names District Head 


Alloy Steel Products Co., Inc., Lin 
den, N. J., has appointed Herbert V 
Evans as district manager at Wilming 
ton, Del. 

Mr. Evans has been sales repre 
sentative in Pittsburgh for the past 5 
years. Before that he was with the 
Lebanon Steel Foundry and Anti 
Corrosive Metal Products Co. A grad 
uate of Boston College, he is a World 
War II Army veteran. 

In his new capacity, Mr. Evans will 
concentrate on direct selling activities 
in the Wilmington area, but will also 
be responsible for sales operations in 
the central Atlantic area extending 
from Philadelphia through Virginia 
and to the Western boundary of Ohio 
and West Virginia. 

Replacing him as sales representa 
tive in Pittsburgh will be FE. J. Lick 
war, who joined the company last 
January. 





RUSH ORDER is sent on its way by 
Floyd Bales and George Atteniese of 
Browning Belting & Supply Co.. Knox 
ville, Tenn., distributor 











‘el ST Teal TT 


aa aa Maia 
Teal Teal Teal Tea 


ii Pili) me th AS 


on a Distributor’s shelf... 


To a Distributor the name Firth Sterling answers 
every desired quality of a “good” line. With Firth 
on your shelf you sell an established reputation 
for top quality with these well known product 
trade names. 

Circle C High Speed Tool Bits 

Firthite Tools and Tips 

Globe and Invaro Tool Steel Drill Rod 

Invaro Flat Ground Stock 


OFFICES* AND WAREHOUSES: HARTFORD NEW YORK* DETROIT CLEVELAND 
DAYTON* PITTSBURGH* CHICAGO BIRMINGHAM* LOS ANGELES PHILADELPHIA* 


Firth Sterling, an industry leader, offers Distrib- 
utors on the job engineering . . . direct service 
from factory. Firth Sterling is proud of its sound 
Distributor sales policy which means greater sales 
and greater profits for you. You can carry no 
better line than Firth Sterling. 

A Firth Sterling Distributor franchise territory 
may still be available in your market. Write for 
details about our distributor profit plan. 


Firth Sterling Inc 


GENERAL OFFICES: 3113 FORBES ST., PITTSBURGH 30, PA. 
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CHICAGO Safety Plus’ SCREWS 
are"quality made to be trouble free” 





1. Rigid laboratory control of the selected 


steel we use in all our products. 


We purchase ‘whole heats”’ of 'steel—not 


just available warehouse lots 


Our tremendous production capacity en 
ables us to use more efficient machines to 


produce screws of precision quality 


Our large research facilities are constantly 
geared to be on the alert for greater devel 
opment and improvement of product and 


processes. 


Our exclusive method of heat treating in 
carbon recovery atmosphere furnaces re- 
sults in greater uniformity to hardness 
specifications. 


7 


| Small territory coverage by our. 
field men offers greater availability of their 
specialized engineering sérvice’to you. And 
the central geographical location of our 
plant insures faster deliveries to all parts 
of the country. 


Chicago “Safety Plus” Screws 
mean lower production costs, fewer rejects, 
neater, sturdier construction, tighter holding 
power. You get faster deliveries, greater 
savings over “Special Sizes” and less ‘‘down- 


time” when you specify STANDARD SIZES 





Service-Conscious Industrial Supply 

Distributors EVERYWHERE HEXAGON MEAD 
Carry complete stocks of Chicago CAP SCREWS 
“Safety Plus” Screw products. Call 

the one nearest you. 


All Chicago"Safety Plus” Screw Products 
now come packed in this strong, easier- 


0 SCREW COMPANY to-see carton. Color identified label 
Tare ensinees tet tient. aasenek ns 


Hexagon Head (op Screws, Stee! and Brass © Square Head and Headless Cup Point Set Screws © Semi-Finished Hexogon Nuts, Steel ond 
Gress » Hexogon Costellated Nuts » Fillister and Flat Head Cap Screws » Taper Pins » Milled Studs » Socket Head Cop Screws © Socket 
Set Screws © Socket Pipe Plugs » Stripper Bolts or Shoulder Screws © Square Heed Dog Point Set Screws o Keys, Assortments ond Kis 
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TOOL:SUPPLY.INC. ” 


PROUD of first year’s progress, part- 
ners of J. F. Camey and J. A. Dahlgard 
look over display window of one-year- 
old Manufacturers’ Tool & Supply 
Co., Inc., New Haven, Conn 
2 

. 
New Haven Distributor ‘4 
Marks First Anniversary ‘< 


Che Manufacturers’ Tool & Supply; 
Co., a newcomer in the industrial 
supply field in New Haven, Conn., 
will mark its first anniversary next 
month. 

Che firm was founded last Decem- 
ber by John F. Carney and Julius A. 
Dahlgard, Jr. 


V-Belt Sales Manager 
Appointed by Goodrich 


New manager of V-belt sales in the 
industrial products sales department of 
The B. F. Goodrich Co. is Richard T. 
Bules, who succeeds George J. Fischer, 
recently resigned. 

Mr. Bules has been with the com- 
pany 12 years. He attended the Uni- 
versity of Akron while working part 
time at Goodrich, and on graduation 
in 1946 joined the V-belt sales depart- 
ment as a sales correspondent. He 
filled various capacities in the depart- 
ment previous to his recent appoint- 
ment. 


Hollingshead Promotes 
Division Sales Manager 


William Carolla, former sales man- 
ager of the Industrial Division of the 
R. M. Hollingshead Corp., Camden, 
N. J., has been appointed division 
assistant manager. 

The appointment does not involve 
a change in duties. The Industrial Di- 
vision was organized recently to incor- 
porate both Government and indus- 
trial sales functions. 





Powell past performance 
= s ~, is your assurance 


< 7a of future satisfaction 
\ my \ ‘ 








HI 
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GREATER PROFITS 
CLIPPER 


¥ Constant Consumer Demand 
W No Factory Sales to Users 
WV Nationally Advertised 
v Firm Resale Price Policy 
v Highest Uniform Quality £ 
Harnischfeger Corp. Opens 


Sold ONLY . , New Birmingham Offices 
Through Authorized Distributors The Harnischfeger Corp. has con 


solidated two Southern territorial of- 
fices in a new sales headquarters and 
warehouse in Birmingham, Ala. 

Major functions formerly handled 
by P. & H. offices in Memphis, Tenn., 
and Jacksonville, Fla., will be cen- 
tralized in the new quarters, the open- 
ing of which was celebrated recently 
with an open house and barbecue. 

Sales representation will be retained 
in Memphis and Jacksonville. The 
transfer of other functions to the new 
offices is expected to provide cus 
tomers in Southeastern states, as well 
as Arkansas and Louisiana, with larger 
warehouse facilities and better serv 
ice, company officers stated. 

The new Birmingham warehouse 
and service station occupies an area 
| of 10,000 sq. ft., with a 1,500 sq. ft. 


| sales office adjoining. The site is a 
| 4-acre tract in the Broyles area of 
spit Birmingham at 1629 Vanderbilt Road, 


Ray M. Calkins 





BELT taACIine 














about 3 miles from the downtown sec- 
| tion. It contains a parking lot and 
direct rail connections. 

FASTER — STRONGER Ray M. Calkins, district manager 
Double lead fast spiral, extra deep at Memphis since 1945, will _take 
flutes. Positive dust removal. Ruggedly | charge of the new plant and territory. 
supported carbide tip. | A veteran of 28 years’ service with the 

Sond Gor (ill efeeeation | company, Mr. Calkins was formerly 
in P. & H.’s engineering specifications 
and stores departments and later be- 
came assistant sales manager of the 


small excavator division. 
: SU; vf 
8 
. 





TREE ONE-THIRD WASTE 
To fo) Only about 65 per cent of the aver- 

ic Om Pa 4 ¥ age tree that is cut ends up as useful 
Ny : material, Chemical Engineering, Mc- 
Graw-Hill publication, says. 


"y 








° 
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ONLY THE NEW 


4 


=== SAWZALL 


but a complete heavy- provides ALL these features 


duty, portable power 
hacksaw. 
ty 1. SINGLE-UNIT, ALL-PURPOSE, 
C. W. Hawley re ae PORTABLE POWER HACKSAW. 

| J “>. 2. 2250 strokes per minute (%4” stroke). 
I . Shi cy - a -—- 3. Lifetime lubricated ... ball and 

tiny Foes. Pcs tio = roller bearing equipped. 
4. Milwaukee-Built 9-pointy 
motor, famous for MOR 

“motor guts”. 








Sales Executives 


C. W. Hawley, recently returned 
from 6 months in Washington as 
Chief of the Conveyor Section, NPA, 3% ‘ . , — 
has been appointed manager of orig- Be RS . 5. a only; 
inal equipment sales for the Mer- eee a N ese 
chandise Division of the Jeffrey Mfg. ; 6. Fully guaranteed, 


Co., Columbus, Ohio. 7. Blades for cut- 


Mr. Hawley was formerly sales man- | ting all materials. 
ager of the company’s Products En 


gineering Division. 


quently spent three years as manager 


of the Jacksonville, Fla., office. He ro i ee 


A Yale University graduate, Mr. ed 
Hawley was a member of the Jeffrey y $ 50 
Student Training Group and subse | 
Carrying Case 


was in the Navy during World War 


Lester L. Grooms will replace Mr 
Hawley as sales manager of Product 
Engineering. With the company since 
1916, Mr. Grooms has had a varied 
career in engineering, sales and esti- 
mating. He spent a year and a half y, 
in the company’s Cleveland office in ou get 


the early "Thirties, returning to the BETTER QUALITY 


home office as engineer for the Chain 


Sales Division. LONGER LIFE 


for less money 











WITH MILWAUKEE 
PORTABLE ELECTRIC TOOLS 














The new Milwaukee SAWZALL already has 
created an outstanding sales and profit oppor- 
tunity for INDUSTRIAL DISTRIBUTORS, 
nation wide. Get complete information NOW. 








Write for folder SW-5. 


MILWAUKEE ELECTRIC TOOL CORP. 


Lester L. Grooms | 5340 W. STATE STREET © MILWAUKEE 8, WISCONSIN 
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PARKER 


LAR Y 3 


America's First Vise Maker 


Accepted by Industry for 120 Years 


THEY ALWAYS 
STAY SOLD 


ar 4 
S 


The Sales Policy is 
100% through Distributors 


HE CHARLES PARKER CO. 


Bolts ... Nuts... 

Rivets . . . Screws-have 
provided their users with 
almost 100 years of the 
same dependable uniformity 
of quality and accuracy of finish 
that has made CLARK Products 
famous for their greater security 
and ease of application. 


For Greater Security... 
Fasten Fast with Clark Fasteners 


CLARK ros Rout Cp 


MILLDALE, CONN. 


BOLTS + NUTS + RIVETS - SCREWS 


Auda SVHO 


Machinists @ @ Top Swivel Jaw 
Combination Pipe @ Hinge Pipe 
Woodworkers @ Utility 


MERIDEN, CONN. | 
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E. E. McAllister 


Firth Sterling Appoints 
Mines Representative 


E.. E. McAllister has taken over the 
Princeton, W. Va., territory as sales 
man for the Mining Division of Firth 
Sterling Steel & Carbide Corp., Pitts- 
burgh. 

Mr. McAllister has had 18 years’ 
experience in coal mining. Before 
joming Firth Sterling, he was em 
ployed by the Peabody Coal Co. and 
the Old Ben Coal Corp., in both 
cases as foreman. He was a mine in 
spector for two years for the United 
States Bureau of Mines. 


Ellsworth Salesman Cited 
For Past Baseball Career 


Charles Ivers, salesman for Ells- 
worth Steel & Supply Co., Stratford, 
Conn., made a name for himself long 
before he started selling industrial sup- 
plies—as a professional ballplayer. 

Mr. Iver’s colorful past with the 
semi-pro and minor leagues brought 
him fame from coast to coast, and 
friendship with many of baseball’s 
greats, including Neal Ball, the first 
player to make an unassisted triple 
play in the major leagues, now one of 
Mr. Iver’s frequent fishing compan- 
ions on New England lakes. 

Mr. Iver’s baseball story was fea- 
tured recently in the Bridgeport Post 
by columnist Edward J. Shugrue, 
author of “Between Ourselves.” 

A graduate of Connecticut Agricul 
tural College (now the University of 
Connecticut), Mr. Ivers starred on col 
lege nines and played in the Maine 
Hotel leagues during summer vaca- 
tions. He already had semi-pro ex- 
perience behind him, having per- 
formed as third baseman for the East 
Hampton team in the Middlesex 
County league in 1906. This circuit 
is still in existence and is labelled as 





the oldest semi-pro outfit in the coun- 
try 

“After college, Mr. Ivers joined the 
Springfield team of the old Connec- 
ticut League, later played with Mid- 
dietown and then was signed by the 
famous Coe Brass Squad of Torring- 
ton in 1909. By 1912, he was holding 
down a berth with Memphis in the 
Southern Association. Oakland, in the 
Pacific Coast League was next, and 
then came a tour in the Canadian 
League. He played with Brantford, 
Ont., and Hamilton. The Brantford 
team was managed by Frank (Shag) 
Shaughnessy, now president of the In- 
ternational League. 

Mr. Ivers batted .340 his first season 
with the Canadians. 

His career was interrupted by 
World War I Army service, but he 
returned to play on the American 
Chain company team until 1924. 
Chis Industrial League club won the 
pennant in 1916. 

Mr. Ivers was well started on a busi- 
ness career before he retired from 
baseball. He held an executive posi- 
tion at American Chain Co. until 
1925, when he entered the retail field. 
In 1940 he became road sales man 
ager for the Rotary File Co. He 
joined Ellsworth Steel & Supply in 
1945. 


Yale & Towne Manager 
Retires at Chicago 

Floyd A. Dewey, Chicago regional 
sales manager for hoisting equipment 
of The Yale & Towne Mfg. Co., Phila 
delphia, retired recently after 33 years’ 
service with the company 

Mr. Dewey was district manager for 
Michigan, Indiana, and Ohio until 
1946, when he became Chicago re- 
gional manager. Before joining Yale & 
Towne, he was connected with the 
Bostwick Braun Co., Toledo, Ohio, 
industrial distributor. 

He will make his home in Toledo. 


Floyd A. Dewey 





4P GEARED THREADER > 
For 2%" to 4” pipe. Balanced 
loop handles—easy to lift 4P 
where you want it. Mistake- 

roof workholder sets to size 

fore put on pipe—1 set screw. 
Safe enclosed gear. Practically 
no upkeep. Special 4P for con- 
duit. 


3 Popular Tools that give you 
Easy Profitable Sales 


Work=Saver 
Die Stocks 


4 JAM-PROOF 65R 

Perfect threads on 1” to 2” pipe with 1 
set of 4 high-speed steel dies—sets to 
pipe size in 10 seconds. Lead screw on 

rrel won’t jam on workholder—drive 
plate automatically kicks out driving 
pawl. Self-centering workholder sets 
instantly! k 


40OOR RATCHET THREADER 
For %”" to 2” pipe. Heads snap into 
ratchet ring from either side, won’t fall 
out. Precision-cut alloy dies reverse for 
close-to-wall threads. 0OR and OR, 
\%” to 1”; 111R and 11R, %” to 1K"; 
12R, %”"’ to 2’’. Conduit dies, too, 


STEADY PROFITS 


Stock these popular RIf2Q1 Threaders, 
most advertised to your customers, 
and you’re sure of good steady profits. 
Order today! 








ae 
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Years of consumer acceptance and 
Victor dependability are just a few of 
the many reasons why Victor is con- 
stantly making new customers... re- 
peat sales! And when you add Victor's 
complete textile belting line, you've got 
a combination that’s hard to beat for 
volume sales! 


You can broaden your sales horizon 
when you sell Victor's complete line 
of textile belting—solid woven cotton 
— Neoprene impregnated — canvas 
stitched and Balata, plus a complete 
variety of belting specialties. They're 
made in a full range of widths and 
plies, and are available with special 
treatment to meet specialized service 
requirements. Always sell Victor Belt- 
ing...the first choice for conveying, 
elevating and power transmission. 


Matar A T. weile | | o. 





| served in World War II 
| in the 
| Burma and India 


Alfred H. Fritz 


| Sales Representative 
| Joins Stanley Staff 


Stanley Tools, New Britain, Conn., 
has appointed Alfred H. Fritz as rep 
resentative in the New York sales 
office to cover Brooklyn, Queens, Long 
Island, and parts of Manhattan. 

Mr. Fritz, who came to Stanley 
from the Wilson Sporting Goods Co., 
has completed a factory training 
course in New Britain. A graduate of 
the University of Connecticut, he 
as a captain 
Army Air Force in China, 


| Porter-Cable Machine 
| Makes Appointments 


Porter-Cable 
cuse, N. Y., 


Machine Co., Syra- 
has made several promo- 


| tions on its executive staff. 


C. Frederich Wheeler, formerly as- 


| sistant in the advertising department, 


has been named advertising and sales 
promotion manager. He joined the 
company three years ago from the 
Spirella Co., Niagara Falls, N.Y. 
Strange J. Palmer, personnel man 
ager since 1941, 


C. Frederich Wheeler 
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has been appointed | 





JOB-TESTED 
FLOOR SWEEPS 


ieee de 
f 4 


12-36" 


MAIN TYPES JOB-TESTED SWEEPS 
uisT . 14” 

SUPREME 614 LINE for medium and 
smooth floors to remove light and 
medium dirt $5.50 
WIRE-CENTER $-2714 LINE for smooth 
unpolished surfaces to remove light 
and medium dirt 
3014 BORDERLINE for smooth unpolished 
surfaces to remove light and medium 
dirt 3. 
SAMBO LINE for rough unpolished 
surfaces to remove wet or dry, medium 
to heavy dirt 2.00 


Order Now—Write for discounts 


LAITNER BRUSH CO. 


..S.xevs 


Moke us ur py aes tor 
prompt delivery en ord 


@ FEATHER KEYS 


(1) No-Head 
Tapered 





(2) No-Head 
No-Taper 








(3) One End 
Round 


(4) Both Ends 
Round 


@ GIB KEYS 


(5) Straight 


<< ry 


This is a item for Cotptere. Let us discuss 
the o—_ ae of Ky yy your territory. 
We are ipped to make up cues "types 

as tes cupety” the Gaatere types shown. 

catalog and price | 


CARLSON- SKEA BATAVIA. I 
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O-B has always backed the distributor — 
by channeling orders thru him — helping 


to land the tough ones — and most 


\ 
i 
: 
i 
; 
: 
: 
| 


important, never competing with him. 


For over sixty years, we have kept faith 





with this policy—convinced that it is the 
fairest, most efficient, most profitable way 
for a manufacturer and distributor 


to do business. 


GATES * ANGLES * CHECKS + FOR INDUSTRIAL SERVICE 
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| director of sales training. Mr. Palmer 
| started with the company in 1931 as 
| a factory sales representative. 


Robert W. Ingrahm has been pro 
moted from assistant to general service 


| manager. Six years with the company, 


...to Greater Sales 
and Profits with 


{4 ELEPHANT | 
won Weel 


“The Oldest * 
Manufacturers 9 i, C ate $ n S 


nic a hi 


Welded and Weldless Choins for Every Use 


e Proof and BBB e Sling Chains e Conveyor Chain 
Coil Chain e Grab Hooks, e Liberty Coil Chain 


@ Steel Loading Chain Slip Hooks, e Machine Chain 


@ High-test Steel ond Cold Shuts e Weldless Coil 


Chain @ Boomer Chain Chain 


Almost 100 years of “Know-how” are behind depend- 
able Elephant Brand Chains. They are always uniform 
— tested — high quality. Always standard, full size, 
and meet all Government and Railroad specifications. 


ER )> Write for Catalog and Prices 


EST. 1854 





NIXDORFF-KREIN MFG. CO.,916 Howard St., St. Louis 6,Mo. 
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he has been, successively, Sales School 
instructor, field engineer, and South- 
ern Zone service manager. 

Frank W. Collins, former general 
service manager, is now personnel 


manager of the company. Edwin J. 


Williams, formerly special assistant to 
the vice president and general man- 
ager, has been named superintendent 
of assembly, succeeding Victor H. An- 
derson, who has been appointed cost 
reduction engineer. 

John Schenck, president of Engel 


| berg Huller Co., Syracuse, has been 
| elected a Porter-Cable director. Other 


corporate changes include the election 
of R. C. Tyo as treasurer, W. A. Pap- 
worth, secretary, and Theodore M. 
Hancock, assistant secretary. 

Mr. Schenck is former president 
and now board chairman of the Manu- 
facturers’ Association of Syracuse. 


Republic Rubber Names 


Sales Executive 


Wayne H. Hunter has been ap- 
pointed assistant sales development 
manager of the Republic Rubber Di- 
vision, Lee Tire & Rubber Corp., 
Youngstown, Ohio. 

He will assist J. M. Hughes, sales de- 
velopment manager, in sales training, 
advertising and promotion for the com- 
pany’s line of belting, hose, packing 
and molded rubber products. 

Mr. Hunter, who joined the com- 
pany in 1949, was formerly field engi- 
neer at St. Louis. He joined the 
Youngstown sales department in 1951 
and the sales development department 
early this year. 


Wayne H. Hunter 
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MACHINISTS’ 
VISES 


Guilt to carry 


Any man who works with metal will quickly recognize the 


functional contours of a Reed Machinists’ 


Vise. . . with its 


semi-steel castings heavily sectioned at all stress points, yet 
permitting maximum accessability to the work. All internal or 
working parts are equally well-designed and precision-ma- 
chined to insure rock-like solidity, easy operation and long life. 
That's why Reed Vises ‘‘carry the load’ under the most severe 
conditions. Check these features with your favorite 


* 1. Adjustable front end bearing insures 
accurate alignment and eliminates lost mo- 
tion throughout the life of the vise. 


2. Hardened alloy steel jaws can never 
get lost, loose or broken because they are 
welded in the casting process into a per- 
fect, permanent union. 


3. Heat-treated carbon steel screw... 
accurately machined for maximum bearing 
surface and long life . . . insures strength, 
stiffness and easy operation. 


Remember, In a vise or pipe tool, 


4. Alloy steel vise nut is milled to limit 
gauge and fits into an accurately machined 
V-slot in body. . 
ment, less stress and longer wear. 


. to insure perfect align- 


5. Corrugated clamp bolt fits into cor- 
rugations in base plate to permit easy, 
solid clamping. 


6. Quick, positive provision for taking 
up longitudinal play in the main vise nut. 


if it's a REED... 
it's RIGHT / 


MANUFACTURING COMPANY 


ERIE, PENNSYLVANIA «¢ 
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NEW MISSIONS for Jack Ford 
(right), recently promoted to outside 
sales at H. J. Behn & Co., Inc., Bridge- 
port, Conn., are outlined by S. R. 
Dodge, the company’s sales manager. 


H. J. Behn & Co. 
Adds Outside Salesmen 


‘Two new outside salesmen are call- 
ing on customers for H. J. Behn & 
Co., Inc., Bridgeport, Conn. 

Jack Ford, who has been with the 
company for several years, was re- 
cently promoted from inside to out- 
side selling. The outside staff was also 
augmented by Edwin L. Mott, for- 
merly connected with a construction 
company. Both men are veterans of 
the Naval service in World War II. 


Western Supervisor 
Named by Worthington 


Worthington Corp., Harrison, N. J., 
has appointed Robert L. Parker as 
Western regional supervisor of dis- 
tributor sales of air conditioning and 
refrigeration equipment. 

He will direct territories served by 
Worthington’s district offices at Se- 
attle, San Francisco, Los Angeles, E] 
Paso, and Salt Lake City from head- 
quarters in San Francisco. 

Mr. Parker directed the conversion 
of the California tuna fleet to Navy 
patrol vessels during his World War 
II Navy service. He has since special 
ized in freezing processes in the citrus 
and fish industry. Recently he was 
sales manager for the Ralph EF. Manns 
Co., Wilmington, Calif. 





INDIAN LEGACY 


Soil from an old Wisconsin Indian 
burial mound has yielded a new 
antibiotic-producing mold, Chemical 
Week, McGraw-Hill publication, re- 
ports. The chalk-white mold produces 
an antibiotic active against the agent 
thet causes African sleeping sickness. 








L. A. Dixon, Jr. 


Rockwell Vice President 
Will Plan Meter Sales 


Rockwell Mfg. Co., Pittsburgh, has 
appointed L, A. Dixon, Jr., as vice 
president of the company’s Meter & 
Valve Division. He will coordinate 
the sale and manufacture of gas, water 
and oil meters, gas pressure regulators, 
and Nordstrom valves. 

Mr. Dixon has been connected with 
the meter industry since graduating 
from the Pennsylvania State College. 
One of his first assignments was a mis 
sion for the U. S. Department of Com- 
merce to report on German, French 
and English meter methods and de 
signs. He later made a similar survey 
through South America. 

In 1944, he was appointed executive 
vice president of the Pittsburgh-Dubois 
Co. When Rockwell acquired the 
company in 1947, he became general 
manager. Transferred to the parent 
company, he later became assistant vice 
president of the Meter & Valve Di 


vision. 





HANDY CATALOGS enable Ed 
Clauss and Elmer Collins of The Cam 
eron & Barkley Co., Miami, Fla., 
branch, to check prices quickly 





Series H-Helical Gear 


© No Adjustable Motor Base! 

© No Reducer Supports! 

@ No Alignment Problems! 

® Quick, Easy Installation! 

© Trouble-Proof, Long-Life Service! 
© Efficiency From 96% to 98%! 
© Low In Price & Operation! 


2 Standard Ratios: 
19.6 to 1 and 11.25 to 1 
@ Note how driven shaft fits directly 
into tubular low-speed shaft of 
reducer and extends for full width 
of housing. 


Large Timken bearings 
throughout. ANN, 
Turnbuckle adjustment on either “ee 
side eliminates sliding motor base 
required for adjusting belt 
tension. 


ee SRA | 


Helical gears cut from forgings 
or Mchanite castings for long, 
quiet service. 

Steel pinions, integral with shafts, 
are induction hardened and lap- 


ped together with gears for max- 
imum bearing and quietness. 


ATTACH TO COMPANY LETTERHEAD 
MEDART CO., 3535 DeKalb St., St. Lovis 18, Mo. 
C Send Speed Reducer Catalog & Data Book 


Also send following cotclogs: (1) Gears [) V-Belts & Sheaves 
OC Power Transmission Equipment 


THE MEDART CO. 
Most Complete Source For 
Mechanical Power 
Transmission Equipment 


3535 DeKalb St., 
St. Lovis 18, Mo. 
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Safe working load 
‘. forged on each hook 


ittle things mean a lot when it comes to building sales 
and good will. That's why Billings Drop Forged Hoist 
Hooks have their safe carrying load indelibly forged in an 
easily seen spot. 


Billings Industrial Distributors find that attention to details 
like this help make their selling job easier — label Billings 
Wrenches and Shop Tools as the line to carry. 


If you would like to know more about the Billings Selective Dis- 
tributor Policy, write today. 


BILLINGS DROP FORGED 
EYE BOLTS ~ EVE NUTS 


QAR 


THE BILLINGS & SPENCER CO. CONN Ose 


‘ 


WRENCHES @ SHOP TOOLS @ INDUSTRIAL FORGINGS SINCE 1869 


' 
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INSIDE SALES is Raymond Kay's 
choice at the Brady Supply Corp., El- 
mira, N. Y. He’s been on the job for 
the company 11 years. 





Power Show To Feature 
Many New Products 


Distributors will find many of their 
product lines on display at the Na- 
tional Power Show scheduled in 
Grand Central Palace, New York, 
December 1-6. 

Featured will be new products and 
improved models in some 350 cate- 
gories ranging from abrasives to steam 
boilers. More than 300 exhibitors will 
occupy three floors of the building. 

Sponsored by the American Society 
of Mechanical Engineers, the show 
will demonstrate all varieties of equip- 
ment in the power field that produce, 
distribute and utilize energy in fluid 
form (electricity, steam, air and 
water) which may be controlled by 
switches and valves. This includes 
equipment for power plants, power 
transmission, electrical power, heating 
and ventilating, air conditioning and 
materials handling as well as machine 
tools, safety equipment, construction 
equipment, plant maintenance equip- 
ment, and equipment for research and 
testing. 

New products on exhibit will dem- 
onstrate the trend to employ higher 
pressures and speeds at much higher 
temperatures and tougher materials, 
according to the show's sponsors. 

The exposition is restricted to tech- 
nical engineering, administrative and 
management personnel and_ those 
having “a personal interest” in the 
exhibits. 


R. B. & W. Names Directors 


Russell, Burdsall & Ward Bolt & 
Nut Co., Port Chester, N. Y., has 
elected as directors William V. Cig- 
liano, assistant general manager, Price 
Berrien, Los Angeles plant manager, 
and John B. Gates, assistant treasurer 


| and assistant secretary. 





WHY MV CASTER SALES 
HAVE GROWN WITH 


DOUBLE BALL BEARING SWIVEL 


Featured for Forty Years 
and Proved Right by Experience 


hardened raceways and 
horn swivel freely 


THE COMPLETE LINE 
Says successful Distributor: .. od . » Ry 
“Our bread and butter depends on the 


extra items, each man sells every call. Every Caster Sale... 


And, thanks to Faultless, we are selling A 
more Casters to industry than we ever 
thought possible. The Faultless distribu- 


tor resale plan eliminates all the guess 
work and waste-motion. It enables each ee eee eee 


. variety as well as quality. 
salesman to accurately and instantly se- 


lect the right caster for his customer's NATIONALLY ADVERTISED 


job.” Forty million messages to buyers 

And that’s only part of the story. Right in every major industry. 
now is the time to get lined up for 1953, 
and your biggest year selling Casters. 
To get the full particulars, write today, 
no obligation. 





An eye-catching, informative series in the Saturday 
Evening Post and key industrial publications. 


“ an que see eee ce eee eee ee ee ee coe oe 


DISTRIBUTOR RESALE PLAN 








quick selection of correct Caster and wheel for 


Special selling aids for each salesman facilitates 
specific jiob—closes orders on-the-spot. 





FAULTLESS CASTER CORPORATION Der: 


Branches in Atlanta, Boston, Chicago, Cleveland, Dallas, Detroit, Grand Rapids, High Point, Houston, Indianapolis, Lo 
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.you NEVER 
Lubricate 


[IFE-LUBE 


«\ 


POROUS BRONZE -BUSHED 
SELF LUBRICATING 
JOURNAL BEARINGS 


pws 


Over a million “Life-Lube” Pillow Blocks 
are in successful service. Industry likes this 
Bearing, because it is designed to give 
trouble-free, economical operation . . . 
“Life-Lube” Pillow Blocks are properly 
lubricated for life at the factory. (No lube 
maintenance is required.) All are equipped 
with M R C standard series Ball Bearings. 
A Saving in time and money is your theme, 
when you sell “Life-Lube.” Write for Bul- 
letin 194, 

And, too, Wood's manufactures a full 
line of split or solid, babbitted or porous 
Bronze Bushed Pillow Blocks for light, 
medium or heavy duty service. Some terri- 
tories still open for wide-awake distributors. 


WOOD’S PRODUCTS 
SHEAVES * V-BELTS * ANTI-FRICTION 


* COMPLETE DRIVES 


” al 


"SONS CO. 
CHAMBERSBURG =- PA. 





216 


jeal Power T Si 1857 


Branches: CAMBRIDGE, MASS. - NEWARK, W. J. - DALLAS, TEXAS - CLEVELAND, 0, 
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Edward H. Cartwright 


Enos & Sanderson Co. 
Appoints Sales Director 


The Enos & Sanderson Co., Inc., 
Buffalo, has named Edward H. Cart- 
wright as director of sales. 

I'he post, a newly created one, will 
cntail responsibility for the 9 salesmen 
travelling for the company. In addi- 
tion, Mr. Cartwright will retain most 
of his own accounts in Buffalo and 
the ‘Tonawandas. 

Mr. Cartwright joined Enos & 
Sanderson in 1917 and took on out- 
side territory a few years later. 


Porter Tool Division 
Makes Staff Changes 


H. K. Porter, Inc., Somerville, 
Mass., has announced several changes 
in its Cutting Tool Division. 

Sales representatives with new as- 
signments are: A. C. Fredrick, ap- 
pointed to the North and South Da- 
kota territory; Arthur L. Holmes, 
assigned to Illinois, Indiana, Minne- 
sota, Missouri, and Wisconsin; C. H. 
Koslowsky, Iowa, Kansas, and Ne- 
braska; Joseph St. Mars, Western 


| Canada and the provinces of Al- 


berta, British Columbia, Saskatche 
wan and Manitoba; and R. E. Van 
Scoter, Colorado, New Mexico, and 


| Wyoming. 


Niagara Falls Distributor 
Names Representatives 


Stewart’s Supply Co., Inc., Niagara 
Falls, N. Y., has promoted two counter 


| salesmen to outside sales in the Ni- 
| agara Falls area. 


They are John H. Hoy and Herbert 
A. Kuhn. Both men have progressed 
through various departments since 
joining the firm. 





. . . Neither can you get peak performance in CENTERLESS GRINDIN 
with improper wheel selection. 


Conscientious, skilled craftsmanship . . . Modern Manufacturing Equipment . . . Research 
Facilities . . . Personnel with Extensive Engineering Background . . . Exclusive Manufacturing 


Features ... these factors all contribute to BAY STATE'S continued success in recommending 
proper grits, grades and bonds that completely solve centerless grinding wheel problems. 


A wide range of sizes and specifications of vitri- 
fied centerless grinding wheels and rubber regulat- 


ing wheels available for immediate shipment. 


BAY STATE ABRASIVE PRODUCTS CO. 
Westboro, Massachusetts, U. S. A. 


Branch Offices and Warehouses: 
Chicago, Cleveland, Detroit, Pittsburgh 


In Canada: Bay State Abrasive Products Co. (Canada) itd., Brantford, Ont. 
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offers you 
4 Keys to More Flexible 


Metal Hose Sales 








When you sell Atlantic flex- 

ible metal hose, you know you can 

deliver —on time! Because Atlantic is 

geared for fast production and service to the 

Check an Atlantic catalog. You will see flexible metal hose 

for every application... conveying chemicals, steam, oils, tars, 
asphalt, gases, alkalis, light and semi-solids, refrigerants, gasoline 
... for absorbing vibration, correcting misalignments, mobile service, 
eliminating thermal expansion strains. When problems arise, Atlantic 
engineers help you solve them—swiftly! 


Atlantic flexible metal hose is backed by 38 years of acceptance by 


leading industrial users. Every length is Job Tested and Guaranteed 
to Do Its Job! 


More than 2,000,000 advertising and publicity messages in such leading 
publications as Machine Design, Product Design & Development, 
Industry and Power, Chemical Processing, Diesel Progress, Diesel 


Power and Diesel Transportation pre-sell your customers—help turn 
calls into closings! 


SELL THE HOSE THAT OPENS THE DOOR TO MORE VOLUME 
—MORE PROFIT—ATLANTIC! 


Flexible Metal Hose in All Workable Metals—"-36”" I.D. Inclusive. 
Standard or Special Couplings. 


Write for Catalog 100. It is especially designed for Distributors’ use. 


ATLANTIC METAL HOSE CO., INC. 


104 WEST G4TH ST., NEW VORK 23,8. ¥. 











S save warehouse 
space for John F. Stark, Jr., treasurer of 
Stark’s Supply Co., Brooklyn, N. Y. 





Louis W. Appell Co. 
Makes Staff Changes 


Henry B. Fisk, formerly assistant 
sales manager of the Century Drill & 
Tool Works, Chicago, has joined the 
Louis W. Appell Co., New York 
manufacturers’ agents. : 

He will handle promotional sales 
and special detail selling for all facto- 
ries represented. 

Mr. Fisk entered the industrial sup- 
ply field in 1933 with Masback Hard- 
ware Co., New York distributor. He 
also sold for the American Receptacle 
| Corp. and the National Hardware 

Co., Brooklyn. From 1940 to 1949, 

he was purchasing agent for several 

concerns, and in 1949 joined Century 

Drill & Tool. 

Ronald Appell, formerly in the of- 
fice of the Louis W. Appell Co., and 

| now taking a tour of anew service, 
| has completed his basic training at 

Indiantown Gap, Pa. He is en route to 
Trieste where he has been assigned 
military police duty. 








Wagner Electric Corp. 
Expanding St. Louis Plant 
Wagner Electric Corp. is planning 
to expand its transformer manufactur- 
ing capacity at its St. Louis plant. 
The company has acquired land and 
buildings from the Fulton Iron Works 
Co. adjoining the Wagner main plant. 
| The buildings will be completely reno- 
vated for production of large distribu- 
tion, oul power and unit substation 
| transformers. 
The expansion is expected to take 
at least a year. It will cost more than 
1 million dollars. The site purchased 
includes about three acres and con- 
| tains four buildings with combined 
| floor space of 100,000 sq. ft. 
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Doors open like magic when you show 
these two AMF products, Wahlstrom and 
Float-Lock. They mean big savings in time, 


tools and money —savings you can quickly 


demonstrate to your customers. 


They mean big profits to you because each 
demonstration results in many sales and 


helps establish confidence in your entire line. 
ee @ ® 


*) Wahlistrom Chucks and Agi) Float-Lock 
Vises are backed by a sound sales policy, effec- 
tive sales aids and consistent advertising in 
MODERN MACHINE SHOP 
MACHINE and TOOL BLUE BOOK 
AMERICAN MACHINIST 
METAL-WORKING 


For further information write: 
Wahlstrom/Float-Lock Sales Department 


AMERICAN MACHINE & FOUNDRY COMPANY 
511 Fifth Avenue, New York 17, N. Y. 


FETY VISES 
LOCK our del pee 
material spoilage, 

ve money Insure 


t - Lock 
FOR YOUR DRILL tage -p non — 
ior # 

a tal ease ection. Locks instantly 

a " 

anywhere on table = — 

bie drill jie Turns over on cot ag 
mum flexibility Elimi 

max 


its. 
wasting clamps, straps, bol 


FOR Y R AW Flo -Lock 
SAW, loat 
safely and securely holds all ae and 
of materials. Cutting to — 
simplifies com! angle 
pou! et 
ampli - ’ 


al 
ing mater? — 
cutting Ideal for automat! 


operation. 
and write 


strom /Float-Lock Sales 
Founary company, S14 


Order from your indus to, Want 
for Wustrated folder noes 
Dept., Americar Mac 7 ay 
Fitth Avenue Rew vors | 
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napes made 0287 
Cutting regular 











You can now chrome plate 
worn gages IN YOUR OWN SHOP 


This compact new chrome plating unit is 
saving real money for leading engineering 
and manufacturing concerns throughout the 
country. For instance, here's what Faller and 
Cooper, Inc., foremost makers of toll col- 
lection equipment and builders of electro- 
mechanical measuring and recording devices, 
say about their Chromaster installation: 


“Within one hour from the time a space 
was arranged for the unit, the Chromaster 
was in operation. In the very first day over 
$100.00 worth of undersize plug gages 
that normally would have been discarded 
were replated and put back in use in our 
inspection department.” 


Same saving applies to other small tools 


Normal life of your cutting tools and wear 
parts can be multiplied 3 to 10 times by this 
accurate, simplified method of chrome plat- 
ing right in your own shop. Chromaster 
deposits chrome with positive uniformity yet 
the average job takes only 3% minutes. 


Write for cost-cutting 
free information today! 


A Chromaster for every shop 


Model A-20 (shown here) is a 20-amp, 
bench-mounted unit for the gage room 
or tool crib; plates up to 10 sq. in. 
Model A-50, 50-amp, bench-mounted 
unit for larger shops in plating of cut- 
ting tools. Plates up to 25 sq. in. 
Model A-250, 250-amp, floor-mounted 
unit for production plating of small 
parts in greater quantities or larger 
parts with areas up to 125 sq. in. 





trade publications, the sky is the limit. 





Last year, despite component and material iaousTRIAL CHROME DIVISION 
shortages, industrial distributors sold hundreds of 
Chromasters without any advertising at all. This 
year, with national advertising in both business and 


There are a few choice territories still open for 
live-wire distributors. Write Ward Leonard today. 


WARD LEONARD 
ELECTRIC CO. 


68 South Street, 
Movnt Vernon, N.Y. 








» | # 
* sere 


Carl H. adiee 
Lincoln Engineering 
Promotes C. H. Mueller 


Carl H. Mueller, former sales man- 
ager of the Industrial Division of Lin- 
coln Engineering Co., has been ap- 
pointed director of engineering of the 
St. Louis manufacturer of lubricant 
application equipment. 

Mr. Mueller, who joined the com- 
pany in 1934, was original equipment 
representative before he became indus- 
trial division manager. Later he was 
assistant to the president, in charge 
of product development. As engincer- 
ing director, he will assume full charge 
of the company’s engineering and re- 
search activities. 


Material Handling Society 
Elects New York Officers 


William J. Mathews, of Refined 
Syrups & Sugars, Inc., has been elected 
Chairman of the New York Chapter 
of the American Material Handling 
Society for the 1952-53 season. Vin- 
cent J. Reade, of Whitehead Metal 
Products Co., Inc., is the new vice- 
chairman. 

David W. Chase, of General Foods 
Corp., has been elected secretary, and 
Richard J. Sweeney, of Drake, Startz- 
man, Sheahan & Barclay, Inc., is the 
new treasurer. 

The American Materials Handlin 
Society is a technical grow fatnomted 
in furthering knowledge of techniques 
of materials handling, packaging and 
transportation. 





STEAK OR HASENPFEFFER? 


Four rabbit does weighing 10 to 12 
pounds each will produce more meot a 
year than a 1,000 pound steer, ac- 
cording to Food Engineering, McGraw- 
Hill publication. A good cow will wean 
one 400 pound calf a year, but the 
four does will yield 480 pounds of 
fryer-rabbit. 
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5% 


of your customers 
can use new 


» | -".. | 
ersata materia One Versatal Pump per color supplies all paint 
Q 


spray booths in circulating system. 


Same . 4 i i 
Here rust preventative is sprayed on 
steel. Versatal Pump pays for itself in a 
few months in reduced clean-up time. 


Here's your once-in-a-lifetime 

opportunity to get the lion’s share of sales in a 

new market! Now from Alemite comes a line of Versatal Pumps 
to help you sell easier and close sales faster in every plant where 
material handling is a problem. From paints to syrups, from glue 
to insulation, water proofing and caulking —Versatal Pumps es- 
tablish new highs in production, new lows in maintenance costs. 
Here is a product story you can bring to 95% of the people you 
now call on—and with your present sales force. 


Here’s What You Can Sell 
Versatal Systems are fully enclosed—cLean. Save labor, time, her 
material—cut costs. End barrel racking, straining, filling—sPrEp — Sa 
PRODUCTION. Constant supply of material under pressure ends 
frequent shut-downs—INCREASES PRODUCTION. Uniform high pres- 
sure delivery assures even distribution—GREATER POWER. Exact 
pressure and flow best for job—FINGER TIP CONTROL. As much as nee iccithiane bil — 
27 gallons per minute—HIGH DELIVERY RATE. No dangerous pres- a profitable new distrib line — VERSATAL— 
sure in containers—sare. Inflammables may be pumped from write Versatal Pump Division, Alemite, 
fireproof storage direct— LOWER INSURANCE RATES. 22 models to 1850 Diversey Parkway, Chicago 14, illinois 
fit every requirement of your customers—VERSATILE. 


High Efficiency . . . Extra Output 


New air exhaust ports of Versatal “Tornado” Pumps 
give 20% greater efficiency than comparable air motors. 





Here air-conditioning units are sealed on the 
production line at the rate of two per minute. 
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“Everything must be 


SPOTLESS, 


...so | installed 


PLASTEX Conveyor BELTS 


“This character is a regular bearcat-on-wheels when 
it comes to cleanliness. He says we have a national 
reputation to protect and he doesn't stop when the 
floor is clean enough to eat off of . he even 
SMELLS the conveyor belts and complains. I was 
ready to give up when this mill supply salesman told 
me abour PLASTEX, the Conveyor Belt that was 
especially designed for food handlin 

PLASTEX is Buffalo's regular Solid Woven Cotton 
Bele covered with a tough coat of plastic that won't 
crack or peel, is impervious to oils, greases, acids, 
alkalies, and moisture and withstands temperatures 
from -20 to 200°F. PLASTEX won't absorb or ex- 
ude ANY ODORS and can be easily and quickly 
cleaned by ANY method . . . including steam 
Fully pliable, it requires no special care and will last 
longer than any ordinary untreated conveyor belt, So 
if you want to “keep it clean”, get yourself some 
PLASTEX. Ask your jobber or write BUFFALO 
direct. (They're the only company that makes it) 


14 illustrated pages of sizes, types and prices 


BUFFALO weave « sanns 


7209 CHANDLER STREET 8 


NEW YORK PHILADELPHIA CHICAGO o°ere 
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COMPANY 


NEW ORK 


LOS ANGELES 


GOLFING enthusiast J. M. Hughes 
second from left), Distributor Sales, 
Republic Rubber, demonstrates his 
prowess on his Youngstown home 
ourse by taking on Harry Grinton and 
Ralph Greiner, of the McGraw-Hill 
Cleveland office, and Ira A. Thomas, 
Meek & Thomas Agency 





Briggs-Weaver, Houston 
Names Division Manager 


Wilbur O. Smith has been ap- 
pointed division sales manager at the 
Houston, Texas, branch of the Briggs 
Weaver Machinery Co., of Dallas. 

All outside sales and engineering 
personnel will be under his direction. 

lhe company has also named R. W. 
Lynch as office manager and executive 
issistant, in charge of all office and 
warehouse operations except purchas- 
ing. This includes inside sales, which 
will continue to be headed by E. A. 
Plasek under Mr. Lynch’s direction. 

Carl Kinnan will continue in charge 
of inventory and purchasing, under 
vice president L. E. Rice. 


Expansion Planned 


Briggs-Weaver has purchased a 24- 
acre tract including two buildings as a 
basis for future expansion in Houston. 

One of the buildings is already 
partly occupied by the branch offices. 
The rest will be taken over in the 
near future. The second adjoining 
building will probably be occupied 
within the next 6 months. 


Hewitt-Robins 
Promotes Execs. 


Forrest L. Griffith, superintendent 
of the Passaic, N. J., plant of Hewitt- 
Robins, Inc., has been promoted to 
the position of assistant to the gen- 
eral manager of the Rubber & Con- 


| veyor Divisions in Stamford, Conn. 


Hamilton M. Ross, head of plant en- 
gineering, will take over Mr. Griffith’s 


| duties at Passaic. 





Rubber 


MEETING ASTM SPECIFICATIONS 


OFFERS DISTRIBUTORS 
A WORTHWHILE MARKET 





Here's what it does 
DUTCH BRAND Sponge Rubber 
is used for 
cushioning and vibration 
control... 
to seal out dust and air, 
to dampen noise and 
absorb shock. 


A Available in 
long lengths 
and wide widths. 


A Few Places where it is Used 
You'll find it used for motor mounting. For mounting 
speakers and many other parts in the radio field. It 
is used with laboratory equipment. Many use it for 
packing fragile materials during shipment. In die cut 
form it is used as a gasket. Sponge rubber is also 4 All materials carefully 
used for cushioning or padding many products. checked for uniformity. 
Hard density is used as an ejector in die cutting ° 
operations. These are but a few of the many places 
where you'll find DUTCH BRAND Sponge Rubber 
being used in industry and in manufacturing. 
DUTCH BRAND Sponge Rubber Meets ASTM Specifications 

ASTM Specification No. D1056-51T 


DUTCH BRAND No. 3632 Soft Density .. . RN11 
DUTCH BRAND No. 4022 Medium Density RN12 


DUTCH BRAND No. 4030 Firm Density... RN13 AV/ BRO | 

DUTCH BRAND No. 4031 Hord Density . . RN14 [AN ( LEEF ROS. NC. 

Neoprene in soft and medium densities .. . Menvtecturers of Rubber Meoduct 
details on request oivision of Johns-Manville 


Inquire about DUTCH BRAND 7800 WOODLAWN AVE 7 CHICAGO 19, ILLINOIS 
Sponge Rubber today! 
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NEN pea 


THE Standard 
of Componson 


BY WHICH OTHER 
PLIERS ARE JUDGED 


“Since 1857" Klein 

Pliers have been the 

standard of quality with a 

men who know good ; 

tools. Today, Klein On his way to call on distributors in West Coast cities, Robert H. Wolfe, vice presi 

offers the mostcomplete dent and general sales manager of Arrow Tool & Reamer Co., boards company plane 

line of quality pliers for in Detroit. Mrs. Wolfe accompanied him on the recent flying trip 

standard or specialized 

service. Keep a repre- 

fentacive sockoowen, — John M. Forster Co. Adds to Quarters 

wens che Gen. The John M. Forster Co., Roches 11 Mill St. The addition doubles the 
ter, N. Y., distributor of power trans- company’s present space. 
mission, materials handling equipment Stock has been increased. The 
ind steel shelving, has purchased the company recently added a hoist line 
building adjoining its headquarters at and steel shelving to its stock. 





Write for your free copy 
of the Klein Pocket Tool 
Guide today! 


DISTRIBUTED 
THROUGH 
JOBBERS Foot Control Leaves 
Foreign Distributor: Both Hands Free To Work 
InternationalStand- 
ord Electric Corp., 


New York. Fast Action! Fast Selling! Immediate Delivery! 


Every production or assembly job where there is a repetition of operation, needs this 
fast-action SPEEDY AIR VISE! Operated by air and controlled by foot, it leaves both 
hands free for more rapid insertion and removal of work. Speeds up drilling, tapping, 
milling and assembly. Reduces costs, lost motion and fatigue. Husky, compact, 
precision-built; exerts a grip of 15 times air line pressure! Tried once—te- $29 90 
ordered in quantity. With Foot Control Valve, Air Hose and Fittings, only.... r 


Territories Open for Distributors and Factory Representatives 
rw KLEIN & Sons W. R. BROWN CORP. 2657 N. NORMANDY CHICAGO 35, ILL. 
 Catabhabes 185) | iceicage, 6.5.8 SPEEDY AIR VISES + AIR REGULATORS + AIR FILTERS » PORTABLE COMPRESSORS + PAINT SPRAYERS 
BELMONT AVE HICAG 18 l 


AMERICA'S MOST TALKED-ABOUT VISE 
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the Fable of 


SALESMAN CHARLIE 


ZET'EM ORDER" Pere / 


NCE UPON A TIME there were two salesmen, 

Charlie and Pete. They worked for the same 

Industrial Distributor and during the boom war days, 

and for awhile afterwards, they both did well for 
themselves. 


But there was a basic difference in their selling philos- 
ophy. Charlie made many calls and sold hard at all 
times . . . even though he didn’t have to. 


Pete, on the other hand, took it easy and lived on 
orders that came “over the transom”. 


Then one day the demand began to ease up. Of course 
“Let "Em Order” Pete, because he didn’t get around 


enough, missed the switch from a “‘sellers’’ to 4 
“buyers” market. That guy is in bad shape!!! 


Charlie, on the other hand, was well known to tht 


buyers and they naturally gave him preference on thi 
business available. 


The moral? Keep selling no matter what the situation 
It will pay off in the long run. 


P.S. If you’re one of the many fortunate salesmen whé 
can offer the highly acceptable Lamson & Sessions fas 
ener line, you have a real advantage over competitio 
Sell it every chance you get! 





The LAMSON «& SESSIONS Co. 


1971 West 85th St. * Cleveland 2, Ohio 
Plants at Cleveland and Kent, Ohio » Birmingham « Chicago 





SEMS 
Pre-assembled 
lockwashers on 
topping and mo- 
chine screws. 


MACHINE SCREWS 
Precision made for 
fost economical 
assembly. 


‘TF 


aneobeeodeaew ba nanhnawme 


© SQUARE LOCK NUTS 
[- wuts ¢ =) 


MACHINE SCREW Economical, vibra- 
: tion proof. Con be 
\e\ Semi-finished, hot 
pressed, cold 


used repeatedly. 
punched. 


Check the products below that interest you; tear off bottom of ad 


and send to us for 





plete infor 


FPeeesee ee eqgea ae ese] 2 & 


_ 
TAPPING SCREWS 
Choice of round, 
pan, truss, flat oval, 
hexogon and Phil- 
lips heads. 


CAP SCREWS 
“1035” Hi-Tensile 
Heat-treated veel. 


a ee ae es es mon a a ee ee eee ae 


I “1035” 

SET SCREWS 
Cup point type, 
hardened and 


heat-treated. 


COTTER PINS 
Steel, brass, alumi- 
num ond stainless 


steel. 
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| Co-Founder Wood Retires 
At Wood Shovel & Tool 


William Wilson Wood,’ 3rd, co- 
founder and chairman of the board of 
I'he Wood Shovel & Tool Co., Piqua, 
Ohio, has retired from ownership con- 

| trol 

William B. Wood, president, and 
Britton B. Wood, vice president, will 
continue active management and have 
acquired the controlling interest. Wil- 
liam Wilson Wood, 3rd, will serve in 
a consulting and advisory capacity. He 
recently acquired a retirement resi- 
dence in Florida. 

The company, which marks its 50th 
anniversary this year, has been actively FEELER STOCK 
directed by members of the Wood 
family since its founding. H. K. Wood, 
founder, served as its president until 
his death in 1922. He was succeeded 
by William Wilson Wood, his son 
ind co-founder. William B. Wood, 
took over the presidency in 1941. 

During William Wilson Wood's 
terms as president and later board 
chairman, the company showed con 
siderable growth, and_ incorporated 
many patented construction features 
in its products. Mr. Wood travelled 
extensively promoting the Wood lines. 

The company specializes in shovels, 
spades and scoops 

Besides W. B. Wood and Britton B. 
Wood, the present management con- 
sists of Ernest H. Branning, general 


. “we ieed oe: ager, a M:z in, secrete 
1 FINEST QUALITY “* aba E + tiie. eenene LARGE STOCKS 
and V.G. § , manager of sales 
4 No policy porno den Always on Hand 
, COMPLETE LINE iccording to company officers, but new 


products and plant expansion are be- 


3. PROMPT DELIVERY |" considered ECONOMY 
4. PRICED RIGHT PRODUCTS 


Here are the finest oilers made 
today for every industrial, crafts- 
man and household use. Heavy ‘ oe («| d 4 D 
gauge steel bodies and spouts chine rience bay the — west. Make 
Tempered spring steel bottoms ‘ ws your sappy Source — —— 
Welded throughout. Knurled brass 4 - oe & ime linet shaken ineaiien toe 
bushings, machine cut threads. ; and this gives distributors good sales 
Guaranteed leakproof. ‘ volume. Your customers get greater pro- 
4 duction and more efficiency when they use 
Other GEM ‘ Economy Screw Machine Products. Stock 
; them for good business. 
Products Include: - 
po a Steel supply and ; © NeLLOW ser See 
elde id y 
storage cans; Pump and @ HEADLESS SET SCREWS 
Pistol oilers; Tallow pots @ SOCKET HEAD CAP SCREWS 
Grease buckets; Engineers $ @ WRENCHES 
Alters: Marking pers; Lone © STRIPPER BOLTS" 


Railroad oilers; Traction oil STRIPPER BOLTS* 

ers; Engineers locomotive (or shoulder Screws) 
signa a —— _ Used mainly to securely hold Stripper Plates 
. 5 true in die-assemblies and as guides for Strip- 
141 Protit Builders All from One Source . per Plates in punch and blanking processes. 
Send for Complete Catalog They insure smooth operation at positive levels. 
ee MICROMETER is demonstrated to Milled from solid bar —alley steel — heat 





>DETROIT STAMPING COMPANY 


it Midand fr.» Deo 3. Mich 








a 











* treated. Carefully milled with true with 
l. L. Keith, president of Thomas I , 


Keith Co., by Rov M. Peckham, of 


body 
The L. S. Starrett Co. im the display Machine Products Co 
room of J. M. ‘Tull Metal & Supply CHICAGO 30, ILLINOIS 


Co., Atlanta, Ga 
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Your customers get that extra 
margin of endurance with 


hermol 


CONVEYOR BELTS * HOSE e MULTI V-BELTS 


Whatever the industry, chances are your customers have appli- 
cations that involve Conveyor Belts, Hose or V-Belts where Thermoid 


products will do the job better—provide that extra margin of 


endurance that cuts costs. 
Constant improvement and expansion of engineering and production 
facilities have always been a part of Thermoid’s program for the 
past 70 years. The results of this continuing program are rubber 


products that guarantee high operating efficiency and superior per- 
. meet the demand for maximum service at minimum 


formance . . 

cost ... last longer and require less maintenance. All of these top- 
quality products are backed by extensive advertising in leading 
trade publications. 

Increase your sales and profits by concentrating on Thermoid 


Industrial Rubber Products. Be sure you have complete information. 
Contact the Thermoid Sales Engineer in your area or write direct. 


Do it today. 
it will pay you to specify Thermoid. 
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DAKE means 
Extra Sales for YOU 


Because Dake offers such a com- 
plete arbor press line, you can 
supply almost any customer ex- 
actly what he needs. 


ARBOR PRESSES 
1 to 25 tons 
Bench, Pedestal or 
Floor Models 





HYDRAULIC PRESSES 


25 to 300 tons 
Electric, Air, or 
Hand Operated 





SPECIAL PRESSES 


engineered to individual 
requirements 


WE HELP YOU GET THIS 
BUSINESS, TOO 





Get a bigger share of the 
press business ....« -« 
Sell DAKE when your cus- 
tomers need presses 





DY-N.@am DAKE ENGINE CO. 


PRESSES 631 Monroe St. 
Grand Haven, Mich. 
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VICE PRESIDENT recently ap- 

inted by Bowser, Inc., Fort Wayne, 
nd., is Robert L. Holt, former invest- 
ment banker 





Boston Woven Hose 
Makes Promotions 


H. S. Johnson has been promoted 
to the position of Director of Mer- 
chandising of the Boston Woven Hose 
& Rubber Co., Cambridge, Mass. 
L. M. Atwood has been named assist- 
ant general sales manager. 

J. H. Alsen is the company’s new 
director of engineering ceghialines. 

Mr. Johnson has been with the 
company since 1936. He will direct 
the Home Office sales organization, 
including its advertising, sales promo- 
tion and market research functions. 

Mr. Atwood will manage the com- 
pany’s general line field sales force. 
He joined Boston Woven Hose & 
Rubber in 1948 as western manager of 
the V-Belt Department with head- 
quarters in Cedar Rapids, Towa. 

Mr. Alsen has been with the com- 
pany since 1920. He will be respon- 
sible for original equipment sales. 


Executive Courses 
Scheduled by AMA 


The American Management Asso- 
ciation has opened a 36-week manage- 
ment course designed to develop ex- 
ecutive skills. Initial meetings of the 
first four-week series of course units 
were held in the Hotel Astor, New 
York. 

Serving as faculty members and dis- 
cussion leaders were D. J. Ridings, 
president of Porter-Cable Machine 
Co., A. A. Stambaugh, chairman of 
the board of Standard Oil Co. of 
Ohio, A. R. Vinson, assistant man- 
ager of the Manufacturing Services 
Division, General Electric Co., and 
other representatives of leading com 
em in industries ranging from 

anks to motors. 





Now Your Customers 
Can i a 


Fa 


TAKE THEIR 4@ 
PICK! 


Now Makes Both Types 
of Flat Ground 


DIE STEEL 


Simonds offers a choice of OIL or AIR Hardening 
DIE STEEL, whichever is best suited to the job require- 
ments. Both types are made from Simonds own steel, 
are precision ground to a thickness limit of plus or minus 
.001” and have an extra smooth surface finish of 25 to 35 
micro inches. Edges and ends are square and parallel, 
with all scale, decarburation and surface defects removed. 
All sizes come individually packaged with heat treating 
instructions. 








SIMONDS AIR HARDENING DIE STEEL 


(non-deforming 5°% Chrome Type) is spherodize annealed 

for good machinability and uniform hardenability. Its wide 
Ss | M ‘@) N 'D) S hardening range (1700° to 1800° F.) makes it practically 

foolproof in heat-treating. Stock sizes run from 14" to 2” 
SAW AND STEEL CO thick and 2” to 10” wide in 36” lengths. 


. = SIMONDS OIL HARDENING DIE STEEL 


(non-deforming Molybdenum Type) is uniformly annealed 
for easy machining and uniform hardening. Due to its wide 
Factory Branches im Boston, Chicage, San Francisco amd Portland, Oregon hardening range (1450° to 1540°) good results are assured 


Camatien Fenery to rei with even the simplest heat treating equipment. Stock sizes 
Seusbern Service Shop im Meridia, Miss. (formerly J. H. Mier Saw Mig. Co 


" e ” . “ “" ry 2 
Simonds Divisions: Siesbads Steel Mili, Leckpert N.Y are available from ia’ to 3 thick and yy” to 14 wide in 
Simonds Abrasive Co., Phila., Pa. and Arvide, Qne., Canada 18” lengths. The heavier sizes also come in 36” lengths, 
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CARBIDE TIPPED 
WORK SUPPORT BLADES 
for CENTERLESS GRINDERS 


Standard thrufeed and in- 
feed work support blades 
available from stock. Prices 
on special blades quoted on 
receipt of prints. Worn 
blades salvaged — retipped 
aetna WRITE FOR CATALOG 
Send prints for prompt quotes on special tools. 


William M. Taylor 








WILLEY’S CARBIDE TOOL CO. 


1342 W. Verner Highway Detroit 1, M 














Michigan 
¥ 


MORGAN 
i STEEL VW 4 *, 7 €, 


MORG AN VISE Co. 108-112 N. JEFFERSON ST 





* We always s st 
te users that they buy 
thru their local dis- 
tributor. 


* weedwork: 
* steel ae Nwertere contboweus serew 


. combination pipe oarege 
CHICAGO 8, ILLINOIS 


Quaker Executive 
To Handle Exports 


William M. Taylor, merchandising 
manager of Quaker Rubber Corp., di 
vision of H. K. Porter, Inc., Philadel- 
phia, has been assigned additional 
duties as manager of the Export De 
partment. 

Mr. Taylor was formerly connected 
with Wright Power Saw & Tool Co., 
where he served successively as dis- 
trict manager and assistant to the 
president. 


Norton Co. Appoints 
Cleveland Representative 


Nils C. Johanson has been named 
resident demonstrator in the Cleve- 
land area for Norton Co.’s Grinding 
Machine Division. 

Formerly employed in the Erecting 
Department at Worcester, Mass., Mr. 
Johanson will report to the division’s 
Cleveland district manager, Homer L. 
Swainey. He replaces Alfred C. 
Womer, who has been transferred to 
the Abrasive Division. Mr. Womer 
has been in Cleveland since 1946. 

Born in Westmanland, Sweden, 
Mr. Johanson served three years in the 
U.S. Air Force in World War II. He 
joined Norton Co. in 1940. 


Bridgeport Chain & Mfg. 





Names District Manager 


William N. Bennett has joined the 
Bridgeport Chain & Mfg. Co., Bridge- 











port, Conn., as New England district 


| manager of the company’s Materials 


Handling Division. 

A graduate of the Massachusetts 
Institute of Technology, Mr. Bennett 
formerly covered the New England ter- 
ritory for Simonds Saw & Steel Co. and 
later for Racine Hydraulics & Machin- 

| ery, Inc. 


INDUSTRIAL DISTRIBUTION © NOVEMBER, 1952 





Five Reasons W Why 


selling STE EPMEN C- Ao AMSON 


\ JZ 
2 Na ‘WATERIALS HANDLING 


y 


> ame TRANSMISSION UNITS 


Elelelomeneliiem fr You 


LARGE MARKETS. Regardless of what you sell, almost every indus- 
trial plant you call on is a prospect for one or several of these 
S-A products. 


2. TOP QUALITY. You can sell with confidence for S-A machinery has 


been “‘field-proven” by thousands of satisfied customers. 


3. EASILY SOLD. The benefits of S-A equipment are easy to explain, 


easy to sell. 


4. ONE INSTALLATION SELLS OTHERS. Sales records 


show that one installation seen in use leads to new sales for you 
as other prospects see how it saves time and cuts costs. 


5. NO STOCKING OR INVESTMENT NEEDED. 


You sell from our literature and at your request we drop ship for you. 


Make your calls do double duty by selling S-A, too. Write now 
for details, discounts, prices and delivery schedules. 


S-A TELLEVEL” 


regulates bin levels 
automatically, prevents 
overflow —controlsma- 
terial level in bins, 
tanks ond storage silos 
Bulletin No. 1048 2 . —_ 
S-A CAR PULLERS S-A "SWIVELOADERS” S-A BOX CAR LOADERS 
save manpower. One mon can move and fill end trim dry bulk moterials speed up loading ond trimming of 
spot cars. Every firm with @ switch track —up to 2” size—into cars, bins loose, small lump materials inte 
can use one. Bulletin No. 1339. and storage spaces at low cost. box cars. One man, pert time, con 
Bulletin No. 1046. Can alse be operate. Bulletin No. 948. 
fitted te conveyors to extend 
storage range. Request Bulle- 
tin 650. 


MERCHANDISE DIVISION 


STEPHEN G=ADAMSON 


MFG. CO. 


S-A Hand end Motorized 
WINCHES 








enest. one men te lift—er move— 
heevy leeds—up te 6,000 pounds ‘ ak : : 
Ask for Bulletin No. 340. 8 Ridgeway Avenue, Aurora, lilincis @ Los Angeles, Calif., Belleville, Ontario 
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for 
Complete 
Line & 
Repeat 


Sales of — 


Quality 
Reamers 


an 


stands 
alone 





Che Reamer Specialists 
LAVALLEE & IDE, INC. 
CHICOPEE MASS. 
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R. G. Caldwell 


Atlanta District Manager 
Named by Gardner-Denver 


New district manager of the At 
lanta, Ga., branch office of the Gard- 
ner-Denver Co., Quincy, IIl., is Robert 
G. Caldwell, former resident salesman 
at Corpus Christi, ‘Texas. He succeeds 
Hi. G. Little, who has bought an in 
terest in the Central Machinery Co., 
Miami, Fla. 

Mr. Caldwell has been associated 
with Gardner-Denver for 12 years, 10 
years as a salesman at Houston, Texas, 
and at Corpus Christi for the past two 
years. 

A graduate of Northwestern Uni 
versity, he is a member of the Amer 
ican Institute of Mining and Metal 
lurgical Engineers. 


J. & B. Engineering 
Appoints Salesmen 


J. & B. Engineering Sales Co., New 
Haven, Conn., materials handling 
house, has appointed two new sales- 
men for New England territories. 

Stoddard R. Pelton, formerly with 
Giffels & Valet, Inc., design engi- 
neers, has been appointed to handle 
sales out of Fairfield, Conn. Russell 
C. Kinsman, formerly with Manning, 
Maxwell & Moore, Inc., has been as- 
signed to sell out of Hartford, Conn. 
Mr. Kinsman was also previously con 
nected with Taylor Instrument Com- 
panies. 


Goodrich Officer Retiring 


rhornton G. Graham, vice presi- 
dent-manufacturing of The B.. F. 
Goodrich Co., Akron, Ohio, will retire 
January 31. He will be succeeded by 
Arthur Kelly, general manager of in- 
dustrial and aeronautical products 
manufacturing. 








Complete and factual market data is combined 
with answers to common selling problems in 
regular Armour sales managers’ meetings with 
distributor salesmen. 


ROOMS: 


Armour’s complete line of quality coated abra- 
Sives is covered in informative, easy-to-read 
booklets which are a big help in closing sales. 


v 


backed up by advertising 


And every ad stresses the line, “Buy through 
your Industrial Distributor.” 





as 


open doors for you” 





Armour’s advertising and direct mail campaigns 
pre-sell prospects—and open doors for you. 











afs 


“They all help you sell more 


Chaled Abeanives 


Armour and Company + North Benton Road + Alliance, Ohio 
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Cut . Gas Bill 


PILOT-LIGHT | 
FLAME George S. Fabel 


© Saves ++. Saves time . . 
= Fabel Succeeds Schluter 


As Thermoid President 


George S. Fabel, vice president of 
the Thermoid Co., Trenton, N. J., 
has been elected president of the com 
pany succeeding Fred E. Schluter 

Mr. Schluter, who is remaining on 


INSTANT HEAT the board of directors, resigned the 


presidency to devote more time to out 


AUTOMATIC side interests, he said. 


Mr. Fabel has been with the com 
° »any 30 years. His first job was in the 
Welding Torch on he in the molded rubber goods 
department. He later transferred to 
With Marquette’s new sales, and has been associated with 
“Instant Heat’ auto- both the automotive replacement and 
matic torch, you light industrial rubber divisions. 
} once, adjust once... In 1930 he became vice president 
) and let the pilot and general manager of Southern As- 
light burn between bestos Co., a Thermoid subsidiary at 
welds. Press the lever Charlotte, N. C. He later became pres- 
. you get full flame ident of the Charlotte company and a 
instantly. Release it, director of Thermoid. He was elected 
and it cuts automatical- a Thermoid vice president last Spring. 
ly to a tiny pilot flame, H. J. Ellis has been elected a new 
) saving up to one-half Thermoid vice president. 
on gas. Marquette’s In- Mr. Ellis joined the company in antageous fo 
stant Heat Automatic | 1949 as factory superintendent of the the Harrisburg fra 
Torch is a precision- — MAIL THIS COUPON 
made instrument, embodying such | <n meth Odin GATAt 
features as “‘O”’-Ring seals, full 
tip swivel, stainless steel heat 
barrier. Write for complete in- eae a er 
formation. 


ease every 


Herrisburg Stee! Corp., 
Merrisburg 18, Po. 


We are interested in selling Harrisburg Coup- 
lings end Flenges in our territory. Please 
send us your Catelogs. 


#00. 1% U.S. PAT. OFFICE 


Nome 
Compeony 
Address 


City State 


a 





[| 99 Yeors in Pennsylvania's Capital | 


MARQUETTE MANUFACTURING CO, INC. arrisbur 1g Steel 


307 E. Hennepin Avenue + M tin 14, oa H. J. Ellis corroration pomaceaeanra 
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THENGI 


for Safety and Long-Time Service 


For 2000, 3000 and 6000 pounds service — Sizes '/;" to 6” 


SCREW END TYPE 


Ba 8 4 


For schedules 40, 80 and 160 pipe — Sizes 1/." to 4” 
SOCKET WELD TYPE 


Shocks and stresses imposed by high pressures and high temperatures are taken 
in their stride because Vogt fittings are uniform in structure, fine grained, and 
free from porosity . . . the superior product of laboratory controlled materials and 
giant forging hammers and upsetters. These properties also give higher resistance 
to erosive and corrosive conditions, thereby adding to service life expectancy 
in steam plants, petroleum refineries, chemical plants and related industries. 


HENRY VOGT MACHINE CO., INC. 


Lowisville 10, Kentucky 
BRANCH OFFICES: NEW YORK e PHILADELPHIA e CLEVELAND e CHICAGO oe DALLAS 


DROP FORGED 
STEEL FITTINGS 
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VITAL Zxé. 


INDUSTRIAL 


rubber division. His new duties in- 
clude direction of rubber manufactur- 
ing at all the company’s plants. 

Heé has been associated with the 
rubber industry since 1925, when he 
joined the Firestone Industrial Prod- 
ucts Co. of the Firestone Tire & Rub- 
ber Co. 

In 1940, he and Dr. C. Park devel- 
oped a bullet-sealing gas tank which 
was used by Allied aircraft in World 
War II. Mr. Ellis directed setting up 
of 11 plants for making the tanks. 





DISTRIBUTOR 


user zxd@ make 


arrose Over the years, Industrial Distribu- 


tors have earned an_ important 
position in the distribution chain. They've gained 
recognition as a VITAL LINK in America’s industrial 
economy. This recognition has been earned for 
one reason . . . performance. 


George W. Steinmetz 


Standard Tool Promotes 
Chicago Manager 


George W. Steinmetz, Chicago 
manager for Standard ‘Tool Co., 
Cleveland, has been promoted to as- 
sistant sales manager, Paul E. Lees, 
president of the company, has an 
nounced. 

Merton Mathews, West Coast rep 
resentative, has been named Chicago 
district manager to succeed Mr. Stein 
metz. 

Mr. Steinmetz has served the past 
vear as president of the Chicago Chap 
ter of “The Hucksters,” an organiza 
tion of industrial and hardware sales 
men. 


Oz Industrial Distributors have grown 

both in numbers and in volume of 
business—because they handle an essential job 
in the most efficient manner. Briefly, Industrial 
Distributors provide quality distribution at a 
minimum cost to the user. 


— For over twenty years, Arro Ex- 
rarros> 


pansion Bolt Company has worked 
with and through recognized Industrial Distribu- 
tors—because we feel that Arro users will receive 
faster and better service at less cost . . . than is 
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ARRO EXPANSION BOLT CO. : 
MARION, OHIO . 

Monufacturing a complete line of Anchoring and Drilling : 
devices and related products for fastening to masonry e 

: 

7 

* 

e 


Sold Through Distributors Only 
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Merton Mathews 
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KNOWLEDGE 


PROFITABLE 


and it is part of the 
SoKF «PLAN” 


Distributors can sell bearings more easily and 
more profitably IF THEY KNOW MORE 
ABOUT THEM. 

SS°S'F conducts a continuing educational 
program to help Distributor Salesmen get 

more knowledge about anti-friction bearings. 


here’s how SAKF distributors get 
profitable knowledge 
REFRESHER FOLDERS 


A continuing series of practical information about 
bearings —their care and handling, removal and 
installation, trouble shooting, etc. 

















SLIDE FILMS 


A continuing series of educational, full color film 

strips which visualize the Refresher Folders, 
LS, with an @osr Field Engineer on hand to 

answer questions. Each film is written so the Dis- 


tributor can show it to his customers, and many 
JN are doing so. 


SALES HELPS, TOO 


Armed with knowledge, the =csr Distributor has 
the additional fire-power of smart sales helps — 
blotters, book matches, letterhead folders, direct 
mail, store displays, publication inserts — everything 
they need to secure more business. 


Yes, KNOWLEDGE plus SALES HELPS makes it 
PROFITABLE to be an csv Distributor. 7376 


SKF INDUSTRIES, INC., PHILADELPHIA 32, PA, 
—manufacturers of s%F and HESS-BRIGHT bearings. 


aK 


A 


BALL AND ROLLER BEARING‘ 
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ANNOUNCING! 


BELTBRASIVE Dresser 


Up to 75% longer life and substantially greater 
stock removal from coated abrasive belts are prov- 
en results with the new Desmond Beltbrasive 
dresser. You not only get better performance on 
discs, belts, or drum sanders and polishers but you 
save time on changing belts, discs, etc. This is an- 
other Desmond “first”—latest addition to the only 
complete line of grinding wheel dressing tools. 
Ask your Desmond distributor for full infor- 


mation or write for new bulletin. 


THE DESMOND-STEPHAN MFG. CO. 
Urbana, Ohio 


Please send me your new No. D-12 Desmond Belt- 
brasive Dresser Guide. 
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Another 
Desmond 
Sales-Proven 
ad appearing 
in user 
magazines 


Plus! 
Desmond 
wall charts 
catalogs 
mailings 
displays 


Plus! 

Desmond 

Sales meetings 
for your 

Sales 
personnel 


Plus! 
Desmond's 
complete line 
—meets every 
customer 
requirement 


Plus! 


nationally 


known name 
— Stands for 
quality 

and service 


J. D. Bryan, Jr. 


Peden Iron & Steel Co. 
Names Promotion Manager 


Peden Iron & Steel Co., Houston, 
Texas, has appointed J. D. Bryan, Jr., 


| as sales promotion manager. 


Mr. Bryan started with the com- 


| pany in the warehouse and has been 
| promoted successively through several 
| departments. For some time he was 


in the sales division, and later joined 


| the purchasing pe 


He will work closely with purchas- 
ing, sales and other departments in 


| his new assignment, according to 


George T. Morse, Jr., president and 
general manager 


| American Brake Shoe 
| Elects Officers 


Kempton Dunn has been elected 
first vice president and a director of 
American Brake Shoe Co., New York. 

Other new officers are William B. 


| Jordan, treasurer, and Robert Watts 
| and Owen B. Cottle, assistant treas- 
| urers. 


Mr. Dunn, who has been with the 


| company since 1932, was formerly vice 
; , ) 
| president and treasurer. Mr. Jordan, 


who joined the company in 1945, was 
formerly assistant treasurer. 


| Lufkin Rule Co. Names 


Canadian Executive 


The Lufkin Rule Co., Saginaw, 
Mich., has appointed Fred H. John- 


| son as assistant manager of The Luf- 


kin Rule Co. of Canada, Ltd., Barrie, 


| Ont. 


Mr. Johnson is former general sales 
manager of the Marshall-Wells Co., 
Duluth, Minn. Before that he served 
Marshall-Wells for 21 years in Can- 
ada, as buyer, sales promotion man- 
ager and vice president in charge of 
the stores division. 





packs MORE POWER ex rouno 


Cra (| ley Shown actual size sic t 
no iY 
“MIGHTY\ oes 
" jgemnentt he sta castors 
- SA a cont oee ' 


MIDGET” 


%" Heavy-Duty ELECTRIC DRILL 


Here is a fresh fist-full of power built for COMPARE 


heavy-duty production drilling. It’s the o 
lightest, the most powerful 14” drill ever .. . —only the Stanley “MIGHTY MIDGET 
the new Stanley “MIGHTY MIDGET”. offers all these features— 


Compare this “MIGHTY MIDGET” with cre Lightweight — only 3% Ibs. — most powerful 
other 14” drills before you buy . . . check = drill of its size. 
point for point on the features you get for 
the money you pay. And remember you pay 
no “extras” for all the extra features offered 
by the new Stanley “MIGHTY MIDGET”. —— Balanced design — trigger-grip handle with 
‘ auto-safety lock. 








Compact —7%”" long — easy to handle in 
close quarters. 


Send for catalog describing this and ] 
other cost-cutting Stanley Electric Tools : Highly polished die-cast aluminum housing. 
or ask your distributor for a demonstra- 
tion. He has them in stock . . . ready to 
go to work for you. Stanley Electric Tools, yc Removable chuck guard for better control, extra, 


Seal-type ball bearings, helical alloy steel gears. 


412 Myrtle St., New Britain, Connecticut. Models in 6 different speeds — 5000, 3500, 
2500, 2000, 1000, and 600 r.p.m. 


[ STANLEY ] My ee we nt ete ie 


> Brushes fully enclosed — protected from dirt 
Reg. U.S. Pat. Off. and misuse. 


HARDWARE +« TOOLS + ELECTRIC TOOLS + STEEL STRAPPING e¢ STEEL 
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SALESMEN DISCOVER NEW PROS- 
PECTS WITH TM ALLOY STEEL CHAIN 


I'M Alloy Steel Chain was orig- 
inally designed and sold exclusively 
to the steel industry because of the 
increasing demands for stronger 
chain. Now this famous chain is 
available in sizes ranging from 4” 
to 144” inclusive and its applica- 
tion is growing broader everyday 
I'M Alloy Steel Chain’s popularity 
to its tremendous stamina 
Made from 


Alloy 


is due 
and increased safety 


Taylor's Special Analysis 


Steel, ithas twice the tensile strength 
and five to fifteen times the life of 
wrought iron chain. Complete and 
controlled heat-treatment elimi- 
nates the need for periodic anneal- 
ing—makes it highly resistant to 
grain growth and cold working at 
all temperatures. Its extreme hard- 
ness reduces wear. The result is 
lower chain costs for all types of 
industry —- increased sales for jobbers! 


WriteS.G.TaylorChain Compatiy, 


Hammond, Indiana for details. 


BIG MARKET FOR - 


™ 


ALLOY STEEL 


CHAIN 


@ METAL FABRICATORS 

@ AUTOMOBILE MANUFACTURERS 
@ FOUNDRIES 

@ MACHINERY BUILDERS 

@ DIE SHOPS 

@ RAILROAD AND CAR SHOPS 

@ QUARRIES 

@ MINES 

@ STEEL MILLS 

@ OIL WELL DRILLING CONTRACTORS 


Tavtor Mane 


S. G. Taylor Chain Co. 
Dept. 6 Hammond, Indiana 
Rush free catalog on TM Alloy Steel Chain. 


Name 


Address 
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’ RESTFUL Saturday comes to end as 
y Somers, Fitler & Todd vice-president, 

K. R. Todd receives rush order from 
Westinghouse Electric for 8,000 lbs. of 
aluminum oxide. By phone, Mr. Todd 
got the wheels turning 


Pittsburgh Distributor 
Gets the Goods by Plane 
Kenneth R. Todd, a vice-president 


of Pittsburgh’s Somers, Fitler & Todd 
Co., was stretched out on his contour 


| chair spending a quiet Saturday after- 


noon at home with the paper. 
The phone rang, and Mrs 
answered. “It’s for you, Ken,” 
called. 
Mr. Todd took the call. It was 
Westinghouse Electric. They wanted 


Todd 
she 


| 8,000 Ibs. of aluminum oxide, a fine 


ibrasive sand, shipped to their Ohio 
plant immediately—five minutes ago. 
It was desperately needed for a vital 
experiment connected with the defense 
effort. 

A second-generation distributor, Mr 


NORTON warehouse on Pittsburgh’s 
outskirts was opened by clerk Clifford 
Bettie, and S. F. & T. truck loaded 
with 4,000 Ibs. Mr. Todd phoned 
Worcester, Mass., for rest of orde 
which was flown in by Army cargo 
plane. 





Sy. Jewel Brand Abrasive 
“ ~~ a ” 
Run an abrasive belt over a right-angle stationary guide at 4000 feet per WASTE BARREL } 


minute . . . smooth and polish a small, recessed area on thousands of 
precision-made automatic pistol stocks .. . and still eliminate excessive belt TEST 
breakage! This was an actual problem that confronted one prominent 
manufacturer. Here’s how Jewel Brand Abrasive Engineers helped solve it. 


A small sample of scrap abrasive belting was picked at random from 
the plant waste barrel. This was carefully analyzed by experienced Open the door to new sales and more 
Jewel Brand Engineers. It was fully tested in terms of the type of product . . 

being finished and the material used. Then, basing their selection on profits by urging your abrasive belt 
the findings of the “Waste Barrel” Test combined with basic informa- prospects to make the easy, profit- 
tion on the job requirements, these same qualified engineers recom- proven Jewel Brand “Waste Barrel” 
mended a Jewel Brand Abrasive Belt that has not only eliminated Test. 

excessive belt breakage but one that has consistently done a better 

job, faster and at a lower cost, Backed by the recommendations of ex- 





This is only one of many difficult finishing problems quickly and effectively perienced Jewel Brand Engineers, you 
solved by Jewel Brand Engineers. It could just as well be your problem can help your prospective abrasive 
. your plant . . . your savings! So whatever your finishing operation may customers select a Jewel Brand Belt that 
be we urge you to make the easy, profitable “Waste Barrel” Test will not only meet thelr exact require- 

now. Simply cut out a letter-size sample of used abrasive belt Ee 
- include the belt joint, if possible . . . and send together with ments and do a better job faster, but 
' cofpleted coupon. We'll do'the rest at no obligation to you. one that will enable them to make im- 





portant production savings right from 
the start. 


> ae ee 


ODUCT S} INC. We think you'll agree . . . that’s selling 
567 Pearl Street 


t its best! The kind that builds good 
South Braintree 85, Mass st 2 d t os ce . A full 
HELP me complete the Waste Barrel Test! : will and pays off in profits. So take fu 
Enclosed is a sample of used belt from our plent. i advantage of the “Waste Barrel” Test 
now. Urge your prospects to send in a 
small sample of used abrasive belt or 
COMPANY Taclieti ; . offer to do it for them. It’s easy and it 
ua only takes a minute, but it’s an extra 


selling point that’s mighty hard to re- 
TYPE OF PRODUCTS anne WATERIAL sist. Try it! 


NAME POSITION 


WE USE APPROXIMATELY . BELTS PER MONTH __. 


----------------- 


BELT LENGTH — BELT WIDTH _. 


eee ce ee 
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VERSATILE 


ein- 


Hydraulic Jacks 


meet industrial needs 





Turn hard jobs into easy ones. For example, the 8-ton 
capacity Hein-Werner Hydraulic Jack (illustrated) pro- 
vides 16,000 Ibs. of hydraulic pressure for pushing, 
pulling, bending or straightening operations. This jack 
is easy to handle for it weighs but 27 Ibs., and operates 
in any position from vertical to horizontal. 


Hein-Werner Hydraulic Jacks are frequently employed 
to move heavy machinery and equipment, for material 
handling operations, and for light presses. 


The complete line includes models of 3, 5, 
8, 12, 20, 30, 50, and 100-tons capacity. 
Write us for details. 


HEIN-WERNER CORPORATION -: WAUKESHA, WIS. 


242 
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Todd instinctively agreed to get the 
sand there that afternoon. The fa: 
there was no sand in his own ware 
house or that he was filling a rush 
order on a Saturday afternoon didn’t 
bother him. He simply went to work. 

First off, he phoned the Norton 
Company’s warehouse on Pittsburgh’s 
outskirts, caught Clifford G. Bettie 
still on duty. They had only 4,000 
Ibs. on hand. After reaching one of 
his truck drivers at home and telling 
him to make the pick-up from Norton, 
Mr. Todd phoned Norton’s main 
plant in Worcester, Mass. 

The plant was opened and the re- 
maing 4,000 Ibs. of aluminum oxide 
grains flown by Army cargo plane to 
Pittsburgh, where it was picked up by 
a Somers, Fitler & Todd truck at the 
airport. 

Masterminded by Mr. Todd, the 
whole rush job, from the time of the 
first phone call until an SF&T truck 
unloaded the 8,000-Ib. shipment in 
Ohio took less than five hours! 

Ask Mr. Todd about this job today, 
and he'll say with a quiet smile: “Tt’s 
just one of those things.” 


Stanley To Stock Tools 
In New York Offices 


The Stanley Works, New Britain, 
Conn., will warehouse and service elec- 
tric tools at the company’s new offices 
at 40 Worth St., New York City, Fred- 
erick O. Fuller, sales manager of the 
Stanley Electric Tools Division, an 
nounced recently. 

This corrects an earlier announce- 
ment from the company stating no 


| tools would be stocked, which Mr. 


Fuller said was erroneous. 

The company moved to the new 
quarters recently from its old address 
at 100 Lafayette St. 





LEARNING the ropes at Barnes & 
Jordan, Inc., Syracuse, N. Y., Bob 
Wright aims at a selling career after 
serving during the war in submarines. 





- + FOR PRODUCTION AND MAINTENANCE PURPOSES - - 


Wide acceptance of MILWAUKEE Industrial Brushes since — 
the inception, more than 35 years ago, of this organization, © 
speaks well for quality and for service. Our distributors 
have found MILWAUKEE oa dependable source of supply, 
it always having been our aim to cooperate in every pos- 
sible way so as to smooth the distributors’ sales job. 


Jig aint oli teatOei Hee 


eeepc. 


“MONO-BILT” WIRE WHEEL BRUSHES We have, over the years of rapidly changing conditions, 
For practically all standard portable or stationary continuously expanded and improved facilities, our equip- 


shop equipment. ideal for numerous power brushi 


- such. os 9 scale, rust, paint, wel ment, and our service to keep pace with industry's growth. | 
spatter, and surface imperfections from small castings, 
metal parts, fittings, etc. Can be made of coarser 


metal parts, fittings, © In maintaining our high standard of quality, brush uni- 


formity and dependability have always been accepted as © 
a MILWAUKEE feature. 


An important part of our business is devoted to manufac- 
turing special brushes for specific needs. In this respect 
our engineering department is available at all times to 
render design assistance and in each case to give your 
customers a brush product that is tailor made for the job. 








“DURA-BILT” WIRE WHEEL BRUSHES All during the years we have enjoyed the confidence of 
For continuous brushing operations. Each unit our distributors and, tomorrow as well as today, our efforts 
high-speed power equipment. Used singly or in as- 


semblies directly on shaft — no interchangeable cen- will be directed towards holding this confidence. 
ters are necessary. Can be made of coarser or finer 


wire. The dense filling of specially tempered wire 
No. 1641 — Shoe handie- 
round, wire-block 10” x 1” 
For cleaning small, diffi 
cult-to-get-at places and 


provides an excellent abrasive for quickly removing 
rust or scale from large metal surfaces. 
pipe threads, Easy grip 


No. 1651 — Curved handle-round wire-biock 14” x 1” 
Adaptable for cleaning norrow surfaces and for work on 
shaped metal parts. Used also for small weld cleaning jobs. 


The Milwaukee Brush Manufacturing Co. 
2212-36 NORTH 30TH STREET MILWAUKEE 45, WISC. 
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@ OIL rs... 


SERVICE 
QUALITY 


© FITTINGS 
@ COCKS 


ESSE 





onl cuP GREASE CUP WATER GAUGE eon at SAE, 


412 


SHUT-OFF COCK 


sor 
i] iii meen 
. ‘ 


TRY COCK 


WRITE FOR CATALOG 





ESSEX BRASS CORPORATION 


2000 FRANKLIN STREET Est. 1901 DETROIT 7, MICH. 











THIS “BLOW HARD” 
akes a Quick Clean-up 


ao CLEMENTS-CADILLAC blower- 
tion cleaner into action and 
Sesto!—Dirt, Dust, and Grit van- 
3 from every crevice of ma- 
- and equipment. Then 
can do some bragging— 
about this fast, easy, eco- 


rica! way to clean. 


Eligible under 
C.M.P. regule 


ADVERTISING 
LIKE THIS 


=p | 
pc 
as 


DESIGNED TO 
STIMULATE 
BUYING INTEREST 
IN THIS NEEDED 
AND MUCH IN DEMAND 
CLEANING TOOL 





APPEARS MONTHLY 
IN LEADING 
INDUSTRIAL 
MAGAZINES 





IF YOU 
WANT A 


SELLER 
WRITE US 


6620 S. NARRAGANSETT AVE., CHICAGO 38, ILL 
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M. C. Meyer 


Republic Rubber Division 
Names Wire Hose Manager 


Myron C. Meyer has been pro- 
moted to manager of wire braid hose 
sales for the Republic Ribber Division 
of Lee Rubber & Tire Corp., Youngs- 
town, Ohio. 

From Youngstown headquarters, he 
will direct sales activities for the divi- 
sion’s line of hose now being pro- 
duced in a new $2,500,000. plant ad: 
dition. 

Mr. Meyer has been with Republic 
since 1918. Starting in the phy ical 
testing laboratory, he transferred to 
the sales department in 1932. From 
1933 to 1938 he was territory sales- 
man in Ohio, Michigan, and Indiana. 
In 1938 he was reassigned to Youngs- 
town where he has held the positions 
of assistant sales manager, traveling 
sales manager, and, most recently, as- 
sistant to the sales manager. 


Automotive Distributors 
Hold Fall Meeting 


More than 50 automotive ware- 
house distributors attended the Fall 
meeting of the Automotive Warehouse 
Distributors Association held recently 
in Chicago. 

E. F. Bartel, president of Republic 
Carloading Corp., was the foc at 
the opening day luncheon. Robert A. 
Farris, of Automotive Sales Co., San 
Francisco, president of the associa- 
tion, presided over the meetings. 
Other members of the board of gov- 
ernors taking part were: A. P. Walter, 
Gabriel Distributing Co., Chicago; 
Walter T. Devine, Lenk, Inc., Bos 
ton; F. D. Barringer, Atlanta, Ga.; 
Bernard Bock, Bobro Products, New 
York; J. S. Connell, Dallas, Texas; 
and George Shortmeier, Gray Equip- 
ment Co:, New York. 

The association’s winter meeting 
will be held on December 6 and 7 
in Atlantic City. 





«, For MORE V-Drive Business 





otron 

orpor 

9° oan 
cricoe? 


fn 
rey monviactur 
; env 
a 5 tev wane? av 


The 44-page Maurey V-Drive Catalog is a 
shot-in-the-arm for V-Drive sales. It is loaded 
with facts and packed with SELL. With 
large, interesting illustrations and readable 
type it tells the full story about Maurey 
Flexible Couplings. . . Interchangeable Bush- 


A FEW 
PROFITABLE 
MAUREY 
TRADING 
AREAS OPEN 
Write for 

details on the 
Maurey V-Drive 
franchise. 


ings... Hi-Q V-Pulleys...Mor-Grip V-Belts 
... V-Drive Accessories . . . and the complete 
Maurey V-Drive Line, FHP to 10 HP. Put 
this powerful tool in your salesmen’s kits. . . 
and place a copy with your more important 
customers. It SELLS the Maurey line. 


nikohtia-b Amiikohilehaokaatiatal- Medela-Lolaohivela 


2915 South Wabash Avenue, Chicago 16, Illinois 


World's Largest Manufacturer of Cast Iron and Pressed Steel V-Pulleys 


serving industry since 1917 
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For Volume Sales 


CONCO SPUR GEAR HOIST 
In capacities ranging from ‘s-ton through 25- 
ton. All modern features. Request bulletin 1540. 
For army type and low-headroom type trolley 
hoists request bulletin 1550. 











CONCO DIFFERENTIAL HOIST 


Light weight, low cost. Capacities 2-ton NEW PRESIDENT of Norton Behr. 
and 1-ton. Request bulletin 1520. Manning Overseas, Inc., is A. Donald 


Kelso, veteran executive in the abrasives 


field. 


Js GONCO 1-BEAM TROLLEYS 
Plain or geared type, with Hyatt Roller Bearing wheels, 
in capacities of 1-ton through 10-ton. 
Request bulletin 1510. 
LSRAMES 


CONCO ENGINEERING WORKS 


Division of H. D. Conkey & Co., Division Street, Mendota, Illinois 


—to Find HIDDEN Sales 


on your regular calls! 


RETIRING president of Norton’s ex 
sy affiliate is Herbert A. Stanton, who 
as served the company for more than 
40 years. 


with our 


30-DAY TRIAL OFFER 


on the ~ £5 ps, Hewitt-Robins Opens 
1 \ Two New Headquarters 


: “7 ~~ Hewitt-Robins, Inc., has opened two 
is @ ] L t y aAUlama (te new division headquarters buildings, 
one for the Western Division at Los 
SAW Fl LE 4 , = Angeles and the other for the South 
; Central Division at Houston, Texas. 


The streamlined, one-story struc 
You probably have a lot of customers who use sows 


te mite on extent, yet tit! sherpen them by head or tures, made of reinforced concrete, wil! 
work out. You may find mony hidden prospects . i ~e pc ¢ _— 
$r"she Seine few Vier and cur tb-Gey fila Gite contain offices for sales and enginee 


enables each customer to prove its merits on his own ing personnel and warehouse space fo: 
i" any plont where @ number of sows ore used, the " belting, hose and conveyor equipment 


Foley quickly pays for itself Foley filed sows increase T {OS re : Fe e 2533 
pn Ke Bg Ay AN A The Los Angeles headquarters, at 2533 


much faster and smoother, run cooler, stay sharp longer. Malt Ave., will have 13,000 sq. ft. of 
The FOLEY SAW FILER Practically Sells floor space. The one at Houston, 
5711 Navigation Boulevard, will cove: 

Itself on our 30-Day Trial Offer machine that Mie BAND. SAWS 4p to 1," 10.600 ft gan a, wil cove 

Our 30-Day Trio! Offer i th a : r ; , 

well rated compory, end your cust orn will’ thank vou Saws.” The Western headquarters will be 
Se one Se ae ee See SS ee ee in charge of G. V. Migula, division 
manager, assisted by district managers 

FOLEY MFG. CO. Marion D. Austin and James E. Van 

3363 N. E. Sth St. Minneapolis 18, Minn. Stone. L. C. Holloman is manager of 


iii ati enttdy Odin Chines tir taeda: Sas the South Central Division. John \\ 
Setters, Grinders, etc Pew is district manager. 
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\ / 
BSN 
CuTS LEFT 


WHO BUYS WISS METAL-MASTER SNIPS AND WHY 
Who: 


All Purchasing Agents, Contractors and Professional Sheet Metal 
Workers who put quality first. 


Why: 
The compound action of Metal-Masters delivers amazing cutting 
power. These 10” saips cut with about one-half the effort required 
for standard 1212” snips. Hot drop forged of molybdenum alloy 
steel, fitted with nickel chrome molybdenum bolts for toughness 
and durability. One edge serrated to prevent slipping. 

The complete set of 4 patterns illustrated will easily handle 
almost any cutting requirement . . . straight, scrolls, circles or 
the most intricate designs. Small, light, easily carried in pocket. 


NEW M-5 BULLDOG HEAVY DUTY SNIPS. For notching, nib- 
bling and cutting shallow arcs in sheet metal as heavy as 16 
gauge. The powerful compound action easily handles the tougher 
notching usually done by heavier, longer-handled snips. Only 
about 9” long, with a 7%” cut, they are practically indispensable 
for heavy gauge metal work. 

Quality for more than a Century 


J. WISS & SONS COMPANY - NEWARK 7, WN. J. 


M-3 


CuTs 
STRAIGHT 
AND 
COMBI- : FOR 
NATION CUTS RIGHT NOTCHING 
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Get the service 
you like to give 


vin KELKLEY 


THE FASTER SELLING LINE 


verything you need in steam, air or 

liquid control equipment. The Keck 

ley line is complete. You don't have 
to use two or three sources for a few sim 
ple control items. Order it all from Keck 
ley and get prompt, efficient service, the 
kind you like to give your customers 
Write for full information today 


TYPE AA—Precision pressure regulator 
for steam, or air service! Equipped with 
Keckley's famous Unit Pilot Valve, re- 
movable as a unit for fast, easy service 
and maintenance. A valve your customers 
use for many widely varied control appli- 
cations 


SELF-CLEANING STRAINERS—For pro- 
tecting vital parts of valves, pumps, traps, 
pressure regulators and other equipment. 
Furnished in sizes from 4” through 12” in 
bronze or semi-steel. Simply opening 
blowoff valves cleans brass strainer screen 
without removing it from the body. Sell 
them to all your customers who have val- 
uable equipment to protect. 


~ 


STYLE B 
STRAINER 


NO. 40 —Pop safety valve for use on air 
or saturated steam service to protect 
equipment. No. 44 Relief Valve for water 
service. Available with top or side outlet 
Sizes from 4” to 24”. 





Our Engineers will gladly help you 
in making correct recommendations 


WRITE FOR YOUR FREE COPY OF 
NEW, COMPLETE BULLETIN 51-C 


veaseune oe pen Mt rt a poe try POP SAFETY 
ALVES + REL VES FLOAT BOXES LANCED ber 4-4 


FORGED STEEL ‘GAUGES ° “MOTOR OPERATED VaLvEs * PUM 
GOVERNORS + FLOAT VALVES + STRAINERS 


oF C. KECKLEY COMPANY 


Ww MADISON STREET CHICAGO 6 ILLINOIS 


NO 40 POP 
SAFETY VALVE 


Lawrence H. White 


Warren Belting Co. 
Names District Manager 


Warren Belting Co., Inc., Worces 
ter, Mass., has appointed Lawrence H 
White as New England district man 
ager for the company’s line of trans- 
mission leather belting, industrial 
leather products, mechanical packings, 
and oil seals. 

His district will comprise all of New 
England except Worcester County, 
Mass., and all of New York State ex- 
cept the New York City metropolitan 
area. 

Mr. White joined the company in 
1949. He had been identified with 
the industrial leather business for the 
previous 25 years, travelling in all the 
New England states. 


Brown & Sharpe Transfers 
Sales Representatives 


Brown & Sharpe Mfg. Co., Provi- 
dence, R. I., has made a number of 
changes in sales territories. 

Thomas F. MacLaren, representa 
tive in the Los Angeles office, has been 
appointed Chicago representative suc- 
ceeding Howard K. Jackson. Mr. Jack 
son has been given special assignments 
by the home office. 

‘Frank K. Wilkey, formerly San 
Francisco representative, has been ap 
yinted to the Los Angeles office 
Rewty T. Spooner, from the home 
office, will join the Los Angeles sales 
staff. 


Ellsworth Adds Building 
Ellsworth Steel & Supply Co., 

Stratford, Conn., has completed two 

one-story structures to house the fabri- 


| cating operations of an affiliated con- 


cern, The Bridgeport Implement Co. 
The fabricating company was organ 
ized to produce mechanical stone 


“Faster deliveries from Keckley's complete line of steam, air and liquid control equipment.” pickers. 
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THE FERRY CAP & SET SCREW CO. 


ao 53 SCRANTON ROAD e¢ 


e CLEVELAND 13, OHIO 





1 
\ 
b 


“SHINYHEADS” 
America’s Best Looking Cap Screw 
Mode of high carbon steel — AIS! 

038—to standards for Full Fin- 
er hexagon head cap screws— 
bright finish. Heads hined top 


“HI-CARBS” 
Heat Treated Black Satin Finish 


Made of high carbon steel — AISI 
C-1038. Furnished with black 9 





and bottom. Hexagon faces clean 
cut, smooth and true, mirror finish. 
Tensile strength 95,000-110,000 
p.s.i. Carried in stock. 


“LO-CARBS” 


Made of AISI C-1018 steel—bright 
finish. For use where heat treatment 
is not required and where ordinary 
hexagon heads are satisfactory. 
Hexagon heads die made to size — 
not machined. Points machine 
turned. Tensile strength 75,000 
95,000 p.s.i. Carried in stock. 


FILLISTER CAP SCREWS 


Heads completely machined top 
and bottom. Milled slots—less 
burrs. Flat and chamfered machined 
point. Carried in stock. 


“SHINYLAND” STUDS 


All studs made steam-tight on ta 
end unless otherwise specitied, 
with flat and 


chined. Points machine turned; lat 
and oo ered. Tensile strength 
130,000 -160,000 p.s.i. Carried 


in pom oy 


SET SCREWS 


Square head and headless — cup 
point. Case hardened. Expertly 
made by the pioneers in producin ng 
Cup Point Set Screws by the col 
upset process. Cup points machine 
turn Carried in stock. 


FLAT HEAD CAP SCREWS 


Heads completely machined top 
and bottom. Milled slots —less 
burrs. Flat and chamfered machined 
point. Carried in stock. 


*” 
ADJUSTING SCREWS 


Valve tappet adjusting screws — 
Hexagon t ead style — to ee Vises 





point. Nut ae oval point. Land 
etween threads shiny, bright, 
mirror finish. Carried in stock. 


% 
CONNECTING ROD BOLTS 


Made of alloy steel — heat treated — 
threads rolled or cut — finished to 
extremely close thread and body 
tolerances — body ground where 
specified. Ex y made by the 





polished if eponiied = - "threes soft 
to close hi 


turned; flat and poms 


* 
SPRING BOLTS 


Case hardened to proper depth and 

ground to close tolerances. Thread 

end annealed. Su wy in various 

head she with ofl holes and 

grooves ¢ d 7 kinds, ard flats 
milled. 








in 
rod bolts by the Seid upset process. 


FERRY PATENTED ACORN NUTS 


For ornamental Steel in- 
sert — steel cover Finish: plain 
zinc plated, cadmium plated. "aise: 
9/16", 3/4",18/16" across the flats. 


Tapped 1/4” to 3/4” inclusive. 
Cross secti 


ion of Ferry patented 
acorn aut, showing how steel hexe- 
gon nut fits eugie into shell. 





Pioneers and Recognized Specialists, Cold Upset Screw Products since 1907 
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carried by 
LEADING 
DISTRIBUTORS 


SPECIALS 


furnished to 
BLUE PRINT 
SPECIFICATIONS 


WRITE FOR 
INFORMATION 


SEND FOR SAMPLES 


iON AED DA ELL ALL ALLELE 


























Sour Gear Differential 
Hoist Gear Hoist 


Lowhead Roo 
Trotley Hoist 


... for All Needs 


rom % to 20 tons 


Distributors can count on “Philadelphia” to 
supply users’ needs in all types of chain 
hoists and trolleys . . . hoisting equipment 
| which is safe, convenient. efficient and which 
will simplify and speed up materials han- 
dling. 


}Every item in the complete “Philadelphia” 
line offers modern. desirable features in de- 
jsign and construction which enhance the 
‘value and utility of Philadelphia Equipment 
Pthat are selling points on which industrial 
distributors can capitalize. 


Full details of the complete “Philadelphia” 
line are available on request. 





HOISTS 
AND 
TROLLEYS 


CHAIN BLOCK &/ MFG, Co. 


MASCHER & NORRIS STS. 
PHILADELPHIA 22, PA. 
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Summerwell Takes Prize 
In Yankee Golf Contest 


George Summerwell, of National | 
Carbon Division, Union Carbide & | 
Carbon Corp., won low gross in the | 
zolf tournament held recently by The | 
Tented Hardwaremen at their first | 
annual Fall Outing at Auburndale, | 
Mass. 

Jack Lambert, of Black & Decker 
Mfg. Co., took the putting contest. 

Nearly 100 attended the events at 
the Woodlawn Golf Club, which in- 
cluded horseshoe pitching and poker 
as well as golf. Dave Davidson, of the 
L. S. Starrett Co., president of the 
club, welcomed the members after a 
steak dinner. Leo A. Heal presided at 
the meeting. 

Bob Risteen, who came in with the 
high score of 158 strokes from the 
18th green, was awarded a special 
prize & sportsmanship. Other golf 
winners were H. E. Wilcox, Warner 
Clifford, Art Connor, Neill McGar- 
vey, H. A. Stevens, Pete Thayer, Arch 
Lade, George Monynihan, James Her- 
bold and Walter Martin. 

George Joseph, of The Ridge Tool 
Co., placed second in the pe. con- 
test. Harold Berquist chalked up high 
score. 

Door prizes were distributed to all 
members. 

The group voted to repeat the out- 
ing next year. The next get-together 
will be the annual Christmas Party. 


Carborundum Sets up 





Retail Sales Division 


The Carborundum Co. has estab- 
lished a new Merchandising Sales Di- | 
vision to service retail markets for cer- 
tain products under Fred W. Scott, 
Jr., former sales manager of the Coated | 
Products Division. 

Increased activity in the retail field | 
made the move necessary, according to | 

| 


Fred W. Scott, Jr. 


NEW... no. 5 KELLER 


POWER 


copoeltY UTE EL 
Cities 


MODEL ADDED 
TO POPULAR 


KELLER 
LINE 


New No. 5 has 9” x 
9” capacity. Has 
variable 0-200 Ib. 
power pressure reg- 
ulator for blade. Cuts 
thin wall tubing or 
solid bars fast. Also 
many other fea- 
tures you want 

in a saw. 


@ More Features 
@ Easy to Sell 
@ Rapid Turnover 
> @ Satisfied 
Customers 
@ 10 Models to 
Choose From 


Sell the Keller 
Power Hack Saw 
line. Efficient—low 
cost—speedy. Each 
Keller Saw sale 
means genuine cus- 
tomer satisfaction 
plus good profits. 


Ja 46 CHOOSE FROM THE 


Complete 


LINE OF KELLER 
POWER HACK SAWS 


New catalog illus- 

trates and gives all 

sm specifications of 10 

models. Write for 
catalog today! 


2347 Unvverenty Avenwe + SF. Pout W4, Menesete 











F. J. Tone, Jr., Carborundum vice | 
president in charge of sales. Mr. Scott 
will direct all functions of the new di- 
vision, including personnel, invento- 
ries, advertising and sales. A total of 
33 retail markets will be served, in- 
cluding hardware, building, floor-sand 
ing and aircraft and boat maintenance. 

Mr. Scott has been with the com- 
pany since 1938, when he joined as a 
sales trainee. He has since been sales 
engineer, industrial salesman in the 
Detroit area, and assistant sales man- 
ager and later sales manager of the 
Coated Products Division. 


Named Vice President 


Harry C. Martin, director of re- 
search and development of The Car- 
boruhdum Co., has been elected a vice 
president. 

Mr. Martin joined the company’s 
research laboratory in 1913. He has 
worked extensively with _ silicon 
foundry operations, coated products 
and rubber and shellac bonding ma- 
terials. 

He developed a method for making 
cold molded resin bonded abrasive 
wheels and took an active part in de- 
veloping fibre-backed abrasive discs for 
finishing sheet metal parts. A patent 
was recently granted covering his work 
with F. J. Tone, former company presi- 
dent, on resin bonded fibre discs. 


Buffalo Bolt Co. 
Promotes Executives 


New assistant general sales manager 
of the Buffalo Bolt Co. is Colman Cur- 
tiss, Jr., formerly assistant to the vice 
president in charge of sales. 

He succeeds Lawrence L. Hurd, pro 
moted to the position of director of 
public relations of the parent corpora- 
tion, Buffalo-Eclipse Corp. 


HOISTS, a new line with John M. 
Forster Co., Rochester, N. Y., are 


checked by Fred Forster. 


open-end 
ratchet 
wrench... 


ms 
cab ‘st 


sect 


1. CUTS TIME on production or maintenance opera- 


tions because it slips around tubing and down fit- 
tings, where you ratchet off or on in mere seconds. 
Functions perfectly with as little as 7° arc clearance 
for handle. Reduces workman injury too—TAC 
can’t slip off the work and skin your knuckles. 


. CUTS COST on fittings, tubing, etc. Snugs down on 


fittings, never “barks” or scars the hex fitting or 
strips thread, 


. REDUCES INVENTORY OF HAND TOOLS required in 


your tool crib. Several sockets, a few head sizes, 
and you eliminate over half the wrenches you'd 
otherwise maintain. 


TUBING A LIANCE COMPANY 
10321 Anza Avenue, Los Angeles, California 


© 1952 T.AC. 
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ALWAYS EXCELLENCE IN A 





PREPARED 





CATALOG 


Look at any catalog prepared by Cuneo for any 
distributor, anywhere in the country and you'll 
see a catalog that has character, quality and in- 
dividuality. You'll see a catalog that can be in- 
spected from cover to cover and will be found 
outstanding in every detail such as arrangement, 
appearance and sales value. 


BECAUSE SPECIALISTS DO THE JOB 


The entire Cuneo catalog department is 
composed of men who have had broad ex- 
perience in the planning, compiling, print- 
ing and binding of catalogs for distributors. 
Once the production of a catalog is placed 
in the hands of these specialists you have 
the assurance of an excellently prepared 
catalog. You always play safe with Cuneo. 


CUNEO IS THE Tame to Remember 


As soon as you are ready for a new cata- 
log, THINK OF CUNEO—CONFER 
WITH CUNEO—AND PROCEED WITH 
CUNEO. Get the results that count in 
sales. One of our catalog experts is 
ready when you give the word. When 
buying a catalog olways buy CUNEO. 


© Write, wire or phone DAly 8-5340, 
Catalog Department. 


* 


we. 





James Shamburg 


Shamburg Elected to Head 
“Hucksters” in Chicago 


Ihe Chicago Chapter of “The 
Hucksters,” organization of industrial 
and hardware salesman, has elected 
James Shamburg, of Simonds Saw & 
Steel Co. as the new president suc- 
ceeding George Steinmetz, of Stand- 
ard Tool Co. 

Other officers of the club are Bud 
Schlitt, Lufkin Rule Co., secretary, 


| and Larry Weeks, Yale & Towne 
| Mfg. Co., treasurer. 


The club, which was founded in 


| 1949, now has a membership of more 


than 75. Idea behind it is to create 
good will among competitive mem- 
bers, establish social and recreational 
friendship, and promote the slogan 
for Chicago as “Heart of the Tool 
World.” Past presidents, besides Mr. 
Steinmetz, have been Walter Barlow, 
Jr., of The Jacobs Mfg. Co., and Ed- 
ward Bernau, of The Black & Decker 
Mfg. Co. 

Mr. Steinmetz has recently been 
promoted by Standard Tool from 


| Chicago district manager to assistant 
| sales manager. During his presidency 


of the Hucksters, the club held its 
largest golf outing since its organiza- 
tion at Medinah Country Club. 


Material Handling Group 
Holds Management Seminar 


The Material Handling Institute 
met recently in Cleveland-for a scien- 
tific management seminar conducted 
by John D. Corrigan, New York con- 
sultant. 

Mr. Corrigan described the “profit 
value ratio,” a tool for sales manage- 
ment. At a general meeting, the In- 
stitute discussed final plans for the 


| 1953 Materials Handling Exposition, 


239 EAST CHICAGO STREET MILWAUKEE 1, WISCONSIN 
EE AE NS A cc 
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scheduled for May 18-22 in Philadel- 
phia. President L. West Shea con- 
ducted the meeting. 





to ‘4 million potential customers every month! 


Look in almost any top trade journal covering your markets. 
There’s a colorful, fact-full invitation to buy W-S Forged 
Steel Fittings . .. 

THROUGH LOCAL DISTRIBUTORS! 


There's the W-S story of product quality tied directly to 
YOUR story of service. 


And this story goes on month after month, reaching over 
¥2 million users with each issue. Add a wealth of technical 
literature, direct mail promotion helps, a complete product 


line and a big modern plant going full blast to meet your 
delivery commitments and you have: 


A SURE-FIRE COMBINATION TO MAKE PROFITS— ace 
AND SHARE THEM—WITH YOU! Ss 


9-M.16 


WATSON-ST1l 1A) “*aiiaitlsaaiaie 


ers nls (2 ROSELLE, NEW JERSEY 
Designers and Monufocturers of Forged Steel Fittings - Jocks + Pumps + Pipe Benders + Wire Rope Sheors"and Hydraulic Equipment. 








( 


{ 


ROUND SEATTLE CHAIN C 
Seettie & 


a ROUND SEATTLE CHAIN CORP. 
Pertiond 10 


THE ROUND CHAIN & MFG. CO. 
Chicege 38 & 


CALIFORNIA CHAIN CO eee 
OUND CALI ¥ ° 
Se. Sen Frencisce OHIO HOIST & MFG. CO. 
TWE PLATING AND 
GALVAMIZING CO. 
ROUND LOS ANGELES CHAIN CORP. Cleveland $ 
Los Angeles 54 
THE SOUTHERN CHAIN & MFG. CO. 
Birmingham 4 =@ 


Round CHAIN COMPANY 


right in your territory! 


ROUND, CALIFORNIA CHAIN CO.— 


an important link in the nationwide Round + sa 
organization — is under the direction of J. 
Cavan, a Round veteran of 15 years. Like all Pon 
Round Chain Companies, Round California sup- 
plies a complete line of welded and _ weldless 
chain, slings, chain hoists, electric hoists, trolleys 
and winches. Sold exclusively through wholesalers 
‘and distributors. 


CHAIN COMPANIES 
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Midwestern Engineers 
Plan Tool Conference 


The second annual Midwestern 
Tool Engineering Conference will be 
held November 8 at Urbana, III. 

More than 500 are expected to at- 
tend the event, which is sponsored by 
the Chicago Chapter of the American 
Society of Tool Engineers and the 
Extension Division of the University 
of Illinois. 

“Engineering the Carbide to the 
Job” will be the title of round table 
sessions. Professor K. J. Trigger and 
representatives from both carbide man- 
ufacturers and industrial users will par- 
ticipate. Other sessions will take up 
die casting, forging, safety and time 
study. 


Harper Expanding Plant 
For Jet Fastenings 


The H. M. Harper Co., manufac- 
turer of non-ferrous bolts and nuts, 
has started a 57,000 sq. ft. addition 
to its plant in Morton Grove, IIL, 
for production of high temperature 
fastenings for the jet engine industry. 

An earlier, 40,000 sq. ft. addition 
was completed this Spring to house 
the company’s wire and rod drawing 
and annealing and descaling opera- 
tions. The building now under con- 
struction will house the company’s 
recently organized Aero Division. 





Salesman Clancy Says: 


A little less coasting, 

a little more sweat. 
Up early, keep moving, 

make selling my pet. 
No order today? 

I'll come back again— 

And I won't sell ‘em two gross 

when they can use ten. 


I'M NO ORDER TAKER. 

















DISTRIBUTORS POTENTIAL SALES 
OF BEALL SPRING WASHERS 


RUN INTO THE 


Nationally advertised 
AND NATIONALLY ACCEPTED 


BEALL nationally advertised, nationally accepted 
Spring Washers are used by the millions by industry 
and railroads. They keep bolted assemblies tight . . . 
permanently TIGHT. 


BEALL Spring Washers are precision-made to the 
exact dimensional standards of the American Stand- 
ards Association, the A.S.M.E. and the S.A.E. and 
are available in all sizes and metals packed in 
cartons, kegs and cases. 


BEALL TOOL DIVISION of HUBBARD & COMPANY 


SPRING WASHER SPECIALISTS FOR 3 YEARS 
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GIVE YOUR SALES A BOOST 


with tHe HOT PROFIT LINE 


It’s good business to sell Johnson Gas 
Burning Equipment to industrial 
users. You profit and your custo- — 
mers profit. The Johnson Line of No. 101 Bench Furnace 
Quick Acting heat treating furnaces 
deliver 1500° F. in 5 minutes, reach 
2300° F. in 30 minutes and are 
famous for efficiency and economy in 
heat treating tools, dies, and small 
metal parts. They are speeding pro- 
duction and cutting costs in hun- No. 1202 Blower 
dreds of plants. National trade paper 
advertising helps you sell. Consult 
your complete Johnson Catalog for 
additional profit-making items. 
Johnson Gas Appliance Company 
588 E Avenue N.W., Cedar Rapids, lowa 


OUR SOTH ANNIVERSARY 


No. 60 ABC 
Concentric Ring Burner 


INDUSTRIAL GAS EQUIPMENT 
| 
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COOPERATION between George M. 
Jasmin, outside salesman at The Lind- 
quist Hardware Co., Bridgeport, Conn., 
and Lance Mullins, inside sales and ex- 
pediter, helps speed delivery. 





Three Promoted 
At Norton Co. 


Norton Co., Worcester, Mass., has 
announced three promotions and a re- 
tirement in its engineering and sales 
force. 

George H. Powers, who served for 
four years as boron carbide engineer 
in the Worcester area and later in Chi- 
cago, has been appointed refractories 
engineer for the New York and New 
Jersey territory, with headquarters in 
the company’s New York offices. Prior 
to his appointment, he was a sales en 
gineer for the refractories division, in 
the Worcester sales office. 

He replaces Fred E. Leiby, who has 
retired after 29 years with the com- 
pany. Mr. Leiby has been refractories 
engineer since 1924. He was the first 
outside sales representative appointed 
by the division, and at one time was 
responsible for the entire Eastern sea- 
board. 

Lincoln M. Johnson has been named 
honing engineer to cooperate with the 
Micromatic Hone Corp., Detroit. He 
completed a sales training program re 
cently, after serving with the company 
since 1939 in the planning, stock and 
manufacturing departments. 

Enfried T. Larson, formerly sales 
engineer, has been appointed editor of 
technical publications. He will be re- 
sponsible for Grits and Grinds, a tech- 
nical outside publication, as well as 
booklets and bulletins. Mr. Larson has 
been with the company 29 years, serv- 
ing most of that time as grinding 
engineer and sales engineer. 

Ralph M. Johnson, vice president in 
charge of sales, announced the ap 
pointments. 








Finishing to 


F. your important jobs only the best gauge is _ trolling devices. Instrument manufacturers them- 
good enough . . . and that’s why Marsh Gauges 


are the first choice of so many lead- 
ing manufacturers of equipment 
calling for pressure indication. 
Yes, Marsh Gauges and Dial 
Thermometers are the crowning 
touch to good products. The 
strongest proof of Marsh leader- 
ship is the use of Marsh by so 


many manufacturers of con- 


The Gauge with the 
“RECALIBRATOR” 
Not only the quickest way to correct a 
gouge; also the best. Best because it 
corrects distortion of the bourdon tube 
actually does re-calibrate the gauge. 


ACCURACY” 
& 


uch to 4 Good Product 


selves, they know instruments all the way through 


— and Marsh is their gauge. 

There is a Marsh Gauge or Dial 
Thermometer for every service, 
Insist on Marsh quality through- 
out your plant. 


MARSH INSTRUMENT COMPANY 


Sales affiliate of Jos. P. Marsh Corporation 


DEPT. C, SKOKIE, ILL. 
Export Dept., 155 E. 44th St., New York, N. ¥. 
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WANT MORE SALES 
.»» EASIER SALES 
..» PROFITABLE SALES? Fea 


equipment available. 


«+. then investigate 


METAL CUTTING BAND SAWS ay 
ond 8” x ay fict. 
e+. @ complete line, backed by con- 224" hots Bot 


sistent advertising to the more women 
than 325,000 readers of these 
magazines... 


IRON AGE e« INDUSTRIAL EQUIPMENT NEWS 

MILL & FACTORY ¢e MODERN MACHINE SHOP 

NEW EQUIPMENT DIGEST ¢ METAL WORKING ge 

INDUSTRIAL ARTS & VOCATIONAL EDUCATION Ta*"slus on’ roun 
CONTRACTORS ELECTRICAL EQUIPMENT ot ee foe 


able with or without cool- 


DOMESTIC ENGINEERING ont equipment 
Get the details on Kalamazoo... you'll be ‘way ahead. 





1118 HARRISON STREET * * * KALAMAZOO, MICHIGAN 


Are You Getting Your Share? 


Commander production tools 
are the big demand line of 
drilling and tapping tools — 
this means more sales—-more 
profits! Advertised to 1,000,000 
prospects each month. 


Stock, talk and sell the Com- 
mander line and get your 
share of the profits. 


Waee, DRILL CHIP 
~ BREAKER 


AS 
NN 

% MORE SHALLOW OR DEEP HOLES 
PER HOUR 


*% MORE HOLES PER GRIND 


% MORE ACCURATE HOLES 
ADD UP ee 
To REDUCED DRILLING COSTS 


/ 


Commander MFG. co. 
See us ot Booths 485, 486, 487, 


ceased Gamer them, Sew Verh 4217 W. KINZIE ST., CHICAGO 24, ILL 


Products of Gommandn...Builder of Production Tools 
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INSIDE TEAM, George Rinko, office 
manager, and Caroline Ardell, book- 
keeper, ‘process the orders at Industrial 
Supply Service, Inc., Bridgeport, Conn. 





Bonney Forge & Tool 
Makes Sales Changes 


Bonney Forge & Tool Works, Allen- 
town, Pa., has made several changes 
in its sales organization. 

Fred S. Durham, Jr., vice president 
and secretary, has been assigned addi- 
tional duties as director of sales. He 
has supervised sales efforts for the past 
sealed yas. Harry J. Seaman has 
been appointed field supervisor, and 
E. S. Sensenderfer will become man- 
ager of merchandising. 

Arthur J. Male, company president, 
announced the appointments. He said 
Mr. Sensenderfer will continue to di- 
rect the company’s advertising. He 
will also be responsible for sales pro- 
motion and the production of all sales 
materials and will direct the com- 
pany’s participation in trade shows. 

He will work closely with Mr. Dur- 
ham in development of sales and mer- 
chandising programs. 


Allen-Bradley Holds 
Sales Conference 


Executives of Allen-Bradley Co., 
Milwaukee, met with 161 salesmen 
and distributor representatives recently 
for a sales conference on the com- 
pany’s line of motor controls. 

Les C. Watson, the company’s 
manager of distributor sales, presided 
at the four-day session, held at Nipper- 
sink Manor, Genoa City, Wis. Morn- 
ings and evenings were devoted to 
sales —— meetings, and afternoons 
were set aside for recreation, including 
golf, fishing and swimming. 

Framed diplomas and lapel buttons 
were sonnel those attending at the 
ceremonies marking successful com- 
pletion of the course. 





Buffalo Concern 
Changes Ownership 


Frank M. Wilson has resigned as 
»resident of Van Kleeck-Wilson, Inc., 
Buffalo distributor of abrasives and 
cutting tools, and has sold his interest 
in the company to H. R. Van Kleeck. 

Under Mr. Van Kleeck as the new 
president, the company’s name has 
been changed to Van Kleeck, Inc. 

Mr. Wilson will devote his time to 
the operation of Frank M. Wilson 
Production Tools, manufacturers’ rep- 
resentatives. 

Mr. Van Kleeck was formerly secre- 
tary-treasurer of Van Kleeck-Wilson, 
Inc. In the new distributor firm, E. L. 
Strebe will assist him in an advisory 
capacity as vice president and treas- 
urer. R. E. Boeing has been named 
a director and secretary. He formerly 
was office manager for the old firm. 


Free Loaders No Problem 
In This Parking Lot 


When George Lindquist, president 
of Lindquist Hardware Co., 
port, Conn., was planning to open a 
parking lot to his customers recently, 
he worried about what to do about 
the uninvited guests who might take 
advantage of it. 

On the other hand, the lot was so 
strategically located that he decided 
to go ahead, on the assumption that 





Bridge- | 


human psychology would solve his | 


problem for him. The reason: the lot 
was directly across the street from a 
police station. 

His assumption proved right. With- 
out any special help from the police— 
except their proximity—the sign “For 
Lindquist Customers Only” was 
strictly observed. 


Thermoid Honors 
Retiring Officers 


Thermoid Rubber, Division of 
Thermoid Co., Trenton, N. J., re- 
cently honored Lester F. Cox, execu- 
tive vice president and William D. 
Pardoe, vice president and director, 
on the occasion of their retirement. 


A dinner was held in their honor at | 


Trenton Country Club. 

Mr. Cox started forty years ago in 
the rubber industry as a general clerk 
at seven dollars a week. He has been 
with Thermoid for 20 years. 

Mr. Pardoe joined the company in 
1908 as a chemist, when there were 
less than 250 on the firm’s payroll. 
He was promoted to factory manager 
and later, plant engineer, before be 
coming a director. 


Officers of the Factory Supplies Company, Industrial Distributors—Left: D. A. Clay, 
Vice President—Center: R. C. Lenburg, Sec.-Treas. Right: B. O. Schmalling, President 


ROCKFORD DISTRIBUTOR REPORTS: 
“Binks 
spray painting equipment 
has unquestionable 
consumer acceptance” 


“Our salesmen tell us they prefer to 
offer Binks equipment because it's 
known to and liked by the trade. As 
the salesmen put it, Binks products 
have ‘unquestionable consumer ac- 
ceptance.’ 


“Our men in the field also report 
that handling Binks greatly increases 
their chances to sell every job be 
cause the line is so complete, includ- 
ing spray guns, oil and water extrac- 
tors and other equipment for every 
spray painting purpose. 

“So the reputation of the line and 
its completeness make us proud to be 
identified as headquarters for Binks 
spray painting equipment in the Rock- 
ford area.” 

R. C. Lenburg, Secretary-Treasurer 

FACTORY SUPPLIES COMPANY 
Rockford, Illinois 


Hundreds of industrial distributors 
are capitalizing on Binks reputation 


as a manufacturer of everything for 
spray painting. Some industrial dis- 
tributor territories are open so why 
not contact Binks now. 


Salesroom of the Factory Supplies Siienen. 
1417 Broadway, Rockford, Illinois. This concern 
has handled the Binks line for many yeors. 


Special get-acquainted offer 


Send today for our distributor kit contain- 
ing catalogs, price lists, discount schedules, 
sales aids and other information telling 
why it pays to be a Binks distributor. No 
obligation for any of these items. 


Write to: Binks Manufacturing Company 
3128-30 Carroll Avenue, West, 
Chicago 12, Illinois. 





Ealasia 


iT PAYS TO SELL THE BINKS LINE . 
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“Multi-Duty"” Model 
—also “Heavy Duty” 
Models 


MOST WIDELY USED 

MOST WIDELY ADVERTISED 
MOST SALES PROMOTION 
IMMEDIATE DELIVERY 
COMPLETE SIZE RANGE 
GOOD PROFIT MARGIN 
QUIGK TURNOVER 

STEADY REPEATS 
PACKAGED ITEM 


SOLD CNLY THROUGH 


One Reason Why 


YOU SELL MORE 
SELL EASIER — 


IDEAL Live Centers—the best known, 
most widely used products in their 
field—are accepted by your customers 
as the No. 1 brand. They are a “pres- 
tige” item that you can sell with con- 
fidence, yet they cost no more than 
ordinary live centers. 


IDEAL Live Centers bring you sales 
dollars right now. They are available 
for nod, -sl delivery. Their market 
is unlimited. Steady trade paper and 
direct mail advertising, backed up by 
hard-hitting work of IDEAL represen- 
tatives in the field, continuously un- 
covers new sales for you. Every sale 
and inquiry goes through an IDEAL 
Distributor. 


Get in on this profitable band wagon 
now. There’s an IDEAL Live Center 
for every turning job. See your IDEAL 
catalog and order a good supply to- 
day. Then tell and sell on every call! 


IDEAL INDUSTRIES, Inc. 


4 
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MATERIALS HANDLING, a major 
field for The Alfred B. King Co., New 
Haven, Conn., keeps J. P. King, vice 
president and manager, busy checking 
on engineering applications 





DeWalt Sales Supervisor 


Completes Tour in Marines 


Released by the U. S. Marine Corps 
after a year of recall duty, Matthew S. 
Stolarz has returned to his position as 
supervisor of sales of DeWalt products 
on the staff of American Machine & 
Foundry Co.’s International Group. 

A veteran of four years’ World War 
II duty with the Marines, Mr. Stolarz 
joined the sales department of De- 
Walt, Inc., in Lancaster, Pa., in 1946. 
He was transferred to New York in 
1948 as supervisor of the firm’s foreign 
sales. He continued in this capacity 
when DeWalt became an A. M. F. 
subsidiary in 1949. 

He was recalled to the Marines as a 
first lieutenant shortly after the Ko- 
rean outbreak and was released re- 
cently as a captain. 


Seovill Mfg. Co. Marks 
150th Anniversary 


Scovill Mfg. Co., Waterbury, 
Conn., is celebrating its 150th anni- 
versary this Fall. 

The company, a pioneer in the New 
England brass industry, traces its his- 
tory from the day in 1802 when Aben 
Water, “tinner,” came to Waterbury 
from Southington to buy land for a 
button shop. 

A booklet, “Brass Roots,” which de- 
scribes the company’s beginnings, was 
presented at a community dinner held 
recently in Waterbury marking the in- 
dustry’s sesqui-centennial. 

A replica of Abel Porter’s early cast- 
ing shop was exhibited by the com- 
pany at the Industry Open House 
Exposition in Waterbury. Scovill em- 


| ployees dressed in the 19th century 





Your Industrial Distributor is of Greater 
Service to You Now Than Ever Before 


@ In this time of all-out rearmament, your 
industrial distributor can be of immeasur- 
able value to you. 


@ He is exerting every effort to maintain 
complete stocks of commodities you use—to 
be able to serve you when you need small 
quantities to get out small orders, to get 
production started or keep it moving on rush 
orders pending factory deliveries, or to finish 
orders when your own stocks are exhausted. 


@ He stocks many maintenance items you 
may need in a hurry to avoid costly shut- 
downs, and certain types of production 
equipment to speed your operations. 


@ He is in constant, close touch with other 
distributors and his customers — usually 
knows where to get what you need quickly 
if his own stocks happen to be temporarily 
depleted. 


@ Or, he frequently can come up with an 
acceptable substitute for he makes it his 
business to know all about the items he 


handles. 


@ But his value to you doesn’t end at being 
able to “pull things out of a hat” when 
emergencies arise. 


@ Knowing intimately the products he sells, 
he can often show you how to use them to 
better advantage and can furnish technical 
information you need for your product 
application. 


@ He is always in close contact with manu- 
facturers whose lines he handles, can give 


you the first word on improvements and new 
developments which may affect your opera- 
tions. 


@ Again, the result of careful study of the 
performance of his wares in plants of his 
customers, he frequently is in a position to 
give really helpful assistance in their selec- 
tion, application and use. 


@ There is practically no limit to the help 
he can give you today. 


There never was a time when it was more 
important to be well-acquainted with your 
industrial distributor. Learn the items be 
stocks that you can use. Tell him the prod- 
ucts you buy and your problems, You'll find 
him most cooperative. 


RELIANCE DIVISION 
EATON MANUFACTURING COMPANY 


MAIN OFFICE AND PLANTS: MASSILLON, OHIO 


Sales Offices: New York © Cleveland © Detroit ¢ Chicago 
t. Louis © San Francisco * Montreal 


In Canada: Eaton Automotive Products, Ltd., London, Ont. 








Dependable Distributors 
stock Dependable 


RELIANCE 


° 


LOCK WASHERS 








Reliance Spring Lock Washers are manufactured to Government Specifications 
in Carbon, Alloy and Stainless Steel, Phosphor Bronze, K-Monel and Aluminum. 
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costume of knee breeches, buckle shoes 
and leather aprons enacted the primi- 
tive casting method. The exhibit was 
also shown at the National Metal Ex- 

| hibition in Philadelphia October 20. 
Material for the book, “Brass 
Roots,” was collected by the com- 

| pany’s Mill Products Division under 
| the direction of Kenneth T. Howell. 

Considerable research went into the 
| book, company officers stated, because 
| two disastrous fires had destroyed all 
| carly local material. One occurred 
| in 1930 when Scovill’s button shop 
| burned to the ground. The second 
| was in 1912 when the Waterbury City 

Hall burned. 

When Abel Porter came to Water- 
| bury to establish his metal button 
| business, one of his first contributions 
| to the industry was the casting of brass 

bars and subsequent rolling into strips 
| for button making. There were 3 
employees in the 1802 plant, the book 
| recalls. The buttons were sold not 
| only for military and civilian dress 
use, but also for presidential cam- 
paigns. Later the company branched 
out into its present variety of products. 





U. S. Rubber Plant Marks 
Tenth Anniversary 


The United States Rubber Co. re- 
cently celebrated the 10th anniver- 
sary of the Naugatuck Synthetic Rub- 
ber plant at Naugatuck, Conn. 

| The plant produces, among other 
products, rubber for wire insulation 
| and latex for brake linings and pack- 

| ing materials. 
John P. Coe, vice president and 
general manager of the Naugatuck 
Chemical Division, said the anniver- 
Get the benefit of top-quality bolts, packed in sary marks a turning point in the rub- 
clearly-labeled, sturdy corrugated board con- ber industry, since “chemical research 
tainers. Use the up-to-date information ofour | has broken the century old reign of 
concise, simple to use catalog to order and natural rubber” as the industry’s basic 
stock Buffalo Bolts. raw material. He predicted great 
You'll get the perfect combination of supe- strides in future ie ey of plas- 
rior bolts in superior cartons at the same tics, particularly with blends of rub- 
price as ordinary bolts. Order in either car- ber and plastics known as gum plas- 

catalog 0 








load or Lel lots. They're easier to stock, tics. 

and handle... move better. Write for 

Catalog #51 and also ask for circularon | Ss 2 
uantities, weights and types of bolts in | “Yntron Representatives 
andy Pack cartons. | Open Newark Headquarters 


The Syntron Newark Sales Co., rep- 


resentatives for the line of vibratory 
material handling equipment, selenium 

rectifiers, shaft seals and other prod- 

| ucts of the Syntron Co., Homer City, 


Pa., has opened a new headquarters 


BOLT COMPANY | in Hasbrouck Heights, N. J. 


Both the sale and rental of electric 

Division of Buffalo-Eclipse Corporation hammers, gas hammer paving breakers 
and rock drills, portable electric saws 

North Tonawanda, N. Y. and concrete vibrators will be handled 
Sales Offices in Principal Cities at the same headquarters by the Syn- 


PRODUCERS OF CIRCLE @ PRODUCTS— BOLTS © NUTS © RIVETS AND SPECIAL FASTENERS tron Power ‘Tool Co. 
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In the year 1860, mr. J. 1. 


Case of Racine, Wisconsin, manufacturer of 
farm equipment, bought flat, narrow belting 
from New York Belting & Packing, as recorded 
by the above invoice. 

Today, 92 years later, the company founded 
by Mr. Case, a nationally-known organization 


outstanding in its field, is still an enthusiastic 
user of NYB&P products. 

Such long-continued association is not 
unique among NYB&P customers. It stems 


not only from the excellence of NYB&P prod- 
ucts, but also from the fine service rendered 
by NYB&P Distributors. These key men are 
proud of the role they play in industry, proud 
to have the NYB&P franchise for handling a 
complete line of quality goods. NYB&P Dis- 


tributors know also that, year after 


year, NYB&P advertising and sales pro- Pen 
motion tell customers of the great job ¢ 
NYB&P Distributors are doing. This 

ty 


is valuable stimulus to greater sales. 


NEW YORK BELTING & PACKING CO. 


America’s Oldest Manufacturer of Industrial Rubber Products 


1 Market Street, Passaic, New Jersey 
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WITH THE 


HOT PROFIT LINE 


SPECIALIST in power transmission is 
David E. Hancox, who has joined engi- 
neering department at Somers, Fitler 
& Todd Co., Pittsburgh. 





Lewis Supply Co. Salesman 
Returns from Air Force 


a aa 


’ - . 101 hae ombination we ee : 
ihe; t2a,tisened, | tip Ite, | Molt, Gontir 7 W Trout hat retuned to Lewis 
Supply Co., Inc., Memphis, Tenn., 
after serving for two years in the Air 
Force as a first lieutenant. 

He has been assigned as city sales- 
man calling on building contractors. 
Before his Air Force tour, he was sales- 
man for the Mississippi territory with 
headquarters in Columbus. 

James Newsom, formerly in the 
power tool machinery department of 








No. 1019 
Melting Furnace 


No. 60 
Concentric Ring 
Burner 


No. 20X 
Cross Type Burner 


the company, has been made city 
salesman. Roy McDurham will suc- 


ceed him in the power tool assign- 
ment. 

James O. Henry, formerly salesman 
for Owens-Richards Co., Birmingham, 
Ala., has joined the Lewis Supply sales 
force and will travel the Alabama ter- 
ritory, with headquarters in Florence, 
Ala. 








No. 706 
Hardening 
Tempering 

and 


L. S. Starrett Makes 
Executive Changes 


The L. S. Starrett Co., Athol, 
Mass., has appointed Wallace Findlay 


‘ i - as treasurer and director of the com- 
Every factory and industrial user of equip- pany. 


ment is a red hot prospect for one or more of the many 
products built by Johnson. Cost cutting, gas saving John- 
son features mean greater efficiency and economy for 
users... increased volume and profits for you. Hit the 
trail with the complete Johnson Catalog and get your 
share of profitable business. 

New Johnson Catalog. Write for your copy. 


Johnson Ges Appliance Company 
588 E Avenue N.W., Ceder Ropids 


JOH 


Furnaces @ Burners @ Torches © Valves © Mixers @ Blowers | 


No. 32 
Urn B 

mn urner hn. 8 
Adjustable Torch 
and Melting Pot 


Annealing 
Furnace 








Mr. Findlay was previously assistant 
treasurer. 

A. H. Starrett, president of the com- 
pany, also announced the following 
other changes: Clifton G. Bigwood, 
vice president in charge of plant oper- 
ations, named a director; Douglas R. 
Starrett, chief methods engineer, also 
elected a director; Edward L. Schmidt, 
secretary and clerk of the corporation, 
named assistant treasurer; Harry An- 
derson, credit manager, now assistant 
treasurer; and Alfred Emery, formerly 
with the Standard Gage Co., ap- 
pointed experimental engineer. 


SINCE 1901 
INDUSTRIAL GAS EQUIPMENT 
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PYREX GAUGE GLASS 


BRAND 


SALES ARE UP... 


Never before has the demand for Pyrex Brand 
Gauge Glasses been so heavy. New factories .. . 
new power plants... new oil refineries . . . 

are springing up all over the industrial map 

to meet the growing needs of defense production. 
Plants and equipment are in round-the-clock 
operation. More than ever, many 

thousands of boilers need the protection 

Pyrex Brand Gauge Glasses afford. 


Wherever wheels turn, engineers are on 
the alert to prevent breakdown . . . PYREX 
Brand Oil Cup and Lubricator Glasses 

are ready for instant replacement. 


This demand means increased profits for you when 
you handle Corning’s Gauge Glasses, Sight 
Glasses, Lubricator and Oil Cup Glasses. 
Nationally advertised in all major fields, Corning’s 
famous name and national reputation for 

quality, are recognized by all your customers. 





Help yourself to better 
business and bigger dollar 
profits... 

SELL THE CORNING LINE 
... Act Now... Write 
today for the facts. 


Corning industrial glassware 
is stocked and sold by lead- 
ing warehousing distributors. 


CORNING GLASS WORKS, CORNING, N.Y. 
Comming means research i Glesd Visit the new Corning Glass Center ® 
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.--Helping Distributors 
Sell the Revolutionary* 


Sier-Bath 


Fiexible 


GEAR COUPLINGS 


% 3/s Usual Size,'/2 Usual Weight! 

% Assembled, Uncoupled in Seconds! 
te Slash Assembly Costs, Down-Time! 
% Reduce Wear on Equipment! 


ds in the above leading maga- 
zines introduce the Sier-Bath 
Coupling to O.E.M. and Replace- 
ment User prospects . . . continually 
pound home the tremendous advan- 
tages these new couplings make 
available. All inquiries and orders 
from Distributors’ territories are re- 
ferred to them . . . prices are com- 
petitive .. . discounts are standard. 
The three “P's” of Profit—Product, 
Promotion and Policy—are right 
for Sier-Bath Coupling Distributors, 
so 


WRITE FOR BULLETIN, POLICY DETAKS! 
— o tustailation phetes, advan- 
, Specs for standard, vertical, mill motor 
See teiloas Stave comnts 
heosh bere couplings available from stock. 


Also Manutacturers of Precision Gears 
ana Garam ond Goaven Gatany Panes 


Sier-Bath GEAR and PUMP CO., Inc 


9243 Hudsen Boulevard, North Bergen, N. J. 


| the company. 
| management personnel is included. 
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NEW SALESMAN with Wirthlin- 
Mann Co., Cincinnati, is James W. 
McJoynt. Until recently an automobile 
salesman, Mr. McJoynt is finding the 
supply field a highly-interesting chal- 
lenge 





Standard Pressed Steel 
Describes Home Town 


Standard Pressed Steel Co. has pub- 


lished a colorful brochure to guide 
visitors to its plant and describe its 
home town of Jenkintown, Pa. 
Called the “Visitors’ To and From 
Guide,” the booklet contains 24 pages 
done in three colors, with maps and 
illustrations. Copies have been sent 


| to distributors, customers, employees 


and civic groups throughout the coun- 
try. 

Besides the 6 maps, some of them 
elaborately detailed, the brochure lists 
points of interest, entertainment and 
other industries in the Jenkintown and 
Philadelphia area. A chapter is de- 
voted to a history and description of 
A list of officers and 


Hospitality is stressed as a theme 
of the booklet. 


Cost Accountants Plan 


| Regional Conference 


Three regional cost conferences are 
scheduled for the next few months by 
the National Association of Cost Ac- 
countants. The sessions will stress 
problems of the industrial accountant 


| in the defense economy. 


The first, November 21-22, will be 
held in Kansas City. The others are: 
Toledo, March 27-28, and Baltimore, 


| May 1-2. Among topics at the Kansas 


City meeting will be the effect of 
taxes on business decisions, the ac- 


| countant’s job in profit planning, 
| sharpening cost control through organ- 


ization, and the control and reduction 
of non-manufacturing costs. 
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LOGAN 


ARIDIFIER 


REMOVES 92% OF 
OIL, WATER AND 
DIRT FROM GAS 
AND AIR LINES BY 
CENTRIFUGAL FORCE 


For paint and lacquer 
spraying, ceramic sand blasting, 
air cleaning, etc. Make new instal- 
lations more efficient. Easily 
replaces any standard type of 
drier. Saves tools. Capacity range 
7CFM to 17,000 C.F.M. 


PROFITABLE 


Backed by national 

advertising, dealer helps and @ 
distributor policy 
that guarantees 
stock movement. 
Write for details 
of our sure-fire 
sales plan. 

& 
Exploded illustration 
shows how cir move- 
ment operates multi- 
blade rotors at high 
speed, thereby remov- 


ing contamination 
from line. 





MANUFACTURERS’ 

AGENTS WANTED 

Some territory still 
Write 


on lines you handle and 
ferritery you cover. 











The Aridifier is made by 
the builders of Logon 
Lathes and Shapers. 


ENGINEERING 
COMPANY 


4911 Ww. Lewvense Avenve Chicage 30, HL 





Proper Care Pays 
With Belts and Drives 


If your customers are wearing out 
their power transmission equipment 
too fast, it will pay them to teak up 
on fundamentals of preventive main- 
tenance. Failure to install power 
drives properly, or to take time off for 
simple maintenance routine, can mean 
costly damage to belt, chain and gear 
drives these days of increased loads 
and speeds. 

Here are some of the important 
check points, as listed by the Small 
Defense Plants Adnitinistration’s Tech- 
nical Aid, “Care & Maintenance of 
Belt, Chain & Gear Drives:” 


Install V-Belts Correctly 


l'o get the most out of V-belts, they 
must be properly selected, correctly 
installed on their respective sheaves 
and well protected in storage. Belt 
suppliers or distributors must know 
the diameter of the pulleys, method 
of starting the drive motor, frequency 
of the overload, sudden variation in 
load, and required horsepower. ‘They 
can then supply a belt with the maxi- 
mum cushioning effect, ability to ab- 
sorb shocks and sufficient elasticity 
and strength to protect both belt and 
machine tool against undue shocks 
and unnecessary wear and tear. 

V-belts are often preferred to flat 
belts for short-center applications be- 
cause they require less space, maintain 
better speed ratios, transmit little vi- 
bration, are easy on the bearings and 
are quiet in operation. These advan- 
tages can be easily offset by faulty 
installation and poor maintenance. 
For example: 

1. Installation out of alignment. 
This is one of the major causes of 
belt slippage, overheating, distortion 
and final failure. To align the sheaves 
correctly, use a straightedge or string. 
All driving and driven sheaves and 
belts must be well matched to pre- 
vent undue wear. Too small or too 
large grooves in the sheaves will cause 
rapid wear. 

2. Belts being contaminated. Water 
and oil cause belts to shrink, putting 
excessive loads on belts and sheaves. 
To provide full protection, apply pro- 
tective guards on such installations. 

3. Too much sag. To maintain the 
required tension, it is often necessary 
to take up the slack after a new belt 
has been operated for a short time. 
Increase the distance between the 
shafts about one-half percent of the 
total length of the belt. 

Correction of slack is especially im- 
portant where several belts are used in 
a multi-belt drive. It is undesirable to 
have some of the belts longer than 
others. In some shops a large amount 


Our Distributors 
like Anglgear 


IN NEW YORK 
H. Wilson 
Jr., Transmission Equip 
ment Company, Inc., 


Moorhouse 


says: “Compact, adapt 
ANGL 


gears are the modern answer to many 


able, powerful 


hitherto unsolved design problems. 
Their universal appeal is quickly recog- 


nized in customer appreciation.” 


IN PHILADELPHIA 
M. R. Oberholzer, Lind 
say, Oberholzer & Co 
“Our 

ANGLgears amounted to 

$2306.40 during the first 
sixty days we handled the line. They 


Says: sales of 


are units which enable our men to 
develop customer interest quickly.” 


IN DETROIT 

John J. Lovchuk, general 
manager, Factory Equip- 
ment Company, 
“ANGLgears are to the 


engineer as colors to the 


says: 


artist; their infinite range of applica 
tion tests the imagination.” 


IN HOUSTON 


Lawrence Isaacson, Isaac- 
son Chain & Belting Com- 
pany, says: “This rugged 
ANGLegear is fast grow- 
ing in popularity. Its 


small, compact size helps us solve 


many power transmission problems.” 





A FEW CHOICE TERRITORIES ARE STILL AVAILABLE. WRITE FOR INFORMATION. 


“ @IRBORNE 


ACCESSORIES CORPORATION 
1414 CHESTNUT AVENUE + HILLSIDE 5, NEW JERSEY 








IN CHICAGO 

G. E. Poplar, Patlyn 
Gears and Transmissions 
Corp., says: “As interest- 
engineering 
departments, ANGLgears 


arousers in 


can’t be beaten. And wherever there 
has been a need for power transmisson 
at right angles, we haven't lost a sale. 


ANGLgears are really in demand.” 


IN CLEVELAND 

Walter Meier, Meier 
Transmission Supply, Inc., 
“We that 
ANGLegear has real door- 
opening possibilities. This 


says find 


small right angle unit has developed 
great interest in the power transmission 


field.” 


IN SAN FRANCISCO 


L. R. Burmester, Mon- 
arch Supply Co., says: 
“The lines and 
rugged dependability of 
ANGLgear 


clean 


make it a 


natural solution for troublesome right 


angle transmission problems.” 


IN BOSTON 

Warre= Pike, Warren M, 
Pike Associates, Inc., 
“ANGLgears help 
us solve transmission 
problems every day. Their 


says: 


ease of mounting, rugged dependability 
and simplicity of design make them 
one of our most effective tools.” 


— 
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Industrial users appre- 
ciate the dependable 


extra strength 


of Cleveland High Carbon 
Heat Treated Cap Screws 


@ For customers who ask for fasteners of high tensile strength, be 
sure to recommend popular Cleveland High Carbon Heat Treated 
Cap Screws, those accurately formed, extra strong screws. They’re 
toughened by heat treating —but that’s not the whole story of their 
dependable holding quality. They’re notably stronger because made 
of high carbon steel by the Cleveland-developed Kaufman Double 
Extrusion Process of cold forging—a method that produces fasten- 
ers in which the steel’s grain flow conforms to the contour of the 
screw. Controlled high temperature hardening and drawing give 
them the extra benefits expected from heat treated parts. Be sure 
to stock and sell Cleveland High Carbon Heat Treated Cap Screws. 


CLEVELAND 7 (224% FASTENERS 
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of sagging in multiple belts is taken 
up by the skillful shifting of the motor 
on its base. A shift of as little as #& in., 
if done carefully, will equalize the ten- 
sion and enable the belts to last sev- 
eral years longer. 

However, if the multiple belts in a 
unit vary too much, the longer belts 
pull away from the sheaves more than 
the shorter ones, and with the reduced 
arc on the longer ones, the shorter 
V-belts are overstressed. The longer 
belts begin to slip too much and 
gradually both the longer and the 
shorter ones are damaged beyond ef 
fective use. Frequently it’s wiser to 
use a new set of belts than to attempt 
correction by equalization. 

4. Wom spots. Grease, oil, fumes, 
oil vapors, gases and other foreign 
matter will make V-belts slip and wear 
out too quickly. All these penetrate 
the surface and destroy the material 
of which the belts are made. 

5. Wom spots caused by improper 
tension. Only a V-belt which grips 
the sheave grooves properly and with. 
out slipping will run evenly and have 
no wom spots. Continued slippage 
will wear the covers of the belts. They 
will transmit a reduced amount of 
power and soon will have to be re- 
placed. 

6. Overheated belts. If belts are 
operated in hot and humid locations, 
the temperature should not exceed 
150 degrees F. Otherwise belts will 
slide because of overheating and will 
not maintain steadily the desired speed 
ratio. The belt will deteriorate and 
sooner or later will fail completely. 
Try to provide ventilated guards when- 
ever belts are working in or near such 
high temperatures, in humid locations. 

7. Narrowed belt width. This is 
caused by abrasion dust which wears 
down the sidewalls of the belts and, 
to a lesser extent, the sides of the 
grooves and the sheaves. As a result 
the belt rides on the bottom of the 
groove, slips, and loses its proper shape 
and size. Excessive tension of the 
belt may provide temporary help, but 
it is best to provide dust guards. 

8. Damaged inner cords. If the 
belts are pried over the sheaves when 
they are put on, the inner cords may 
be damaged or broken. It is best to 
loosen the motor and take up the 
slack to adjust the proper tension. 

To get economies of operation, belt 
troubles must be spotted before thev 
become so serious that the belts have 
to be thrown away and replaced. Good 
maintenance means much more than 
simply replacing worn parts. 


Watch Alignment of Flat Belts 


Incorrect alignment of pulleys and 
belts, vibration, slippage and _ slack- 
ness, and surrounding dust and dirt 





imple 4 Step Approach SELLS Tool Buyers 


ASK HIM... 


if he uses power tools in 

his assembly or maintenance 
operations. Point out that Williams 
IMPACT “Supersockets”® are 
adaptable to all socket locking 
methods drive a wide range of 
fasteners including nuts, bolts and 
case-hardened hex-head screws. 


TELL HIM... 
how Williams IMPACT 


“Supersockets"® can lower 
his “unit tightening costs” because 
they have greater fatigue resist- 
ance through tougher alloy steel, 
scientific heat - treatment . . . and 
accurate fit both on fastener and 
drive unit. 


ro 


e | 


j 


CONVINCE HIM... 


that a trial order and test 

run on Williams IMPACT 
“Supersockets"® will prove their 
superiority in low cost perform- 
ance on all tightening opera- 
tions on the assembly line or for 
maintenance. 


ASSURE HIM... 


that you maintain adequate 

inventories tor prompt 
delivery of Williams IMPACT 
Supersockets &. No delays wait- 
ing for factory shipments. Provide 
him with Williams A-100 catalog 
to facilitate his buying. 


a. a ae ee eee 


@ Here is the simple 4-step formula that sells Williams IMPACT “Super- 
sockets’®, It’s a straight forward approach that puts over the sales points 
that mean profit for you. It has been tried and adopted by 
Distributors who have built up a steady volume of profitable 

business by cashing in on the rapidly growing IMPACT 

method and the demand for Williams IMPACT “Super- 

sockets’. Take another look at the 4 points above. If they 

make sense to you, try them in your market. We are 

confident you will find it is a simple matter to build up 

a profitable volume with steady repeat business that is 

practically automatic. 


J. H. WILLIAMS & CO., 405 Vulcan St., Buffalo 7, N.Y. 


@ Williams Open End, Box, Adjustable 


and Ratchet Wrenches 
@ Detachable Sockets and Sets 
@ Chain Pipe Tongs and Vises 
®@ Soft Face Hammers 
@ Crank and Balance Handles 


@ Impact Sockets 
@ Tool Holders 

@ Lathe Dogs 

© “C” Clamps 


@ Punches and Chisels 
@ Thumb Screws and Nuts 
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@ Flange Jacks 
© Pliers 

© Screwdrivers 
© Hoist Hooks 
@ Eye Bolts 

@ Rod Ends 
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FOR HYDRAULIC POWER 


Motor driven unit for general use... 
transfer, pressure, lubrication, hy- 
draulic actuation, and various other 
applications. Sizes 4 to 300 g.p.m. 


Pressures up to 300 P.S.1. 


et 


USED BY OIL INDUSTRY 


For transferring gasoline and oils at 
refineries, bulk stations, tank terminals, 
and industrial plants. 


Sizes 40 to 300 G.P.M., 
pressures up to 60 P.S.1. 


FOR WIDE 
RANGE OF 
JOBS 
Pump Head 
with mechani- 
cal seal. Sizes 


} wo 50 G.P.M., pressures up to 150 
Ibs. P.S.1.; 1800 R.P.M. Supplied with 
flange or foot brackets. Packed box 
also available. Self-priming, operates 
in either direction, handles total suc- 
tion lifts up to 25 feet. 


USED AS 
INTEGRAL 
PART 
Flange mount- 
ing pump head 
with mechani- 
cal seal. For installation as integral 
part of original equipment. 
Sizes 1 to 300 G.P.M. 


pressures up to 300 P.S.!. 


Send fer Catalog Today. 


Complete information on 
the entire line of Roper 
Rotary Pumps. 


Ask about Roper direct 
field sales assistance. 


GEO. D. ROPER CORP. 
341 Blackhawk Park Avenue 
ROCKFORD, ILLINOIS 





are the chief causes of trouble with 
flat belts. 

1. Belts pulling the wrong way. 
When practicable, belts should be so 
installed that the slack side is on top 
of the pulleys and the pulling side of 
the belt is on the bottom. This will 
give the maximum arc of contact be- 
tween pulleys and belts. 

2. Slipping belts. To obtain the 
best live gripping effect from belt 
drives, run the belts with the least ten- 
sion required to transmit the load 
without slipping. This will help in- 
crease the arc of contact and reduce 
the tendency to slip. However, slip- 
page from running belts too loosely 
must be avoided. A belt with too 
much slack will not only slip; it will 
glaze, burn, crack and peel. 

3. Glazed belts. 
glazed or have dry surfaces if they 
are operated over crowns which are 
too high. In some cases it is best to 
reduce the crown taper. 

4. Misalignment of pulleys. Cor- 
rect alignment is essential for good 
performance. Check with a string on 
both edges of the pulleys and recheck 
after giving the pulleys a half turn. 
In vertical position, the pulleys may 
be checked with a plumb bob. Place 
pulleys as close to the hangers as pos- 
sible to prevent sprung shafting on 
heavy loads. 

5. Crooked belts. Belts will run 
crooked if stretched unduly on one 
side or if the ends are not joined 
squarely. Also, if the pulleys are mis- 
aligned, the belts will try to run up 
on the flanges or the steps of cone 
pulleys. A belt will also run steadily 
to one side of the driven pulley if the 
belt is too slack, the load too great, 
or the shafts are misaligned 

6. Undue wear on belt edges. This 
can be avoided bv a periodic check on 
helt guards. guides. shifters. and pullev 
flanges, which. if misaliened. will re 
snit in distorted, damaged belting 
When belts run in quarter-turn drives. 
it is best to give the belt a half turn 
before splicine as this will distribute 
wear more evenly and prevent dis- 
tortion. 

7. Dirty belts. Avoid the use of 
wire brushes when cleaning dirtv belts. 
A fibre brush or a soft rubber strip 
will remove accumulations without in- 
jury to the belt surfaces. Keep belts 
clean with one of the many belt dress 
ings available instead of covering them 
with sticky. gummy dressing that will 
sooner or later cause caking on the 
surfaces of the belts and increase slip- 
page. 

8. Tendency of belt lap to open. 
To check this tendency, face the out- 
side feather edge of a cemented lap 
in the direction opposite to the belt 
run. This will keep the edge of the 


Belts will become | 


Sell 
300s. 
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Trouble Free Unions 
for Those Tough Jobs 


Jefferson Unions are made of Air Fur- 
nace Malleable Iron of an average ten- 
sile strength of 55,000 p.s.i., with a 
yield point of 36,000 pounds and an 
elongation of 15% in two inches. 


Seat rings are cut from seamless drawn 
brass tubing, free from all casting de- 
fects—sound and uniform always. 


They are accurately machined; are 
carefully air tested and inspected be- 
fore shipment, and each and every one 
approved only if it meets our rigid 
standards of inspection. 


Slightly Higher Priced 
but more than worth it. 


Sell these outstanding features— 
. . » A ground ball joint to give leakproot 
service 
. Octagonal with square corners fits any 
pe of wrench 
r oan required, hence no mainte- 


‘oblem 
. Hot-dip lvanized to Government 
Standard 


Of corrosion resistance 


Made in all thread sizes from %%” to 4” 
American Standard Taper Threads. 


Also manufacture Excel 250 Ibs. and Master 
150-Ibs. All unions can be furnished with 
all-iron seats. 

Cash in on “‘Jefferson’s’’ wide recognition 
and acceptance and complete line NOW! 
Make “‘Jefferson’’ your source of supply. 


JEFFERSON 
UNION CO. 


671 W. 26th St., New York 1, N. Y. 
9 Green St., Lockport, N. Y. 
49 Fletcher Ave., Lexington 73, Mass. 
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joint from being lifted up by air| 
currents. 

Replacing an old belt. Do not de- 
pend on the measured length of the 


old belt, but use a steel tape around 
the pulleys. To do this properly with 
motors that have adjustable bases, the 
motors should be moved up to about 
three-fourths of their closest adjust- 
ment before measuring. Once this 
measurement is obtained, consult belt 
manufacturers’ data sheets to make 
proper selection for length, thickness, 
width, splicing and other require 
ments. 

With the information now avail- 
able from reliable sources, correction 
of belt troubles can be made a stand- 
ard practice in even the smallest shops. 

Belt storage. All belts, both flat and 
V-type, should be stored in a cool, 
dark place, in an atmosphere with 
little steam or moisture. Otherwise 
V-belts may get stiff or crack, or the 
cemented flat belts may separate in 
the joints. When selecting belts from 
storage, select belts of the same grade 
as those they are intended to replace. 


Chain Drives Must Be Lubricated 


Chain drives perform best when 
the chains are properly lubricated, 
good operating conditions are main- 
tained carefully, and adequate care is 
exercised in installing shafts, sprockets 
and chains and checking their align- 
ment. 

Care in selecting lubricants. If the 
lubricating material is right, and is 
used properly, it has ample chance to 
separate all contacting surfaces and | 
provide the necessary cushioning effect 
between the chain and the sprockets 
Friction and power waste can be re 
duced to the minimum. 

While slow-running chain drives 
are often operated with very little or 
no lubrication, it is better to lubricate 
periodically. Slow-running drives usu 
ally are lubricated by hand. It should | 
be a rule in all shops, however, never 
to lubricate fast-running chains by | 
hand. Chains should be enclosed in a 
housing and lubricated automatically. 

If the chains are operated at high 
speeds of 2,000 ft. per minute or 
more, and ordinary lubrication is used, 
the lubricant is centrifuged off the 
running chain. A forced-feed pump 
arrangement which will get the oil 
between the links, pins and bushings | 
is recommended. 


For chains operated at normal 
speeds, the drip feed lubrication is 
considered adequate by many shop- 
men. On slow speed drives oil may 
be applied to the drive by brushing. 
If the temperature is much above 
normal, use a thick oil having con- 


siderable body. 
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APEWELL 


THE CAPEWELL MANUFACTURING COMPANY 
62 GOVERNOR STREET . HARTFORD 2, CONN. 
Please send me your Pipe Too! Catalog covering complete line of Pipe Fitters’ hand 


tools and machines. 
Nome __ 

Compony 

Address — 


City 
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Distributors who 
want to realize 


$140.00 ON EACH 
$17.50 SALE! 


Nu-Matic Grinders, inc., manufacturer of 
the only patented air-inflated abrasive 
wheel on the market today, has an exclu- 
ive selling plan. One that will help you in- 

rease abrasive band sales up to 300%. 


Nu-Matic is a tool needed by every cus- 
mer that has a grinding, polishing or fin- 
ing operation. It will increase grinding 
roduction up to 3,000%. It can be oper- 
ted by less skilled personnel. It does a 
iner finishing job than hard wheel grinders 
r abrasive discs. In short, it almost sells itself. 


Retailed at $17.50, Nu-Matic sells quickly 
nd easily. More important, it means in- 
eased sales of abrasive bands that 
peat and repeat. 

Write today for complete information on 
e Nu-Matic Selling Package and the Dis- 


tributor Salesmen Incentive Plan. 
N-101 


NU-MATIC 


Air-inflated 


GRINDERS 


~—-- 5 


Mr. A. 1. RASKE 
NU-MATIC GRINDERS, INC 
8224 Carnegie Ave. 
Cleveland 3, Ohio 


Please rush complete information on the Nu- Matic 
Selling Plan. No obligation of course. 


beer ease asenshanenaenaces 


Maintenance of sprockets and 
chains. Examine sprockets periodically, 
since misalignment of them will greatly 
shorten chain life. 
faces with a straightedge. 

If the sprocket teeth are worn, avoid 
using that sprocket with a new chain. 
Otherwise, the life of the chain will 
be considerably shortened. If the worn 
sprockets must be used, reverse their 
position on the shaft. Hook shaped 
teeth will ruin any chain. It is better 
to use new sprockets that fit the chain, 
and re-check the alignment. Watch 
for an excessive amount of slack in 
the chain. Such a condition is de- 
structive and may cause the chain to 
jump from the sprockets and possibly 
break, causing injury to equipment 
and operator. 

If the chain is exposed to dust or 
grit, it should be thoroughly cleaned 
occasionally by washing in gasoline, 
kerosene or hot soda water. After 
washing the chain should be bathed 
in neutral mineral oil or melted graph- 
ite grease. Remount the chain on 
the sprocket to run in the same direc 
tion and with the same side up. 

If new keys must be used, be sure 
they fit well on the shafts and in the 
sprockets and that all burrs on the 
shafts and sprockets are removed. Ex- 
amine carefully the condition of the 
bearings, as worn bearings will throw 
the drive out of proper alignment and 
cause incorrect tension. Such shaft 
bearings should be repaired before re 
placing the chain. 

If an additional chain drive instal 
lation is required on an older ma- 
chine, make sure that the center dis- 
tance is great enough to allow for 
proper socket clearance. To maintain 
the correct chain tension in such an 
installation and to make sure that the 
shafts are level and parallel, do not 
depend entirely on bolt tightening but 
supply additional rigid foundation and 
anchoring that will keep the = at § 
ment in proper position. When mak- 


ing the installation also be sure that | 


the chain ends are drawn together on 
the large wheel. 

lor the selection of the number of 
teeth, size of chain and sprockets, 


maximum power that can be trans- | 


mitted, maximum allowable revolution 
of the sprocket and other limitations, 
it is best to consult the manufacturer’s 
data sheets. 


Heavy Loads Take Toll of Gears 


If steps are not taken to maintain 
gears in good running order during 
high level operations, the heavy loads 
will quickly take their toll of the gear 
drives. 

Adequate maintenance means fre- 
quent and regular inspection to detect 
wear and other damages caused by 
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Check the side | 











HOISTS 


High-speed, heavy-duty, 
hand chain hoists; All types 
—Spur Geared, Screw- 
Geared, Differential. Capaci- 
ties 4 to 40 tons. 


ELECTRIC 


HOISTS 


Both Welded 

Chainand 

Cable Types. 

Low head- 
room light weight, low cost. 
Hook, plain trolley, lug sus- 
pension. 4, '% and ton 
capacities. For general-pur- 
pose power hoist service 
where efficiency and econ- 
omy are essential. 


DR free-rolling 
TROLLEYS 


For ge ee ; 
I-beams, also wide flange \\ | gv 
beams. Capacities 44 to ree A 

40 tons. Made in Plain ‘ 
(Push) Type or Geared Type, ey 
steel plate construction—adjustable. Ball- 
bearing or Timken Roller Bearing equipped. 
Alemite-Zerk lubrication. 


DR smooth-operating 
CRANES 








All types, Hand 

Power, Electric— 

} Overhead Travel- 

ing. Single or 

Double Girder. Top running or underhung. 
Engineered to specifications. 


DR powerful WINCHES 


Popular t for hand operation. Worm 
Genus ahh in capacities 200 lbs. to 2000 
Ibs. All-Steel type, capacities 5 tons and 
2 tons. Single and Double Purchase Crabs. 
Derrick Winches. Electric driven 
Models. For inching heavy 
machinery, moving cars, 
or handling loads 
between floors— 
general mainte- 

nance work. 


DAVID ROUND & SON 


35000 AURORA ROAD CLEVELAND 22, OHIO 








misalignment or poor mesh, and con- | 


sequent overloading of gear teeth, im 
proper lubrication, or lack of proper 
protection of the gear trains. 

Misalignment. This condition, with 
consequent overloading, will produce 
friction resulting in abnormal tempera 
tures. No amount of lubrication can 
insure the teeth against final failure 
under such conditions. Friction so 
created is often high enough to reduce 
the viscosity of the oil film to the 
extent that lubrication of the teeth is 
of little value. 


Poor mesh. Similarly, no amount of | 
good lubrication will insure against | 
tooth failures due to poor mesh of | 


GLOBE make 


that makes more 
gales fot 


You! 


teeth. Since a definite and calculated 


sliding and rolling motion must al 


ways prevail between the gear teeth, | 
tooth engagement of the right kind | 


must be maintained. Lubrication 
won’t correct this faulty condition as 
the abnormal temperatures created by 
the incorrect mesh of the teeth will 
ruin them in short order. 

Check your bearings and shafts for 
misalignment and poor mesh at the 
first sign of wear, since loose bearings 
and consequent misalignment are the 
most common causes of gear troubles. 
The gears will function for a while 
under excessive overloading, but grad- 
ually the teeth will become impaired, 
galling and scoring will follow, and 
finally the teeth will break. 

Undue wear in the teeth, or poor 
mesh of loose gears, or any other dam- 
age in the gear train mechanism of 
machine tools is of particular impor- 
tance to shops striving for superior 
surface finishes. Worn gears in any 
automatic tool feeding mechanism will 
cause chatter and vibration, and the 
best cutting tool or abrasive cannot 
finish workpieces with the required 
accuracy and smoothness if there is 
the least bit of lost motion in the 
gear feed mechanism. 

The most careful tool sharpening 
techniques will be of no use if there is 
any play between the teeth that inter- 
rupts smooth, continuous power. The 
result will be tool chatter and tool 
marks. 

Make certain that the bearings and 
tool slides are tight, and that the 
workpiece is chucked tightly and held 
securely between centers. Also, see 
that gear trains mesh properly and are 
fully protected by lubrication. 

When certain adjustments or re 
placements are made in some of the 
older gear feeding mechanisms, poor 
assemblies wil] result in damaging vi 
brations of the cutting tool. Inaccu- 
rate adjustment in the original setup 
may have thrown the shafts of the 
gears out of line. This must be cor 
rected. An error may exist in the 
center distance between the gear shafts 


the most complete line of the RIGHT belting for any job! 


@ For over thirty-five years GLOBE BELTING has 
proved through actual service, and improved through co’ 
stant research, GLOBE is accepted by industry as a sourc® 
of strong, durable belting for any job, because it is engl 
neered for particular jobs. 


i 
With GLOBE, a large part of your selling job is done. New 
customers quickly realize its superiority, assuring you easief 
initial sales. Present users, knowing GLOBE'S dependable, 
complete service, assure you ready-made profits throu 
repeat business. 


The GLOBE line, each in a full range of widths and pli 
all available with special treatment for ANY job include 


e SOLID WOVEN WHITE COTTON BELTING 
* KANRY-TEX BELTING 
¢ PLASTIC AND CELLULOSE COATED BELTING 
e ENDLESS WOVEN BELTS, COTTON OR NYLON 
¢ STITCHED CANVAS BELTING 
WHITE NEOPRENE RUBBER BELTING 
WEBBINGS 
SIFTER BRUSHES 


Write today for complete details on handling GLOBE, 
the complete textile belting line. Write Dept. D. 





GLOBE WOVEN BELTING CO., INC. 


1400 CLINTON STREET BUFFALO 6, NEW YORK 
KNOWN FOR QUALITY THE WORLD OVER 
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ALLIGATOR 


CONVEYOR 
BELT LACING 


—_, 





in Long Continuous Lengths for Conveyor Belts . . 
% Excellent for Package Conveyors, Portable Loaders, Trenching and Ditching 


Machines, etc. 


%& In canneries where corrosion or rust is a problem specify Alligator made 


of Monel. 


% For magnetic separators or anti-sparking specify Alligator made of Everdur, 


% Separable and smooth on both sides. 


% 12 sizes. For belts from 1/16” to 5/8” thick—and any width. 
Order from Your Supply House. Ask for Bulletin A-60 
FLEXIBLE STEEL LACING CO., 4633 Lexington St., Chicago 44, Il. 


JUST A HAMMER TO APPLY IT 








CHATTERLESS 


COUNTERSINKS 


i ceeietdiinanimnemmmmeeemmemennneenneanell 
Designed to take light or heavy 
cuts and produce exceptionally 
smooth seats without “Chatter.” 


instineeeeneneeeetentemeemennenaneatt 
For Complete Information Ask For Bulletin “C" 





IT’S NEW! 


Saushance engineering leads 


again. 


This time introducing a “Micrometer” 
“Stop-Countersink” with a NON-ROTAT- 
ING HEAD. 


You owe it to yourself to investigate 
and learn all the facts. 


Absolutely a brand new idea in “Stop- 
Countersink” design and construction. 


Ask for Leaflet No. 649. 





SEVERANCE TOOL INDUSTRIES INC. 


687 lowa Avenue, Saginaw, Michigan 


SELL THE BEST 
WITH THE REST! 














ms 


STAINLESS $ 
FASTENINGS 

Gr oF ALL TYPES | 

RIGHT OFF THE SHELF 4 


yy 
= 
ae 


i —— 


In-Stock-Service on small or 
large quontities * Cap Screws 
* Machine Screws * Sheet 
Metal & Wood Screws + Set 
Screws * Nuts, Washers, Etc. 
Class 3 AN Drilled Fillister Heads 
Fast service specie! screw 
machine produste, 
wrt wih: PH 
YOUR REQUIREMENTS 
New Catalog just off the 
press—write today 
STAINLESS SCREW CO. 
‘e¢ Goa : ee foe 
- AR mory 4-1240 


230 Union Avenue * Paterson 2, N. J. 
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which also must be made right. Set 
screws may be loose or a shaft may 
have been bent sufficiently to cause a 
strong vibration at the tool tip, nulli- 
fying the best efforts in tool sharpen- 
ing or lubrication. 

Replacing of gears should be done 
with matched sets, especially when 
using bevelled gears and _pinions. 
Otherwise proper adjustment will not 
be possible. As a result, the load will 
be concentrated on a small portion of 
the teeth and they will soon fail. 

No amount of jubrication will rem- 
edy such a poor installation. It will 
result in unbalanced loads that will 
cause deflections in the pinion, re- 
sulting in chipped heels of the pinion 
teeth. Such localized load pressures 
are much greater than any lubrication 
film can possibly resist. 

Proper lubrication. If the correct 
oil film is maintained between the 
meshing teeth, the gears will operate 
without undue noise and abrasive wear 
will be smooth and held down to a 
minimum. Otherwise, due to faulty 
lubrication, small particles will gradu- 
ally be torn off the faces of the gears, 
and they will become noisy. There 
will be visible evidence of this below 
the pitch line. Continued poor lubri- 
cation will gradually lead to serious 
scoring of the surfaces and finally a 
broken tooth. 

If the gears are lubricated by means 
of a bath or splash system, many tech- 


| nicians suggest the use of a relatively 


fluid oil and stress the importance of 
maintaining the lubricant at the 
proper level. A medium-bodied min- 
eral oil with viscosity ranging from 
300 to 500 S.U.V. is suggested. Gear 
trains on later-type machines are oiled 
automatically. Te they are working 
under heavy loads, a viscosity of about 
300 S.U.V. is generally suggested. 
On the open gears found on the 


| older type of machine tools, the lubri- 
| cant is usually applied to the teeth by 
hand swabbing. For heavy loads on 


the gears of certain types of lathes, 
planers, boring mills ail deliee tools, 
the use of a more viscous lubricant is 
recommended as it resists the squeez- 
ing motion under heavy loads. Grease 
is preferred in most shops as it ad- 
heres to the teeth and serves for a 
longer time without further attention. 

Grease lubrication of gears is also 
preferred in places where it is difficult 


| to pay continuous attention to the 


daily lubricating requirements of the 
shop and where grease will provide a 
better seal against infiltration of dust, 
dirt, humidity and water. 

Proper protection. Use gear covers 
and guards on open gears to protect 
workmen from injury and to protect 
gears from dust, industrial abrasives 
and other contaminents. 





John R. Markey 


Aro Equipment 
Promotes Executive 


John R. Markey has been named 


assistant to the vice president of The 


Aro Equipment Corp., Bryan, Ohio. | 


Mr. Markey entered Aro shortly after 


his graduation from Williams Col- | 


lege and immediately became active in 


aircraft instrument dev elopment work, | 


During World War II he served in the 
U.S. Air Force as a commissioned 
officer. 


Returning to Aro late in 1945, he | 


was assigned to the company’s Pur- 
chasing, Lubrication Sales and Air- 


craft Sales Departments. In the next | 


several years he worked closely with 
Air Force men at various locations and 
helped in creating new commercial 
markets for company products. Prior 
to his recent promotion he had been 
Aircraft Sales Manager. 

Company officials pointed out that 
his rise to an administrative post em- 
phasizes Aro’s increasing activity in 
aircraft production. 


Commercial Coordinator 
Appointed by SKF 


SKF Industries, Inc., Philadelphia, 
has appointed Alan O. Mann com- 
mercial coordinator with certain re- 
sponsibilities in both sales and produc- 
tion planning. 

R. Robert Zisette, vice president in 
charge of sales, announced the ap- 
pointment. He said Mr. Mann’s duties 
will involve forecasting of customer 
demand and coordination of demand 
with manufacturing schedules. 

Mr. Mann has Tone active in pro- 
duction planning and sales for 20 
years. Past associations include the 
Bell Telephone Co. of Pennsylvania, 
The Remington Arms Co., and the 
Bigelow-Sanford ae Co. He has 
lectured on industrial management at 
Temple and New York Universities. 


Vee ens ’ ent 
if it’s metal... Vll cut it” 
To sell more of them, know more about them — and that’s — 
easy, for in the illustration above we show the types of 
material these tools will cut — from %” bolts down 
through rods, chain, strap, bar, wire rope, hard wire, soft 
wire and cable — Porter Cutters cut them all, a model for 
every type of work and a size for various capacities. Every 
Porter two-hand Cutter is a rugged, powerful tool for in 
the shop or on the job — they do their work, they stand 
abuse, they save time and money. Just get the 
range of work fixed in your mind — that's the 
story — nothing complicated. Porter Cutters 
meet every need — satisfy every user — 75 
years of performance record. 


Send for ‘‘Porter’s Metal Cutter Selector’’ — it 
enables you to quickly select the right tool for 
every metal cutting need. 


50 pounds pres- * 
pote on "the on the To) 2) 
handles delivers 

approximately 

4000 pounds at 

cutting edge 


H.K. PORTER, INC., Somerville 43, Mass. 
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| National Industrial Supply Builds Modern Plant 


Eastern pattern 


16 gauge scoop... 

New home of National Industrial Supply Co., Harrison, N. J., contains 17,000 square 
feet for warehouse and office space; has a 20,000 square foot pipe yard still in the 
process of construction. Company was founded in 1946 


Quality — 
satisfaction — 
brings ‘em back 
for more 








Key personnel include Charles Sussman, comptroller; Fred Waltuch, manager; Harry 
Woods, clerk; and Ben Gordon, president and founder of the company. The firm 
moved to its new quarters from 321 Jersey Street, in June of this year 








Something Worthwhile To Carry on Calls 


Available in Arrow, Bull's 
Eye and Gold Target Brands 
—non-splitting, non-curling, 
normalized steel blades— 
seasoned ash handles and 
precision balance. Theyall add 
up to one thing—customer sat- 
isfaction. And whentheyaresat- 
isfied, they'll be back for more! 


And remember, there’s no in- 
ventory confusion when you 
stock Magor's simplified line. 
Write today for illustrated 
price list. 





CAR CORPORATION 
SHOVEL DIVISION 

SO CHURCH ST., NEW YORK 7, N.Y. 

Plastic model of line of Standard Electric Tool Co. is described by James Jones 

sales supervisor, and salesman Dick ‘Towers at weekly meeting of Moore-Handley 


Hidwe. Co., Birmingham. 
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Utica Drop Forge To Sell 
“Koldwelding” Tools 


Utica Drop Forge & Tool Corp. | 
held an open-house demonstration re 
cently in New York to introduce a 
«ew work-welding process known as 
‘Koldweld”’. 

Arrangements have been made be- | 
tween Utica Drop Forge and Kold- 
weld Corp. for the Utica firm to sup- | 
ply tools to manufacturers who will | 
use this process. Unlike conventional | 
welding, in which heat anneals the 
metal and reduces its tensile strength, | 
Koldwelding actually work-hardens the 
metal. Wire can be drawn after the 
weld is made and tensile strength 
tests show that it will ultimately part 
at some point remote from the weld 
before the weld itself will fail. 

Utica Drop Forge & Tool Corp. 
officers say that two devices for ac 
complishing the Koldweld will soon | 
be in production and available to in- 
dustry. Plans are being completed to 
make a small pocket tool no longer 
than a pair of pliers for the electrical | 
contractor and the home owner. 

When these tools are available they | 
will be sold through distributors, ac- | 
cording to present plans. 


Customer Means More 
Than Bread & Butter 


“A customer is a good bit more 
than a man to keep buttered up be- 
cause he butters vour own bread,” ac- 
cording to Jack Mortin, president of 
the Owen-Richards Co., Birmingham, 
Ala., power transmission house. 

In a pocket brochure recently pub- 


MESSAGE in booklet form tells cus- 
tomers of Owen-Richards Co., Birming- 
ham, Ala., what they can expect in 
service. 
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If you are looking for the fastest growing line 
of drills and reamers in the country, you should 
write to our nearest sales office. There are sev- 
eral very desirable territories still open and 
your territory may be one of these. 


Every month we are adding new industrial distributors 
because they find that Republic drills lick one tough job after 
another and because they like our distributor policy. 


On an overall country-wide basis, 81% of our civilian 
business is being done through industrial supply distributors. 


OUR DISTRIBUTOR POLICY 


| We advise our Authorized Distributors of all inquiries 
—— and orders received directly from consumers in their 
territories and suggest to such prospects and customers that 
they order our products through our local Authorized Dis- 
tributor. 


f ) 

|2)| We do not sell directly to consumers except in those 
—— few cases where the consumer insists upon buying 
directly from tool manufacturers. In all such instances, we 
co-operate with our local Authorized Distributor in his 
effort to obtain such business. 


[3] We do not authorize more than one Republic Dis- 
— tributor in any given market unless more than one 
Distributor is required to adequately serve the consumers 
in the area. Furthermore, we will not add a new Republic 
Distributor without consulting with the established Author- 


ized Distributor in the area. 


ae 
FACTORIES AND OFFICES AT: tad 
*» : CHICAGO — 322 South Green Street 
“ey ee " NEW YORK — 96 Lafayette Street 
a at LOS ANGELES — 1320 Santa Fe Avenue : 
ae QQMS AND ENGINEERING OFFICES AT: 


-~~w > — DETROIT — 2832 East Grand Bivd. 
CLEVELAND — 4416 Euclid Avenue 
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REPUBLIC DRILL AND TOOL COMPANY | 








lished by the company, Mr. Mortin 
explains his firm’s ideas on selling: 

“A customer is a good bit more than 
a man who you can sell goods to. 

“And a customer means much more 
than the money he helps ring up in 
your cash register. 

“A customer is a person, business or 
organization in need of something you 
have to sell at a fair price that will 
bring you a reasonable profit. 

“We believe it works both ways. 
We are customers ourselves, and we 
have a growing list of our own cus- 
tomers. We like to think that our 
customers keep coming back to us be- 
cause we are careful to fill their needs 

but just as careful not to sell a 
penny’s worth more than that need. 

“It so happens that our particular 
business is keeping plants running 
furnishing the repair parts for power 
transmission, things like bearings and 
V-belts. But we never have a customer 
who calls up and says: “Please send me 
10 yards of your best V-belting.’ 
Nor do our customers buy bearings by 
the pound or the peck. 

“Every item we sell, whether it is 
a tiny bearing costing a few cents, or 
a heavy piece of machinery costing 
thousands of dollars, is sold to fill a 
very special need in a vital part of a 
plant or mill or mine. We can’t sell 
a piece of equipment that will ‘almost’ 
do. It must do the job. 

“So we always think of ourselves as 
being in the business of keeping plants 
running—furnishing the equipment 
and service between the dynamo and 
the machine. Our job is to see that 
the power is harnessed to our cus 
tomer’s machinery. 

“Our company wants to know what 
the customer needs. Sometimes he 
needs engineering counsel and nothing 
else. Sometimes his equipment may 
need readjusting. He may not need 
to buy a thing we have for sale. Our 
engineering counsel is free. And it is 
impossible to ‘give’ an order to our 
salesmen. Because they will sell only 
what the customer needs to keep his 
plant running and to assure meeting 
requirements due to unforeseen events. 

“We believe that any business en- 
terprise that is careful to sell only the 
things a customer needs for a particu- 
lar purpose is bound to keep growing 
We know this is so, because that is 
how it works in our own business.” 





CORROSION COSTS 
BILLIONS 
Corrosion now costs the United 
States some $8 billion every year, ac- 
cording to Chemical Engineering, Mc- 
Graw-Hill publication. 








SUPREME 
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We want them to buy from YOU | 


WRITE FOR DISTRIBUTOR PLAN 










@ Here's a line that has trade acceptance 
... brings repeat sales and is profitable. 
The chuck is a quality product that you 
can be proud to sell . . . it stands up 
under hard usage ... it is accurate 
and dependable. 





Distributors are the main sales force 
. .. working under a policy that is 
highly acceptable . . . it is a dis- 
tributor’s type policy. 


Tomorrow never comes . . . so why 
not write today regarding distribu- 
tor arrangement. 


e chuck 


oy (A 9/202 ore nickel chrome xa ap tnttie 
moly alloy steel. tested for accuracy. 


Outer shell is 
smooth and safe. 


Powhatan 


en gear are in one piece. 


(9 SUPREME éiivcns 


Supreme Products, inc., 2222 South Calumet Avenue, Chicago. Iilinois 
THE CHUCK THAT LIVES UP TO ITS NAME...SUPREME 
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Plant Maintenance Show 
To Highlight Problems 


Problems of individual plants will 

be featured at the Plant Maintenance 

| Conference scheduled for January 

19-22 in the Cleveland Public Audi- 
torium. 

Some 5,000 specific —— will 
be taken up in panels and roundtables, 
with 8 sectional conferences and 21 
roundtables on the program. Visitors 
will be encouraged to submit problems 
from their own experiences. 


.-FOR SOCKET HEAD On the exhibition floor, 300 com- 


panies will be represented. 
CAP SCREWS Eleven major industries will have 


: sessions of their own to allow discus- 
_B & H Hi-Collar Lock Washers sion of single-industry problems, with 
are designed especially for fine machine —_— groups divided according to the size of 
tool fastening ... Approved by leading | plants. Management maintenance 
manufacturers of socket screws. problems common to all will be 

Acomplete inventory of standard treated in open panels. 
sizes is on hand at all times Among i participating will be: 
at Butcher & Hart. L. C. Morrow, consulting editor, 
THE STANDARD Write for details. — Factory Management & Maintenance, 
; general chairman of the conference; 
Harold E. Bliss, of Lukens Steel 
Co.; John B. Whitlock, Armco Steel 
| Co; M. W. Reid, General Electric 
| Co; Stephen E. Kelley, Eastern 


AS ee am te a Geeta Malleable Iron Co.; and R. R. Nydeg- 


| ber, Johnson & Johnson. 
TOLEDO 6, OHIO Conferences and roundtables will 


| occupy the first two days and part of 
| the third. The banquet will take place 








THE BELT HOOKS on January 21. On January 22, the 
last day, tours of four plants will be 
WITH THE 


conducted by maintenance executives. 


No Building Boom 
Seen by Engineers 


The lifting of emergency credit con- 
trols will result in a lot of light com- 
mercial construction such as shop- 
ping centers, large gasoline and service 
centers, markets and stores, but there 
won't be any large-scale building 

| boom, according to Engineering News 
Record, McGraw-Hill publication. 
There is general agreement among 
There is no substitute for Safety | Federal Reserve officials, mortgage 
Belt-Lacing because the paten- bankers and builders that removal of 
ted Safety binder bars not only Regulation X’s 50 percent down Pay: 
ment requirement on commercia 
ee ee ape Pay buildings will stimulate this type of 
plication) but also cover and pro- commercial construction. While the 
tect belt ends, prevent frayi effect will be more noticeable when 
and assure long life. It's the all steel supplies ease, plans already are 
purpose belt-lacing . too. Rt can underway, the magazine reports. 
be applied in Gesteston and The magazine’s survey shows that 
shops not only with shop lacers but also in the field with the we “" sanyo oo ope = 
require down payments of about one- 
pocket Tu-Way Lacer and a hammer. third instead df the half previously re- 
Write for Catalog Sheets = ‘ 
The effect on commercial buildin 
SAFETY BELT-LACER co. will not be the same in all areas. More 
5388 N. Menard Ave. Chicago 30, U. S. A. building is — in New York 
| City, Philadelphia, Hartford, Chicago, 
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by WEINBERG & McKEE / 


©. rpER CO. 


MACHINISTS vaso 
INDUSTRIAL HARD an 
BOLTS, NUTS AND SCR 


NOMEN | 
, SUPPLIES | 
INDUSTRIA 


WEINBERG & MCKEE, Inc. 


600 W. JACKSON BLVD. 
CHICAGO 6, ILLINOIS 
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Knoxville and Memphis, Tenn., Louis- 


ville, Little Rock, Houston, Dallas 
| and San Antonio. But no increase is 
| expected in Charleston, W. Va., New 


Orleans, Kansas City, Omaha, Salt 
Lake City and in the Far West gen- 


| erally. 


UZ AN UW \\W MW LD , ON 7 


“WHO | 


No question about it. It's your best source of 
supply for precision “milled-from-the-bar” 
screw machine products. 


COUPLING BOLTS 
MILLED STUDS 


Wy, 


mai 


Ifomebuilders in general are mildly 


| optimistic over the effect of removing 


controls, the magazine says. A modest 
lift in the housing market is expected 
this Fall and Spring both in house 
sales and in the number of houses 


| started. The survey shows that the in- 
| crease will be mostly in the $12,000- 


and-up bracket, as Engineering News- 


| Record has predicted before controls 


were lifted. 
Housing officials and Federal Re- 
serve Board advisers also think there 


| will be a slight increase in the number 


of new housing starts. But the Mort- 


| gage Bankers Association disagrees. It 


advises its members that the volume of 
new housing is not likely to be affected 


| because builders have anticipated the 
| change for the past three months and 


warns that a more than seasonal let- 
down may come in the late Fall, the 


| magazine says. 


| First Five Years 
| Hardest in Business 


The first 5 years in the life of any 


| business are the hardest, according to 
| a recent survey by Dun & Bradstreet, 
| Inc., on the how and why of business 


For Unusual Applications, too— 


UNIVERSAL 
+) METAL HOSE 


— adds flexibility, portability 
and durability! 


| failures. 


Of concerns that failed in 1951, the 
study shows, 63 percent had been in 


| business 5 years or less. The vulner- 

| ability of young firms in the general 
| wholesale field, however, seems to be 
| slightly less than in manufacturing or 


retailing. Of retail failures in 1951, 68 


egy were in firms 5 years old or 
s 


For example—the Electric-Aire dryers 
use “UMH” aluminum flexible tubing 
for easy directional adjustment and 
application of preheated air in dry- 
ing plastic casts in fracture cases and 
in shock treatment. 


Perhaps you have a specific prob- 
lem in conveyance of gases, liquids, 
semi-solids, dust, granular materials 
—give us the particulars and we will 
be glad to make recommendations 
no obligation, of course. 


ess. Some 58 percent of manufactur- 


| ing failures were in this category, but 


only 52 percent of wholesaling failures. 
For all firms, the chances of failure 


today are about 3 in 1,000, and the 
| chances are decreasing, if recent sta- 
| tistics are an indication. Last year 31 
| failures per 10,000 concerns were re- 


corded, and this was a slight decrease 


| from the 1950 proportion. Over the 


past 50 years, an average of 76 out of 
10,000 firms have failed with loss to 


| creditors. 


Closer analysis of 1951 failures 


| showed that three-fourths of the firms 
| had dollar liabilities of less than $25,- 


— 
Es: 


for 
Catalog U-101 


UNIVERSAL METAL HOSE CO. 


2163 SOUTH KEDZIE AVE. e CHICAGO 23, ILLINOIS 


INDUSTRIAL DISTRIBUTION * NOVEMBER, 1952 


000. However, 20 failures in 1951 were 
in the million-dollar and over category, 
and these concerns had more than 
seven times the dollar liabilities of the 
1,832 failures involving less than 
$5,000. 

Why did 8,059 firms fail in 1951? 





In 97 percent of the cases, the under- 
lying reasons were directly related to 
various forms of inexperience or in- 
competence. Records of previous fail- 
ure were not very significant. In a 
16-month period studied between 
1950-1951, only 9 out of every 100 
failures had failed previously. 

Since 1900, the survey shows, trends 
in civilian population and the number 
of concerns in business have closely 
paralleled each other, although the 
rate of increase of business population 
has been greater than civilian popula- 
tion. However, the pattern of com- 
mercial failures has not followed these 
trends. It has reflected the pull and 
tug of short-term influences on che 
economy. 

In the 6-year period after World 
War II, the failure rate was much 
lower than in the same periods follow- 
ing the Civil War and World War I. 
Since 1945, the highest failure rate 
occurred in 1949 when 34 out of every 
10,000 firms failed. High points in the 
other periods were 83 per 10,000 con- 
cerns in 1870, and 120 in 1922. 

Title of the 32-page study is “Com- 
mercial Failures in an Era of Business 
Progress 1900-1952.” 


A. O. Smith Corp. Names 
Product Branch Assistant 
The A. O. Smith Corp., Milwaukee, 


has appointed Phil D. Garner as assist- | 
ant manager of the company’s Prod- | 


uct Service Branch at Union, N. J. 

Mr. Gardner joined the company in 
1946 after war experience in materials 
procurement as a civilian attached to 
the Army Air Force. He was respon- 
sible for order service work in A. O. 
Smith’s Harvestore and Automotive 
Divisions before his recent appoint 
ment. 


D. Nast Machinery Co. 
Names Sales Manager 


D. Nast Machinery Co., Philadel- 
phia distributor, has appointed Gor- 
don Odell as sales manager. 

Mr. Odell formerly represented Na- 
tional Twist Drill & Tool Co., in the 
Philadelphia area. He is a member of 
the American Society of Tool Engi- 
neers 


F. & D. Machine & Tool 
Names Representative 


The F. & D. Machine & Tool 
Works, Three Rivers, Mass., has ap- 
pointed C. D. Libby as its representa- 
tive in the Pittsburgh area. 

Mr. Libby has been associated with 
The Capewell Mfg. Co. in the same 
area for the past 26 years. 





When the steel worm gets its bulldog 


grip deep into the slots of the 


steel band of an Aero-Seal, it’s there 


to stay until you want it to let go! 


Makes a leak-proof hose connection 


or clamps any two or more 
objects of any shape together in an 
unshakeable bond. Proved under 
hardest usage, under extreme 
vibration, in automotive, aircraft, 
industrial installations. 

Can't shake loose 

or snap open accidentally. 


ALL AERO-SEALS HAVE 
STAINLESS STEEL BANDS 


— fhero-Seal'— 


. py 
HOSE CLAMPS 2 
anoTer | BREEZE 


Breeze Corporations, Inc., 41 South Sixth St., Newark, N. J. 


an | PRODUCT 


fhero-Seal mess clams 


NO FIDDLING — 
NO FUMBLING 





Easily, quickly installed any pl 
you can reach with thumb a 
one finger, or with a pipe wren 
or long-handled pliers. Threa 
engage automatically when ba 
slips under clamp. Integral co: 
struction ; no parts to lose. Screw 
driver or thumb screw types. 


USE AGAIN 
and AGAIN 


Bands conform to any shape. 
Stainless steel band resists cor- 
rosion; lasts indefinitely. Can't 
shake loose, but you can unscrew 
and reuse again and again. 
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>>D>D>D> LET THESE KEYS 
OPEN UP EXTRA PROFITS FOR YOU! 


pr. Sellers . . . Proven Re- 

peaters! Your customers— 
and prospects know thot Key 
Pipe Sealing Compounds seal 
joints positively ... yet ore 
easily opened... do not 
freeze in the joints. Product 
superiority ... backed by 36 
years of leadership in the 
field make these Key prod- 
ucts a dependable source of 
soles ond profits for you! 


Good Door Openers, Too! 

Steady national advertising, 

dealer helps and continuous 

. sampling program build uni 
+ versal demand . . . actually 
" make openings for sales to 
many new customers for you. 





CATAWISSA UNIONS 
ARE CAREFULLY 





TO ASSURE THEIR 
HOLDING QUALITIES! 





INSPECTED AND TESTED 
WITH AIR UNDER WATER 


For sealing 
pipe joints 
carrying water, 
gas, low pressure 





For sealing 
lines carrying 
oils and high 
pressure 
steam. 


2621 McCASLAND AVE. 
EAST ST. LOUIS, ILLINOIS 


a 





NPA Officials See 
“Confusion” in Copper 


The supply of copper this quarter 
will not be any better than it was 
during the past three months, NPA 
officia told representatives of the 


wire and cable industry recently. 


Both domestic and foreign copper 
supplies are falling off, they said. 
mestic production is not likely to ex- 


| ceed 80,000 short tons a month, and 


only about 50,000 tons can be ex- 
pected from abroad. NPA spokesmen 
characterized the situation as a “state 


| of confusion.” 


Industry spokesmen urged the Gov- 


| ernment to publicize that copper is 
| still short, to spike the popular belief 


that it is plentiful. This would help 


| combat criticism from copper custom- 


ers, they said, when materials cannot 
be delivered. They said the shortage 


| is expected to ease in the first quarter 


of next year. 

NPA officials predicted that no 
more tickets can be issued for either 
this quarter or the next. There is no 
hope of abandoning controls as long as 
military. defense-supporting and essen- 
tial civilian requirements are at the 
present level, they said. 





A ee 





“MACHINE TOOL 


ACCESSORIES 


Synonymous with 
Distributor Service 





This line of set up T-bolts and accesso- 
ries has been 


are made by 
* | serving distributors’ cus- 
union specialists? sist Got Soe 


@mong users for ZIP products mokes 
see the complete line... write for Catalog 11 them a profitable line to handle. It will 
a type for every use... all temperatures, all pressures! 


CATAWISSA VALVE & FITTINGS CO. 


customer's requirements on T-slot bolts 
and accessories. 
300 MILL ST. CATAWISSA, PENNA. 





GEO. H. SELTZER & CO. 
DREXEL HILL, PA. 
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Plastics, Metallizing 
Covered in Leaflets 


“Metallizing” and “Machining Plas- | 


tics” are the latest in the series of 


Technical Aid leaflets published by the | 


Where Anchoring must be done 
The Rawiplug Line is the ONLY One 


Small Defense Plants Administration | 


on basic shop techniques. 
The booklet on plastics is the first 


of two in a sub-series explaining the | 
special designs required on standard | 
tools for plastics work, and how to | 


make these changes for machining 
operations such as drilling, turning, 
milling, anc threading and tapping. 
“Metallizing” explains in non-tech- 
nical language the advantages of metal- 


coating the surfaces of workpieces and | 


equipment to improve their efficiency 


and prolong their life. Coatings for | 
all kinds of shafts and plane surfaces | 


with materials harder than the base 


metal are described. Purpose of the | 
metallizing can be to repair wor | 
parts, increase anti-corrosion proper- | 
ties or resistance to salt or fumes, or | 
provide surfaces with alloys desired by | 


customers, so that most of the work 


can be manufactured with inexpensive | 


base metals. 


Production Notes Issued 


The first 130 of a series of “Produc- 
tion Notes” has also been published 
by SDPA. Designed to give manufac- 
turers specific answers on_ technical 
production problems, these leaflets are 
available from SDPA offices in Boston, 
New York, Philadelphia, Richmond, 
Atlanta, Cleveland, Detroit, Minne- 
apolis, Chicago, Kansas City, Dallas, 


Denver, San Francisco, Los Angeles | 


and Seattle. 

The reports are prepared from actual 
case histories collected by the Depart- 
ment of Commerce. They outline an- 


swers to questions submitted by small | 


manufacturers on shop problems. 
Among subjects covered are: metal 
finishing by barrel tumbling, resistance 
welding of aluminum, pressure die cast- 
ings, composition of alloys, protective 
coatings for paperboard containers & 
tubes, metal sa normal working 
tolerance on die cast components, 
bend allowance calculations, correct 
speeds for operating small drills, im- 


pregnation of porous castings to pre- | 
vent leakage, automatic hot-dip tin- | 


ning, cold bending mild steel plate, 
pickling iron and steel, molding sand 
preparation, membranes for loud 


speakers, and testing centrifugal | 


pumps. 


Market Analysis Explained 


“How the Small Plant Can Analyze 
Old & New Markets” highlights the 
latest series of Management Aids re- 
leased recently by SPDA. This leaflet 
describes: the method of defining the 


For Information Write Dept. | 
THE RAWLPLUG COMPANY, INC. 


271 CHURCH STREET «© NEW YORK 13,N. Y 
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safety 








this Dayton 


.safely level 


puts your ladder sales 
on the profit level 


It makes all high jobs “ground safe”— 
a big sales point to your customers. Every 
feature designed to make ladder sales for 
you. Increase your profits with Dayton. 
Check the “big 6” features that ‘sell’ 


. Rail-guarded “Safety Level’ platform. 
. Locks in place automatically. 

. Rubber safety shoes. 

. Light weight—great strength. 

. Economically priced. 

. Complete size range 3‘ to 16’ height. 








Write Dept. B for Free Bulletin 


Ylon } Dayton 


ladders = 


2339 Gilbert Ave., Cincinnati, Ohio 


in Canada: Sofety Supply Co., Toronto 


area to be studied, estimating sales 
possibilities of a particular market, 
consumer willingness to buy, purchas- 
ing power of a market, competition, 
means of reaching the market, pricing 
and discounts, and analyzing sales and 
promotion effectiveness. 

Another Management Aid, “Incen- 
tive Techniques for Use in Small Busi- 
ness,” describes methods for increasing 
productivity of the shop force, includ- 
ing such devices as employee organiza- 
tions, staff conferences, a of 
employee placement, suggestion plans, 
and the development of esprit de corps 
through competition and recognition 
of individuals. 

Other Management Aids available 
are: How Small Plants Can Sell to the 
Federal Government, Adequate Pro- 
duction Control, Reducing Accident 
Costs in Small Industrial Plants, Busi- 
ness Insurance, and Is Your Labor 
Turnover Too High? 

Additional Technical Aids cover the 
following subjects: Proper Alignment 
of Machine Tools; Sharpening of 
Drills, Lathe Tools & Milling Cutters; 
Care of Belt, Chain & Gear Drives; 
Sharpening Metal Cutting Tools Used 
in Machine Shops; Precision Measure- 
ment of Workpieces; Selecting the 
Right Tool Steel; and Machining Alu- 


minum. 





“CALDER .. 


for Bigger Profits... Easier Sales 


. the Dresser Line 


BUILT RIGHT—Best materials throughout tool 


steel cutters Right and Left hand Threaded Bushing: 


for Automatic Tightening 


EASY TO HOLD— 
Weight 


Extra 


well distributed 


for smooth handling 


Also CALDER Fine 


Diamond Dre 


SOLD ONLY THROUGH DISTRIBUTORS 


CALDER MANUFACTURING CO. 


2049 North Prince Street . 'Welalaehaas Pennsylvania 
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LEVER © 
PUNCHES 


3 No. 2 PUNCH | 


Since 1907 


Expertly designed, quality . 
: built, will meet every re- 
quirement of Sheet Metal : 
Shop or Shop Maintenance. | 
Punches 5/16” hole thru : 
V4" steel. 








: @ Write for catalogue, then 
contact your jobber. 


W.A Whitney Mfg, Co. 


636 Race St. Rockford, Ill. 











Certificates of Necessity 
Still Tapering Off 


Applications for certificates of nec- 
essity are still tapering off somewhat 
as the defense program levels off. 

Between August 21 and September 
24, some 426 permits for defense plant 
construction under rapid tax write-offs 
were approved, representing a total 
proposed investment of $399,618,793. 

This compares with 2,450 projects 
approved for the previous 30-day pe 
nod, totalling $391,630,141 in plant 
investment. 

DPA issued a statement recently 
clarifying the rules on time lim*ts dur- 
ing which certified projects must be 
started. In cases not exceeding 1 mil- 
lion dollars, the beginning of construc- 
tion of one of several buildings certi- 
fied will be considered as the beginning 
of work on all buildings. Where the 
value exceeds one million, work must 
be started within 6 months of the is- 
suance of the certificate. Otherwise 
extensions must be applied for. 

Following is a selected listing of 
projects approved: 

Company: Advance ‘Tool Co., Fair 
field, Conn.—Product: tools, dies, jigs, 
fixtures—Amount certified: $22,544— 
Percentage allowed: 50 percent. 

Jones & Lamson Machine Co., 
Springfield, Vt.— machine tools — 
$72,994—65. 

Alliance Tool & Die Corp., Roch 
ester, N. Y.—machine tools, dies & 
gages—$72,363—70. 

Sylvania Electric Products, Inc., 
Hicksville, N. Y.—powder metallurgy 

$370,500—40. 

New Milford Carbide Tool Co., 
Inc., Hackensack, N. J.—cutting tools 

$20,029—50. 

R. & B. Tool & Guage Co., Detroit 

machine tools, gages, fixtures-—$1 2, 
000—45. 

Borg-Warner Corp., Decatur, Il. 
uircraft parts—$47,622—65. 

Minneapolis-Honeywell Regulator 
Co., Minneapolis—aircraft compo 
nents—$66,049—60. 

Westinghouse Electric Corp., Mead- 
ville, Pa.—industrial heat treating fur 
naces—$382,000—45. 

The Balas Collet Mfg. Co., Cleve 
land—component parts of machine 
tools—$59,237—70. 

Riverside Tool & Die Corp., Rose 
ville, Mich.—machine tools, dies, fix 
tures—$457,600—S55. 

Mid-West Abrasive Co., Shiawassee 
County, Mich.—abrasive products— 
$495, 598—60. 

The Cleveland Cap Screw Co., 
Cleveland—precision fasteners for mil- 
itary end items—$625,000—6S. 

United States Rubber Co., Fort 
Wayne, Ind.— abrasive products — 
$347,578—65. 
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The right tools, in the right 
designs, weight and power, built right for serv- 
ice and priced right for volume sales. 


orbital-motion, finish- 
ing sander with power- 
ful 3450 r.p.m., A.C. 
induction motor and 
cast aluminum body. 


No. 150-K SpeedSander 
The Sander with Accesso- 
ries including: deep con- 
tour pad, finishing plate, 
felts for free abrasives 
and wet rubbing, 
lamb’s wool bonnet,@ 
90 sheet abrasive cov- 

ers, etc. in fitted steel 
carrying case. $49. 


4 H.P. Universal Motor, 
cast aluminum housing, 
safety shut-off switch. 
Cuts all angles to 45°, 4 
depth to1%". $29.9 


SpeedDrills 
(for metal or wood) 
Extra power, high 
speed, electric drill 
with cast aluminum 
cases, and geared 


aiso other sizes, types. 
Drill Kits 


Several fast sellin 
kits. Painters an 
Householders Kit 
(illustrated) is typical. 
It has: Flornet 
Drill, Abrasive Discs 
pea oyen 
er te, grinding 
wheel, wire brush, 
— a = at- 
tractive 
carton $15.35 


Industrial Tape Corp., Elkhart, 


Ind.—industrial pressure sensitive tape | 


—$3,272,330—65. 


Matthews Tool & Die Co., Ham- | 
den, Conn.—tools, dies, gages, dies, | 


hixtures—$62,030—50. 


The B. Jahn Mfg. Co., New Brit- | 


ain, Conn.—tools, dies, jigs, fixtures— 
$95,000—45. 

Air Reduction Co., Inc., Union, 
N. J.—welding equipment—$1,547,- 
676—55. 

Ihe Alvey-Ferguson Co., Cincin- 
nati—special metal cleaning equip- 
ment—$119,834—50. 


R. & B. Tool & Guage Co., Detroit | 
—tools, guages & fixtures—$43,133— | 
0 


Gorham Tool Co., Detroit—metal | 
cutting toolsk—$33,626—70. 


The Atlas Steel & Supply Co., 


Cleveland—ferrous scrap processing— | 


$312,000—65. 
Kohler Co., Kohler, Wis.—power 


units fer armed services—$136,974— | 


65 

Aladdin Tool & Die Co., Inc., 
North Haven, Conn.—machine tools 

$36,758—65. 

lhe Fyr-fyter Co., Norwalk, Conn. 

ordnance—$68,625—70. 

The Taft-Pierce Mfg. Co., Woon- 
socket, R. I—machine tools—$98,- 
557—65. 

Anti-Corrosive Metal Products Co., 
Inc.—precision fasteners for military 
end items—$113.930—65. 

U.S. Broach Co., Detroit—cutting 
too!s—$13,582—70. 

Rasco, Inc., Milwaukee—toolls, dies, 
jigs, fixtures—$221,770—S0. 


Government-Owned Tools 
Being Leased to Plants 


NPA’s Metalworking Equipment 
Division has an inventory 
of some 30,000 hard-to-get machine 
tools which the Government had left 
over from World War II. They are 
being leased to private industry where 
most needed. 

The recently organized Production 
ey 28y Central Inventory Group 
has charge of the project. Recent sur- 
veys have uncovered about 10,000 
tools at various storage sites where the 
Armed Service keep metalworking 
equipment. Some 2,117 pieces of 
equipment have already been leased 
out, on terms of one percent a month. 

To apply for this equipment, plants 
with military contracts must request 
it through their contracting sien. 
Those with defense supporting con- 
tracts must submit requests to the 
appropriate NPA industry division. 


They are farmed out on the basis of | 





FAST 
SELLER 
FROM ANY 
ANGLE! 











Any way you study ‘Tugit’, you see 
limitless sales ahead. Plant mainte- 
nance men . . . service crews . . 
linemen . . . construction gangs . . 
farmers . . . auto repair men — all 
are prospects. 


“Tugit’ is always ready to lift, pull, 
or stretch at any angle — with little 
effort. It’s small, light, portable — 
perfect for close-quarter work. Fits 
any tool box. 


*Tugit’ has gearing, load brake, and 
anti-friction bearings like a regular 
hoist. One-ton loads can be spotted 
as close as 3/32” — two tons, 3/64”. 
Loads are always under safe control 
the handle won’t kick back. 


Prove the handy efficiency of “Tugit’ 
to every prospect. Use all the facts 
in Bulletin 388. Your sales will pile 
up fast. 


‘TuGir! 


Write for catalog 
MANUFACTURING CO. 
1832 Se. S2nd Ave., Cicere 50, Mi. 


Builders of ‘Shaw-Box" Cranes, ‘Budgit’ and 
‘Load Lifter’ Hoists and other lifting special- 
ties. Makers of ‘Ashcroft’ Gauges, ‘Hancock’ 
Valves, ‘Consolidated’ a Relief Valves. 
and ‘American’ Industrial ruments 


urgency of their need, and requests 
must be backed up with full infor- | 
mation. 
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Urges More Capacity 
For Scarce Tools 


The capacity to produce machine 
tools that now have foes lead times is 
inadequate for present military require- 
ments, Ralph S. Howe, Director of the 
NPA Metalworking Equipment Divi- 
sion, told the nation’s machine tool 
distributors recently. 

He said the Government would 
probably have to provide more incen- 
tives for expansion, since added facili- 
ties would not be needed in peace- 
time. One inducement might be full 


tax write-offs for new plants, he said. | 
Failing this, the Government may | 


have to go into the machine tool busi- 


ness itself, under lease with private | 


contractors. 


Mr. Howe said that producers of | 


short-lead-time items are already show- 


ing _ of distress where expansion | 


plans 


ave been completed. “We must | 


encourage builders of short lead-time, 
relatively small tools, to find their own | 


level of production without Govern 
ment support,” he stated. 

Mr. Howe addressed the American 
Machine Tool Distributors Associa 
tion at Virginia Beach, Va. He cited 
the tool industry’s rapid rise in pro 
duction since 1950, when shipments 
averaged only $25 million a month 
They now average $105 million. The 
industry as a whole has a full year’s 
production booked ahead, he said, 
though some builders have much 
longer lead times than others 


Carbides, Powder Metals 
Described in Booklets 


“Carbides Machining & Ordnance 
Applications” is the subject of a paper 
published recently by the Metal Pow- 
der Association in a 97-page booklet 
on “Powder Metallurgy in a Defense 
Economy.” 

Malcolm F. Judkins, Chief Engi- 
neer, High Temperature Alloys Divi- 
sion, Firth Sterling Steel & Carbide 
Corp., is the author. 

The paper is one of several from the 
Metal Powder Association’s 8th annual 
meeting. Others, published in the new 
booklet, include: “Recent Practical 
Applications of Hot Pressing,” ‘““Pow- 
der Metallurgy in the Manufacture of 
Clocks and Mechanisms,” “Aspects of 
Powder Metallurgy in National De- 
fense,” “Powder Metallurgy for High 
Temperature Applications, ’ Character- 
istics of Carbonyl Iron Powders for 
the Electronic Core Industry,” and 
“Progress in Powder Metallurgy in 
Europe.” 

The proceedings are available from 
the Metal Powder Association, 420 
Lexington Ave., New York. 
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SANTA a 
for safer, || 
quicker ! 
assembly |) 
work... 


new enclosed 
Greenlee Spiral 
Screw Driver 


Here's the Spiral Screw Driver 
especially designed for fast as- 
sembly line work. Completely 
enclosed so that fingers can't get 
pinched! And, since it is enclosed, 
it stays dirt and grit free for 
long years of service. Husky 
and dependable, the Greences 
helps workers do the job swiftly, 
accurately! Highest quality 
throughout spring return 
stainless steel body 
Quick-action shift burton 
durable Hard-Wear handle 


of attractive green 





plastic 
Two sizes: small and medium. 
Get details today on this 
volume sales-maker 

Greenlee Tool Co., 1931 
Herbert Ave., Rockford, Ill. 


timesaving maintenance tools 


VA I 


One-man-operated 
Bender, above left, for fast, 
conduit and pipe up to $” 
Greences Hydraulic 


Greentee Hydraulic Pipe 
accurate bending of 
Compact, portable, 
Pipe Pusher, above right, 
for pushing pipe under streets, walks, floors, etc, 
Eliminates costly tearing up and extensive ditch- 
ing Other Gareencee timesaving tools for 
industry include Hand Benders for Tubing; Elec- 
tricians’ Knockout Punches; Automatic Push 
Drills; Auger Bits; Chisels and Gouges and Many 
More, Write for complete sales data 


a 
GREENLEE 
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Honored for'40 Years’ Service by Goodyear 


Gold pin is presented to R. S. Wilson (right), vice president in charge of sales for 


The Goodyear Tire & Rubber Co., 


R. S. Wilson, vice president in 
charge of sales for The Goodyear Tire 
& Rubber Co., was honored recently 
for completing 40 years’ service with 
the company 

P. W. Litchfield, board chairman, 
presented Mr. Wilson with a gold 
lapel pin at a ceremony at Akron, 
Ohio. 

Mr. Wilson has been sales head of 
the company for the past 24 years. In 
1947 he received the Charles Coolidge 
Parlin Award for his contributions to 
marketing. 

He joined the company first as a 
clerk in the service department and 
two years later became its manager 


by P. W. 


Litchfield, chairman of the board 


He managed truck tire sales from 1917 
to 1921, when he was appointed 
Western Division manager. He be 
came advertising manager in Akron in 
1927 and sales manager for the com 
pany a year later. 

During World War II, he was na 
tional rubber director for the War 
Production Board. 

Mr. Wilson has been active in edu- 
cational work and has delivered many 
addresses presenting his views on the 
need for preparing college students for 
sales careers. E.ducation for sales work, 
he has stated, should be given the 
same attention as professions such as 
law and medicine. 





Paint Material Curbs 
Can’t Be Removed Yet 


Restrictions on imported critical 
materials such as chromium, manga 
nese and cobalt will remain as long as 
there are unfilled stockpiling pro 
grams, NPA officials told paint indus 
try representatives recently. 

Almost all the supply of these threc 
metals is imported. Compounds of 
each are used in a number of paint 
formulations 

Supplies of paraphenylphenol resin 
and methylene chloride, a paint re 
mover, have improved in recent 
months. However, both chemicals are 
not vet back to normal levels. The 
backlog of orders for paraphenylphe 
nol is still so large that it will not be 
in balance until January 1 

For paint containers, the tin situa 
tion is improving considerably and 


NPA officials have forecast loosening 
of controls on tin and terneplate 
within 4 months or less 


$50 Million Expansion 
Set for Valves, Fittings 


lhe interim expansion goal for in- 
dustrial valves and fittings has been 
set at $50 million in capital invest 
ment for additional facilities. 

Deadline is July 1, 1955. This rep 
resents the increase over October 1, 
1951, capacity. 

About 80 percent of the goal has 
been covered by certificates of neces- 
sity or applications now being proc- 
essed. 

DPA said the chief shortages are in 
cast steel and forged valves of large 
sizes, turbine valves and large butterfly 
valves. 





Industry Prospects: 
Find Your Customers 


Most steel users will get more steel 
in the first quarter of 1953 than they 
have had in any quarter under CMP, 
according to Washington officials. 
However, this does not mean that 
civilian industry will have all it needs 
For the past few weeks most big steel 
users have still been reporting short- 
ages of certain shapes and sections 
which harrass their efforts toward full 
recover;ry 

Here’s what the situation looked 
like in some of the industries that may 
be your customers when industry 
representatives last met with NPA 
officials in Washington: 


AUTOMOTIVE-NPA has author- 
ized at least 1,250,000 new cars and 
315,000 trucks for the first quarter 
of 1953, the highest level since CMP 
started. The builders are sure to get 
almost enough copper and aluminum, 
but steel allotments are only 60 per- 
cent of the third quarter 1952. Pos- 
sibly there'll be more later. 


TRUCK-TRAILERS — Unit  con- 
trols are off the first of the year. This 
is not expected to result in much 
greater production right away, how- 
ever. A survey of 2,829 of the na- 
tions truck-trailer operators (20 per- 
cent of the units in operation) shows 
that they will need 6,316 units as 
replacements and additions to their 
fleets in the first half of next year. 
Production would have to be increased 


14 percent over today’s level to fill | 


this order. 


RAILROADS-—Some 360,000 tons 
of new rail are authorized for this 
quarter, but the carriers’ spokesmen 
say they need 400,000 at least. The 
steel strike put the railroads well be- 
hind in materials and caused serious 
labor layoffs in both track repair and 
car building shops. The industry re 
ports an accumulated loss during 1951 
and 1952 of about one million tons 
of new rail, including the 360,000 
tons lost during the steel strike. 


LOCOMOTIVES-Scarcity of 
structurals and heavy sheared plates 
has held up production seriously dur- 
ing the past two months. One plant 
closed for half of September, another 
for a month, and another is working 
on a_ four-day-per-week basis. . No 
supply-and-demand balance is ex 
pected until the second quarter of 
next year. There are still a lot of 
steam engines in the country to be 
replaced by diesels. 


FREIGHT CARS—Center sill sec- 
tions, used in the central frame of 
freight cars, appear to be the indus- 


More and More Industrial Users Specify... 
erg, 


Fire Safe Handies 


Only Vaco Offers pie at 
Wigh Zuality...S0 Many Styles and 
Sizes... At Such Low Overall Cost! 


@ Yes, industrial users Nigh ... men who know 
quality, value and price in tools . . . are relying more and 
more on Vaco for every screw drive er need. Made to highest 
standards with electrically heat treated chrome vanadium 
steel blades, and with exclusive Vaco Amberyl fire-safe 
handles, Vaco products give more for the money . . . are low 
cost in the long run. Buying is 
easy, too, because there are 
more than 250 Vaco stock 
styles and sizes! No need to 
shop around .. . all your 
regular, Phillips, clutch 
head, Reed and Prince, 
Klipxon, offset and spe- 
cialty drivers from one 

source! 


FREE 30-Page Handbook-Catalog 


Mill supply buyers and other large users of 
screw drivers have found the new 1951 Vaco 
catalog to be a veritable mine of informa- 
tion. Every major type and kind of driver is 
illustrated. Complete tables give all useful 
application data 
including bit size, handle 
diameter and length, blade dimen- 
sions, screws to be driven, etc. 
A“ must” for every catalog file! 
Send for your free copy, today! 





317 E. Ontario Street, 
Chicago 11, Illinois 


in Canado 
RO D U ¢ bg Ss co. Vaco-Lynn Products Co., itd. 
204 Lourier Ave, W., 
Montreal 8, Quebec 


More Than 250 Screw Driver Styles and Sizes! 
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THREE BASIC 
ASSEMBLIES PROVIDE 
VERSATILITY 


— 


FLEXIBLE COUPLED 
ASSEMBLY 
Greater flexibility and utility is made pos- 
sible when CMC DUAL PRIME Pumps are 
assembled in a flexible coupled manner. 


CLOSE COUPLED 


ASSEMBLY 
Close coupled construction assures perfect 
pump and motor alignment necessary for 
peak performance under given conditions. 
CMC innovations, such as improved open thrash type impellers, double 
shaft seals, and the exclusive double jet method of priming guaran- 


tee faster priming and greater capacities. Models range in size from 144” to 10”°— 
capacities up to 240,000 G.P.H. Write today for latest catalog. 


ONSTRUCTION Monee 
WATER GO i eee 


PUMP 
DESIGN 


At its Best ASSEMBLY 


The “Pump Only” assembly is an 
adaptation designed to readily use 
existing power or operating facilities. 


WASHERS 


Machine Packaged 
for the Distributor! 


Coin Pak means Savings to you 
and your customers. 


Coin Pak safeguards quality... 
the Coin Pak Machi eliminat 
“linkers”, mixed washers, off size 
washers, foreign matter. 


Coin Pak is making new Friends 
every day . . . building Sales all over 
the country. 


Coin Pak costs no more — 


prices and discounts same as for 
packages of 1000 leose 





8 POPULAR SIZES 
Available in Coin Pak 


For Samples and Prices, tear out 
this ad, sign and mail today. 








129 EAST NASH STREET . MILWAUKEE 12, WISCONSIN 
of a Complete Line of Lock Washers in all 


try’s biggest dilemma. A mechamical 
breakdown at one mill, however, is 
largely responsible for the preseat de- 
lay. The builders were already hard 
hit by the steel strike and its after- 
math. One builder reports that he 
faces a shutdown.in-January. Another 
plant was closed for a month. Layoffs 
of skilled workers is a major head- 
ache. This effects the economic wel- 
fare of whole communities who are 
dependent on car building as well 
as the industry itself. New orders 
are slow arriving. However, some 
orders a year old are as yet still 
po Te 


SWITCHGEAR-Steel allotments 
in this quarter and the first quarter 
of next year will be about 75 percent 
of the third quarter level for the 
power switchgear, circuit breaker and 
power switching equipment indus- 
tries. Requirements of AEC rams 
will increase in 1953 and 1954. They 
will take 50 percent or more of the 
output of larger types of switchgear, 
it is expected. Also the electric — 
expansion program will place a heavy 
load on the industry. 


MINING MACHINERY-—There’s 
still difficulty in getting scarce items 
of steel. NPA oficials ave promised 
to accelerate the processing of re- 


Let Allen's Technical Service solve your 


sodering, fluxing or brazing problems. 
Write us today about fluxes for all metals. 


Sold thru Distributors 
Send for Catalog 


L. B. ALLEN CO., INC 


6731 Bryn Mawr Ave. 


Stondard and Special Sizes; Steel, Non-Ferrous and in 
Sut, Conventional Peckagne, Spsslal Peckupes and Cele Fake 
A 7288-1/3-8 
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quests for exemptions to inventory 
regulations. Industry spokesmen are 
opposed to open-ending of CMP in 
the first quarter of next year until the 
pattern of recovery from the steel 
strike is clearer. They have asked for 
a priority rating on a par with mili- 
tary and essential defense industries 


POWER CRANES, SHOVELS— 
Annual production capacity will be 
increased to 24,000 units (62 percent 
over the 1951 level) by January 1, 
1954, according to the latest expansion 
goal set by NPA. Capacity for 6,000 


’ 
units is earmarked for the ordnance: 
type of cranes and wreckers. Certifi- 
cates of necessity have been issued 


for practically all the plant expansion 
necessary for the ordnance-type crane 


production, and 80 percent of the 
goal for other types has been covered AN SWER 
TUBULAR HEAT EXCHANG 
F:.RS—Some smaller manufacturers say 
ire not inclined to expand facilities 
until they get some assurance of how 
many orders they will have over the 
next 5 years. The industry as a whole 
is operating at about 80 percent of 
capacity right now, with some short 
age of materials and labor significant. 
Heavy wall steel pipe is the main 
bottleneck. Expansion goal for the 
industry up to 1954 is an increase of Ever bave a packing failure? Then you don’t 
20 million sq. ft. of heat exchanger have to be told the high cost of unscheduled 


surface. This means 40 to 50 per- maintenance and interrupted service. Knowing 


cent more capacity. Only about one a en Fade mgr gis dependable 
dae ‘ packings whose 
thind- t-te etccmnery plant capiaicicn performance has identified them with bectet 
ppie a © Ny sealing—LONGER . . . Belmont’s scientifically 
manufactures exchangers which are formulated and controlled sheet ; 
used to transfer heat in processing Standard items are offered in sheets or rolls 
plants, including condensers, reboilers, . ». compressed asbestos, asbestos metallic, rub- 
stationary and marine feedwater ber sheets in all durometer hardnesses includin 
heaters, jacket water coolers for diesel natural rubber and oil resistant synthetics, cl 
engines and reduction gear coolers. inserted, vegetable fibre and a variety of other 
materials and combinations. Belmont Sheet 
HEAVY FUEL TANKS—The in Packings and Gasket Cutters are sold nationally 
dustry is operating at about 60 percent through distributors. Call yours for service or, 
of capacity on a bare minimum of in- where technical assistance is required, write 
ventory. Volume of business is about direct. Cetalog #40 Aveilable 
equal to or slightly above the recent 
past. About 15 percent of orders are pilin Pi 
defense rated. For the future, the pet HB 
chemical expansion program is ex | BH oes cobs ; 
pected to call for a a number of . meee re dio. to 1e" die. cate 
stainless steel tanks for the next two t ne p rcrapleeretecatag ne 
years. Direct military requirements : siaah to ential 
will be small but such defense-sup — sizes only requires cutter bor 
porting programs as electric power ex raptncomem, 
pansion will have a big influence on 
demand. Stainless steel sheet is ex B 
pected to be in fair supply during the NT 


current quarter, but stainless plate 


may be tight until January 1. PACKING and RUBBER CO. 


pt " ® Butler and Sepviva reets 
PRESS, HAMMER FORGINGS- ‘ a 
Production was not expected to be 
more than 35 percent of normal this : : 
quarter. There’s been a downtum = 
of civilian orders since February, par aaa 
ticularly for smaller forgings. 


sdaliiclel-tislalls it WANE te! 


THERES A BELMONT PACKING FOR EVERY SERVICE 
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PRIME ALUMINUM  PROD- 
A COMPLETE LINE UCTS-—Relaxation of controls is being 
i held up until more is known about 
Machinists the effects of the serious power loss 
Toolmakers in the Northwest this past Summer 
with ratchet handle and Fall. Because of lack of rainfall, 
Combination Pipe 87 percent of uninterruptible power 
Hinged Pipe to A mer sat plants had been cut off 
Steamfitters up until September 3. There is a 
Sheetmetal Workers possibility of a loss in aluminum pro- 
Milling Machine duction of up to 119 million Ibs. 
Drill Press Also, Shadi: Pra Roe for aluminum 
Utility products is reported. DPA officials 
Home Shop say the government must resume 
stockpiling as soon as possible to be 
ready for an emergency. 


REFRACTORIES—The expansion 
goal for basic refractories has been set 
a capacity of 140 million 9-in. equiva- 
Each Vise packed in lent by January 1, 1954. It was 75 
million at the beginning of 1951. For 
insulating fire brick refractories, the 
goal is 56 million, compared with 43 
million capacity in 1950. Tax amor- 
tization certificates which have already 
been issued are sufficient to meet both 
ATHOL PROTECTS ITS DISTRIBUTORS. Athol Vises are never goals. 
sold direct—only through recognized distributors. All distributors, 
whether large or small, receive the same consideration. aol gor mayer eet “v4 

, eo RS , > M: NERY-—By January 1, 
ATHOL builds the complete vise in its own foundry and machine 1954, the industry is Fm o- 
shop. meet an expansion goal of $11 million 


Athol Machine & Foundry Co. Athol, Massachusetts | investment in additional productive 


an individual carton 

















Distributors’ Sales are 


WHAT IT TAKES TO BUILD THE MOST ». | ' 
COPIED OF ALL ROTARY PUMPS = » |_| Good and Profitable 


pe | The 
EXPERIENCE ond : B oy 











of the 
VIKING PUMP COMPANY 





CAR MOVERS 











@ BADGER Car Movers 

are very necessary 

equipment in railroads, 

mines, oil refineries, 

quarries, warehouses 

coal and building 

yords, etc. 

every side track 

. eg . . is @ potential 

Slide rule, graph and drawing paper are basic in developing rotary pump ideas. sale. 

The answer to Viking leadership, however, is beyond these basic materials. 

Viking’s store house of ideas holds thousands of feet of micro-filmed installation 
facts and drawings. Their use, plus continual 
experimenting and testing of new ideas pro- 
i h ke Viki ied @ These Cor Movers 
duces results that make Viking the most copi are adaptable to all 
of all rotary pumps. railyard conditions and 





some distributors 
been doing good b 


Send for descriptive folder 52SMM today. — — } ‘for 


more than years. 
We urge thn. to buy 
thru their — aie 
tributor 


Pump Company sell ‘only tora them.” 


Cedar Falls, lowa 
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capacity. About half the necessary 
expansion has been applicd for. 


ELECTRONIC GLASS ENVE- 


LOPES—Production increase of 1.3 
million blanks over the 1951 capacity 
is called for in the expansion goal. 
Included are blanks for electric light 
bulbs, radio tubes, and similar elec 
tromic items 


KE.NAI FIBER—This _ product, 
grown chiefly in Florida, Cuba and 
Mexico, can be substituted for jute 
in certain carpet yarns, wrapping 
twines and ropes. Investment of $1.5 
million in new facilities for process- 
ing is needed for the 1952 crop year 


ACID-GRADE  FLUORSPAR 
The goal is 300,000 short tons in 
1953, an increase of about 155,000 
tons over 1950. 


LIMESTONE, DOLOMITE—An- 
nual production will be 115 million 
short tons by January 1, 1955, if the 
expansion goal is met. This is an in 
crease of 12 million tons over 1951. 


PRECISION-TYPE OPTICS—The 
interim expansion goal calls for heavy 
capital investment by January 1, 
1955. It includes military items such 
as bomb sights, range finders, peri- 
scopes, and telescopes. Certificates 
have been issued for $5 million of thé 


goal 


ANTENNAS—Opening of new ‘T'V 
stations increases demand for home 
type antennas, particularly larger units. 
Replacement market has more than 
doubled, and over-all demand is well 
ahead of the first half of the year. 
Allotments kept up with producers’ 
demand for materials through the 
third quarter, but much more alum- 
inum, steel and copper is needed now 
and-all of it may not be available. 


PERMANENT MAGNETS-—The 
industry reports a high recovery of 
cobalt, nickel and other scarce mate- 
rials from scrap. About 80 percent of 
the industry’s output is directed into 
defense and defense-supporting pro- 
duction of electronics equipment for 
radar systems, atomic research pro 
grams and loudspeakers. It is ex- 
pected that some relief will result from 
NPA permission to use high-impurity 
scrap for certain novelty and other 
ron-essential items in cases of hard- 
ship. 


PRANSFORMERS-—AEC and as 
sociated utility requirements on the 
power transformer and distribution 
transformer industry will have a heavy 
impact through 1953 and 1954. In 
certain categories, production will 
have to be increased 50 percent or 
more, according to NPA officials, 


Convenient make-up, 
symmetrical runs. 
with “K” Fittings | 


Due to chamfered entrances and clean threadg 
“K” screwed fittings are easy to start and 

up. “K” flanged fittings have accurately mill 
faces and exactly spaced bolt holes, making 
convenient to connect. These are advanta 
which save time and assure tight joints. 


Skillful molding and precise machining give “ 
Fittings correct angularity, the essential fact 
of symmetrical runs. 


Since we manufacture fittings exclusively, 
business depends upon making them satisfact 
to plumbing contractors and plant engineers. 
success of our efforts is indicated by the n 
ous plant expansions which have been requir 
to supply the demand for “K”’ Fittings. 


We urge piping contractors and industrial buyers 
to order fittings from distributors who handle 
the Kuhns line—the fittings identified by the 
“K” trade-mark. 


CAST-IRON FITTINGS 





THE KUHNS BROTHERS COMPANY 
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The plier 
CT 


IPSOLETES 


all others 


THE NEW No. 420 


CHAN yg, LOCK 


1. Interlocking principle prevents 
slipping under any load. 2. New 
type wide base lugs cannot shear. 
3. New nose design for gripping 
small objects. 4. Patented design 
of tension edge eliminates stress 
concentration at channels. 8. New 
interlocking design minimizes 
stress on joint bolt. 6. Precision 
machined interlocking surfaces re- 
sult in perfect fit, distributing 
pressure evenly. 7. ‘Rite Angle’ 
teeth guarantee maximum bite 
and minimum wear. 


Here is a plier that will last for 
years! Channellock Pliers—made 
only by Champion DeArment Tool 
Co., Meadville, Pa. 


(Renwetach pe) we) uted 8 he 
Vetoe Pages of man! leteghens 
aa DEON rua, euunesd = — 
2S a Ste, 


CHAMPION DeARMENT makes @ 


Steel allotments for the first quartet | 

| are to be 80 percent of the current | 

quarter's level. This is 20 apes 
¢ elec- 


| more than most segments of t 
trical equipment and other industries 
are receiving, officials said. Copper 


is expected to be ample but not | 
abundant, and aluminum is improving. | 


WATER TREATMENT EQUIP- 
MENT—Order backlogs range from 
45 days to 12 months for this equip- 
ment used to filter, soften and purify 


water. Production is higher than last | 


| year, but there is still idle uy sea 
that could be used if materials loosen 


up 


GAS UTILITIES—Total miles of 
utility gas main has increased from 
387,500 miles in 1950 to 406,600 
in 1951. The expansion goal for 
1953 calls for 24,900 miles of new 
construction. By 1955, gas sales are 
expected to increase 23 percent over 
sales this year 


Supply of Broaches 
Coming Into Balance 


Demand and supply of broach cut- 
ting tools is coming into balance, in- 
dustry spokesmen reported recently. 


Most types of broaches are running | 


up to 16 weeks for delivery, however, 


with jet engine broaches up to 30 | 


weeks. 


The industry has trouble obtaining | 


spline grinders. NPA officials said a 
group production order might solve 
the problem. 

NPA officials predicted that the 
first quarter of 1953 would show con- 


siderable improvement in the supply | 


of most machine tools, since orders are 
beginning to drop off in many plants. 

Broaches are used for the manufac- 
ture of automobile engines and other 
mas-produced parts. Special jet-engine 


broaches are used for compression | 


wheels, turbine wheels, and other parts 
of the jet aircraft engine. 

Demand for jet engine broaches is 
expected to be greater in the next 6 
months. 





FOR IMMEDIATE DELIVERY 


One enterprising washing machine 
retailer has found that over twice as 
many washers are sold on Monday as 
any other day in the week, according 
to Electrical Merchandising, McGraw- 
Hill publication. His research showed 
that August is the best month for 
sales, and that a good Saturday usual- 
ly indicated thet a good Monday 
would follow. 








HYDRAULIC PUMP OILERS 
Mechanics and millwrights know the 
wisdom of regular oiling. Eagle hy- 
draulic pump oilers with rigid straight, 
rigid angle and flexible spouts make 
this job easy. All size and type spouts 
are interchangeable. Convenient thumb 
lever controls flow. There is a type 
and size for every purpose. Order from 
your distributor. 


MANUFACTURING COMPANY © Wellsburg, West Vo. 
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1975 Iron & Steel Needs 
Will Be 55 Percent Higher 


What's the materials outlook for 
1975? 

For iron and steel, requirements 
will probably be 55 nepntiel tome than 
they are today, or a total of 185 mil- 
lion tons, according to a recent Gov- 
ermment survey. 

Here’s the long range outlook, ex- 
tending far ahead of most day-to-day 
materials surveys from Washington, 
as revealed in the report of the Pres: 
dent’s Materials Policy Commission, 
titled “Resources for Freedom.” 


Big Rise Seen in Ferrous Metals 


Iron and steel. Prospective supplies 
of iron and steel material for the 
United States are such that market 
processes, supplemented by tax incen- 
tives, can be relied on for normal 
needs. The industry is actively de- 
veloping new sources of ore, building 
new capacity under the stimulus of ac- 
celerated amortization and _ experi- 
menting with new technology 

Iron is among the most abundant of 
metals, constituting nearly 5 percent 
of the earth’s crust. In the form of 
foundry and steel mill products, it 


provides four-fifths of the metal con- 


sumed in the United States. 

During the present century, the iron 
and st = industry in the U. S. has 
shown remarkable growth. — in- 
creased by 350 percent from 1900 to 
1925, and b almost another 100 per 
cent from {925 to 1950. Estimates 
of possible domestic requirements for 
iron and steel, based upon projections 
in the end-uses of various iron and 
steel products, indicate a possible de- 
mand for 140 million tons of steel 
ingots and 25 million tons of iron and 
steel castings in 1975. Foreign de- 
mands, arising from industrial expan- 
sion in the more advanced countries 
from the economic development of 
backward areas, may well call for in- 
creased exports from the United 
States, both directly in the form of 
steel mill products and indirectly in 
the form Fipot containing steel. 

To meet these demands, it is possi- 
ble that as much as another 10 mil- 
lion tons of ingots may be required. 
Such increase would carry the total 
ingot requirement to 150 million tons 
and the total iron and steel require- 
ments, including castings, to 185 mil- 
lion tons. These estimates suggest 
that requirements in 1975 may be 
about 55 percent larger than they were 
in the middle of the century. 

The availability of iron and steel 
scrap, an alternative material, will 
determine the quantity of pig 
iron needed by steel mills and foun- 
dries, and the materials and facilities 


ABRASIVE BELT, WHEEL, 
| and CARBIDE TOOL GRINDERS 


POLISHING and BUFFING 
MACHINERY 


The experience gomed in 70 years of designing and budding 
quolity machinery is wget responsible tor the position 
Hammond Grinding and Polishing Machinery hos today 

ln plant after plant where efficiency ond — 
formance is @ measuring stick —Mommend Mac 
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TOOL COMPANY 
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FLEXIBLE SHAF 
MACHINE 


Means More Profit for 
Customer .. . a Sales 


tunity for YOU... 


Here's an attractive sales unit for the in- 
dustrial distributor ...and a market as 
broad as the metal-working and serv- 
icing industries. 


For dressing < ao grinding, drilling, 
Mall Flexible Shaft Machines provide 
convenient, fast, lightest-weight power 

or horizontally. 

The heavier-duty, constant speed motor 
provides power reserve nearly three 
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for details regarding sales representation 














BETTER 
WELDED 
CHAIN 


required for its production. At the 
probable level of iron and steel output 
during the 1950's, an adequate supply 
of obsolescent scrap will be difficult to 
obtain. 

Accordingly, the supply of obsolete 
scrap, running around 22 million net 
tons in 1950, will be little larger in 
the years immediately ahead, and the 
share of scrap in the metallic materials 
fed to furnaces will therefore decline 
and the share of pig iron will have to 
rise. 

For the longer future, the prospect 
is more encouraging. ‘The stock from 


| which obsolete scrap can be drawn 


for every industrial purpose, for 
every essential industry-——wherever 
chains are needed, you'll find 
Wesco Chains doing a better job be- 
cause they are better welded chains. 


PROOF COIL CHAIN 
BBB COIL CHAIN 
SLING CHAINS AND 
LOG CABINS 


RAILROAD CHAIN Write for the Wesco Industrial 
Chain Catalog 


WESTERN CHAIN COMPANY 


1819 BELMONT AVENUE e CHICAGO 13, ILLINOIS 


WRITE FOR MICRO-MASTER’S PROMPT DELIVERY PLAN 
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PROMPT DELIVERY 
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CO we 
DIAL TEST INDICATORS 
No increase in price 
still priced at only $18 each. 


Mi 10°C VEY 1 bo. 


2733 N. CRAWFORD AVENUE 
CHICAGO 39, ILLINOIS 
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| during the 1950’s will have been re- 
| plenished from the high level of iron 


and steel production during the 
1950's. It may be assumed that the 
supply of obsolescent scrap in any 
vear will be equivalent to roughly one 
third the annual output of finished 
ferrous products during a period 20 
vears earlier. With such output at 
about 100 million tons during the 
early 1950's, it is not unreasonable to 


27? 


| conclude that as much as 32 million 
* tons of obsolescent scrap may be avail 


able in 1975. 


Additive Metals to Increase 


Manganese has its principal use in 





RUBBER 
HOSE 


ASSEMBLIES 


For Machine Tools and Equipment 
of Every Make and Description 


VARI-PURPOSE HOSE ASSEMBLIES 
HYDRAULIC HOSE ASSEMBLIES 
PAINT SPRAY & AIR HOSE ASSEMBLIES 
LUBRICATION HOSE ASSEMBLIES 
For use with the following: 


Gasoline Paint 


Grease Pneumatic 
Grinding Oi) Seotvents 
Hydraulic 


acquer Steam 
oo Thinners 
Oxygen Welding 


Deliveries Immediately 
from Stock! 


COMPLETE CATALOG 
AVAILABLE UPON REQUEST 
Se Be ai ta : } 
CARLYLE RUBBER CO. INC 


62-66 Park Place, New York 7, N. Y 
Digby 9-3810 





the production of ordinary carbon 
steel, and use expands directly with 
steel output, so that by 1975 the free 
world demand is expected to be 
roughly 60 percent greater than in 
1950 

If steel production in the U. S. ap 
proaches 150 million tons by 1975, 
the corresponding manganese require- 
ment under current practices will be 
about 2.5 million tons of ore of the 
grade now being used (46 percent aver- 
ge If allowance is made for some 
increase in the proportion of high 
manganese stecls, 2.7 million tons may 
be required 

Under present development plans, 
the free world’s manganese output can 
probably increase from 3 million tons 
of high-grade ore annually to about 
4 million tons. Expansion would de 
mand major new mining projects. 
Reserves are abundant. Proposed war 
time measures may prove to be com- 
mercially profitable even under normal 
peacetime conditions, especially con- 
servation of high-grade ore, recovery 
from flue dust, and use of ferro-man- 
ganese substitutes. 

U. S. demand for additive metals 
other than manganese — chromium, 
nickel, molybdenum, cobalt, tungsten, 
vanadium and clumbium—is expected 
to increase during the next 25 vears 
at rates equal to or greater than the 
expected doubling of the national out- 
put of goods and services. 

The peacetime demand for cobalt 
is projected to quadruple, that for 
molybdenum and tungsten to increase 
to more than 24 times 1950 consump- 
tion, and that for chromium and 
nickel approximately to double. 

Domestic supply and needs of 
molybdenum and vanadium should be 
substantially adequate in 1957, but 
dependence upon foreign sources for 
the other additive metals will probably 
continue. 

Additive metals used in alloys of 
steel and iron are referred to as the 
ferro-alloy metals, which in recent years 
have provided nearly a tenth of the 
output of the steel industry. Alloyed 
with nonferrous metals or with one 
another, the additive metals or their 
compounds are virtually indispensable 
in certain applications. 

Despite a generally favorable out- 
look with respect to physical avail- 
ability, adequate supplies throughout 
the next 25 vears cannot be taken for 
granted. 


Nonferrous Metals 
Copper. In spite of the expected 


substitution of aluminum and other 
materials for copper in many uses, the 
demand for copper in the United 
States can be expected to grow sub- 
stantially over the next 25 years, pos- 
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on new, fast-moving welding item 


P«H Maintenance Pack! 


A group of selected electrodes for maintenance welding 
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There’s big money in small-quantity 
sales of electrodes, with the P&H 
Maintenance Pack. 


It’s a handy package your cus- 
tomer likes. He no longer has to 
buy seldom-used rods in quantities 
larger than he needs. Instead, he 
can keep some of each type on hand 
economically — and get replace- 


WELDING DIVISION 


HARNISCHFEGER 
CORPORATION 
4683 WEST NATIONAL AVENUE 
MILWAUKEE 46, WISCONSIN 
POWER SHOVELS e CRAWLER AND TRUCK CRANES 
@ OVERHEAD CRANES @ HOISTS @ ARC WELDERS 


AND ELECTRODES @ SO/L STABILIZERS @ DIESEL 
ENGINES @ PRE-FABRICATED HOMES 


Approximately 325 ibs. of 


electrodes in small, conveni- 
ent pockoges. $125.62 


Sturdy plywood display stend. 
You retail for $167.50 


You Make $41.88 Profit! 


| £Osting r P 
Pairs. ACor Dc. 


ment packages from you as 
needs them. 

Let these packaged electrodes 
build both your over-the-counter 
and off-the-truck sales. Order P&H 
Maintenance Pack Deal No. 3 from 
your nearby P&H welding distribu- 
tor. If you don’t know who he is, 
send coupon below for his name. 


Tear out coupon and mail today! 


SVVSV VP BBP eee BeBeeeeeeeeea 
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HARNISCHFEGER CORPORATION 
4683 W. National Ave., Mil kee 46, Wis. 
Send me name of my nearby 

P&H welding distributor. 
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Reliant "O'Ring 


Pio ood 


Reliant Industries 


Quickly reversed 
Teele iateMclaleme)i 


the handle | 
Va Lowell sacs. 


. REVERSIBLE RATCHET WRENCHES 
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LOWELL WRENCH CO. [:"":: 








for concomitant growth in scrap avail- 


( a ze, 
ability, an increase at this rate would . m. 
by 1975 require about 200,000 tons | can get it for { can deliver the 
more new lead per year than were e 
available in 1950. Although vigorous 
efforts should be made by th indus pump 
try and Government to maintain out- 
put, the best that can be hoped for 
is that domestic mine production will 
not decline by more than 50 percent 
by 1975. 

During the past 50 years apparent 
consumption in the U. S. just about 
y carr ed. Mine production doubled 

_ the first 25 years but subse- 
quently declined, so that 1950 produc- 
tion was one-third less than the peak 
in 1925. Production from scrap grew 
steadily, but did not entirely offset the 
decline in mine production. With 
domestic mine production for 1975 es- 
timated at 300,000 tons at best, and 
scrap production at about 750.000 
tons, fully one-half of the total pro- 
jected needs would have to be satis- 
fied through imports . 

In 1950 all other free countries to- 
gether consumed about 844,000 tons 
of new lead and produced from their 
mines 1,214,000 tons. The demand 
for new lead in the rest of the free 
world is projected to grow by approxi- 


mately 78 percent—to a level of 1.5 Whi ty eds * 
raillion tons—by 1975. t by t 

Within the limitation of existing ic is ri us or 
reserves, expansion possibilites are on 

















the whole good but are most probably T | t be 5 
inadequate to support the indicated se s e U m & 
necessary increase in lead production. 


As imports and general demand grow, You can win new customers and please old ones 
a larger stockpile will be required. by having pumps when they want them. Here’s how 


Zinc. The demand for zinc in the to do it: 
United States can be expected to grow Order an initial stock of pumps from Goulds to- 
roughly two-fifths on teat on he total day. They will be delivered to you in a few weeks. 
national output of goods and services. As voces pumps out of stock, reorder immediately 
Long-run domestic mine production, mae i eg you will always be ready to deliver on 
pert a Ns | pa nape - . ey adv by on the most salable items to stock, for 
measures to encourage exploration and Gonlds B: —— a a call your nearest 
production cannot be expected to ex- ranch or write Pump Headquarters. 
ceed 700,000 tons per year, which is 
little more than the current level of STOCK THESE “ALL AROUND” GOULDS PUMPS 
output. e, 

The United States supply of zinc 
in 1950 totalled 1,075,000 short tons. 
With the major exception of rolled 
zinc, the consumption of zinc in most 
uses is expected to rise through the 
period to 1957. If mineral exploration 
and production are successfully pur- Fig. 3769—Single stage 
sued, the industry should be able to centrifugal 
maintain a rate of production of be- 

a ROB cL 

tween 600.000 and 700,000 tons | 
yearly through 1975, at about the C t 
present real cost of zinc. Scrap return u - — 
around 1975 can be regarded as some om © 
100.000 tons. 

The 1950 consumption of new zinc 
in other free countries has been esti- 
mated at 1,061,000 short tons. De- 
mand can be expected to continue to Self-priming centrifugal u 





Fig. 3640—Close-Cupld 
centrifugal 
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grow during the coming 25 years, pos- 
sibly reaching a level of 1.7 million 
tons by 1975, an increase of 61% 
over the 1950 level. In order to meet 
this demand along with indicated 
United States import needs of 800,000 
tons, foreign free world mine produc- 
tion would have to be on the order of 
2.5 million tons, almost double the 
1950 level of output. Assuming both 
a favorable political and economic 
climate for world trade in metals and 
their ores along with steady explora- 
tion efforts, the zinc outlook for the 
next quarter century is expected to 
be adequate to meet the growth in 
demand with little or no increase in 
real zinc costs. 
Tin. The possibilities of continued 
production of newly mined tin, to- 
FOR YOUR FILE ORDERS gether with an expected increase of 
18 percent, appear adequate to mect 
Carson Newton Distributors can be sure that they have the demand. die ye & te- 
the right file for any job their trade may have, that it will quired against the threat of interrup- 


tion to the flow of tin by war or politi- 
give satisfaction and bring repeat business. cal disruption. We must be prepared, 


in an emergency, to reduce the use of 
Today our plant is at top speed serving AMERICA. tin through redesign and _respecifica- 


Perhaps we can serve you. tion. 

With the United States dependent 
on imports for almost 100 percent of 
its supply of new tin, consumption of 

hey . tn: : 50 w: 
YOU CAN’T BUY OR SELL A BETTER FILE tin in the United States in 1950 was 


about 93,000 long tons (71,000 tons 
CARSON-NEWTON CO. BELLEVILLE, W. J. 


“ALLIGATOR” “CARSON”-“NEWTON” 


SWISS PATTERN AMERICAN PATTERNS 











Rod Cutting 
at High Speed 


with the New 


DI-ACRO ROD PARTER 


The DI-ACRO Rod Parters further increase the applicati 
T : AC ; Par pplications of 
DIE-LESS DUPLICATING” as a cost-cutting, time-saving pro- 
duction technique 
De you require precision? The DI-ACRO Rod Parters hold tolerance N magi 
to .001" on duplicated cuts. The ends are square, and roundness jo More Rum ging 
maintained . <I Through Stacks of Drills 
De you went speed? The Rod Parters exceed output of other methods Sell it to industrial plants, hard- 
with equal accuracy, on rods and bars up to ‘4". Torrington Roller ware stores, stock rooms. The en- 
Bearings incorporated in an exclusive multiple levera arrangement tire stock of drills can be seen 
provide remarkable ease of operation in both heavy and light materials. et a glance. Compartments with 
DI-ACRO Power Parter has air cylinder cushioned rounded bottoms hold dozens of 
for quiet and efficient operation. Each cutting cycle drills. Huot’s built-in inventory 
obtained with 4-way foot valve— leaving operator's system does away with cost sheets 
hands free “? sales. 1412” long, 
GET “DIE-LESS DUPLICATING” CATALOG 4 Yo" deep. Hammeriin 
and dealer information—add to your sales with— Seed. came finles oe ae. 
DI-ACRO Benders, Brakes, Shears, Rod Parters, Dispensers for: Fractional, number 
rs. Notchera, Punches. Write today = } and letter drills. 
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of new tin plus 22,000 tons of old 
scrap). Demand here has been pro 
jected to increase somewhat over 25 
percent during the coming 25 years, 
from 93,000 tons in 1950 (including 
new and old tin) to about 118,000 tons 
by 1975. Many economies achieved 
in the use of tin will be permanent 
changes of practic« 

Consumption of new tin in the rest 
of the free world in 1950 was 72,600 
long tons; mine production was 163, 
000 tons. Net exports to the U. S. in 
the same year were 108,656 tons. Cur 
rent production in the exporting coun 
trices was thus some 14,000 tons less 
than total consumption plus exports 
to the U.S., the difference being made 
up by drawing on stocks. Increase is 
projected at a level of 109,000 tons 
bv 1975, or 50 percent above new tin 
consumption in 1950 

Ihe total free world demand for 
new tin is estimated as rising to 193, 
000 tons by 1975, an increase of 18 
percent. The physical basis exists for 
expanding output in the major tin 
producing countries to the needed ex 
tent, and the reserve situation is good, 
is is the expectation of future dis 
cover;ices. 

Aluminum. The United States and 
the rest of the free world are in a 
favorable position to meet the tremen 
dous anticipated demand for alumi 
num. Not only are present uses ex- 
pected to grow vigorously, but new 
uses will undoubtedly appear. Further 
more, if copper, lead, zinc, and tin 
continue in short supply or remam 
relatively expensive, aluminum can 
continue to be increasingly substituted 
for those metals, as well as for other 
materials 

Future demand for aluminum may 
quite possibly quintuple over the pe 
riod 1950 to 1975, both in the United 
States and in the rest of the free world. 
Accordingly, by 1975 the United 
States consumption of primary alu 
minum might be in the neighborhood 
of 3.6 million tons and that of the 
rest of the free world about 2.4 mil 
lion tons 

During 1950 the United States con 
sumed 1,205,000 short tons of alu 
minum, including scrap. Aluminum 
consumption has grown ninefold in 
the last 25 vears. Postwar consump 
tion is now about four times that of 
1940 and more would be consumed 
if available 

Domestic primary capacity is sched- 
uled to rise to about 1.5 million tons 
by 1954. Consequently, the projected 
level of demand for 1975 would re 
quire a further increase in capacity of 

million tons or an additional 14 
times the scheduled 1954 level 

The reserves of bauxite (the ore of 
aluminum) available to the free world 
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Ernest S$. Theiss, Davey Compressor Co. Chief Engineer (left), watches as E J. Weigand 


starts to assemble compressor head 


MONG the leading manufacturers which have standardized 
for many years on Columbian Vises is the Davey Com- 
pressor Co., Kent, Ohio. 


This company. the world’s oldest builder of air-cooled 
portable compressors, uses Columbian throughout both its air 
compressor and truck power take-off plants. In addition, Davey 
incorporates Columbian Vises into its famous Mobile Machine 
Shops. The latter are complete truck-mounted maintenance 
and repair depots. 
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countries outside of the Western 
Hemisphere appear to be adequate to 
meet expected demands to 1975 and 


9 = ek ‘i 5 : beyond. 
a Pee In the long run, the United States 


will benefit by drawing aluminum 


BELT FASTENER No. 5 ee | from the lowest cost sources, since that 


will help keep the real costs of alu- 


for conveyor belts a minum down to the United States 


consumer. 
; | Magnesium. Magnesium can be ob- 
Specially designed to permit Sa! tained at moderate cost in unlimited 
and method of e | amounts, but its large-scale use awaits 
easy ; g 
adding to, or reducing length og — technical improvements in alloying 


“3 and fabricating the metal. Magnesium 
of belt. Just pull the hinge | ay | is the lightest of all util oan 
pin to open joint. yes ‘s in common use: two-thirds the weight 


of aluminum and less than one-fourth 
that of steel, and its largest use is as 

an alloy in aircraft construction. 
Capacity of United States magne 
PLATEGRIP for dust-tight sium plants total about 130,000 tons. 
permanent joints. HINGE Domestic primary production may 
PLATEGRIP for “add-on” reach 500,000 tons in 1975. The mar- 
ket for magnesium in 1975 might be 
belts. REPAIR PLATES for anywhere from 100,000 to 1,000,000 


patching worn or repairing tons, depending on the technologic 

torn belts. progress made. A national magnesium 

stockpile is required because of the 

Write for Catalog Sheets. great disparity between wartime and 
peacetime needs. 
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beyond present token stages as the 
power shortages ease in Europe and 
as peacetime uses of magnesium be- 
come more prevalent. 

Titanium. In view of many poten- 
tial military applications for titanium 
and the strategic and tactical ad- 
vantages that its use would afford, it is 
highly desirable that an intensive effort 
be made to develop large scale, low- 
cost production as quickly as — 
Output has increased from a few tons 
in 1948 to about 700 tons in 1951; 
by the end of 1952 the rate of annual 
production is expected to be on the 
order of 5,000 tons. The demand for 
titanium over the next 25 years may 
therefore be cither relatively small or 
fairly large, depending upon the speed 
and success with which technological 
problems are solved. The titanium in- 
dustry will likely be operated on a 
small scale until better processes are 
developed and will look primarily to 
the Government for financial en 
couragement and for its principal mar- 
ket outlook. 

Zirconium. In 1950 approximately 
25 thousand short tons of zircon was 
consumed in the United States, and 
about 25 short tons of pure zirconium 
metal. While estimates of reserves are 
little more than speculative, United 
States reserves alone are judged by in- 
dustry and Government experts to be 
ample for the next 25 years even 
should the demand for zirconium 
metal increase 50-fold by 1975 and 
all other uses should double. Free 
world mining and concentrating facili- 
ties are ample and apparently could 
readily be expanded. Nevertheless, the 
national stockpile of zirconium ores 
must be retained as insurance. 


Rubber Growth Vigorous 


The consumption of rubber in the 
United States can be expected to con- 
tinue to grow vigorously, possibly 
doubling over the next 25 years. An 
even greater rate of increase can be 
expected in the other free countries, 
so that the total free world demand for 
new rubber about 1975 may possibly 
be around 24 times 1950 consumption 

The total actual consumption of 
rubber in the United States in 1950, 
after adjusting for inventory changes, 
amounted to 1,620,000 long tons of 
new and reclaimed rubber, an all-time 
peak. Within that total consumption 
there was about 738,000 long tons of 
natural rubber; 582,000 long tons of 
synthetic rubber, making a total of 
1,320.000 long tons of new rubber; 
and 300,000 long tons of reclaimed 
rubber. 

United States consumption of rub- 
ber, new and reclaimed, may reach 
3.3 million long tons by 1975. Re- 
claimed rubber production may be 
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A new line, a complete line, of ultra modern design. Developed 
and engineered by professional users, it more than meets the most 
exacting needs. 

Behind the manufacture of Fairmount Socket Wrenches are 
many years of precision craftsmanship. Every piece of steel 
accepted must pass rigid chemical and magnetic tests for surface 
and subsurface defects. Advanced metallurgical knowledge and 
heat treating methods give the ultimate in strength — maximum 
power combined Ww ith compactness. 

A wide range of sizes and attachments in four drives — Heavy 
Duty, Standard, Light and Midget —to fill the most rugged 
assignments or with strong, thin walls permitting access to closest 
of quarters. Fairmount Socket Wrenches have unusual eye-appeal, 
too. All processed by modern polishing methods and triple 


chrome plated 


A profitable line to sell. Write for catalog 
and full distributive information. 


FAIRMOUNT 


jgelels FORGING, INC 
10611 io Ave., Cleveland 6, Ohio 
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ATLAS 


CAR MOVERS 


MOVE 
PRODUCE 
QUICKLY 


within the 
circle 


GREATER need for Car Movers 

is indicated by the present 
freight car shortage. Your cus- 
tomers who ship and receive freight 
need the ATLAS Car Mover best 
suited to their particular job. Be 
ready to supply them. ATLAS Per- 
fect Spurs are also a good sales 


item. Get more information now. 


George Means Business! /avezstiscises 


1421-25 So. 2nd St. Milwaukee 4, Wis. 











No doubt about it—when George sees something that 
will benefit his business, he acts... and acts fast! : 

Like the other day when he spotted the hard-hitting Sta less Steel 
Punch-Lok advertisement in his favorite industrial i <a! 3O) RBS INS) 
magazine. ‘Just what we’ve been looking for,” he ex- | = 
claimed, ‘‘Wait till I show the boys how I’ve solved ! SCR EW S = Pa 
that clamping problem of ours’’! 2| NU T S 

Then what did he do? HE DID JUST WHAT THE AD 2} 

SUGGESTED. Hecalled his near-by Punch-Lok Distributor. “WASHERS 4 

Typical of thousands of design, production, pur- 
chasing and maintenance men throughout the country 

readers of such publications as Machine Design, Pur- 
chasing, Mill and Factory, Product Engineering and STAINLESS STEEL 
Contractors and Engineers Monthly— George makes it a BOLTS SCREWS NUTS 
habit to keep his eyes open for better products and eochioe Machine Hexagon 
better methods. o_ we 

Yes Sir, George means business—and Punch-Lok WASHERS 
advertising means business, too... business for you! All Types RIVETS 


A Complete Line 
Available from Stock 





1p >quare 
Wood A 


All Types FITTINGS 


All Types 


zO The Sign of GOOD Hose Clamps 


Write for the new general Punch-Lok catalog 


si € s 


stainless 
COMPANY SCREW & BOLT CORP. 


15 Church S# New York 7, N.Y 


321 North Justine Street * Chicago 7, Iillinois co *>> 
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expected to supply about 500,000 long 
tons by 1975, compared with 313,000 
in 1950. Given a projected total de- 
mand of 3.3 million long tons by 
1975, and reclaimed rubber produc 
tion of 800,000, new rubber supplies 
would have to be some 2.5 million 
tons 

In 1950 consumption of rubber in 
other free countries amounted to some 
950,000 long tons, of which about 
785,000 was natural rubber, 125,000 


reclaimed, and 40,000 synthetic. On | 
the supply side, natural rubber pro- | 
1.855.000 long | 


duction was about 
tons; synthetic 58,000; and reclaimed 
about equal to its consumption, 125,- 
000 tons. 


ber, covered net shipments to the 
United States and countries outside 
of the free world. It is possible that 
the 1950 rate of natural rubber pro- 
duction, 1,855,000 long tons, could 
be doubled by 1975. 

Taken together, free world demand 
for new rubber, as projected, would 
total some 5 million long tons by 
1975. If natural rubber production 
does expand to what appears to be 
the most reasonable outside limit of 
2.5 million long tons by 1975, and 
if the total amount is available to the 
free world, synthetic rubber supply 
would need to provide 2.5 million 
long tons by 1975 (50 percent of new 
rubber consumption), as compared 
with slightly over one-half million 
long tons in 1950 (25 percent) and 
less than one million tons in 1951. 
In view of the U. S. ability to expand 
synthetic rubber capacity, no serious 
scarcity is expected to arise during the 
next 25 years. 


Chemical Industry Flexible 


The chemical industry differs from 
other industries chiefly because it has 
tremendous flexibility, both in the raw 
materials it utilizes and in its process 
ing techniques. It has a unique fa- 
cility for processing abundant raw ma- 
terials not only into products suitable 
as substitutes for other materials, but 
also into new materials having new 
properties and superior to anything 
previously known. 

The quantity of prime and inter 
mediate chemicals needed by 1975 to 
supply the basic needs will have to be 
nearly three, and perhaps four, times 
that consumed in 1950. In general, 
no long-range bottlenecks are foreseen 
for the basic materials. Given time, 
there should be plenty of all the raw 
materials required for the chemical 
industry, even though in some cases 
at a slightly higher cost. Careful at- 
tention must be given to the question 
of training scientists and technologists. 
\ continued shortage here would be 





TWO OUTSTANDING 
PRODUCTS OF 
BURG TOOL MFG. CO. 





The excess production of 
1.1 million tons, mostly natural rub- | 





BURGMASTER 7aéser 
meand | PROFIT Vee , 


MOUNTS ON %"—16” THREAD ALSO AVAILABLE 
#2 MORSE 
TAPER 


SHANK 


RANGE +10-1" N.F. 
POSITIVE DRIVE 
SIMPLE CONSTRUCTION 


ALL GEARS OF ALLOY STEEL 
HARDENED AND GROUND 
COMPACT 


ONE TAPPER COVERS THE RANGE IN SIZE 


OF SEVERAL TAPPING HEADS 


RUBBER-FLEX TAP CHUCK INTEGRAL 
WITH SPINDLE 


SMALL SIZE WITH LARGE CAPACITY... @ééa2ed 


® Thread to size @ Fast, easy tapping @ long 
service-free life @© No pressure required on tap 

Write Now.. 

FOR CATALOG. .to 


ey BURG TOOL MANUFACTURING CO. | 








Los Angeles 34, California 


® Longer tap life ® Less operator fatig 
3743 Durango Avenue * 


ist imm kel) ena} 4 
NEQPRENE MOUNTED FLOATING TOOL HOLDERS 


Another Outstanding Product of 
BURG TOOL MANUFACTURING co. 


SELF-CENTERING 


(ELIMINATES COSTLY SET-UP) 


REAMER AND 
TAP HOLDER Aa 
FULL-FLOATING © POSITIVE DRIVE 4 
OIL-RESISTANT NEOPRENE MOUNTING 
REDUCES TOOL BREAKAGE 


SIMPLE CONSTRUCTION 


(ONLY FOUR MAIN PARTS) 


(8) Write for information ... Dealer inquiries invited ‘ 
BURG TOOL MANUFACTURING CO, Dept. 017 


3743 DURANGO AVE. e LOS ANGELES 34, CALIF, 














RELEASING 
TAP HOLDER 
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an IMPORTANT name 


in today’s economy. . 


| 4 


FHP BELT 





STEEL CABLE GRIPBELT 


sureR GRIPDELT 
ear» # GRIPROLL 


GRIPLINK 
DOUBLE V GRIPBELT 


e® Se 


DIE CAST FHP CAsT IRON 
BUSH TYPE 
T h e VARIABLE PITCH 


presseD STEEL = Distributors’ Line 
* 


Truly 
the Complete 
V-Drive Line MULTIPLE GROOVE 


CAST IRON 


an especially serious impediment to 


the development of the industry. 


On the assumption that the ratio 
of chemical growth to all industrial 
growth will continue over the next 25 
years at nearly two to one (300 to 
161), and since that total value of all 
goods and services is expected to 
double by 1975, this would mean that 
the chemical industry as a whole will 
be about four times its present volume 
by then. 

For the chemical industry as a 
whole, the availability of all types of 
energy seems reasonably assured, even 
though its ay sagen may multiply 
as much as 6 times within the next 


| 25 years. 


Heavy Pipe Sizes 
May Be Standardized 


The fabricated metal piping indus- 
try is considering further standardiza- 
tion of heavy wall pipe in sizes 83 to 
16 in. A meeting will be held soon 
with NPA officials to discuss changes. 

Standard sizes would benefit mills, 
fabricators and users, NPA officials 
said. Some mills refuse orders for cer 
tain sizes, it was pointed out. 

The fabricating industry welds, 
bends and fits to specifications for the 
AEC, electric and steam power indus- 
tries, petroleum refining and cracking 
plants, chemical companies, and other 
manufacturers using special process 
piping. 

Industry spokesmen favor retention 
of controls but say they want a better 
method for assuring critical materials 
for important projects. 

Major problem of the industry now 
is welding rods. Companies report 
backlog orders which they cannot fill 
for 18 months. They are working near 
capacity. 


| Office of Distribution 


Being Reactivated 


The Department of Commerce will 
reactivate the Office of Distribution 
which had charge of essential civilian 
products and services during World 
War II. 

The new agency will take over the 
functions NPA’s Office of Civilian 


| Requirements, which is being dis- 


FOR 
FULL PARTICULARS 
BROWNING MANUFACTURING CO 


1951 BROWNING DRIVE 


MAYSVILLE, KENTUCKY 
0000000000000 0000000008 
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banded. Also, a new Civilian Require- 
ments Division is being set up under 
the NPA Policy Coordination Bureau. 

Horace B. McCoy will head the 
Office of Distribution, assisted by 
Walter J. Currie, who has resigned as 
NPA Assistant Administrator. Leslie 
P. Doidge will be director of the new 


| Civilian Requirements Division in 


NPA. 





Chapple Given Post 
In NPA Metals Bureau 


Bennett S. Chapple, Jr., steel excu- 
tive, has been appointed Assistant 
Administrator in charge of NPA’s 
Metals & Minerals Bureau. 

On leave as assistant executive vice 
president of U. S. Steel Co., Mr. 
Chapple has held sales and operations 
= with Firth-Sterling Steel & Car- 

ide Corp., Armco Steel Co., and Car- 
negie Illinois Steel Corp. 
le succeeds William M. Day, who 
has returned to the Michigan Bell 
Telephone Co. 

The Small Defense Plants Admin- 
istration is now headed by John E. 
Horne, former deputy administrator 
of the bureau and former administra- 
tive assistant to Senator John J. Spark- 
man, Chairman of the Senate Small 
Business Committee. He replaces Tel- 
ford Taylor, who resigned. 

Von Allan Carlisle has been named 
Acting Regional Director for SPDA in 
Chicago. He has been serving as coun- 
sel and assistant director since April. 


Orders Still Firm 
In Construction Tools 


Orders are holding up well for con- 
struction machinery and supply is 
about normal for all items except 
heavy tractors and some other heavy 
equipment, according to the manu- 
facturers. 

Industry spokesmen told NPA offi- 
cials recently that inventory of mate- 
rials is out of balance and that bars, 
structurals and heavy plates are scarce. 
More high priced steel is being used 
to bring inventories into line, they 
said. 

The industry production losses since 
January total about two months’ work, 
it was reported. There have also been 
strikes in the construction industry 
recently. 

Demand for both agricultural and 
road machinery is expected to be heavy 
in 1953. However, military commit- 
ments for construction equipment will 
be somewhat less than next year. 





PERISCOPE FOR DRIVERS 


Gasoline tank trucks in Sweden have 
@ new gimmick that aids motorists 
who can’t see around them, Electronics, 
McGraw-Hill publication, _ reports. 
When a driver toots his horn, the sig- 
nal is picked up by a microphone and 
amplified into the truck cab. The 
truck driver flips a signal that says 
“pass” or “don't pass”, telling the 
driver behind whether the road's 
clear. 





Here’s The ONLY Handbook 


of its 


kind 


in the Sling Field- 


See How You, Too, Can 


CUT SLING COSTS 


with 


Tuffy. 


SLINGS 


“Service increased about 2 or 3 times,” 
reported by user of Tuffy Slings. 
Put Tuffy to the test! See how only 
Tuffy, with the 9 part, machine- 
braided wire fabric construction 
gives greater flexibility, strength 
and efficiency than conventional 
type slings. 


and it’s 


FREE 


For The Asking 


@ Factual data on 12 
braided sling types and 
on sling fittings. 

@ Valuable facts on sling 
care for longer service 
life. 

@ How to rig your own 
slings. 

@ 30 illustrations of sling 
uses. 

@ How to splice Tuffy 
Slings and other wire 
rope. 


Today’s most talked - about 
sling handbook! Now going 
into its second big printing, 
this thorough, informative, 
useful book gives you all the 
up-to-date facts about lower 
sling costs through longer 
sling service. If you use 
slings, you want to keep this 
book handy! You'll be sur- 
prised how often you can use 
it to effect big savings on 
sling costs. Fill out coupon 
and mail it today! 


Start Now to 
CUT SLING COSTS! 


Get Your FREE Copy Now! 





Specialists 


In Wire Rope and Braided Wire Fabric 





RO Dire Kone. COrporation | 


2236 Manchester Ave., Kansas City 3, Mo. 
(0 Send FREE Tuffy Sling Handbook and Rigger’s Manual 
(J Have my Union Wire Rope Fieldman deliver to me FREE 


a 3-Ft. sample Tuffy Sling 








-——-------- ----- | 
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MATERIALS 


MERRILL BROTHERS 


56-16 ARNOLD AVE., MASPETH , NN. Y. 


HANDLING 














COLLIS cquiewe 


QUIPMENT 








% COLLIS Equipment fills today’s 
important production needs so well 
because they are made by men 
skilled in making this type of equip- 
ment. Supply the proper unit from 
a complete range of types and sizes 
for Drill Sleeves and Sockets, Lathe 
Centers, Chuck Arbors, and Drill 
Drifts. We will handle your orders 
promptly 


THE COLLIS company 


CLINTON, IOWA 
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NEW ... BLADE 


High Speed 
Steel 
ircular Saws 


BLADE'S NEW HIG! 
SPEED STEEL SAW 


for Brass, Coppe 
Aluminum,Plasti 


Blade has the high speed steel saw your © 
customers wont . . . and will re-order 
regularly. 


FASTER CUTTING—Extra side clearance 
permits faster feeding and cutting of 
metals, etc. 


LONGER LASTING— Blade's exclusive 
method of hardening High Speed Stee! 
gives extra life to the cutting edge. 


QUICKER DELIVERY—Yow can depend on 
Blade for prompt delivery 2 to 4 weeks 
after receipt of your order. 


And remember . . . Blade's extra discounts 
meon extra profits for you. So why wait 
to sell the sows that poy their way. Send 
for Catalog A-1 on Blade Metal and Wood 
Cutting Circular Saws and Dodo Heads. 





1952 


Blades for 
all mokes 
of electric 
hand sows 


909 W. 3rd Ave., Columbus 8, Ohio 














Sales Guilder 


HEWITT-ROBINS INDUSTRIAL HOSE 
Reputation Holder 


Bolsters Customer Confidence: When you sell 
Hewitt-Robins Industrial Hose, you not only 
keep— but build —customer confidence. That’s 
a fact that has been proved since 1855. 


Just Look At These Records: 


rine HOSE—A large fire department bought 15,000 
ft. of 244" Maltese Cross® Fire Hose in 1904. 
Many lengths are still in fire service today! And 
there has never been a reported failure of Maltese 
Cross Fire Hose at any fire. 

TANK TRUCK HOSE— Monarch® Tank Truck Hose 
on the cooling engines of large sea-going vessels 
has stood up under several round trips between 
Seattle and the Orient . . . it flexed about 5-million 
times per trip. 

INSULATION BLOWING HOSE —Ajax® Insulation 
Blowing Hose gave 18 months of hard usage be- 
fore being discarded. The most this user ever got 
from competitive hose was about 10 months. 


i-P GAS HOSE— As one user reports, ““When we get 
into trouble, we always have to turn to Hewitt- 
Robins Propane Hose.” 


acip HOSE— Monarch Acid Hose has conducted 
269,870 gals. of sodium chlorate for-one large salt 
company. 


WELDING HOSE — Twin-Weld® is the only double- 


line welding hose on the approved list of one of 
the largest users in the country. 


SAND BLAST HOSE—The same lengths of Monarch 
Sand Blast Hose have been in service continuously 
for 12 years. 


These are typical qualities of the entire line 
of Hewitt-Robins Industrial Hose—a line cov- 
ering some 1,000 items. That’s why, if you 
want to build sales—and hold your reputation 
—you ought to handle Hewitt-Robins Hose. 


For Welding . . . It’s Hewitt-Robins TwineWeld® Hose 
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NO. 4 OF A SERIES 


NEWS, IDEAS AND INFORMATION 
OF INTEREST TO STARRETT DiIS- 
TRIBUTORS AND THEIR SALESMEN 


THE L. S. STARRETT COMPANY 


SALES LEADS 


SINCE 


STARRETT DIAL GAGES 
For Quality Control Operations 


Because these Starrett Dial Gages 
are designed for the broadest pos- 
sible application to production in- 
spection and quality control opera- 


you them to 


tions, can count on 
stimulate wide interest and profit- 
able sales. Fach has many exclusive 
Starrett 


features. And don’t forget 


that Starrett also makes standard 
AGD dial indicators in 54 types and 
sizes to meet all requirements — as 
well as the famous LAST WORD 
dial test indicator. For specifications 


and sales features, check vour Star- 


rett Dial Indicator Catalog. 


INDUSTRIAL 
DISTRIBUTOR 


WE’RE DOING A BIG 
SALES JOB FOR YOU 


Not just now and then but day in 


and day out throughout the vear 
Starrett helps sell the value of the 
Industrial Distributor’s service and 
what it means to industry. Every 
advertisement, every catalog, every 
piece of Starrett literature carries 
this seal and stresses the economy, 
efficiency and convenience of buying 
through Industrial Distributors. 


( Advertisement) 


STARRETT 
UNIVERSAL DIAL BENCH 
GAGE NO. 652 


STARRETT 
DIAL COMPARATOR 


STARRETT UNIVERSAL 
DIAL TEST INDICATOR NO. 196A 


Starrett Tool Charts 
Build Sales And Prestige 


There’s real advantage in being 
known as a Starrett distributor. To 
cultivate the trade of mechanics and 
tool users, display the new Starrett 
Tool Chart in your windows and on 
your walls. You’ll get a bigger share 


of profitable Starrett Tool sales... 


and attract the steady patronage of 


skilled 


received your copy of the new Star 


tool users. If you haven’t 


rett Tool Chart, write for it today. 


188O WORLD'S GREATEST TOOLMAKERS « 








s WAND TOOLS AND 
PRECISION INSTRUMENTS - DIAL INDICATORS 
STEEL TAPES - PRECISION GROUND FLAT STOCK 
WACKSAWS, BAND SAWS end BAND KNIVES 





ATHOL, MASS., U.S.A 


The Right “Combination” 
Is Always A Starrett 


“INVENTED BY L. S. STARRETT 
FOUNDER OF 
THE L. S. STARRETT COMPANY” 
Skilled 


Starrett 


craftsmen have preferred 


combination squares and 
1880. The latest 
lock 


permits rapid reversal of blade with 


sets since models 


have a new type bolt which 


out removing bolt or nut. The fine 
black enamel finish ts durable, easy 
to keep clean. Available with square 


head, center head, single type pro- 


tractor head or reversible protractor § 


head. Combination squares in 4,6”, 
9". 43°. 36". and 26" anes, 
bination sets in 12”, 18”, and 24’ 


sizes. 
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lock ‘em — 
and leave ‘em 


© If your customer has a problem lifting, 
moving or containing bundles of bars, rods, 
or pipes—here’s your answer. Sell him 
some of the new AMERICAN Bundling Chains 
with automatic locks. They’re easy to hook 
up, and once they’re locked, they stay 
locked. Yet they unlock with a flip of the 
fork. Satisfied users tell us they have made 
possible real savings in handling costs. 

This new product is a door-opener for 
your salesmen. Write today for information 
on the Bundle Lock or the 1001 other items 
in the complete AMERICAN Chain line. 


(Patent Pending) 


-_ —’/ American 


AMERICAN CHAIN DIVISION Chain 
AMERICAN CHAIN & CABLE 


York, Pa., Atlanta, Chicago, Denver, Detroit, Los Angeles, New York, 
Philadelphia, Pittsburgh, Portland, San Francisco, Bridgeport, Conn. 





